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\IiCROMETRIC is more than just a sheet of car- 
bon paper. To many stenographers it is as im- 
portant as any part of her typewriter. Once 
Micrometric has been demonstrated to her by 
the dealer, she will use no other brand. She 
knows it is a means of achieving neater, easier 
typing. To Webster dealers this means a stead) 
repeat business. 

We are telling people about Micrometric. 
too millions of them. Through such publi- 
cations as Time, the Saturday Evening Post 


and the Literary Digest, a demand has been 


F. S. WEBSTER COMPANY 


created. Here is your chance to £0 out and rel 
new business. Here is your chance to reap more 
profits through the Webster line. 

For those who are too old fashioned to ap- 
preciate this new invention, MultikXtopy Carbon 
paper is the leader in the quality field. For 


more than two generations it has been ac¢ epted 


as the highest quality sheet which money can 


buy. With Star Brand Typew riter Ribbons. cot- 
ton or silk. Webster dealers carry the best 


known merchandise in the field. 


13 AMHERST STREET 
CAMBRIDGE, MASS. 


4 OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, 
office furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commercia 
stationery dealers and many 
of the largest corporations in 
the United States. It also 
reaches some dealers in fifty- 
four other countries who deal 
in American office equip- 
ment. 

¥ No person, firm or corpora- 
tion, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shaping 
its policy, which has in view 
at all times the best interests 
of the field it serves. It aims 
to discuss all subjects fairly, 
and to furnish its readers re- 
liable information concerning 
the progress and develop- 
ment of the office appliance 
industry. It will answer any 
questions germane to its field 
to the best of its ability, and 
it asks its readers in all parts 
of the world to aid it with in- 
quiries and suggestions, to 
which it will give prompt and 
earnest consideration. 


OFFICE APPLIANCES 


(TO THE WORLD’S PRINCIPAL MARKETPLACES) 


Published on the first of every month by The Office Appliance 
Co., 417 South Dearborn St., Chicago, Illinois. Cable Address: 
Applico, Chicago. Telephone Harrison 3697 


ESTABLISHED 1904: Succeeding and embodying American 
Stationer, New York, established 1873; Typewriter Trade 
Journal & Office Systems, New York, 1904; The Office, Frank- 
linville, N. Y., 1904; The Office Appliance Journal, Chicago, 
1905; Business Equipment Journal, Chicago, 1908; Office Out- 
fitter, Chicago, 1908; the original National Stationer, New 
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7 SUBSCRIPTION RATES 
iy in advance, in the 

nited States and its pos- 
sessions and Mexico — one 
year, $2.00; two years, $3.00. 
Canada—one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of $3.00 
American gold for one year 
and $5.00 for two years. Re- 
mittances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 
Single copies, twenty-five 


cents. 

¥ CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. In ordering 
such changes it is necessary 
that both old and new ad- 


dresses be given. 

¥ CONTRIBUTIONS are 
invited upon any topic of in- 
terest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will not 
be returned unless postage is 
enclosed by the sender. Cor- 
respondents should give their 
names and addresses, which 
will be withheld from pub- 
lication if requested. 

¥¥ ADVERTISING RATES 
upon agetaetive — only ar- 
ticles of office equipment or 
directly related products 
eligible. 

¥ Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 
{ ‘*‘ Office Appliances”’ is 
registered in the United 
— em Office, Wash- 


ngton, D. C. 
TOOPYRIGHT. Contents 
covered by Copyright, 1936, 
by the Office Appliance 
Company. 
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THE ADVERTISEMENTS 








These advertisements present the 
facturers in cach division of the indu 


oducts of the leading manu- 
ustry. Because of the ground 


for honest differences of opinion, the publishers obviously can- 
not undertake to guarantee transactions between advertisers and 


customers. 


They do, however, offer their service in resolving 


any disagreements which result from relations established 
through the journal. 


A 
Acco Products, In« 78 
Ace Fastener Corp .-114 
Acme Staple Co 161 
Adams, Henry T., Mfg. Co.161 
Aigner, G. J., Co 147 
Allen & Co mbit 157 
Allen-Wales Add. Mch. Cp. $2 
All-Steel-Equip Co 135 
Alma Desk Co. 7? 131 
Amer. Autmtc. El. SalesCo..140 
Amer. Number. Mach. Co.160 
Amer. Writing Mach. Co 70 
Artility Met. Products, Inc.110 


Art Metal Construction Co. 75 
Art Steel Co., Ine 161 
Autmtc. Master. Dupl. Co..159 
Autmtc. Pencil Sharp. Co..1214 
Autopoint Company 151 
Bankers Box Co 71 
Barkley, Cc. L., & Co 158 
Bassick Company 116 
Bates Manufacturing Co.101 
Bentson Mfg. Co 156 
Bickett, L. M., Co 161 
Boorum & Pease Co 81 
Bright Chair Co. 144 
Bristow, Stanley R 162 
Browne-Morse Co.. 95 
Buckeye Ribb. & Carb. Co.164 
Bushnell, Alvah, Co 143 
Cc 
Calvert Lamp Co., The 156 
Cameron, Cal : 148 
Carpenter, FE. W.. Mfg. Co.154 
Cel-U-Dex Corp 161 
Check Protector Corp. 162 
Clarotype Co., The 122 
Cleveland Container Co. 118 
Codo Mfg. Corp 155 
Collier-Keyworth Co 76, 77 
Columbia Rib. & Carb. Co.100 
Columbia Steel Eq. Co 87 
Corona Typewriter 63 
Corry-Jamestown Mfg. (Cp.123 
Crown Ribbon & Carb. Co.148 
Currier Mfg. Co 163 
Dawn Mfe. Corp 152 
Defiance Sales Corp 139 
Dick, A. B., Co 61 
Dictaphone Sales Corp 149 
Doppelt, Chas., & Co 140 
Dorson Time Instrum. Co.146 
Downey, C », Co. 165 
Dunham-Watson Co 160 
Duplicator Supply Corp 160 
E 
Fagle-Ottawa Leather Co.131 
Eaton Paper Corp 164 
Elliott-Fisher.65, Back Cover 
Esterbrook Steel Pen Co. .148 
Ever Ready Calendar Co 98 
Faber, A. W., Inc 3 
Faries Mfg. Co .136 
Faultless Caster Corp 134 
Fawn Brands, Ltd 144 
F. B. Mfg. Co 162 
Felt & Tarrant Mfg. Co R46 
Fibroin Stencil Corp 135 
Finch & McCullouch 165 
Frankel Carb. & Ribb. Co.139 
Fulton Specialty Co 154 
General Electric Co 112 
General Fireproof Co 68, 69 
General Pencil Co 140 
Globe-Wernicke Co 91 
Graff, Geo. B., Co 74 
Graphic Duplicator Co 140 
Guide System & Supp. Co. .127 
Gunn Furniture Co 132 
H. A. Ink Eradicator Co 163 
Hall-Welter Co 152 
Hanson Scale Co .139 
Harriman-Welts Prod. Co.161 
Harter Corp., The 4 
Heyer Corporation 167 
Higgins, Chas. M., & Co 153 
Hillsberg Co 163 
Hotchkiss Sales Co 150 
I 
Imperial Desk Co 124 
Imperial Mfg. Co 137 
Imperial Methods Co 129 
Indiana Desk Co 136 
Ink Specialties Co 151 
Invincible Met. Furn. Co. .108 
Jasper Chair Co 72 
Jasper Desk Co. ‘ : 128 
Jasper Office Furniture Co.151 
Jasper Seating Co 147 
Josephson Mfg. Corp 144 





Kilian Mfg. Corp 147 
Koh-I-Noor Pencil Co 102 
L 
Little, A. P., Ine , 135 
Loose Leaf Metals Co.. 158 
Lynn I Mfg. Co.157 


*‘aper Prod. 
=x 


Majestic Lourge Co.... ’ 
Manifold Supplies Co ve oe 
Marber Company 115 
Marble, B. L., Chair Co .103 
Marble & Shattuck Ch. Co. 79 


CME. os) one web ¢ 163 
Markwell Mfg. Co 144 
Martens Type Cleaner Co.161 
Meilicke Systems, Inc....162 
Meilink Steel Safe Co. 152 
Metal Office Furniture Co.104 
Metalstand Co..... 15! 
Meyer & Wenthe : 163 
Milwaukee Chair Co. a 
Mimeograph, The ... . 61 
Mitchell Binder Co 159 
Mittag & Volger, Inc 109 
Moore Push-Pin Co .163 
Munson Supply Co .152 
Murphy Chair Co. ry 
N 
National Blank Book Co 85 
Nat'l Brief Case Mfg. Co. .160 
Nat'l Vulcanized Fibre Co.155 
Neva-Clog Products, Inc. .125 
New Indiana Chair Co 136 
Niagara Duplicator Co : ae 
Nu-Mark Office Equip. Co.159 
Office Appliances : 120 
Oxford Filing Supply Co. .107 
Pr 
Pacific Cb. & Rib. Mfg. Co.121 
Parrot Speed Fastener Cp.105 
Peerless Ke Vv Co., Inc.. 66 
Peerless Steel Equip. Co. .113 
Pelouze Mfg. Co : 155 
Phillips Process Co 160 
Pronto File Corp 152 
Pruitt, Ine aha 150 
Q 
Quality Park Env. Co 96 
Queen Ribbon & Carb. Co.1438 
Rand McNally & Co.. 93 
Regal Type writer Co. 162 
Reliable Tw. & A. M. Corp.160 
Rishel, J. K., Furniture Co.139 
Rivet-O Mfg. Co... ; 151 
Roberts, Weldon, Rub. Co.142 
Rockwell-Barnes Co ‘ 117 
eth. Be. Bs GD ce oo es 163 
Royal Typewriter Co 166 
Security Steel Equip. Cp 83 
Sengbusch S-C Ink St. Co.106 
Shattuck Co., The.. .156 
Shaw-Walker Company 111 
Sheaffer, W. A., Pen Co 67 
Sheppard, C. E., Co. 145 
Sherman-Manson Mfg. (o.143 
Shipman-Ward Mfg. Co so 
Sibley, Edw. L.. Mfg Co 127 
Smith, Bri wow & Co 143 
Smith, L &Cor.Tw Inc. 63 
Speed Key ‘Mts Co. 162 
Speed-O-Print Corp. 132 
Stabro Mfg. Co - 162 
Staedtler, J. S., Ine ; 155 
Standard Fibre Sp. Mf. €o.135 
Standard Mailg. Machs. Co.141 
Stein Brothers Mfg. Co 64 
St. Johns Tabie Co.. .147 
Storms, H. M., Co... 128 
Sturgis Posture Chair Co. 97 
Sundstrand....65, Back Cover 


T 
Technygraph, The . 163 
Toledo Metal Furn. Co 138 
Triner Scale & Mfg. Co...164 
Trussell Mfg. Co . 156 
Tubular Specialty Mfe. Co.165 


Turner & Harrison Pen Co.160 
Tybon Corp 162 


Inde rwood-E lliott- 4 isher 


Co €5,. tack Cover 
U. S. Tw. Rib. Mfe. Co 159 
Vv 
Vail Manufacturing Co 130 

Victor Safe & Eauip. Co 
80, 82, 84, 133 
w 
Wagemaker Co. 153 
Warshaw Mfg. Co 148 
Webster. F. S., Co. 2 
Wholesale Type writer Co.123 
Wiggins, John B., Co 164 
» 4 
Yawman & Erbe Mfg. Co. .119 


For the benefit of the subscribers the lines advertised are here 


classified. 


Many of the requirements of the modern business 


office are represented. Should subscribers be interested in any 
article of office equipment not listed here, they are cordially in- 
vited to communicate with the service bureau, through which 
the information will be promptly and cheerfully furnished by 

letter, without obligation. 


Adding Machine Rolls and Paper 


Lynn Paper Products Mfg. Co 157 

Rockwell- Barnes Co ° 117 

Smith, Bradner & Co 143 
Adding Machines 

Allen-Wales Add. Mach. Corp 2 

Felt & Tarrant Mfg. Co. .. . 86 


Sundstrand 65, Bac k Cover 


Adding Machines (Stytus) 


Reliable Typewr Corp. . . 160 
Adding Machines, Rebuilt “ad Used 
Pruitt, Ine Lit 
Reliable Typewr. & A. M. Corp 160 
Wholesale Typewriter Co + AZ 


Adding Typewriters 


Underwood, E. F 65, Back Cover 
Adhesives 

(See Inks, Adhesives, etc.) 
Arch and Clipboards 

Globe-Wernicke Co a1 

Rockwell-Barnes Co 117 
Ash Trays, Office 

Defiance Sales Cor : 139 
Bankers’ Note Cases 

Art Steel Co. “ 161 

Currier Mfz. Co 163 

General Fireproofing Co 6x, 69 

Globe-Wernicke Co 91 

Victor Safe & Equip. Co 

80, 82, 84, 133 


Billing Machines 
Underwood, E. F 65, Back Cover 
Binders, Cataleg and Periodical 


Acco Products, Inc 78 
Aigner, G. J., Co 147 
Mitchell Binder Co 159 
Blank Books 
Boorum & Pease Co 81 
Nat'l Blank Book Co Rh 
Rockwell-Barnes Co 117 
Blue Print and Pian File Cabinets 
aN-Steel-Equip. Co 135 
Art Metal Construction Co 75 
Browne-Morse Co 95 
Columbia Steel Equip. Co 7 
Corry-Jamestown Mfg. Corp 23 
General Fireproofing Co 68, 69 
Globe-Wernicke Co 9 
Shaw-Walker (Co.. The 111 
Yawman and Erbe Mfz. Co 119 
Bond Boxes 
Art Steel Co 161 
General Fireproofing Co 68, 69 
Globe-Wernicke Co ol 
Book Cases 
All-Steel- Equip Co 135 
Alma Desk Co 131 
Art Metal Construction Co 75 
Browne-Morse Co 95 
Corry-Jamestown Mfg. Cor; 123 
General Fireproofing Co 68, 69 
Globe-Wernicke Co 91 
Gunn Furniture Co 132 
Yawman and Erbe Mfg. Co 119 
Book Rings 
Adams, Henry T., Mfg. Co 161 
Carpenter, E. W., Mfg. Co 154 
Beokhecpine ae 
Underwood, E 65, Back Cover 
Box Letter Files 
Art Steel Co 161 
Globe-Wernicke Co 91 
Rockwell-Barnes Co 117 
Brief and Zipper Cases 
Doppelt, Charles, & Co 140 
National Brief Case Mfg. Co 160 
Stein Bros. Mfg. Co “4 
Calculating Devices 
Meillicke Systems, Inc 162 
Reliable Tw. & A. M. Corp 160 
Calculating Machines 
Allen-Wales Add. Mach. Cor "2 
Felt & Tarrant Mfg. Co s6 


Sundstrand 65, Back Cover 


Calculating Machines, Used 
Pruitt, Inc 1a 
Reliable Tw. & A. M. Cort 180 
Wholesale Typewriter Co 123 

Carbon Papers 
(See Ribbons and Carbons) 

Card Index Boxes and Trays 
All-Steel-Equip. Co 135 
Art Metal Construction Co 75 
Art Steel Co 161 
Bentson Mfg. Co 156 
Cameron, Cal 154 
Columbia Steel Equip. Co 87 
Corry-Jamestown Mfg. Corp 23 
Currier Mfg. Co 163 
Globe-Wernicke Co 91 
Guide System & Supply Co 127 
Imperial Methods Co 129 
Invincible Metal Furn. Co 108 
Metal Office Furn. Co 104 


Security Steel Equirment C; gS 


Shaw-Walker Co., The 111 

Warshaw Mfg. Co 148 

Yawman and Erbe Mfg. Co 119 
Cash Boxes 

Art Steel Co., Inc 1*1 

General Fireproofing Co 68, 69 
Casters, Caster Bearings. Slides 

Bassick Company 116 


Faultless Caster Corp 124 

Killian Mfg. Corp 
Celluloid Envelopes 

Markilo Co 163 
Chair trons 


Bassick Co al 116 

Collier-Keyworth Co 78. 77 

Milwaukee Chair Co 99 
Chair Mats 

Bickett, L. M., Co 161 
Chairs 

Artility Metal Products, Inc 110 

Cameron, Cal 148 


General 


Fireproofing ( 


Jasper Chair Co 


Jasper Seating 
Majestic 


Marble, 
Marble 


Milwaukee 


Murphy 
New Inc 
Sturgis 


Co 
Lounge Co 
B. L, Chair Co 
& Shattuck Chair ¢ 
Chair Co 
Chair Co 
liana Chair Co 
Posture Chair Co 


Chairs (Posture) 


Amer 
Artility 

General 
Ilarter 


Jasper Chair 


Automatic 


Elect 
Metal Products, In 
Fireproofing (Co 
Corp 

Co 


Jasper Seating Co 


Marble, 
Marble 


Murphy 
Sturgis 
Toledo 


Chair Co 


B. I... 


& Shattuck Chair Co 
Milwaukee Chair Co 


Chair Co 
Posture Chair Co 
Metal Furniture Co 


Check Protectors and Writers 
Hall-Welter Co 
Check Protectors and Writers, 


Check P 


Pruitt, 
Reliable 
Checks, S$ 


rotector (Corp 
Inc 
Tw. & A. M. Cor 


tamped Metal 


Meyer & Wenthe 


Clips, Paper (See 


Paper Clips 


Sales Co 


68, 


Used 


Coin Bags, ‘om ant Wrappers 


Downey, 
Copyholde: 


c 
rs 


Acco Products, In 


Amer 
Cameror 


Dawn Mfg 


Cr 


Autmtc 


Electr 
n, Cal 
Cort 


ayon 
Markwell Mfz. Co 


Cushions and Pads, Chair 


Bickett, 
Cuspidor 
Bickett, 
Cuspidors 
Faries 
Dating St 
Amer 
Fulton 


Number 


M., Co 


Mats 
L. M., Co 


Mfg. Co 

amps 

Mach. ¢ 
Specialty Co 


Meyer & Wenthe 


Rivet-O 


Mfg. Co. 


Desk Calendar Pads 

Defiance Sales Corp 
ady Calendar Mfg. Cr 
Finch & MeCullouch 


Ever Re 


Desk Lam 
Calvert 
Faries 


ps. E‘ectric 
Lemp Co., The 
Mfg. Co 


Desk Pads 


Aigner, 
Bickett, 


G. J., Co 
L. M., Co 


Desk Pending-Letters Holders 


Acco Pr 


oducts, In 


Desk Trays 


Aigner, 
Art Met 
Art 
Corry 
General 


Steel Co 
Jamestown 


G. J., Co 
‘1 Construc 
Inc 
Mfg 
Fireproofing 


tion « 


(orl 
Co 


Globe-Wernicke Co 


Imperial 


Methods (oe 


Yawman and Erbe Mfg. (* 
Desk Work Distributors 
Art Steel Co 


Kristow, 
‘urrier 
Clobe 


Victor Safe & 


Desks 
Alma Db 
Art Met 
Krowne 
(ameror 
(olumbi 
(orry 
General 


Jamestown 


Stanley R 
Mfg. Co 


Wernicke (o 


Equi ‘ 


ek Co 
al Construction ¢ 
Morse Co 

» Cal 

a Steel Equi to 
Mfg. Cor; 
Fireproofing © 


Globe-Wernicke Co 


Gunn F 


urniture Co 


Imnerial Desk Co 


Indiana 


Invincible 


Jasper I 
Jasper ¢ 
Metal ¢ 
Rishel, 

Security 
Shaw-W 


Desk Co 
Metal 
leak Co 
fice Furniture Co 
Wiice Furniture (* 
J. K., Furniture 
Steel Equipment (; 
alker Co., The 


Furn. Co 


Wadgemaker Co 


Yawman and Erbe 


Dictation 


Mfg. Co 
Machines 


Dictaphone Sales Cort 
Duplicating Machines 


Autmtc. 
Dick, A 


Mastergraph Dupl 
B., Co 


Duplicator Supply Cory 


Graphic 
Ifever ¢ 


Mimeograph, 


Niagara 
Rivet-O 
Smith, 


Speed-O- Print 


Dupl 
‘orporation 
The 

Duplicator Co 

Mfg. Co 
L. C., & Corona Tws 
Corporation 


‘ator 
The 


Sales (« 


Standard Malling Machine Co 


Duplicating Machines. 


Pruitt, 


Duplicating Machine 


Columbi 


Dick, A. 


Used 
Inc 

Supplies 
a Ribb. & Carb. Co 
B., Co 


Dunham-Watson (Co 
Fawn Brands, 
Fibroin 
Frankel 
Graphic 


Itd 

Stencil Corp 
Carbon 
Duplicator Co 


«& Ribbon Co 





150 
160 


129 
119 


161 
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Heyer Corporation, The 167 
Ink Specialties Co. . 151 
Mimeograph, The 61 
Mittag & Volger, Inc 109 
Niagara Duplicator Co SS 
Nu-Mark Office Equip. Cx 159 
Roosen, H. D., Co ° 163 
Smith, L. C., & Corona Tws 6: 
Speed-O-Print Corporation cooknn 
Stabro Mfg. Co. «+ -162 
Technygraph, The . 163 
Victor Safe & Equip. Co , 
-...80, 82, 84, 13 
Engraving. Copper Plate 
Wiggins, The John B., Co 164 
Envelopes 
Bushnell, Alvah, Co 143 
Globe-Wernicke Co v1 
Josephson Mfg. Cory 144 
Quality Park Envelope Co 5 
Envelopes, Celluloid 
Markilo Co 163 
Envelope Sealers 
Standard Mailing Machines Co 141 
Eradicators, Ink 
H. A. Ink Eradicator Co 163 
Heyer Corporatfon, The 167 
Nu-Mark Off. Equip. Co 159 
Erasers, Rubber 
Autmtc. Pencil Sharpener Co 124 
Faber, A. W., Inc : = 
Koh-l-Noor Pencil Co. .-102 
Roberts, Weldon, Rub. Co - 142 
Staedtler, J. S., Inc .155 
Eyelets & Eyelet Fastening Machines 
Bates Manufacturing Co 101 
Markwell Mfg. Co 144 
Rivet-O Mfg. Co 151 
Sibley, Edw. L., Mfg. (x 127 
Fans, Electric 
General Electric Co 112 
File Boxes, Collapsible Corrug. 
Bankers Box Co 71 
Barkley, C. L., & Co 158 
Globe-Wernicke Co 91 
Guide System & Supply Co 27 
Oxford Filing Supply Co 107 
Pronto File Corp ‘ 52 
File Boxes, Metal 
Art Metal Construction Co 75 
Art Steel Co 16 
Corry-Jamestown Mfg. Cory 123 
Currier Mfg. Co ‘ 163 
Rockwell-Barnes Co 117 


vate Safe & Equip Co. 
SO, S82, 84, 


Filing ‘Cab. Ball and Roller Bearings 
see 147 


Kilian Mfg. Corp 

Filing Cabinets, Metal 
All-Steel-Equip. Co 
Art Metal Construction Co 
Art Steel Co z 
Bentson Mfg Co. 
Browne-Morse Co 


Cameron, Cal 

Columbia Steel Equip Co 
Corry-Jamestown Mfg. Cor 
General Fireproofing Co 6 


Globe-Wernicke Co, . 
Invincible Metal Furn. Co 
Metal Office Furniture Co 
Peerless Steel Equipment Co 
Security Steel Equipment (; 
Shaw-Walker Co., The 
Victor Safe & Equip. Co 
80, 82. x4 
Yawman and Erbe Mfg. Co 
Filing Cabinets, Wood 
Globe-Wernicke Co. . 
Imperial Methods Co 
Wagemaker Co 
Yawman and Erbe Mfg. Co 
Filing Supplies 
Acco Products, Inc 
Aigner, G. J., Co. . 
Art Metal Construction (: 
Barkley, C. L., & Co 
Browne-Morse Co. .. 
Bushnell, Alvah, Co. 
Cameron, Cal. .. ° 
Corry -Jamestown Mfg Cory 
General Fireproofing Co 6 
Globe-Wernicke Co 
Guide System & Supply Co 
Imperial Methods Co 
Josephson Mfg. Corp 
Metal Office Furniture ( 
Oxford Filing Supply Co 
Quality Park Envelope (<« 
Rockwéll-Barnes Co 
Shaw-Walker Co., The 
Victor Safe & — Co 
secese - St, 82, 84, 
Wa gemaker Co ee 
Warshaw Mfg. Co 
Yawman and Erbe Mfg. (« 
Felders (See Filing Supplies 
Fountain Pens 
Autopoint Company 
Esterbrook Steel Pen Co 
Sheaffer, W. A., Pen (% 
Globes, Geographical 
Rand McNally & Co 
Gummed Cloth Rings 
Graff, Geo. B Co 
Warshaw Mfg. Co 
index Card Signals 
Graff, George B.. Co 
Victor Safe & Equip. Co 
: 80, 82, 84, 


Index Tabs 
Aigner, G. J., Co 
Barkley, C. L., & Co 
Cel-U-Dex Corp 
Globe-Wernicke Co 
Guide System & Supply (o 
Markilo Co. . een 
Shaw-Walker Co., The 
Victor Safe & Equip. Co 

ene eee ee St 

Inks, Adhesives, Etc. 
General Pencil Co. ... 
Harriman-Welts Prod. Co 
Higgins, Chas. M.. & Co 
Ink Specialties Co 
Rivet-O Mfg. Co 
Shattuck Co., The 
Sheaffer, W. A., Pen ( 


s 





inkstands Paper 
Detiance Sales Corp . onsne Eaton Paper Corporation..... 164 
Sengbusch Self-Cl. Inkst. Co......106 Rockwell-Barnes Co. ..... : lg 
Leads for Mechanical Pencils Smith, Bradner, & Co. 143 
Autopoint Company ...... 151 Paper Clamps 
Faber, A. W., Inc. .. éno. a Acco Products, Inc. ...... ——— 
Sheaffer, W. A., Pen Co coe @ Autmtec. Pencil Sharpener Co. ....124 
Leather Goods Esterbrook Steel Pen Co. ........ 148 
Doppelt, Charles, & Co. .........140 Paper Clips 
National Brief Case Mfg. Co. ....160 Acco Products, Ime. .......0..+::> 78 
Stein Bros. Mfg. Co. ‘seen ee Defiance Sales Corp 139 
Leather Upholstered Furniture Fulton Specialty Co. coe 154 
Bright Chair Co. ...... — Graff, George B., Co. ........ . 74 
Jasper Chair Co. ..... ‘a . 72 Josephson Mfg. Corp. abn.oe cee 
Majestic Lounge Co. ... . Vail Manufacturing Co. .......... 130 
Leathers, Upholstering Paper Fastening Machines 
Eagle-Ottawa Leather Co 131 Ace Fastener Corp. ....... nue cen 
Letter Trays (See Desk Trays) Acme Staple Co. .........655sees 161 
Letterheads Amer. Autmte. Electr. Sales Co...140 
Wiggins, The John B., Co — Autmtc. Pencil Sharpener Co..... 124 
Library Equipment Bates Manufacturing Co. ........ 101 
All-Steel-Equip. Co. . scaccedne Cameron, Cal, ....6.seeec cece 148 
Art Metal Construction Co oe 75 Hotchkiss Sales Co. .............150 
Bie Bees Gh. v-eddansend asecaane Markwell Mfg. Co, ......... ee 6 S| 
Corry-Jamestown Mfg Corp. wee Neva-Clog Products, Inc. ........ 125 
General Fireproofing Co : 68, 69 Parrot Speed Fastener Corp....... 105 
Globe-Wernicke Co . . 91 Sibley, Edw. L., Mfg. Co..... 127 
Security Steel Equipmt. oer Victor Safe & Equip. Co. ..... 
Shaw-Walker Co., The... neceenee onc ceen ct esenese em 80, 82, 84, 133 
Lockers and Storage Cabinets Paste (See —_ Adhesives, Ete.) 
All-Steel-Equip. Co. .. ee Pencil Sharpener 
Art Metal Construction Co cece Autmte. Pencil Sharpener Co... ..124 
Art Steel Co. ... si wedebeedunee Graff, George  ™ “eee 74 
Browne-Morse Co. ... . 95 BERGOOT GR, cavcocaccoacysescaciese 115 
Corry-Jamestown Mfg. Corp......123 Pencils, Wood Cased teas 
General Fireproofing Co 68, 69 Ween, Bic Wiles Mi Sédccievcctecn 73 
Globe-Wernicke Co. ... : - 91 General Pencil Co. ...........---. 140 
Invincible Metal Furn. Co .108 Koh-I-Noor Pencil Co.. 600000 
Metal Office Furniture Co : 104 Staedtier, J. S., Inc. .........0+. 155 
Security Steel Equipmt, Cp 83 Pencils, Mechanical 
Shaw-Walker Co., The.... : lll Autopoint Company .. sea eee 
Yawman and Erbe Mfg. Co. .....119 Esterbrook Steel Pen Mfg Co ..148 
Loose Leaf Books and Systems Sheaffer, W. A., Pen Maes GR. 20 GF 
Adams, Henry T., Mfg. Co 161 Penholders and 
Dee, GS. dio GBs cc0es , = Sengbusch Self-Cl. Inkst, Co. 106 
Boorum & Pease Co 81 Pens 
F. B. Mfg. Co. ... : -162 Esterbrook Steel Pen Co. 
Nat'l Blank Book Co so an Sengbusch Self-Cl. Inkst. 
Sheppard, The C. E., Co , 145 Turner & Harrison Pen Co 
Trussell Mfg. Co, -. 156 Picture s 
Loose Leaf Envelopes, Celluloid Moore Push-Pin Co. ........+00: 163 
Markilo Co. ... . 163 Pins and Pin Containers 
Loose Leaf Metals Vail Manufacturing Co. .......... 130 
Adams, Henry T., Mfg. Co. .....161 Platens, Typewriter 
Carpenter, E. W., Mfg. Co. .....154 American Writing Mach. Co. one Te 
Loose Leaf Metals Co aaugeee Shipman-Ward Mfg. Co. ......... 89 
Mail Distributors Wholesale Typewriter Co. .123 
Bristow, Stanley R ‘ — Postal Scales 
Globe-Wernicke Co . scaace EO Hanson Scale Co. ..........++. 139 
Victor Safe & eee. Co Pelouze Mfg. Co. ... a 
aesgSsceeececess 80, 82, 84, 133 Triner Scale & Mfg. Co .164 
Map Tacks Publishers 
Graff, George B., Co. ..... » Gt Sn... -seunknaasaee’ 120 
Moore Push-Pin Co pee .. 163 Punches 
Maps, Globes, Etc. Acco Products, Inc. ............. 78 
Rand McNally & Co 93 Bates Manufacturing ieee 101 
Matched Office Suites Boorum & Pease ©o. .......... . &l 
Art Metal Construction Co 75 Defiance Sales Corp. ............. 139 
General Fireproofing Co 68, 69 Globe-Wernicke Co. ... csasesed 91 
Globe-Wernicke Co : 91 Mitchell Binder Co. .. 159 
Memorandum Books Nat'l Blank Book Co. . 85 
Boorum & Pease Co. .. 81 Rivet-O Mfg. Co. ...... 151 
Nat'l Blank Book Co. . x5 Push Pins 
Rockwell-Barnes Co 117 Moore Push-Pin Co, ............. 163 
Trussell Mfg. Co 156 Ribbon Dispensing Machine 
Memorandum Devices Tybon Corp. ........ sebhabie 162 
Bates Manufacturing Co 101 Ribbons and Carbons 
Bristow, Stanley R 162 PO 2 ee ee ee 157 
Currier Mfg. Co 163 Buckeye Ribbon & Carbon Co..... 164 
Finch & MeCullouch 165 Cub BE. GU, a pateeceesc ss . 155 
Mending Tape Columbia R. & C. Mfg. Co. 100 
Warshaw Mfg. Co 148 Crown Ribbon & Carb. Co cs Ae 
Moisteners ‘ Frankel Carbon & Ribbon Co..... 139 
Rivet-O Mfg. Co . esos sD Imperial Mfg. Co. ........ .. 137 
Sengbusch _ Cl. Inkstand Co. ..106 Manifold Supplies Co. ...... . 62 
Motors, Electr ; “ Mittag & Volger, Inc. 109 
General Blectric CA cvs : --112 Pacific Carbon & Ribbon Co. i21 
Numbering Machines : Phillips Process Co. ........ 160 
American Numbering Mach. Co 160 Queen Ribbon & Carbon Co. 143 
Bates Manufacturing Co 101 Royal Typewr. Co., Inc. .......... 166 
Office Partitions and Railings Smith, L. C., & Corona Tws..... 63 
Globe-Wernicke Co. .. 91 o> ye per meee 128 
Oil, Office Machine rn Ge. ssatenteacchetaneinas 162 
Nu-Mark Office Eq. Co —e Underwood, E. F. .65, Back Cover 
Pads, Figuring U. S. Typewriter Rib. Mfg. Co... .159 
Boorum & Pease Co 81 Webster, F. 8., Co. eoocccace 8 
Nat'l Blank Book Co : sane Oe Rubber —, 
Rockwell-Barnes Co. ............117 Faber, A. o BRR. coc cwccwses 73 





THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon prac- 
tically every member of the staff. It answers by per- 
sonal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, prepares 
advertising copy, furnishes list of desirable agents and 
dealers in nearly every country, aids foreign dealers in 
securing U. S. A. lines, and in many other ways 
forms useful service, all without charge. Subscribers 
in every land have made, and are making, good use 
of this bureau; manufacturers in every section of the 
field have had evidence of the service. Subscribers’ 
requests for catalogues to bring their files up to date, 
or to replace the file in case of fire or other form of 
destruction, are broadcasted in a bulletin which is 
mailed frequently to leading manufacturers. 








Rubber Stam 

Meyer & Wenthe...... - «0-168 
Rubber Type Outfits 

Fulton Specialty Co. .........««. 154 
Sates 

Art Metal Construction Go. ..... 75 


General Fireproofing Co. ......68, 69 
Globe-Wernicke Co. «oon 
Hillsberg Co. ........++ 

Meilink Steel Safe Co. 





—, Steel Equipmt. Cp. _ 
Shaw-Walker Co., The...... ivecas 
Victor Safe & Equip, Co. ....... 

ob avaeséececndhaaeunns 80, 82, 84, 133 
Yawman and Erbe Mfg. Co. ..... 1 
es 
Hanson Seale Co, ..... 666560005: 139 
Pelouze Mfg. Co. ... 66.66. cnuues 155 
Triner — ry FF ere 164 
Sealing 
flisaing. ‘Chas, M., & Co. . «++. 383 
Seals, No’ -—. Corporation 
Meyer & — Bones veabtocveces 163 
a o Cunstenation Oa. «dense 75 
General Fireproofing Co. ......68, 69 
Globe-Wernicke Co. .........66e0. 91 
Shelf Boxes 
All-Steel-Equip. Co, ........065. 135 
Bs Bese Ge ceccecccesccccees 161 
General Fireproofing Co. ......68, 69 
Globe-Wernicke Co, .........«655 91 
Shelving 
All-Steel-Equip. Co, .......... .. 135 
Art Metal Construction Co. ...... 75 
ASE BEBE GA. coeccecsassscosevcve 161 
Browne-Morse Co. ... sucsseoe Oe 
Corry-Jamestown Mfg. Co. .......123 
General Fireproofing Co. ......68, 69 
Globe-Wernicke ©0. ........6655> | 
Invincibie Metal Furn. Co. ...... 108 
Security Steel Equipmt. Cp. ..... 83 
Shaw-Walker Co., The........... lll 
Sorting Devices 
Currier Mfg. Co. .... 666s ccc ennns 163 


Stamp Affixers 
Standard Mailing Machines Co...141 


Stamp Pads 
Bates Manufacturing Co. ........ 101 
Fulton Specialty Co. ......... ..154 
Meyer & Wenthe........... Ss 
Rivet-O Mfg. Co. ....6-sceeeeees 15 
Rockwell-Barnes Co. ........ ie 


Victor Safe & Equip. Co. ....... 
80, 82 
Stands for Office Machines 


All-Steel-Equip. Co. .........6.. 135 
Bee GRRE GA  wscctcccccocscvesss 161 
Corry- -Jamestown Mfg. Corp. scans 123 
General Fireproofing Co. ......68, 69 
Globe-Wernicke Co. .... 6.6.6. 00s 91 
Harter Corp., The............06. 94 
SEGRRRIE TEE conv canénysoncesed 159 
Sherman-Manson Mfg. Co. ...... 143 
Sturgis Posture Chair Co. ....... 97 
Toledo Metal Furniture Co. ..... 138 
Tubular Specialty Mfg. Co. ..... 165 
Staple Extractors 
Ace Fastener Corp. ..........6665 114 
Markwell Mfg. Co. ....... 0660005 144 
Staples and —— Machines 
Ace Fastener Corp. ............+. 114 
Acme Staple _ pebese cece sa0cnn 
Cameron, Cal, ........665005: ..148 
Hotchkiss Seles il tanedceasnsVine 150 
ee 8 EE errr 144 
Neva-Clog Products, Inc, ........ 125 
Parrot Speed Fastener Corp. ..... 105 
Vail Manufacturing Co. ......... 130 
Cigioners, Engraved, Lithegraphed 
Wiggins, The John B., Co. .aoenee 
Stencils, Brass 
BEER © WD e ccc cccccccecdsns 163 
Stenographers’ Note Books 
Nat'l Blank Book Co. ........... 85 
Rockwell-Barnes Co. ..........«++ 117 
Trussell Mfg. Co. ...... : coun 
Stools 
Harter Corp., The..........+6s05. 94 
Sturgis Posture Chair Co. ........ 97 
Toledo Metal Furniture Co. ...... 138 
Storage and Transfer Cases 
All-Steel-Equip. Co. .........665+ 135 
Art Metal Construction Co. ...... 75 
Art Steel Co, .........++ ey 
Bankers Box Co. ........ osc seee_ ne 
Barkley, C. L., & Co. .......056. 158 
Bentson Mfg. Co. «2.66.60 0s0e 156 
Browne-Morse Co. ...... cetwe a ae 
Columbia Steel Equip. Nay acta 87 
Corry-Jamestown Mfg, Corp. .....125 
General Fireproofing Co. ......68, 69 
Globe-Wernicke Co. oben, OF 
Guide System & Supply “Go. .....127 
Imperial Methods Co. ........ 129 
Invincible Metal Furn. Co. ......108 
Metal Office Furniture Co. ....... 104 
Oxford Filing Supply Co. ........ 107 
Peerless Steel — epeepeedl Ga seceeee 
Pronto File Corp. ... ‘0 tool 
Rockwell-Barnes Co. ..........65+ 117 
Security Steel Equipmt. Cp. ..... 83 
Shaw-Walker Co., The............ ill 
Yawman and Erbe Mfg. Co. .....119 
Store Fixtures and Equipment 
All-Steel-Equip. Co. ........-+... 135 
General Fireproofing Co. ...... 68, 69 
Globe-Wernicke Co. .......65500 91 
Swinging Foometer ¢ Stands 
Globe-Wernicke Co. ........+> . 91 
Tables 


Art Metal Construction Co. 
Art Steel Co... ccc cece cnccnuues 
Browne-Morse Co. , 
Corry-Jamestown Mfg. Corp. 

General Fire fing Co. .... 





Globe - Wernic GO coscccsctvess 91 

Shaw-Walker Co., The........... 111 

St. Johns Table Co. ........+606: 147 
T 


Accessories 
—— Electr. Bales Co... .140 
Bates Manufacturing . 10 
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THE CLASSIFICATIONS ‘ I ‘ ( 
‘ i ! M & \ r, i 
Telephone Stands » - Office |} ‘ 
Art Metal Constr ‘ : K O Mfg. ¢ i 
General | = ¢ ‘ W F. S., ¢ 
‘ e-Werr ‘ Typewriter Cushion Keys 
Yaw im and | eM ‘ I M oon S ‘ 
Thumb Tacks . N ( 
u tm I ( Td spn K M ‘ 
Moore P i ‘ Typewriter Cushion Knobs and Bases 
Va Manufa i ‘ \ WwW x Ma e 4 
Time Clocks and Recorders I lL. M. ¢ 
lor { | ‘ I in ‘ 
Type. Typewriter Typewriter Parts and Tools 
‘ Ww ' M ‘ \ W ne M ( 
> an-W Ml ‘ : n-Ward M ‘ 
Typewriter Cleaning Material W rypew ‘ 
‘ ' Ml ( Typewriters, Mirs. of 
‘ { I ew 





OFFICI 


\PPLIANCES 


i l Typewr ( Wardrobes 
Smith, L. ¢ & Corona Tws . 
Underwood, E. } 66, Back ¢ a a 161 
Typewriters, Rebuilt and Used Y : : 
Somer © ng Mac > é Corry-Jamestown M ‘ 12 
P . In 1 General Fire fing « 68, 69 
Regal Typewrit ‘ 162 Globe-Wernicke a 
ie = z - - : r . “a Waste Baskets 
Wholesale Typewriter ¢ Art Steel ¢ 161 
Visible Systems Equipment Car Ca 148 
Aigner, G. J., ¢ 147 ‘ ind Con er « 118 
Art Metal Construction ¢ 7 Corry -Jamestown M ( i2 
Boorum & Pease ¢ Si Get sl Firepr ! ‘ x, 
Globe-Wernicke ( yt Globe-Wernicke ¢ l 
ad tno 4 Metal Office Furt ‘ 104 
\ r Safe & Equ ‘ Na Vulenzd, Fibre ¢ 1 
S S? x4. 1 Shaw-Wa r ¢ I lll 
Yaw t ind Erbe Mfg. C« 119 Standard Fibr Spe M ‘ l 


WANTS AND LOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


SALESMAN experience metal furniture locker ind 
I \ ve dealer, as sa in or manager of furt 
re it ca leSigt il’ rt ipervise llation of contract work 
Ada { La; eo ‘ App ince Chicag 
MY EXPERIENCE I DEVELOPING DEALERSHIP organization for na 
l e and large a iintance with the trade t 
ire y a rding high type of representa 
e equipment or stationery items Travel any 
Add ( Office Appliat Chicag 
EXPERIENCED SALESMAN desire t represent manufacturer of Sta 
t nufacturer as their agent in Pacific Northwest 
ida ( x Office Ap} ane Chicago 
EXPERIENCED TYPEWRITER SHOP FOREMAN, at present employed 
t ! tand all machine shop cost productior re 
‘ , Ad { (re re Office Ap] neces, Chicago 
MECHANIE OVER TWENTY YEARS experience on all akes of type 
nd lesires position with reliable Exchange Go 
I 4 \\ Anderson, Ind 


SALESMEN WANTED 





\TLANTA, FORT WORTH AND DALLAS DISTRICT AGENTS for Stand 
M iD ng Machines Co., Everett, Mass., for 25 years 
ful inufacturers and distributors of a 
ent Durit the past five years we have 
duplicating equipment, including Rotary, 
2 lels of Gelatin Duplicators and the now famous 
s N i Duy tors Proved itstanding successes, profit 
WW ¥ prepa y appoint new District 
\ portu y permanent connection in a 
i pat ‘ jualified representative 
1 off appliances r system sales experience 
W f xperience, present nnection, reason for change 
Standard Mailing Machine Company 
| M 
WELL KNOWN MANUFACTURER ha penings for some young men who 
! re Only young en need apply All a 
ng and successful men will have a good 
I b ‘ you have ale bility and desire a future 
I ' re Office Appliance giving full qualifications 
t ! da 
SALES ORGANIZER WANTED with real ability and leadership, to head 
developed and is ready to market a dup 
\ remarkable pportunity for man with 
WW fr hand in sales worl Address P-137, care 
on \ { 
SALESMEN WANTED | gh class Office Specialties direct to cor 
i Ite lis y office, retail $1.00-$6.00. Liberal commissions 
( efere ! carried Addr P-136, care Office Ap} 
( 


MECHANICS WANTED 


MACHINE MECHANIC with sales ability 
ape Must be neat, dependable and well 
', Salary and commissior rrangement 
I’ re Office Appliances, Chicago 
typewriters ridding machines and 


Salary or ur ind commission 


&rYVEWRITER AND ADDING 
j ’ Ir 


MECHANIC WANTED erv 


ty 
a ‘ \ ‘ ig 


REPRESENTATIVES AVAILABLE 


Salesman now connected 


STATIONERY LINES WANTED for r 
\\ ! f | stationers in Cl igo will leave for Cali 
D to represent stationery anufacturer n 
inager Ha ilso sold wholesale to the 
I ‘ 1! t years shows al ty and enterprise Best of 
Sev al s under consideratior Will 
facturer of articles for office use seeking 
t I Address C-109 are Office Appliar 
| 
WESTERN MANUFAC LRERS Build l in the east Manu 
er ring New Y k. New England, Pennsylvania 
Ml Was Db. ¢ can ha hie Md nal ne SiO! 
t Higl rade t ‘ t Address C-11l i 
or \ ‘ p 
SALES ORGANIZATION ering New Y New Jersey, Pet ylvania 


REPRESENTATIVES WANTED 


rypewriter 
Quickly 
Address 


IF YOU SELL DIRECT to offices you can sell our high grade 
t t fitably Liberal profit on each sale Protection giver 
es a major line Write for ving territory you cover 
l’-154, care Office Appliances, ¢ 


SALES REPRESENTATIVE—Fine line of competitive 
lid to the Wholesale Stationery Trad All territori« oper 

( In Emaus, Pa 

REPRESENTATIVES WANTED 
‘ t sell filing supplies, expanding wallets, file 

mitact office supply dealers in Kentucky, Tennessee and Georgia, the other 
travel Pacific Coast territory Commission basis Address your reply 
P-132, care Office Appliances, Chicago 


ilty p 





desk lamps to be 


Rodale Mfg 


Leading manufacturer wants two sales 


! pockets et one to 


BUSINESS OPPORTUNITIES 


PROVEN ARTICLES of merit for stationery trade, office and 
ctory use Exclusive royalty only Our progressive manufacturing and 
erchandising facilities estabiished over ten years can help you. Address 

’-135, care Office Appliances, Chicago 

rYPEWRITER BRAINS with moderate cash investment can obtain interest 
nh prosperous office machines business, for sale as a whole or part. Estab 
shed by present owner 1910. Aggressive advertising methods and service 

have made the business largest in this sectior Agency leading typewriters, 
dding and dictating machines, rebuilts. Large rental and repair business, 

well-known trademark. Owner now fifty-five wants younger man capable 

f gradually taking over management Must have Al habits, 

health All matters treated private Send full information P-138, care 

Office Appliances, Chicago 

PROFITABLE STATIONERY BUSINESS born in midst of depression is 

for sale because other business connection makes increasing demands upon 
me of owner Well located in one of the smaller southern cities Wil 
ell for less than worth to realize quick deal and more quickly give full 
ne to other proposition. Five to six thousand dollars needed to buy busi 

¥ and operate it A real opportunity for some one who Knows com 
ercial stationery and is in position to invest the required amount, Ad 
iress P-139, care Office Appliances, Chicago 

FOR SALE—WELL ESTABLISHED STATIONERY, office equipment, gift 
nd greeting card business. Eastern city, free from price cutting competi 
ol Splendid store location, favorable lease Three territories 
Fine list of regular customers Making money now and can be developed 
nto big profit maker All clean stock and odern fixtures Priced for 

Address P-143, care Office Appliances, Chicago 


WANTED 


references, 


outside 


ish only $10,000.00 


SALES LETTERS 


For year I have built letters that pull 
al You need th more than ever now Send me your data for new 
letters for reshapit Particular m request 
Washington Ave., Santa Fe N. Mex 


LETTERS WILL BUILD SALES 


letters vn insuccessful 
Address H. M. Goldthwait, 123 


ADDING MACHINE PARTS 


Year Type Key Tops 


ADDING MACHINE PARTS inufactured 
t pl t Oakland 


Re 
Write for latest pric 1. A. Dehn, Jr., 1450 102nd A 


Calif 


FOUNTAIN PEN REPAIRING 


ALL MAKES FOUNTAIN PENS REPAIRED for t trade since 1904 
Standard Prices regular trade discount All work guaranteed Prompt 
rvice Send all akes to one place Saves postage and time Send a 


Welty Pen & Repair Co., 38 S. State St., Chicago 


FOR SALE AND WANTED TO BUY 


il package today 


BOOKKEEPING AND BILLING MACHINES—Specializing in Burroughs, 
Moon Hopkins, Elliott-Fisher and National Accounting Machines—Bought 
and sold Accounting Machines Corporation, 343 S. Dearborn St., Chicago 
ELLIOTT-FISHER machines, typewriters, adding machines all_ office 
quipment, bought and sold Ww. J. Crowley Company, 434 Caswell Bidg., 
Milwaukee, Wisconsin 
ELLIOTT-FISHER Machines 
quipment bought and sold Chicag 
born, Chicag 

BILLING AND BOOKKEEPING MACHINES, late mode Elliott-Fisher, 
I jerwood, Burroughs, etc., bought and sold Maloney Gilmore Co 


OS S. Dearborn St., Chicago 


hir 


office 
Dear 


Adding Macl ne all 
Appliance Co 3 So 


Typewriters 
Office 


FOR SALE AND WANTED TO BUY—Continued on next page 





MARCH, 1936 


FOR SALE AND WANTED TO BUY—Continued 


also all office ma- 
Kilbourn Ave., 


machines, 
309 W 


and bookkeeping 
Teeter-Warsh Co., 


ELLIOTT-FISHER billing 
chines, bought, sold and rebuilt 
Milwaukee, Wisconsin 


DALTON ADDING AND 
paired, overhauled, rebuilt 
quote prices, serial numbers, 
436 South Dearborn, Chicago 


WANTED BURROUGHS Bank Bookkeeping Machines Class 2300 and 1300 
Chattanooga Typewriter Co., Chattanooga, Tenn 
WANTED: Calculating Machines, 


Marchants and all makes of adding machines 
& Sadler, Inc., 396 Broadway, New York, N. Y 


DICTAPHONES, EDIPHONES—rough or rebuilt 
Increase your sales and profits—write us. American 
Co., 1141 Broadway, New York City. 


BOOKKEEPING Machines sold, exchanged, re 
Will buy Underwood Fanfolds, Comptometers, 
models Peter Paul Mechanical Service, 





Burroughs, 
Graze 


Comptometers, Monroes, 
Highest cash prices. 


special prices to dealers 
Dictating Machine 


DICTAPHONES, EDIPHONES, SUPPLIES headquarters machines 
bought, sold—Wholesale, Retail—Write us Chicago Dictating Machine 


Co., 19 S. Wells St., 


ADDRESSOGRAPHS, Duplicators, Dictaphones, 
Folders, Typewriters, Adding Machines. Write for 
Circular. Pruitt, 527 Pruitt Bldg., Chicago 


Chicago 


Multigraphs, Sealers, 
FREE Money Making 


EXPORT STATISTICS BY THE UNITED 


United States Exports of Typewriters, Duplicating Machines, Typewriter Ribbons, 
35 














Carbon Paper and Office Supplies, November, 19 
7770 7772 7774 7775 
Standard Portable Used and Type- 
typewriters, typewriters, rebuilt writer 
new new. typewriters. parts 
Countries Ni Value No. Value No Value Value 
OEE cacues 149 §$ 59 184 $ 459 es 
selgium 1 6§$ 14 61 34 41 so §$ 836 
Czechoslovakia 752 S08 sacs ecee ose eeee 730 
Denmark ° 28 44 ; : . . 199 
Finland 4,982 1,039 52 0 57 116 . 
France ee ° 78 226 221 14 694 1,562 441 
Gel many ° 75 
Greece .... ee 121 135 506 442 ese 
Iceland .. 48 l 53 108 
Irish Free State 81 159 
Italy ... 126 990 , 5 136 
Malta, Gozo, and 
Cyprus : P 134 
Netherlands 2,203 388 2,062 1,335 533 1,389 2,707 
Norway 354 1,109 749 400 1,000 858 
Poland and Danzig 17, 1,957 ; . 
Portugal 114 
Rumania es 10 212 
ED. secesee 34 79 1 sf 
Sweden pean 3 8 66 1,447 499 1,115 2,277 
Switzerland .... 428 140 1,034 07 297 908 621 
United Kingdom 2,047 880 10,010 7,995 487 6,211 902 
Yugoslavia 7 4 170 37 
CameGa .cccese 14,125 7,223 2,372 378 1.454 6,057 
Eritish Honduras 4) : 
Costa Rica se 141 22 ST 107 6 
‘Juatemala 239 154 18 107 346 130 
Honduras . 4,468 320 29 3H) 133 72 
Nicaragua 576 255 295 46 15 
Panama 4,589 145 110 &9 725 
Salvador : 108 13 
Mexico . 822 1,602 577 2 71 623 
Miquelon and St 
Pierre Islands $602 10 6 Sone eee éee0 
Newfoundland and 
Labrador 41 22 18 128 90 
Bermuda 14 321 : . ‘ 
Jamaica 2,878 474 36 44 10 24 
Trinidad and Tobego 412 207 , 10 35 
Other British West 
Indies 114 53 7 100 : 
Cuba , 9.128 R00 1,716 1,315 308 840 6,15 
Dominican Republic 265 222 212 136 16 57 x0 
Netherland West Indies. 1,290 601 3 10 28 
Haiti, Republic of 1,09 405 ; 
Argentina 2,986 486 965 TOF 408 857 952 
Bolivia g5 49 291 412 -; 121 170 
Brazil 3 1 1,075 1,146 28 74 2, O38 
Chile 12 19 1,010 824 10 29 567 
Colombia 8.705 3.636 194 301 g9 819 53 
Ecuador , 471 81 swale ue : send 1,064 
Britich Guiana 135 52 
French Guiana . 3 15 
Paraguay : 148 28 
Peru . 1,031 175 132 127 41 112 41 
Uruguay . 27 23 on 63 
Venezuela 5&8 275 247 848 180 296 316 
Aden , 12 7 1 3 
Saudi Arabia 154 19 an 
British India 460 72 5.532 8.103 469 1,005 
British Malaya : 26 17 
Ceylon 63 25 37 60 ‘ 
China 1,954 41 1,108 538 > : 39 
Netherland India ; 269 182 . 529 
Hong Kong 74 23 208 228 49 122 : 
Iraq . 12 42 ws 
Japan 259 123 24,648 13,501 136 422 245 
Palestine 28 68 
Philippine Islands 555 246 8. P85 5,285 307 828 960 
Turkey 34 66 
Other Asia 673 491 
Australia 54 a5 1,408 778 260 826 840 
French Oceania 188 69 — 
New Zealand 1 2 9 41 21 
Belgian Congo 31 
British East Africa 45 17 133 67 28 59 
Union of South Africa 131 66 540 He 60 191 2.350 
Exypt 102 69 - 
Liberia 4 16 
Morocco 82 46 138 2458 
Mozambique 42 147 
Total 82,707 $25,729 75,894 $47,800 10.061 $23,098 $37,278 
Shipments te 
Hawali 61,704 $20,742 1.968 $ 1,217 a §$ 277 $ 1,610 
Puerto Rico 20 5,182 5,562 2,094 01 628 1,360 
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Duplicator inks and typewriter 


MULTIGRAPH RIBBONS re-manufactured 
save money. Lewis Co., 


ribbons. Established over ten years. Write us, 
953 N. 4th St., Milwaukee, Wis. 


new or used Office Equipment 
Mail sample or send full par- 
Chicago. 


CASH FOR CLOSE-OUT MERCHANDISE 
and Furniture, Stationery, Supplies. etc. 
ticulars. Elman’s, 308-OA West Madison, 





WANTED: USED INKING MACHINE for typewriter and Multigraph rib- 
bons. Cash. Address P-140, care Office Appliances, Chicago. 


FOR SALE 1,000 Duplex IVI panels for 4%’ and 5’’ card, 500 8’’ panels, 
$1.00 each in lots of 25. Visible equipment, all makes, dictating, address- 
ing, and duplicating machines bought and sold. Hanover Office Equipment 
Co., 80 Greenwich St., New York City. 





WANTED: KARDEX, Acme, Postindex, Comptometers (Models F-H-J), 
Remington No. 23 Bookkeeping Machines. Universal Office Equipment, 
134 Broadway, New York City 


KARDEX, POST INDEX, etc., all visible cabinets and panels 
We are the oldest established firm dealing exclusively in 
Special attention, in detail to dealers, our full 
Commercial Card 


ACME, 
bought and sold. 
visible filing equipment 
experience to those unfamiliar with visible equipment. 
System Co., 401 Broadway, New York 


STATES DEPARTMENT OF COMMERCE 











1763 
Dupli 
cating 
ma- 
4750 chines, 
Filing Folders, parts, 
index cards, 9395 and 
and other 9392 Typewriter supplies 
office forms, Carbon paper. ribbons ‘or. 
Countries, Lb Value. Lb Value Doz Value. Value 
AMMTR cccccsceee 93 $ 6,310 45 $ 1,431 41 $ 1,231 er 
Azores and Madeira 
MERE .cprccisneceds,- star asses 8 288 oses , osee 
Beigium a cnn el ee 3,523 206 5,434 116 4,275 $ 549 
Czechoslovakia sees 337 Oe 6,023 31 709 5 
OEE. ive cocdndeead 2 26 595 205 
PD «6es0ses »0een 5 17 546 cece cose cose 
Finland mane éou ogre be 33 41 1,075 40 1,251 125 
France ...... os oe 489 15,91f 219 8,185 1,763 
Germany ....... -* 25 2 gy 25 875 15 
Gibraltar ee 18 557 ees TT oe 
i . . 8 1 36 5 175 34 
Hungary . woken : Sees 41 799 oer 
BOURNE wcccvcccccseses 2 . . . 
Irish Free State... : 26 15 551 18 525 e° 
Italy eee ee . ° l 23 897 309 
Malta, Gozo, and 
Sn Sidecdhan 1 75 15 been , . 
Netherlands .... ee 187 13,907 70 242 6,027 510 
Norway . 165 11,516 233 61 2,403 81 
Poland and Danzig 58 4,009 115 $1 820 
Portugal ........ : ° 48 3,020 245 eevee 
Rumania . . . 8 659 eevee 
8S. S. R. (Russia, 
Europe and Asia) 6 576 1 
Spain gh eeutbane 166 443 108 esse 
Sweden ....... . 960 3$ 983 92 582 
Switzerland ...... 255 18,280 265 27 1,030 
Albania ........ eeeeles 2 140 6 TT sees 
United Kingedom....... 2,815 189,981 1,675 607 B, 9,300 
Yugoslavia ........... 50 5,482 77 26 1,006 26 
Canada wTreTTity? Ty. 3 1,459 48 145 3,989 23,337 
Comte BIGR.. ccccscccsse 2 145 2 . , ee 
GRARMONR ccccccscceecs 22 1,354 ° obec svue vine 
DN soceenesesses 5 514 XS 220 vette 129 
Nicaragua S 622 3 lit or 50 
PU occtcccvesessd 27 1,825 12 355 14 564 21 
RADU cccocecese owe 11 697 oss oops 
Mexico cepesste . 275 17,263 440 12,616 53 1,511 333 
Miquelon and St 
Pierre Islands... » Peees sees 2 72 
Newfoundland and 
Labrador eee 4 275 1 40 3 os 24 
Bermuda ....... 3 218 - 1 25 os 
Jamaica np Dairud ee aah 1 25 5 162 10 
Trinidad and Tobago.. 17 1,184 2 62 i 40 See 
Other British Wes 
Indies ....... ; 2 . ie 1 35 ° 
Cube covces saeecoond 94 6 2 40 154 4,451 426 
Dominican Republic... . s 13 476 oes . 
Netherland West Indies 2 6 230 1 32 93 
French West Indies.... 2 1 7 1 75 os 
Haiti, Republic of ; 5 ; eens sat ase 
Argentina scvcesce GO EN 123 4,160 128 4,179 1,418 
Bolivia ‘ aes 10 1 36 eune . 10 
Brazil oes ensganne 279 18, 182 858 5 200 729 
Chile o0se 78 5, 116 3,464 an R60 of 
Colombia owes 206 91 Ve 63 2,153 7 194 35 
DGGE 006s decue — 2 12 459 4 200 9 
Surinam eececcconce 3 
French Guyiama......... 1 . ‘ rr 
PORRERT cocvecoveneces . . ; bade 10 380 os 
PU  sancedaderwe ewe 71 4,098 97 2,618 57 1,681 215 
Uruguay ......... bows 33 2,089 66 1,806 5 165 19 
WOES ones casceuvs 16 1,141 175 5,608 7 265 2 
ROGER cccsevct , : : 2 78 eees 8 oes. 
Saudi Arabia... ewaw . con 4 72 os 
British India.......... 319 18.269 725 22,656 134 5,002 501 
British Malaya.... ; 68 4,708 13 464 wove neve 144 
Ceylon venwekeba 11 785 10 405 obpe baum 18 
CR Shisha ecesaces 40 2.841 40) 1,157 23 983 
Netherland India...... 5 400 9 255 1 40 
French Indo-China , 29 2,030 15 540 ‘ 
Hong Kong.... 6 350 4 162 22 1,008 
BURG vecve ° . 24 669 ee cose 
Japan nod - 83 5,315 12 424 60 2,140 
Kwantung . ines 1 30 ers 6e.p% 
Palestine . —— 24 1,690 19 578 14 551 
‘ se . . 30 2.314 60 2,105 nisi ‘ 1% 
Philippine Islands..... 124 8.876 102 3,345 74 2,205 25 
Siam oe ~ 22 1,540 1 40 5 200 10) 
Syria ' 300 10 312 10 356 
Turkey A 33 2,244 37 1,009 . 2 
Other Asia 1 ” , ¥ ee " 
Australia vos . 615 30,026 255 6,388 42 1,560 429 
French Oceania 1 70 <2 1 29 ee 
New Zealand.... ° 47 3,341 15 540 6 213 12 
Belzian Congo. ween ne 1 33 cere éee8 weo% 
British East Africa ‘ 26 620 4 112 sane 
Union of South Africa 240 15,791 185 4,636 28 1,025 1,545 
Other British South - 


Africa 
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Geld Const 
Nigeria 

Egypt 

Algeria and 
Madagascar 
Other French 
Liberia 
Morocco 
Mozambique 
Canary Islands 
Other Spanist 


Total 


Tunisia 


Africa 


Shipments t« 
Hlawail 
l’uerte 
Virgin 


Rico 
Island 


Countric 
Belgium 
Denmark 
Finland 
France 
Nether! 
Norway) 
Poland me 
Portuga 
Si 


ain 
Sweden 
Switzerlan 
United Kingd 
Canada 

British ‘londu 
Costa Rica 
(juatemala 
Hondura 
Nicaragua 
Panama 
Salvador 
Mexico 
Newfoundland 
Bermuda 
Jamaica 
Trinidad 
(ther British 
Cuba 
Dominican 


and Tob 


Netherland West Indi 


Haiti, Republic of 
Argentina 

Solivia 

Brazil 

Chik 

Colombia 

Keuador 
Surinat 
Peru 
Venezuel 
Britist 
British 
China 
Netherland I: 
liong Kong 
Japan 
Palestine 
Philippine I 
Australia 
French Oceania 
New Zealand 
Belgian Congo 
Union of Sout) 
Other British 
Other French Af ‘ 
Liberia 

M oroce 


India 
Malay 


South 


Czechosk 
pencils 
articl 
Austria, 
fraction 
tion but 
urally 
Budweis, 
Department 
During re 
the Hardtmuth 
lumber, who 
tinue the 
for the 


Strteatit 


vakia 
continues 
the brar 
Rumania 
of the ck 


8 


results in 
Czechoslk 
f Cor 
n 
il 


cent 
ence 
productior+n 


domesti 
ler o 


ile 
d 
the total 
the exis 
000 000 


mwort 
half of 
which, on 
hood of 2 
that ap 
substitute for ' 
have not 


om 


asth« 
' 
ever bee 
Preliminary f{ 
total exports 
eTouwnes i= izalneat 
in 4 


the United S 


show 


beer 
that 


ports 


period of 


Czechosloy 
LS he 


erownes and nM 


respectively 


United 
‘ in N 
‘ intries N 


Austria 


Africa l 


West Lr 


expo 


material 


reigT 


States Exports of Adding, Calculating, 





Writing Instrument Exports 
301 

Refillable 

encils and 
refill 9302 
eads 


Czechoslovak Pencil 


which rather than 
to experience a 
wh factories of the local L. C 
Poland and England 
mestic demand in the 
rting to neighboring nations 
mitraction of exports of the 
Irhall« in a report 


export 
decline 


al 


ire 
respective 


: ct 
vakia ated 


nmerce 


mnths there considerable 


d 


avored ft 


was 
manufacturers 
the 
and other 
painted 
wood or to 
! The United 
designated for 
of production 
Certain 
wi the 


pencils 


ther pencil by 
je 


“ud of ced 


rsuacde 
ir 
‘1 t 


abr 
1 of penciisa 
ally pr 
riginating 
imports of 
tine lim 
crowns 


or 
niuced proce 
ibroa 
eedar 
ale 
antrually 
he developed 
acture of 
confirmed 
for the first 
of 237 trie tons of pencils in 
"64 tons and T20.353.000 
Although definite data is not 
nen minted for about fifteen 
remained limited, bei 


mmorts 
rowns in the first ten month 


ted #« 


in ne th 
the manuf 
thentically 
fi 


ir in 

nN ui 

trad 
7 me 


ires 





ates 
} 
ik 


companies 
woods 
stained) 


Situation 


an 


supplying 
countries 
This 


d 


a8 


range 
reports | 


i) 


te 


imy 


in Outbound shipments of 
Hardtmuth Company 


parent 
by 


the 


pressure 
ealers 
concerned 


al 


in 


States 
pencil 
in 


lave 
im 
Suc 


a Value 


eTown | 
available 
cent « 
valued 


per 


nm the 


fi 


October, 

Va N Value N Value 
Listing 175 TT 
ndiding Ty pewriter Listing 

bookkee hookkeeping adding 
achir billing machine achine 

Va N \ N Valu 

141 $e 


months 


14 





9311 
Metallic pens, 
except gold. 
Gross Value 


10 





Th ' 





for 
this 
in 
only a large 
of produc 
velopment nat 
company at 
United States 


ort market 


rt 


exerted against 
in wood and 
to discon 
prepared 
and either to 
Czechoslovakia 
<upplies nearly 
manufacture 
the neighbor 
been circulated 
if using it 
1 reports 


ready 


al J 
how 


of 1935 

of 18,615,000 
>» January-Octo 
it gauged 
of the total ex 
at 258,000 
and 1935 


is 
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Billing Machines and Cash Registers, 
35 


No Value 


Azores and Madeira 
Islands ....... 

Belgium . 

Czechoslovakia 

Denmark 

Finland 

France 

(,ermany 


Gou 
Cyprus 
*therlands 

Norway 

Poland 


anh 








and Danzig 


Switzerland 

United Kingd 

Yugoslavia 

Canada 

Costa Rica 

Gvuatemala 

Panama 

Salvador 

Mexico 

Newfoundland and 
Labrador ..... 

Trinidad and Tobag 

Cuba eeeee 

Dominican Republic 

Netherland West 
Indies 

Argentina 





lombia 


India 
Malaya 


China 
Netherland India 
French Indo-China 
Hoag Kong 
Japan 
Palestine 
Philippine 
Turkey 
Australia 
New Zealand 
British East Africa 
Union of South 
Africa 
Egypt .. 
Algeria and 
Tunisia 
Madagascar 
Italian Africa 
Liberia 
M 


Island 


Total 

Shipments t 
Hawaii 
Puerto Ri 


Countries 


Austria 
tclgium 
(zechoslovak 
Denmark 
Finland 
France 
Germany 
Gibraltar 
Irish Free 
Italy 
Netherlans 
Norway 
Poland 
Portugal 
Ss 


State 


and Danzig 





(Russia 
Asia 


R 











al 

ador 
Trinidad and Tobag 
Cuba 
Dominican Republ 
Netherland West 
Argentina 
Braz 
Chile 
Colombia 
Ecuador 
British Guiana 
Paragua 
Peru 


Indies 


hookkKeeping 
machines 


billing machines 








APPLIANCES 





OFFICE 


Typewriter Listing 
bookeeping adding 
machines. 


Calculating 
machines 























1 $ 855 2 
10 5,492 57 l 1,4 
i 2,059 lvl at 577 
l 548 it 
4 1.048 
$ Line i 27 52 207 i 13,575 
17 
su4 4 HOS ; 
157 
684 
75 ] 27 
l 88 
1,t l 12,s8¢ l 1,911 14 081 
4,371 is 4,388 t 75 
21 17 1,918 
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1.314 ‘ 24 2,427 
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1] 57 8s 
eum 30 
4; 12 7 7 4,046 
21 I 15 
PON 195 
m4 
l ‘ 1,018 
87 10 24 1,928 
1,104 Lit +, 307 
§ 24 1.588 
»» 1,501 
151 x2 4,217 l 007 
4 1,109 
4 20 
2 i 14 72 1.080 
265 
2 l . ° 
‘ l ‘ an 2s 71) 
l iz ° 
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; l 1,101 
" 1,9 4 6 
eee l 
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2 141 
- 10 
1 #68 
1 ; 
l S11 
s ‘ 224 S11 LS77 $151.7 8 $ N28 
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PATENTS 


Copies of patents shown here can be obtained | 










from the Commissioner of Patents, Washington, os "ae 
D. C., for ten cents each im cash, postoffice , Z 
money orders or certified check. Stamps and . 
personal checks not accepted. 2.029.957 4 030, ose 
oS a <1 > 


2,028,200. Typewriting machine. Carl Gabrieison, 
C. Smith 


Syracuse, N. Y. (assignor to L. & Corona 
Typewriters Inc., Syracuse, N. Y., a corporation of 93,265 2.028,842 
New York). Application Oct. 5, 1934. Serial No. ay 
746,979. f ——— CR 
o-4 330 
2,028,280. Typewriting machine. George F. Handley, ree teee ” { 


Glendale, N. Y. (assignor to -—w- Typewriter Com- - 


pany, Inc., New York, WN. Y.. corporation of New ~4 
York). Application Dec. 29, 1938. Serial No, 759,779. 2,030,095 


2,028,350. Plier type stapling —-. — ° 
Polzer, South Nerwalk, Conn. Application Nov. b = ee — OS 
1934. Serial No. 752,491. a. : 








2,028,380. Mechanical Pam Ay =~ c. oe. Chi- 2 028 636 - 
an te 2 
a OR ne — — 2,030,427 esis 0) 


1934. Serial No. 756,420 


2,028,417. Shelf. John G. L, Skar, Jamestown, N. i Seis ans — 
Y. (assignor te Art Metal Construction Company. + 5 2% ./ ,/ (ere ewe 
i 1932. Serial SEE : . — 


Jamestown, N. Y.). Application May 18, 
No. 612,032. PS ten P | a 
2,028,464. Security depository. Charles F. Meilink, 2,02 8,660 2,030.72 93 2,035,330 
Toledo, Ohio. Application Dec. 18, 1933. Serial No. , ; 
702,464 
2 028.508. Cipherng apparatus. Parker Hitt. New 
York, N. Y. (assignor to International Communcations 
Laboratories, Inc., New York, N. Y.. a corporation of 
New York). Application Aug. 7, 1931. Serial No. 555.- 





or ta 


2.030,04%4 





e,°7*,* 


2,030, 699 
7 


2,028,540. Caiculating machine. Cari M. F. Friden, 
Piedmont, Calif. (assignor to Marchant Caiculatins 
Machine Company. Emcryville, Calif.. a corporation of 
California). Application Feb. 27, 1922. Serial No. 
539,422. 


‘eee 








2.028.645. Fountain pen. Nathan G. Burgster, Chi- 
cago, I. Application July 10, 1933. Serial No. 679, - 
636. 

2.028.660. Pencil sharpener. Elias Ernest Grossman, 
Chicago, Il. Serial No. 751,774 

Design Patent No. 98.265. John P. Lynn, Chicago. 
it. (assignor of one-half to Carl Merryman. Chicago. 
.). Application Dec. 9, 1935. Serial No. 59,265. 


2,028,772. Cryptocraphic system. William F. Fr ed- 
man, Washington, D. C.. and George A. Graham, Fort 
Monmouth. ceanpert. WN. J. Aprclication Jan. 23, 
1932. Serial No. 588.344 


2,028,842. Ink pad for rubber stamps. Leland A. 
Phillips, Rochester, N. Y. Application Aug. 28, 1934. 
Serial Ne. 741,777. In Canada, Feb. 27, 1934. 


2.028,848. Perforator. Edwin S. Roscoe, Rochester, 


2,029,536 


«2,029,152 





mal 


- 2,039,236 





N. Y. (assignor to Yawman and Erbe Manufacturing ‘ i 

Company, Rochester, N. Y.. a corporation of New 2.030635 

Yerk). Application Aug. 25, 1933. Serial No. 686,727. ———¥ i. @| a = . 
2.028.855. Mechanical pencil. Arthur Winter, Wee- 2,029,252 2.028.655 2030,73) 


hawken, N. J. Appl cation Sept. 22, 1934. Serial No. 
743,673. 

2,028,891. Machine stand and cabinet. James E. 
Bales, Aurora, tli. (assignor to Lyon Metal Products, 
Incorporated, Aurora, Ill., a corporation of Illinois). 
Application April 12, 1934. Serial No. 720,187. 

2,028,924. Pencil sharpener. Cari 0. a. Santa 
Monica, Calif. (assignor of one-half to Wright Fill- 
more and Lil A. Johnson, both of Les Angeles). Ap- 
plication June 4, 1935. Serial No. 24,969 

2,029,152. Ink eradicating device. Teofll L. Bon 
Kowski, New York, N. Y. Application Sept. 22, 1934. 
Serial No. 745,059. 

2,029,236. Combination pen and calendar. Werner 
Klophaus, New York. N. Y. Application April 24, 
1934. Serial Ne. 722,175. 

2,029,272. Delayed control time lock. William C. 
Miller, Canton, Ohio (assignor to the Diebold Safe & 
Lock Company, Canton, Ohio, a won x Ohio). 
Application Sept. 4, 1934. Serial Ne. 742.6 

2.029.342. Smoking stand. Edward Ring Chicage, 
itt. (assiqner to The Nagel-Chase Manufacturing Com- 
pany. Chicago, tll.. a corporation of _— Appli- 
cation April it, 1934. Serial No. 720.0 

2,029,353. Stapler. Herbert A. aie. Warwick, 
e- AS aw toe Sorten we — Company, 
ortian aine, a corporation of aine) Applica- 
tion Aug. 10, 1934. Serial Ne. 739,274. 20235%9 2,02 8.464 2,028,417 2,02 8, 508 2.029.172 

2,029,425. Combination clipboard and light. Ray- 
mond Kaylor, near Los Angeles, and Ray E. Ken- 

044. Printing stamp. Pet Beghetti, San 2,030,427. a device. Eugene Buhler, Bing- 











eee | 
L@0890ee — > 


‘wv ewe 








nedy, Los a Calif. Application Nev. 21, 1933. 030, " er 
Serial No. 698.9 Francine, Calif. Application Oct. |, 1932. Serial No. hamton, N.Y. (a ——* to International Business Ma- 
2,029,536. ny cabinet. Robert B. Lawson, Chi- chines Corporatio N. Y.. a corpor of 
cago Heights, ili. (assignor to Weber-Costelle Com- 2,030,056. Typewriting machine. William A. Dob- 1 hte Appiication™ Dee. 14, 1934, Serial Ne. 
pany, Chicago Heights, Ill., a corporation of IHilinois. -—, be ag Cate, (assignor to Underwood E!- ene 
2,029,624. Paper slitting and slotting machine. lio isher Company, New York, N. Y., a corporation 2,030,472. Book construction. Frank Stani . 
James Edgar Lee, Olaf Gylleck and Freeman Barney, of ee. Application June 21, 1933. Serial No. Holyoke, Mass. (assignor to National Blank Siok Com: 
Grand Haven, Mich. (assignors te The Challenge Ma- 676, pany, Holyoke, Mass., a corporation of Massachusetts). 
ms —_ wy — 2,030,095. Paper fastener. Daniel A. Brennan, Chi- Application June 26, 1935. Serial No. 26,420. 
en oo ag ER, Sertal Re, S08008. Apeiestion Jan. 2, 4 2:230-699. | Cushion slide for furniture. Walter F. 
‘ ; : 3t. Se . . orold, idgeport, Conn. (assignor to The Bassick 
Bee gg gy fy wee. Se 2,030,313. Depository. John J. Murtaugh, Jr. Floral Company, Bri » Conn.. @ corporation of Connee- 
Welter Company. Inc.. Rochester, N.Y.) Application Park. WN. Y. (assignor to The Mosler Safe Company, a we ae oe oe 
Dec. 19, 1930. Original application Dec. 19, 1930,  {1amilton, Oh’o. a corporation of New York). Applica- 7 
Serial No. 503.515. Divided and this application June ton Oct. 3, 1934. Serial No. 746,645, 2,030,728. Filing Device. Herman M. Untie, Cedar- 
5, #933. Serial No, 644,406. 2,030,395. Automatic typewriting machine. Thomas sure Wis. Application Oct. 8, 1934. Serial No. 747,- 
2,029,731. Self feeding pencil. Theodore H. Maurer, Pimentel, Campinas, Brazil. Application Feb. 4, 1935. 
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Prrrssurc, March 1, 1886 

Your Pittsburg correspondent has been 
somewhat negligent of late, but it is hardly | 
necessary to apologize as no particular matter 
has suffered. 

A round among our printers, engravers, 
book and stationery friends, brought nothing 
of a startling nature. In fact, the business of 
all, as it generally is at this time of the year, 
is of a quiet nature. 

J. R. Weldin & Co. have no men out on the 
road, but their good reputation and past results 
from the “festive drummer” cause a fine, 
wholesale trade. 


H. Watts & Co. have not displayed their 





Easter cards yet. ‘‘ Harry” has some lovely 
novelties in the Easter line that will, no doubt, 
taking Their Christmas trade was 
large and profitable, and the many substantial, 

their 


prove 


beautiful and unique goods in store | 
make it a place of great beauty. 
I met James B. Dodge on the street this 


morning and learned from him that the dry- 


goods and trimming stores continue to cause 
He had | 


a very good valentine trade, and reports trade 


small profits on miscellaneous books 


as neither worse nor better than other years at 
this season 
Joseph Sc tt Graves keeps his store in a very 


clean and neat manner. His new venture in 
the wall-paper line is proving quite remunera- 
tive 


Ww 


and report their business most satisfactory 


G. Johnston & Co. present a busy place, 
Joseph Eichbaum & Co. never had a finer 


nor more beautiful set of novelties and stan- 
Their large salesroom 
In the 


engraving and bookbinding department, all 


dard goods than now 


looks very pretty indeed. printing, 


Last week Pittsburg Command- 


1, Knights 


are busy 
ery No 


ficent 


Templar, 
The 
, were engraved by Eichbaum & Co., 
Mr 
Eichbaum is a prominent Sir Knight, and no 
doubt took special care and delight in prepar- 
ing these beautiful cards of invitation, &c 

The general tone of all kinds of business in | 


gave a magni- 


reception invitations, dancing 
&c 


neater work was 


card, 


and never executed 


|} agement of this company 


| our city and county is good, and all expect a 


long era of continued prosperity. Natural 
gas, in spite of all the crokers, keeps up the 
large volume heretofore reported by me and 
increases in quantity and usefulness every 
month. 

The Zvening and Sunday Leader are being 
systematically boycotted by the Knights of 
Labor because of employing non-union work- 
men. The Knights are so strong (20,000 in 
this county alone) that they will likely crush 
the paper so severely that the publishers will 
have to yield. 

The Pennsylvania Railroad attempted to 
force its employees to enter a ** Relief Fund 
Association,” ostensibly for the employee's in- 
terest, but in reality not so. The attempt was 
a failure, and justly so. One of the very 
many obnoxious features was that of com- 
pelling the employee to release for himself 
and heirs all claims for damages for injuries 
or death, agreeing to accept the amount of in- 
surance fixed by the company, viz., $2,000. 
It has always been my opinion that the man- 
have been most 
generous with the men, but they went wide 
of the mark this time. Guess they now look 
at it in that light themselves. 

The railway war among the transcontinental 
and trunk lines is not of any special advan- 
tage to ourcity yet. Perhaps it may be. The 
Pan-Handle and the Pittsburg, Fort Wayne 
and Chicago roads continue as popular as 


ever, and do the great bulk of our freight and | 


passenger business. A recent trip over the 


| ** Fort Wayne” route satisfies me beyond all 


doubt that it has no superior for comfort, 
safety and speed. G. W. H. 


—— + — 


BOSTON. 


[FROM OUR REGULAR CORRESPONDENT. ] 





Ea Orrice AMERICAN STATIONER, ) 
» Devonshire Street, 


Boston, March 2, 


_ 
1886 f 

Theoretically speaking, winter is past, 
but it will take stronger 
to 
ther- 


and this 
evidence than the assertion of the almanac 
it the 


with snow knee-deep 


is spring ; 


make anybody believe Vith 


mometer below zero, 


| . 
and with a chilling blue-lined blizzard blowing | 
at the rate of forty miles an hour, one’s mind | 


the 
No, 


cannot conscientiously adjust itself to 


** promise-of-merry-sunshine " theory. 





| 
| 
| 
| 


no; “‘the flowers that bloom in the spring” 
have nothing to do with March. 

Are the readers of THE STATIONER fully 
alive to the importance of the bill lately intro- 
duced in the United States Senate by Hon. 
James F. Wilson, of Iowa, proposing to double 
the rate of postage on fourth-class matter ? 
The present rate is 16 cents a pound, but an 
effort is being made by this lowa Senator to 
increase it to 32 cents —regular letter-postage. 
Those having daily occasion to use the mails 
for the purpose of sending out samples of mer- 
chandise to their customers should look into 
this matter. It demands attention. 

Fourth-class matter includes printed 
velopes in quantity, blank bills, letter-heads, 
blank cards, plain envelopes, letter paper, 
sample cards and numerous other specified 
articles of merchandise. Are not stationers 
interested in cheap postage to such an extent 
as to justify them in taking united action to 
defeat this bill? 

The business men of Boston are 
moving in the matter, and a loud protest will 
soon reach Washington from this city against 
that ‘“‘express"™ bill. Let every business man 
throughout the country join in this protest. 

Manufacturers and jobbers of Easter novei- 
ties are now displaying some very attractive 
goods for the Easter trade. While the season 
is somewhat late this year, an early examina- 
tion of the varied lines offered will be advan- 
tageous to dealers who aim to present their 


en- 


a'ready 


patrons with the choicest novelties. 

Downes & Atwood display a very extended 
line of Easter goods, some of the novelties be- 
As manufa 
seasonable specialties Downes & 


ing quite unique and original 
turers of 
Atwood are 


building up quite an enviable 


reputation. Visiting dealers should make it a 
point to look over the line of Easter goods 
displayed by this house at its Washington- 
street salesroom. 

Ward & Gay have a very attractive line of 
Easter cards, which embraces the best produc- 
tion of the leading publishers. Among the 


novelties for Easter which this firm offers are 


many of its own manufacture, and these are 
especially rich in artistic treatment. The Jap- 
anese craze, since the success of ** The Mi- 
kado,” has run largely into napkins of Ori- 


| ental make, and the demand for these fancy 


paper novelties is increasing To meet the 


Reduced reprint of front cover of the American Stationer—forerunner of Office Appliances— 


for March 4, 1886. The issue contained twenty-eight pages. 


Readers will observe in the 


correspondence from Boston allusion to below-zero temperature and knee-deep snows. The 
Pittsburgh writer makes no reference to the weather but comments upon the Pennsylvania 


Railroad's controversy with the Knights of Labor. 


Old timers will recall the name of Ter- 


rance V. Powderly, whose ideas and genius for organization have probably inspired many 


other labor leaders. 


Among the manufacturers represented in the advertising pages of the number, many of whose names are familiar, are 


Aikin, Lambert & Company 
American Lead Pencil Company 
L. L. Brown Paper Company 

8S. D. Childs & Company 

Crane Brothers 

Joseph Dixon Crucible Company 
Eberhard Faber 


The Globe Files Company 
(Now The Globe-Wernicke Co.) 


The B. B. Hill Manufacturing Company 


Leon Isaacs & Company 
(Absorbed by The Turner & Harri- 
son Pen Manufacturing Company) 


Library Bureau 
Sanford Manufacturing Company 
Marcus Ward & Company 


A. A. Weeks 
(Now Frank A. Weeks Manufactur- 
ing Company) 
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F'air Commerce Instead of 
Fair Competition 


Explaining a Governmental Proposal 
Involving Tickets for Business Traffic 
Violators of Fair Commerce Rule— 








ARTLY as a sequel transaction which are 


to the NRA adven- 
ture comes the most 
interesting proposal,— 
interesting from the standpoint 
of the business outfitter,— 
which has been put up to Con- 
gress in many moons. No less 
a mentor than the Federal 
Trade Commission fathers the 
suggestion. With an eye, we 
may suspect, for its own bu- 
reaucratic powers, as well as 
for the well being of business. 
However you look at it, though, 
there’s food for thought in the 
premise that the objective of 
business conduct should be the 
broad one of fair commerce. 
Instead of the narrower one of 
fair competition. 


The Federal Trade Commis- 
sion has the chance to start 
something in this quarter be- 
cause the so-called “supreme 
court of business’’ administers 
the laws on our national statute 
books, designed to insure fair 
play in trade. Specifically, 
these laws are the Federal 
Trade Commission Act and the 
Clayton Act. And thereby the 
Trade body has been striving to 
bring about a square deal for 
all hands by means of Cease— 
and—Desist Orders. Which are 
by way of tickets for business 
traffic violators. With a hint 
that an offender will be hailed 


By Waldon Fawcett 


to court if he ignores the warn- 
ing. 

But, with all its righteous in- 
tentions, the Trade Commission 
has had its own troubles in en- 
forcement by reason of the 
strings tied to its pet laws. 
For one thing, the body at 
Washington has been empow- 
ered to act only when there is 
interference with competition. 
When one trader, or the mem- 
bers at large in a trade, are in- 
jured by the tactics of the lone 
wolf. And yet, on the other 
hand, the Federal Commission 
is authorized to wave its big 
stick only if and when the pub- 
lic interest is involved. Which 
limitation compels it to keep 
out of all private quarrels be- 
tween trade rivals. 


Commission’s Jurisdiction Has 
Not Extended to Customer- 
Hardships 

What, for several years past, 
has irked the five good men and 
true is that they have had no 
license to suppress practices 
which work no hardship as be- 
tween competitors but do swat 
the customers. It is claimed 
that there have grown up a 
number of habits of business 


so universally followed 

that they cannot be 

said to give one trader 
an advantage over others. ‘But 
which do, intentionally or un- 
intentionally, consciously or 
unconsciously, hand the little 
end of the stick to the buyer at 
retail. So the Trade Commis- 
sion has nursed a secret long- 
ing for a change in the regula- 
tory law that would set up, in 
this quarter, what might be 
termed a double standard in- 
stead of a single standard of 
business morals. 

Were it not for the aftermath 
of the NRA, the Trade Commis- 
sion might not yet have plucked 
up courage to recommend to 
Congress that more teeth be 
placed in the Trade Commis- 
sion Act. Chance came, how- 
ever, when the Trade body was 
made receiver for the defunct 
National Recovery plant and 
was authorized to bestow the 
Governmental blessing on trade 
groups that undertook to carry 
out, by voluntary agreement, 
the schemes which had been 
hatched for self-government of 
business. Incident to cleaning 
up the debris, the salvage crew 
uncovered a number of dubious 
doings in trade outside the 
Commission’s jurisdiction. So 
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the official guardian of business 
virtue wrote a Report asking 
the chaps at the Capitol to add 
an annex to the regulatory law, 
making the correction of con- 
sumer—confusion, as well as 
the banning of trade chiseling, 
a major objective in control by 
code. 

Section 5 is the part of the 
Trade Commission Act which 
would be patched, if Congress 
takes the cue. In each of the 
first two paragraphs the phrase 
“unfair methods of competition 
in commerce” would receive an 
addition reading “and unfair or 
deceptive acts and practices in 
commerce.” One paragraph 
declares the indicted doings to 
be “unlawful.” The other man- 
date empowers and directs the 
Commission to prevent persons, 
partnerships or corporations 
from transgressing the rules. 


Strengthen Influence of Trade 
Practice Conferences 
Keen observers of bureau- 


cratic strategy on the Potomac 
discern in this gesture on the 
part of the Federal Trade 
Commission a clever move to 
strengthen its hands in employ- 
ment of the institution known 
as the Trade Practice Confer- 
ence. Readers of Office Appli- 
ances have, off and on, heard 
more or less of the Trade Prac- 
tice Conference, or Trade Prac- 
tice Submittal, as it used to be 
called. A device for voluntary 
cOoperation which the Trade 
body has been wont to place at 
the disposal of any trade group 
seeking to come to amicable 
agreement regarding permis- 
sable and _  non-permissable 
practices in trade. The Trade 
Practice Conference was, in a 
sense, the forerunner of the 
NRA Code Authority as an in- 
strument of mutual commit- 
ment to good-neighbor ideals. 
The Trade Commission, sup- 
posedly acting as a detached 
and impartial “next friend,” 
has been enabled, over a period 
of years to slip over many 
standardizations and reforms 
via the Trade Practice treaties. 


More prestige for the process 
has come since it absorbed 
what was left from the wreck 
of the Code machinery of the 
NRA. Even so, the Trade Com- 
mission has not been enabled, 
by indirect pressure, to foster 
pools of good behavior in all 
trade communities. In some in- 
stances there have been pre- 
liminary foregatherings of a 
clan but a fluke when it became 
apparent how irreconcilable 
were the views of some of the 
brethren. 

Allowed more latitude in its 
compulsory swing by the 
planned amendment of Section 
5, aS above quoted, the Trade 
Commission would have a 
sterner species of persuasion 
with which to coax céoperation. 
The theory at Washington is 
that if there were, in the back- 
ground, a threat or a possibility 
that the Trade Commission 
might take over the job, there 
would be an urge upon dis- 
putants in a trade huddle to 
compose their differences and 
set their house in order. Fur- 
thermore, when a Trade Prac- 
tice compact was concluded in 
any industry it would have 
more punch. Because the Trade 
Commission would stand in the 
background as a bouncer that 
could get busy if any party to 
the pact failed to play the 
game. 

Does “Deceptive” Imply More 
Than “Unfair”? 

A joker that would put gin- 
ger in the law, if it should be 
made over, is found in that ex- 
tra, added word “deceptive.” 
By the proposed language not 
only unfair methods or acts but 
deceptive acts and practices 
would be beyond the pale. At 
hasty glance one might say 
that the two prohibitions are 
on apar. Hair-splitters assert 
that they are not. That “de- 
ceptive” goes farther than “un- 
fair.” At any rate it is a fair 


guess that many a time it 
would be far easier to prove de- 
ception than to muster convict- 
ing evidence of unfairness. 
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And, on top of all else, there is 
the imputation of concern for 
forgotten citizens. By long 
usage “unfair” has come to be 
associated in the average mind 
with the observance of an 
honor system as between differ- 
ent contenders for trade. Set 
over against that definition is 
the instinct to feel in the very 
expression “deceptive” a refer- 
ence to the mischances of ad- 
vertising or salesmanship, or 
what not, which result in mis- 
takes by consumers. 

It isn’t difficult to conjecture 
on what business battle fronts 
the Federal Trade Commission 
will get busy if and when Con- 
gress puts O.K. on its latest 
ambition. It is safe to say that 
certain activities which are dis- 
tinctly competitive in conse- 
quences will take no added rap 
from the Commission. For ex- 
ample, manipulation of trade 
discounts, free-deal abuses, and 
the whole bonus—gift baiting, 
known as commercial bribery, 
are scarely touched by the 
plotted hook-up between ‘‘com- 
petition” and “commerce.” In 
contrast, it is difficult to think 
of any of the border-line prac- 
tices in merchandising which 
might not be put on the spot if 
the Trade Commissioners rush 
to the defense of the laymen. 
For, bear in mind, the obliga- 
tion that would rest upon the 
official watchdog to protect not 
so much the shrewd, alert, ex- 
perienced buyers at retail, as 
the illiterates, the aliens, the 
casual and heedless buyers, the 
servants and children who can- 
not be depended upon to buy- 
by-brand, much less by specifi- 
cation or sample. 

The Sin of “Passing Off” Goods 

The “passing off” of goods is 
one sin that will loom larger in 
the Trade Commission’s ten 
commandments if the censor- 
ship is widened in scope. Pass- 
ing off of goods is a subterfuge 
that impairs fair competition, 
just as does price fixing by con- 
spiracy, interference with deal- 
ers source of supply, or espion- 
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age to penetrate a rival’s trade 
secrets. But, in even greater 
degree, is “passing off’’ an im- 
position on the purchaser who 
has no deep knowledge of the 
goods. Typical of the switch- 
ing stunts that will fall foul of 
this Regulation there may be 
cited the sale of rebuilts as new 
machines; borrowing or imita- 
tion of trade names, labels, and 
dress of goods; together with 
“bargain” fakery or false pre- 
tense of “reduced” prices. 

A class of consumer—rides 
that will be discouraged by a 
more militant Trade Commis- 
sion embraces tricks in con- 
cealment of business identity. 
Along with misrepresentation 
of the supposed advantages to 
customers in dealing with a cer- 
tain house. Concealed subsi- 
diaries, ostensibly independent, 
will be in worse favor than 
ever, when it appears that the 
effect of the masquerade is to 
muddle the small-time buyer, 
rather than merely to impose 
upon members of a trade who 
are supposed to have ways of 
finding out what goes on behind 
the business scenes. 

If the Trade Board is to re- 
strain undue appeal to the 
imagination of the public, sel- 
lers will have to be doubly care- 
ful not to exaggerate the al- 
leged advantages of business 
size, location, or venerable age. 
Nor pretend manufacturer- 
status, or wholesaler-status, 
when the boast is too big to be 
true. Moreover, testimonials 
and endorsements will have to 
be genuine or the Trade goblin 


will get the guilty self-glorifier. 

The question will naturally 
arise of what is going to sick 
the Trade Commission on a 
marketer who offends the offi- 
cial conception of what consti- 
tutes fair commerce? Admit- 
tedly, here may be the rub. It 
has not been the custom of the 
Trade Commission, when en- 
forcing the edict against unfair 
competition, to patrol the chan- 
nels of trade, like a policeman 
on his beat, looking for trouble. 
Generally speaking, the Trade 
board has not had to take the 
initiative because there have al- 
ways been plenty of aggrieved 
competitors to tell on any fel- 
low-operator who wandered 
from the straight and narrow 
path. So much cannot be 
counted upon from the rank 
and file of consumers. 


Imposed Upon Consumers Buys 
Elsewhere Instead of 
Complaining 

Notoriously the majority of 
consumers will not doggedly 
claim revenge for sharp prac- 
tice. The average citizen may 
not be caught twice but he is 
prone to pay-and-forget-it upon 
first encounter with a new 
racket. Admittedly, this pro- 
pensity may operate to deprive 
the Trade Commission of 
prompt tips on some fresh 
forays on the public purse. 
Furthermore, whereas the 
Trade Commission might feel 
warranted in starting a pre- 
liminary investigation on the 
complaint of a single respon- 
sible business house victimized 
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by unfair competition, it may 
seem necessary to pyramid the 
plaints of a number of hit-and- 
miss consumers before sum- 
moning a denounced trader to 
show cause why he should not 
do penance. 

As luck has it, though, the 
Trade Commission is obtaining 
considerable ammunition for 
prosecution from the very in- 
vestigative routine which sup- 
plied inspiration for the appeal 
to Congress for law-extension. 
In its capacity of official- 
snooper, the Trade Commission 
gets a continual string of as- 
signments from Congress to in- 
vestigate this, that, or the 
other, line of business. Just re- 
cently the Trade Body con- 
cluded a varied series of Chain 
Store Studies—the successor or 
earlier probes such as the 
scrappy Resale Price Mainte- 
nance Investigation, the Paper 
Investigation, etc. The situa- 
tion discloced in the Chain- 
Store Inquiry, involving the 
frequent grants of special dis- 
counts and allowances, sent the 
Trade Commission to Congress 
with a rush request for compul- 
sory publicity for this species 
of favoritism. And it is an 
open secret that the same in- 
quiry spurted the crusade for 
censorship of commerce as well 
as competition. Partly because 
the Inquiry has of itself turned 
up so much evidence that would 
be useful in providing object 
lessons in protection of con- 
sumers regardless of the state 
of competition. 


“Smiles are the friends of the rich and poor alike and no substitute for them has 
ever been invented. Smiles have saved more awkward situations and turned 
more defeats into triumphs than anything else. If you don’t believe this, the 
next time you get up against a hard-boiled party, who rubs you the wrong 
way, try smiling your way through and see how gratifying the results will be.” 


Excerpt from Crown Tattler published by the Crown Ribbon & Carbon Mig. Co., Rochester, N. Y. 











EDITORIAL 


New \. 8. A. Convention Features 
#@ A special bulletin from National Stationers 
Association headquarters, Washington, dated 
February 3, and under the head of “Chicago Con- 
ventionalities,” reports a meeting in January in 
Chicago of Blaine Bristoll, president, N. S. A.; 
Charles P. Garvin, secretary and general manager, 
N.S. A., and Arthur J. Walker, ex-president of the 
association, members of the N. S. A. executive 
committee, with the Chicago convention commit- 
tee, of which H. T. Griswold, vice-president of 
Sanford Manufacturing Company; Chicago, is 
chairman. 

At the meeting, the action of the board of con- 
trol of N. S. A. at the convention in Kansas City 
was reviewed and definite action taken for two im- 
portant changes in convention customs. 

Merchandise Exhibits 

One of the changes is the inclusion of merchan- 
dise exhibits at the convention, decision for which 
was influenced by requests from many dealers, 
particularly from smaller cities. These expressed 
desire to see some of the new products in the field 
in the time between convention sessions. The fact 
that some manufacturers make displays of goods 
in their hotel rooms may have had some influence 
upon the decision. The report also refers to room 
displays by some manufacturers who are not as- 
sociation members. 

The Chicago convention will be appropriate for 
the experiment. To be sure, the idea was tried 
some years ago. And with some measure of satis- 
faction. But a somewhat different plan for han- 
dling the displays, details of which will be fur- 
nished later, will be followed this year. 

The feature will be known as “The National Sta- 
tioners’ Commercial Stationery and Office Equip- 
ment Demonstration.” It is the intention to lo- 
cate the booths in the main room, where the meet- 
ings will be held. Displays will be closed during 
the sessions, but opened immediately afterward. 
The number of spaces will of necessity be limited. 
Full particulars will be furnished by the Chicago 
convention committee. 

Convention Dailies 

Another important change in convention cus- 
tom will be that daily reports of the proceedings 
will be issued by the Association. These will prob- 
ably be done by a process other than printing and 
besides the routine reports of sessions, may ap- 
pear as “extras” for any special matters or events. 
The “dailies” will carry no advertising. 

Although making the “dailies” an Association 
enterprise increases the work of the Association 
staff at the convention, it will relieve the executive 
committee of some embarrassment to which it has 


been subject from time to time. While the previ- 
ous “Daily” was the private business of one of the 
publishers in the field, and without any official con- 
nection with the Association, representatives of 
other journals would occasionally be told by manu- 
facturers solicited for advertising in the “Daily” 
that it was represented to them as “the official or- 
gan” of the National Association. Although any 
such statements were made, it may be assumed, 
without approval of the executives of the publish- 
ing company, they naturally impelled protests 
from other publishers. 

The only “official” publication of N. S. A. there 
has ever been is the National Stationer published 
at Association headquarters in Washington. The 
right to use the title being granted to the National 
Association by The Office Appliance Company, 
which held the title under copyright by purchase 
of “The National Stationer,” launched in 1909, and 
later absorbed by Office Appliances. 

General plans for the development of the con- 
vention program being gradually worked out by 
the Chicago committee and General Manager Gar- 
vin will be announced as they are completed. The 
activities under consideration indicate that the 
September meeting will set a new high water mark 
in achievement and attendance. As it was at Chi- 
cago that the National Association was formed in 
1904, dealers and manufacturers there are enter- 
ing into the arrangement with enthusiasm. 


-o- 


The Home Office Idea 


# For some time Office Appliances has advo- 
cated the establishment of the office in the home 
as a means of stimulating the sales of office equip- 
ment. 

In the September, 1935, issue there appeared an 
article entitled “The Office in the Home,” in 
which was pointed out the desirability of a 
“home” office for the business man. On the fol- 
lowing month—October—there was printed an- 
other article, by Mrs. Irma Goodrich Mazza con- 
taining considerable comment on the type of fur- 
niture and equipment for a “home” office for the 
busy housewife. 

In recent weeks further stimulus to the “office 
in the home” idea has been given by a series of 
radio broadcasts sponsored under the name of 
“The March of Time” by Remington Rand, Inc. 
This radio series stresses the portable typewriter 
as part of the equipment of the “home’”’ office. 

This broadcast helps stimulate sales for the 
enterprising dealer who sees the possibilities 
of the “home” office. As Office Appliances has 
pointed out, this office in the home idea embraces 
capital sales potentialities for manufactures 





MARCH, 193¢ 


such as desks, chairs, small safes, brief and zipper 
cases, card index boxes, staples, filing equipment 
etc. 

Some of the equipment must of necessity be 
smaller than the business office type, but its de- 
mand will be as great provided the modern man 
and woman is made home-office “‘conscious.”’ 


I. J. Watson Suggests Plan for 
World Peace 


In an address at the closing banquet of the an- 
nual convention of the International Business Ma- 
chines Corporation, held late last month, T. J. 
Watson, president of the firm, outlined a suggested 
plan for the establishment of permanent world 
peace. Mr. Watson prefaced his specific sugges- 
tions with the statement, “Everything depends on 
the future peace of the world being maintained. 
All thinking people realize today that another 
world war will nearly, if not wholly, end civiliza- 
tion.” 

In essence the plan Mr. Watson suggests is con- 
cerned with the following four factors: (1) Inter- 
national stabilization of currency (2) Fair adjust- 
ment of international trade barriers (3) Final set- 
tlement of all international debts on a basis fair 
to debtor and creditor alike and (4) Fair and safe 
agreement on international armaments. 

These briefly are the prime factors of the prob- 
lem of world peace. One senses the effectiveness 
of the plan, but the question inevitably arises— 
Can these things be done? Many difficulties pre- 
sent themselves. General agreement as to what 
should be done fails of realization because of per- 
sonal and national interpretation of the sugges- 
tions offered in terms of self. Attacking the 
problem with an understanding of the desired ob- 
jective and the processes by which attainment 
may be hoped for will no doubt reduce the difficul- 
ties which line the path of advance toward world 
amity. Though immediate achievement is improb- 
able, a genuine value resides in making the effort. 
Each forward step will help to build a stronger 
and more universally acceptable basis for comity 
among nations. 


Progress Being Made 

In his address Mr. Watson stated that move- 
ment has already been started toward establish- 
ment of world peace along the lines that he out- 
lined. At a meeting in Paris last November, at 
which twenty-seven nations were represented, the 
International Chamber of Commerce and the Car- 
negie Foundation for International Peace com- 
bined to organize a joint committee to make an 
economic survey of the world to prove the effect 
that war has on the economics of the world. At 
this meeting Mr. Watson represented the Inter- 
national Chamber as chairman of its American 
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section, and the Carnegie Foundation as a trustee. 
Concerning the work he said: 

“We have employed the best experts from the 
different countries of the world, headed by Dr. 
Gregory of the University of London. We expect 
to have a meeting in New York some time in the 
early spring, when the experts will report on their 
findings to date. We hope to be able to work out 
something that will help to convince people that 
there is no chance for anybody to profit through 
a war.” 
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Conunercial Reuse Stull Available 


From Federal Reserve Banks 
#40On June 19, 1934, Federal Reserve Banks 
throughout the United States were authorized to 
make loans under certain conditions for the pur- 
pose of providing working capital to established 
industrial and commercial enterprises unable to 
obtain required funds on a reasonable basis from 
the usual sources. 

A recent circular distributed by the Federal Re- 
serve Bank of New York indicates that only a 
relatively small proportion of the amount appro- 
priated has been advanced or committed. Accord- 
ing to the circular, “The fact that the value of 
these loans is not greater may indicate that the 
need for credit of this type is being met in other 
ways, or it may in some instances at least, indi- 
cate that those who might be interested are not 
fully informed concerning the possibility of ob- 
taining loans under the provisions of Section 13b 
of the Federal Reserve Act.” 

Basically, Federal Reserve loans differ from 
regular commercial borrowings in the length of 
time for which credit is granted. Repayment 
limits vary, according to individual requirements, 
no loan period exceeding five years. A business 
man whose assets are sound, but whose means of 
repayment of a loan require a longer period of 
time than commercial banks may be willing to 
grant, is the type of prospect for which the Fed- 
eral Reserve Bank is searching. 

Where loans have been negotiated, they have 
served the double purpose of making possible the 
continued successful operation of businesses con- 
cerned and, in many communities, aiding in the 
maintenance of employment. The circular is a 
timely reminder that funds are still available, 
either direct from the Federal Reserve Bank or 
from any other bank or financing institution with 
a commitment from the Federal Reserve Bank to 
purchase the entire loan at any time. 


Air Conditioning Makes Progress 
Activities in the field of air conditioning dur- 
ing recent months indicate that this infant in- 
dustry has begun to grow up to the promising 
future forecast for it. New firms have been or- 
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ganized to produce air conditioning equipment and 
manufacturers well established in other fields are 
turning toward this field, opening departments for 
the production and sale of the necessary equip- 
ment. 

During the latter part of January, at a conven- 
tion of heating and ventilating engineers held in 
Chicago, air conditioning was the principal fea- 
ture of the program. On January 29 announce- 
ment was made by the General Motors Corpora- 
tion of the formation of a new company, Delco- 
Frigidaire Corporation, for the purpose of expand- 
ing the manufacturing activities of these two Gen- 
eral Motors units in the field of air conditioning. 
In the daily press appear frequent reports con- 
cerning the installation, or the plan to install, air 
conditioning throughout office buildings in the 
larger metropolitan centers. Air conditioned 
trains now cross the country. Theatres have long 
been using air cooling systems. Schools, hospitals, 
institutions, public buildings, and eventually 
homes, are all potential users of air conditioning 
equipment. The field in prospect is large. 

Rapid development of this new industry, involv- 
ing as it does the setting up of manufacturing 
and sales organizations, the establishment of 
branch offices, the appointment of agents, etc., 
naturally leads to a new demand for office equip- 
ment, the tools necessary to the efficient conduct 
of any business. A virgin market, it offers a splen- 
did opportunity to office equipment dealers. 


Rudyard Kipling and the Typewriter 


@ An article by “N. G. T.” upon Rudyard Kip- 
ling in the February number of The Landmark, 
the monthly magazine of the English-Speaking 
Union, contains the following: 

“It was often my privilege to sit beside Kipling 
at one of his clubs where, if entertained by the 
general conversation around him, he would re- 
main till a late hour. He was as good a listener as 
he was a talker. 

“I remember on one occasion a member asked 
the assembled company to recommend a good 
portable typewriting machine, on which to com- 
pose his literary efforts. Out of this innocent in- 
quiry was started a loud, long and even fiery argu- 
ment ‘around it and about.’ It so happened that 
quite half the members present that night were 
men of distinguished literary attainment. Some 
of them insisted that style could only be preserved 
by hand-written first drafts, others that dictation 
to a secretary was the best method. A few ad- 
mitted the use of a dictaphone. All were disposed 
to sneer at the typewriter as a means of getting 
down on paper their thoughts whether dealing 
with fiction or with fact: it must ruin style! 

“Kipling, sitting beside me, was chuckling to 
himself, for he was devoted to his little portable 
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machine. When at length a member turned to 
him for his opinion, his blue eyes—‘where mirth 
seemed couched to leap’—twinkled: 

“ ‘Really, I’m no judge,’ drawled Kipling. ‘I'm 
prejudiced; I’ve used a typewriting machine for 
twenty years!’ The Master had spoken.” 


Three-day Typewriter Convention Is 

Scheduled to Start June 29 
In a recent communication Lamont H. Wood, 
manager of the Midwest Typewriter Company, 
Kansas City, Mo., and chairman of the committee 
in charge of staging the eleventh annual conven- 
tion of the National Typewriter and Office Ma- 
chine Dealers Association, states that the conven- 
tion will be conducted June 29 and 30 and July 1. 
Headquarters will be established in the Muehle- 
bach hotel, the scene of the National Stationers 
Association convention last year. 

Although it is nearly four months before the 
event will take place, plans are being developed 
and progress made toward putting on an outstand- 
ing trade gathering. Mr. Wood assures that de- 
tailed information will soon be available for dis- 
semination among dealers throughout the country. 


H. E. Hawkins Makes a Suggestion 
# Growing out of an active interest in the 
“chainstore problem,” and recent contact with 
commercial stationers in Florida who have joined 
with other independent merchants in advocacy of 
the Florida Recovery Act, which is designed to 
eliminate chainstores, H. E. Hawkins, vice-presi- 
dent of the Stationers Loose Leaf Company, pro- 
poses the forming of state clubs throughout the 
country under the title of “Pioneer Crusaders,” 
to sponsor legislation similar to the Florida Act 
in their own states. He suggests that regional 
governors of the National Stationers Association 
take the lead in building these groups. 

Mr. Hawkins appears to think that much has 
been accomplished in Florida and that retailers in 
other states would do well to follow the example 
set. 

Robert H. Givens, Jr., author of the Florida 
Recovery Act, points out in his book, ‘“Outlawry 
of Chainstores,” that failure of passage of the 
measure by a small margin in 1935, had an un- 
fortunate sequel in so far as independent mer- 
chants are concerned. A substitute measure, a 
chainstore tax bill, was proposed and approved. 
It provides for a tax of one-half of one per cent of 
gross receipts, in addition to an annual license tax 
of ten dollars per store over and above normal 
occupational license taxes, graduated in the case 
of chainstores up to four hundred dollars per store 
in chains of fifteen or more stores. As proposed, 
the measure provided for the graduation of the 
gross receipts tax up to five per cent for chain- 
stores. The Court held this invalid, ruling that all 
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stores, whether independent or chain, are subject 
to the one-half of one per cent tax. 

The attempt to tax chainstores out of existence 
proved to be a futile effort, even back-firing upon 
the independents who supported the bill. Mr. Giv- 
ens says, “Independent merchants will do well to 
condemn rather than approve and advocate chain- 
store tax legislation.” 
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The Florida Recovery Act will be introduced in 
the Florida Legislature again, with some grounds 
for the belief that it will receive approval and be- 
come a law of the state. For the present, it is 
merely a proposal. Under the circumstances, per- 
haps it would be the better part of wisdom to 
withhold action temporarily on Mr. Hawkins’ 
suggestion. 


James R. Arnmington, Fifty Year Man 


On Monday evening, March 4, 1936, at 
a joint meeting of the Boston Stationers . 
Association and the New England Travel- 
ers Club, James R. Armington will be pre- 
sented with a “Fifty Year Certificate,” 
bearing witness to the fact that he has 
been affiliated with the stationery busi- 
ness for half a century. 

It is interesting to note that the frontis- 
piece of this issue is a reduced reproduc- 
tion of the front page of the American 
Stationer of March 4, 1886, the very date 
that Mr. Armington entered the field. 

Mr. Armington is widely known in the 
industry. For many years he was con- 
nected with the Dennison Manufacturing 
Company of Framingham, Mass. For the 
past four or five years he has been oper- 
ating as a manufacturers’ representative, 
calling upon dealers in the New England 
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territory among whom he has a wide cir- 
cle of life-time friends. 

In association affairs Mr. Armington 
has been an active and consistent worker, 
especially in the management of golf 
tournaments, where his particular talents 
lie. 

Although golf is one of his major avo- 
cations, it is said by those who are quali- 
fied to know that his real hobby is coin 
collecting. Because of his knowledge of 
numismatics he is often consulted by 
those hopeful ones who believe they 
possess rare old coins of great value. 

On June 20 last year, Mr. and Mrs. 
Armington celebrated their thirty-fifth 
wedding anniversary. We hope we may 
have the privilege of recording their 
golden wedding anniversary. 


Fred Seymour Completes Forty Years in Business 





“Responsibilities gravitate to the man 
who can shoulder them and power to him 
who knows how,” said Elbert Hubbard. 
It is even so. 

Forty years ago—March 4, 1896—Fred 
P. Seymour got his first job in the sta- 
tionery business. Package boy with Den- 
nison Manufacturing Company. Denni- 
son packages were the bottom step of a 
flight of stairs up which Fred Seymour 
rapidly ascended to important offices. In 
one of which he compiled and published 
the first Dennison catalogue. Then later 
there was a trip to Europe to purchase 
the plush lined boxes which old-timers 
will recall as a popular feature of the 
Dennison line. 

After eleven years with his first con- 
nection, Mr. Seymour joined the L. E. Waterman Com- 
pany in 1907. In the department of advertising and 
sales promotion. Resigning in 1918 after eleven years’ 
good work there. 

Four years before the resignation from Waterman, 
however, Mr. Seymour met Miss Ivy L. Horder, daughter 
of E. Y. Horder, founder of Horder’s, Inc., Chicago. By 
the same persistent enterprise employed in his busi- 
ness affairs, he won her heart and hand. And so they 
were married on June 6, 1914 and lived happily ever 
after. 

Four years after came a call to Chicago to which both 
were receptive and where the family moved on Septem- 
ber 1, 1918. Mr. Seymour to be vice-president of Hor- 
der’s, Inc., and secretary of the Associated Stationers 
Supply Company. Later taking the secretaryship of 
Horder’s, Inc., also. 
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Mr. Seymour 
( Moffett Photo) 


But—“responsibilities gravitate to him 
who can shoulder them.” “Ask Hawkins 
to take the chairmanship of that commit- 
tee,” once said the Reverend DeWitt Tal- 
madge to a member of the church board. 
“But Mr. Hawkins is already chairman of 
several things and would have no time 
available,” replied the board . member, 
adding “but there’s Benson with plenty of 
time on his hands.” “Hawkins is the very 
man” replied Doctor Talmadge. “He will 
get it done. The man with time for any- 
thing usually gets nothing done.” 

So Fred Seymour despite the demands 
of his business office, has many other 
things to engage his time and mind. His 
work with the National Stationers Asso- 
ciation and with regional local groups is 
well known. Associates in the industry frequently seek 
his counsel. Then there is a directorship in the Avenue 
State Bank of Oak Park, IIl., the Chicago Better Busi- 
ness Bureau, and the treasurership of the Illinois 
Chamber of Commerce. During 1935 he was president 
of Rotary No. One of Chicago. He was recently elected 
vice-chairman of a newly organized group of prominent 
Chicago retail merchants. Then, he is active in the af- 
fairs of the First Congregational Church at Oak Park. 
He has been director of the Chicago Theological Sem- 
inary for six years, and vice-president of the Board of 
Religious Education of Oak Park. 

There is another job that Mr. Seymour, with the lov- 
ing assistance of Ivy Horder Seymour, has handled with 
signal success. Bringing up five children. There are 
Dorothy, twenty; Betty Jean, nineteen; Nancy, sixteen; 
Fred, Jr., eleven, and William Horder, still in jumpers, 
being only one. 
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A. R. Ames in the Far West 

A. R. Ames, president of the Ames 
Supply Company, Chicago, on a busi 
ness trip to the Pacific Coast country, 
where he covered two thousand miles, 
writes of his impression of the immen- 
sity and grandeur of Boulder Dam. 
And recommends that all see it who 
can. 

While in Los Angeles, Mr. Ames 
drove to Redondo Beach to call on 
Hobart Martin of the Office Appliances 
staff, who was recuperating in a hospital 
from a recent operation. “A cheerful 
patient who expects to be out soon.” 

In his letter, Mr. Ames made some 
comment upon the weather. “Warm 
and comfortable” out there, but “quite 
a little rain off and on for two weeks.” 
“Quite a little,” according to the stories 
in the midwestern and eastern newspa- 
pers. Even some floating areas pictured 
near San Diego. 

But Mr. Ames was “ sorry to hear of 
bad weather back east,” referring prob 
ably to conditions along the Atlantic 
coast. Certainly not in Chicago, where 
the tingling Lake Michigan breezes 
have made snappy walking a pleasure; 
where soft snow flurries have been noted 
here and there, and where all the grand 
und glorious elements have banded to- 
gether to create a pertect prelude to the 
coming Spring 
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Mr. Buse Celebrates 

Henry W. Buse, prominently identi 
fied with the Philadelphia typewriter 
field before he turned his talents to the 
insurance business, celebrated his sixty- 
second birthday on February 3. 

At the same time the celebration was 
considerably enlivened by two other 
major events which likewise called for 
rejoicing on the part of Mr. Buse. 
The first was his reelection to the post 
of secretary of the Delaware County 
Association of Burgesses and County 
Commissioners in his “old home town,” 
of Ridley Park, a few miles from Phila 
delphia. 

he third big event came about when 
Mr. Buse was awarded a gold pencil by 
the Penn Mutual Life Insurance Com- 
pany which he represents. He was one 
of twelve representatives so honored. 

A resident of Ridley Park since 1906 
Mr. Buse served as chief burgess for 
four years. He also served as a mem 
ber of the council for thirteen years and 


as first president of the Chief Burgess 
Association of Delaware County. 
Besides his other numerous duties 
Mr. Buse found time to serve as presi- 
dent of the fire company, first secretary 
of the Home and School Association, 
tax collector of the borough and first 


Here and There 


secretary ot the Barnstormers, a local 
theatrical organization. 


eens 
Hanssen to Head West Side 
League 
Stan L. Hanssen, secretary-treasurer 
of the Hanson Scale Company, Chi- 
cago, last month was elected president 
of the West Side Commercial League, 
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S. L. Hanssen 


a prominent Chicago business men’s 
organization established in 1907. 

Prior to his election to the post of 
president in which he succeeds Otto 
Schultz, Mr. Hanssen won recognition 
for his work with the organization on 
behalf of the section of Chicago in 
which the League is located. 

The West Side Commercial League 
was founded twenty-nine years ago and 
since that time has been devoted entirely 
to advancing the interests of the district. 
Since its inception the organization has 
co-operated with local authorities in 
obtaining better housing conditions, 
cleaner streets and alleys, better police 
protection, better fire protection, im- 
proved transportation facilities, widen- 
ing of main thoroughfares and many 
other important projects. 
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Here Is a Reduced Reproduction of 
the 1936 Birthday Card J. N. Kimball 
Sent to His Friends on the Eighty-first 
Anniversary of His Birth.—Appro- 
priately Mr. Kimball rejects a harp 
in preference to a typewriter. It will 
be remembered that his fame rests 
upon a long and successful career as a 
teacher of typing and conductor of 
typewriting contests throughout the 
country. 





Smith-Corona Leap 
Year Contest Ends 

Ladies who proposed and men who 
were heartless (and brave) enough to 
turn ‘em down are waiting with bated 
breath the announcement of winners of 
the recent “Leap Year” contest spon- 
sored by the L. C. Smith & Corona 
Typewriters, Inc., in connection with its 
“Nine to Five” radio broadcast series. 

The contest, for which six portables 
two Corona silent machines, two Corona 
Sterling and two Corona Standard 
are the prizes, ended February 29 and 
the winners are to be announced soon. 

Three of the Corona portables are 
to be given to ladies who write the best 
three letters to the object of their affec- 
tions, real or imaginary, proposing mar- 
riage. Three other machines are to go 
to men who wrote the three best let- 
ters rejecting an imaginary proposal of 
marriage from a lady. 

If it is possible, officials of the com- 
pany plan to announce the winners of 
the contest during one of the Thursday 
night broadcasts of “Nine to Five” over 
the Blue NBC network. In addition 
to the six major prizes there will be free 
copies of a useful booklet entitled 
“When You Write Letters . . .” sent 
to every person who entered the contest. 
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G. C. Ruys Secretary to Boy 
Scout Rally 

G. C. Ruys, for many years con- 
nected with the office equipment in- 
dustry in ’s-Gravenhage, Holland, has 
been appointed secretary to the 1937 
world Jamboree of Boy Scouts at which 
more than 30,000 lads from practically 
every nation in the world are expected 
to gather at the village of Vogelenzang 
near Haarlem. 

In a letter to Office Appliances Mr. 
Ruys explained that the duties atten- 
dant upon his post with his interna- 
tional Scout work, he will be forced to 
withdraw his office equipment activities 
from the field until the end of 1937. 
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Dietz Catches a Grasshopper 

The Remington Broadcaster reported 
that Alderman C. P. Dietz, who is on a 
prolonged hunt for old typewriters to 
be added to the collection of the mu- 
seum at Milwaukee, Wis., found a 
“grasshopper” typewriter at Atlanta, 
Ga., and has included it with his mu- 
seum pieces. The “grasshopper” type- 
writer was the nickname of the old Wil- 
liams typewriter, and got that “handle” 
because of its peculiar action—a double 
row of keybars working up and down 
on top of the machine like the legs of a 
long jointed grasshopper. Mr. Dietz 
says that it will prove the prima donna 
of the Milwaukee collection. 
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Supreme Test of You And Your 
Merchandise Comes Later 





Note.—In theap- 
pended article Mr. Clary 
refers to several common 
factors that are integral 
parts of the operating } 
program of every well 
conducted commercial stationery 
business. Yet the obvious, the com- 
monplace, the routine too often 
becomes merely mechanical and 
therefore subject to error. It is 
well to remind ourselves of the ob- 
vious occasionally so as to check 
on functions assumed to be in 
perfect operation. 





CUSTOMER enters a station- 

ery store to make a purchase 
—or several. The stationery store 
usually is a busy place, and every 
effort is made to conserve the pa- 
tron’s time. 

A selection is made after a curs- 
ory appraisal of what you have to 
offer, and the customer pays and 
goes out. 

Now, probably he or she has 
been satisfied that the goods are 
all that was expected, and usually 
they are. But the final test of any 
such purchase comes later. 

It comes either when the par- 
cel is opened, and the goods ex- 
amined at greater leisure or when 
the articles purchased are put to 
use. And, at this stage, neither 
you nor your helpers are on the 
spot to defend—or make good— 
any thing that is wrong, any dis- 
satisfaction that may develop. 

So that a sale never is com- 
pleted until this stage in the trans- 
action is reached—and passed. 

Now, things wouldn’t be so bad 
—even if the customer found 
things wrong with his purchase at 
this stage—providing you were 
aware of his disappointment, and 
could, like an honest merchant, 
rectify or make good. 

But, experience has shown; that 
only a small percentage of cus- 
tomers go to the trouble to call 
back and lay the complaint be- 
fore you. Too many of them just 
stay away, and the next time go 
elsewhere. 


Protection of the Sale ° 
For this reason, many station- 


Being an Explanation of Why Cursory 

Appraisals in The Store Do Not Mean 

the Transaction is Complete—By E. J. 
Clary, Merchandising Consultant 


ers have inaugurated a simple sys- 
tem of inspection of all merchan- 
dise which usually is conducted 
along these general lines: 

1. Periodical inspection of goods 
in stock for condition. 

2. Inspection of all 
clerks before parcelling. 

The stationery business is such 
that a large percentage of every 
stock is semi-perishable in one 
way or another, added to which is 
the rough handling which is an 
integral part of store operation, 
especially in peak hours. 

While inspection of merchan- 
dise upon receipt from suppliers 
is or should be a routine job at the 
time of checking invoices and 
stocking, many things may hap- 
pen to an article between that 
time and delivery to the cus- 
tomer. 

Of course, stationers find it ad- 
visable at intervals to move off de- 
preciated stock for what it is, and 
in that case the situation should 
be made clear to the purchaser. 
In one case a dealer has had 
printed a slip which reads: 


THIS MERCHANDISE IS 
PURCHASED 
at a special low price 


FOR THE REASON THAT IT IS 
(a) Defective 
(b) Shopworn 
(c) Incomplete 
(d) Obsolete 
and the purchaser takes recogni- 
zance of the fact in making the 
purchase 

However, unless some such pre- 
caution is taken, a great deal of 
ill-will and loss of patronage may 
easily result from such sales. 

It frequently happens that a 
clerk makes a sale by showing a 
sample, withdrawing from stock 
the item actually delivered. If the 
hour happens to be a busy one, it 
is likely that he will parcel the 
item delivered without inspection. 
The customer takes it for granted 


items by 





that the article is in first 
class condition as per 
sample. If later inspec- 
‘ tion proves a defect or 

that the article is in 4 

depreciated state, there 
is liable to be a black mark against 
the store in the mind of the 
customer. 

Most stationers, like other mer- 
chants, do business on the basis 
that if there is anything wrong 
with an article purchased, it may 
be returned for replacement or re- 
fund. This is OK as far as it goes. 
But, if I buy a fountain pen in a 
stationery store, assuming that it 
is in good condition, and later find 
that it is not, I resent having to 
take my time and energy to make 
a re-call. I will feel that it is the 
dealer’s business to protect me. 


No Substitute 


There is no worth while substi- 
tute for careful inspection of ar- 
ticles for condition before they get 
into the hands of the consumer. 
The mere offer to replace doesn’t 
tend to remedy the antagonistic 
feeling of the customer who must 
go to the trouble of returning an 
article through no fault of his 
own. 

Stationery stocks in general are 
especially subject to deterioration, 
and these precautions suggested 
have been incorporated in the 
routine of the best managed stores 
in the trade. Paper stocks fade, 
office appliances depreciate, sup- 
plies are subject to miscount and 
tampering, and these things are 
best discovered and remedied be- 
fore that crucial point in the con- 
summation of any sale—when the 
customer inspects the purchase at 
his leisure or puts it into actual 
utility. 

It is especially risky to parcel 
office supplies which involve a 
proper count without an adequate 
check on the unit selected for de- 
livery to the customer. While in 
small items, factory count on 
boxed items can be depended upon, 
the clerk should at least make cer- 
tain that the unit has not been 
tampered with. 
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Stimulating Sales in Filing 





HIS journal has re- 

peatedly advocated 
more consistent and 
thoroughgoing attention 
to the sale of filing sup- 
plies which are the heart 
of every filing system. 
The cabinet is merely a 
house, but the value of = 
the file within it depends 
upon the wisdom with which it has 
been selected and arranged to fit 
the business whose records it 
holds. 

One of the best presentations of 
the importance of filing supplies 
that has come to our notice ar- 
rived some weeks ago from The 
Wabash Cabinet Company in the 
form of bulletins under the gen- 
eral title, “Sales Stimulators.” The 
discussions bear internal evidence 
of the genius of Sales Manager Ed. 
L. Little. 

“When salesmen realize,” says 
the first bulletin, “that they should 
not try to sell guides, but a way to 
find material in a file, the dealer 
will secure much bigger returns 
from this important division of the 
business.” 

Four reasons are stated why fil- 
ing supplies are among the best 
leaders for the dealers to select: 
They are profitable; new sales can 
be created with them; they have 
great re-order value, and many a 
Sale creates a need for other mer- 
chandise, such as cabinets, safes 
chairs, etc. 

Filing supplies constitute items 
on which it is easier to secure rap- 
id turnover and increased volume 
than on almost anything else in 
the office equipment line. The 
need for filing supplies is univer- 
sal wherever filing is done. Some 
of the best minds in the business 
are constantly applying them- 
selves to filing problems. These 
are the people who are making 
big supplies sales and realizing 
goodly profit. 





Displays 


It is obvious that people will not 
buy goods the use of which they 
do not understand. In the matter 
of filing supplies, there are de- 
grees of usefulness, and it is up 
to the salesman to present those 
things which will be most suitable 
for the customer’s business. 

One of the best advertising ve- 


Supplies 


A Review of Recent Valuable Bulletins 
Issued to Dealers by the Wabash Cabi- 


net Company 


hicles is the show window supple- 
mented by an adequate floor dis- 
play showing ways of handling 
correspondence. An example 
should be shown of the proper ar- 
rangement of a subject file, a geo- 
graphical file, etc., and of course, 
all model installations must be 
clean and well-arranged. Hand- 
some and effective displays can be 
made with steel tab guides and 
celluloided guides and clean fold- 
ers with individual names typed 
on gummed labels. 

It is a good plan to put a sheet 
of corrugated paper between the 
guides so as to give enough separa- 
tion and make the installation 
look as though it were in actual 
use. Such paper is light, stiff and 
uniform in thickness and serves 
much better than ordinary sheets 
of paper for the purpose indicated. 

One of the most striking plans 
for showing the value of the use 
of guides is to present one list of 
folders made up (two or three let- 
ters are ample) and to index them 
with A to Z guides. Index a du- 
plicate list with one hundred di- 
vision guides, using the proper 
special guides for the name of your 
city, state, etc. The contrast helps 
the dealer put over the idea quick- 
ly and tends to wipe out sales re- 
sistance. This arrangement brings 
to the attention of the prospect 
and to that of the salesman as 
well, the real use for guides, which 
is to make the filing of a particu- 
lar paper or card accurate and the 
finding rapid. 


The Best Equipment Is Wanted 


The customer wants the best 
equipment available to handle his 
needs. Spending a dollar or two 
more may mean hundreds of dol- 
lars saved in time, yet the average 
customer knows little about filing 
material and may ask for some- 
thing which he thinks is the best 
available. The dealer owes it to 
his customer and to himself to find 





out how the set of guides 
is to be used. A few mo- 
ments’ investigation may 
lead to a much more 
profitable sale. Thou- 
sands of sets of twenty- 
five division guides are 
i sold where a fifty, sev- 

enty-five or a hundred 

would serve the purpose 
much better. 

When the customer sees the ad- 
vantages of a well indexed file of 
better quality, he is usually so 
strongly sold on it that the dis- 
cussion of price differences seldom 
arises, but the dealer should have 
a display that will sell itself quick- 
ly. 

Dealers sometimes say that sup- 
plies are bought by the office boy 
or stenographer, who have no au- 
thority to increase the purchase. 
However, office executives do often 
visit stores which are known to 
be well equipped with displays of 
filing devices and labor saving 
methods. They cannot be expect- 
ed to be interested in poorly ar- 
ranged or Soiled displays, however. 
The situation is in the dealer’s own 
hands. He should invite the ex- 
ecutives who leave the buying of 
supplies to boys or girls to see a 
proper display. Almost always the 
interest of such executives is 
aroused. 





Arrangement of Stock 


Stock arrangement should be 
given consideration. Frequently 
the sales of better grade supplies 
can be largely increased by a sim- 
ple rearrangement. One dealer 
trebled his sales of celluloided 
guides by putting all stock of un- 
protected tab guides in the base- 
ment, leaving nothing but cellu- 
loided tab or steel tab supplies on 
the sales floor. 

It is advisable for the dealer tc 
place the material he wishes most 
to sell in the most acceptable 
place, because salespeople are busy 
and are likely to select merchan- 
dise from the most convenient 
place to show the customer. If 
they show the better grades, their 
sales ability will rise to the occa- 
sion and they will sell the better 
article, for it is most easily avail- 
able. 

Sell the use and you sell the 
product. Filing supplies are 
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worthy of intense consideration 
and effort. It is the desire of the 
company to bring up vital points, 
but they wish to emphasize the 
fact that the sale of supplies de- 
pends upon the ability of the 
salesman to sell their use to his 
prospect, who cannot be expected 
to have a higher respect for the 
goods offered than the salesman 
has himself, and expects the sales- 
man to advise him in the main 
what he should have. 

Selling resolves itself simply in- 
to this: Let the dealer apply his 
product to the customer’s needs 
and the customer will buy. Knowl- 
edge of a line is one thing, but 
knowledge of what the customer 
wants to accomplish is even more 
important and knowledge of how 
to apply the dealer’s line to the 
customer’s needs is perfection in 
salesmanship. 


Who Are Prospects for Filing 
Supplies? 


“It has been proved over and 
over, in every line of business, that 
the best prospects are those to 
whom one has already sold. It is 
easier to sell a customer more than 
it is to dig up a new customer, 
and yet, in order to do that one 
must know what filing material he 
already has. 


Keep a Record 


“Generally speaking, there is but 
little detailed information as to 
what filing material has been sold 
to any one customer and yet the 
practice of recording information 
when sales are made would soon 
become of tremendous value to 
any dealer. 

“It would not be difficult to type 
on a card something like this: 


Autopoint on Pa- 
rade.— This  out- 
standing exhibit of 
the Autopoint Com- 
pany was seen at 
the Third Annual 
Business Exposi- 
tion of the Chicago 
Rotary Club re- 
cently, The various 


American National Bank, 4th and 
Broadway 

4-30-32 Nat. Sys. for Sig. File 3x5 
20M List 

6-5-34 300 Div Alpha Mer Steel Tab 

1 4273-300 

1000 No. 4270 
7-3 5000 Spl Sig Cards 3x5 800 NS 
Gds 3x5 
11-15 1 4273-300 2000 Fdrs 15 Steel 
Tab P B Fdrs 
3-3-35 Check Accum Outfit 

“Then one will be able to antici- 
pate his customer’s needs and get 
the order before it reaches a com- 
petitive stage. 

“Practically everything in the 
supplies line is sold with a view of 
handling one year’s business. At 
the end of that period, while the 
guides will not be discarded, there 
will be many renewal items re- 
quired, such as miscellaneous fold- 
ers, monthly and special name 
folders. It is this business that 
would tremendously increase sales 
volume if one could control all of 
it and one could if he kept a rec- 
ord like the one indicated. 


Look Around the Offices 


“Remember that there are many 
different lists in each office. One 
may be getting the orders for cor- 
respondence filing supplies and 
someone else may be getting the 
orders for card index or ledger 
supplies—or perhaps these are be- 
ing neglected. A little inquiry may 
be a lead to opportunity. The in- 
stallation of a perfectly working 
index in any one of these lists 
makes it just that much easier to 
sell an index for the other lists. 
Salesmen should not be satisfied 
with one sale. Like the successful 
berry-picker, they should be sure 
that each bush is clean before they 
move on to the next. 





Install the System 


“The most satisfactory way of 
finding out about these other lists 
is to follow up the equipment after 
delivery, assist in its installation 
and make use of the opportunity 
to inspect the indexes being used 
in other lists. At the time the list 
is being installed, the dealer as- 
sumes the position of an expert in 
the eyes of the office and his rec- 
ommendations are listened to with 
greater respect than when he is 
just selling. Therefore, make the 
most of every sale and see that it 
is installed correctly. 

“Charles P. Garvin, while sales 
manager of The F. S. Webster 
Company, said that a salesman of 
office equipment should be so 
trained that he will instantly see 
the thing that the customer does 
not have, and that any lack in 
equipment should be as apparent 
to him as would be a man walking 
down the street with only one shoe 
on. Most offices have a great many 
‘missing shoes’ but one has to open 
file drawers to see them.” 


Knowing Customer’s Equipment 


The dealer and his salesmen 
should know customer’s needs in- 
timately—number of drawers in 
his letter files; what plan of in- 
dexing is used at transfer time; 
number of salesmen and special 
accounts the customer has that 
should be indexed by months; con- 
dition of drawers as to crowding, 
indicating need for another file; 
how large a card list the 25-A-B-C 
guides he bought was intended to 
file. How many opportunities are 
lost by not knowing these facts? 
The office equipment salesman 
can get the information during 
his calls. 


types of Autopoint 
pencils, desk pads 
and quality leather 
line were featured 
on a brilliant back- 
round of red, 
lack and silver. 
The display drew 
considerable favor- 
able comment. 











“Our Experience With Office 





ROM time to time we 

hear and read state- 
ments from stationers 
and office supply dealers 
on their various methods 
of merchandising, dis- 
playing and advertising 
office specialties. In 
many cases these dealers 
are governed in their 
outlook of the specialty | 
field by location of their 
store and the territory 
in which they find them- 
selves doing business. It is our 
considered opinion that equipment 
of this type is an important part 
of every up-to-date commercial 
stationer’s sales plan. 

But regardless of the rea- 
son for his opinion as to the 
proper status of specialties, 
each dealer has a somewhat 
different idea as to the 
proper method of handling. 
Some feature the specialty, 
attaching that label to only 
a few items. Others place 
the specialty as more or 
less of a sideline to their 
general business and still 
others make their general 
business secondary to the 
sale of specialties, placing 
almost every item under 
designation. 

We have found that it 
pays to consider the spe- 
cialty as a most important 
factor in our business and 





Here Are Shown Three Major De- 
partments of the Office Equipment 
Company.—Upper, office  special- 
ties department display; Center, 


Specialties’ 


By W. P. Kelly, President and General 

Manager of the Office Equipment Com- 

pany, Louisville, Ky., Who Gives an 

Enthusiastic Account of the Important 

Place That Specialties Have Earned and 

Been Given in the Merchandising 
Scheme of His Firm 


we believe in using every means 
at our command to push the sale 
of these items. In fact so im- 
portant do we find specialties that 
we devote a large amount of floor 








space to office machines 


—in our opinion the 
backbone of the special- 
ties line. And by the 


phrase “office machines,” 
we mean both new and 
rebuilt portable and 
standard typewriters, ad- 
dressing machines, add- 
ing machines, checkwrit- 
ing machines and 
ra duplicating machines, 
and others. 

To these specialties we 
devote window displays of excep- 
tional size. We also mail out 
circulars with statements and do 
considerable other direct mail ad- 
vertising. 

Our salesmen are schooled 
regularly and machinery is 
constantly brought to their 
attention. We are so “ma- 
chine minded” that when 
the opportunity presents it- 
self we include typewriters 
and mimeographs with our 
recommendations to buyers 
along with his new fur- 
niture and filing equipment, 
etc. 

When the stationer has 
the respect of his customer, 
we find the latter will ac- 
cept the stationers recom- 
mendations as to office ma- 
chinery just as he will 
accept it on desks, tables, 
chairs or wastepaper bas- 
kets. 





the service and repair department; 


Lower, the Mimeograph depart- 
ment of this up-to-date Louisville 
firm. 
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A specialty department is neces- 
sary to the successful selling of 
specialties. There must be a num- 
ber of trained men at hand to 
handle the service calls. This is 
costly, we know, but the dealer 
must meet the requirement if he 
wishes to earn the ultimate profit. 

In addition to being equipped 
to repair and service all kinds of 
machines our service department 
is able to repair and refinish files, 
desks, chairs, etc. 

Many manufacturers of office 
specialties have come to the con- 
clusion that stationers and office 
equipment dealers are the logical 


outlets for specialty lines. The 
dealer system is economical for 
the manufacturer, who saves on 
his selling expenses by selecting 
an energetic, wide-awake dealer 
in each locality to do a good job 
of selling for him. And the wise 
manufacturer gives these dealers 
first-class factory codperation by 
aiding with sales helps, circulars 
and occasional visits during which 
dealer’s salesmen are trained. 
Such a cooperative program 
naturally is not one-sided. The 
dealer has an important part to 
play. In our case we have seen to 
it that every one of our salesmen 
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who is particularly adapted to spe- 
cialty selling spends some time at 
the factory of the manufacturer 
so that he will be thoroughly fitted 
to present his selling message to 
customers and prospects. Then 
we have seen to it that the cus- 
tomer learns that our men are 
factory trained and are, therefore, 
in a position intelligently to de- 
scribe and demonstrate to him the 
products they are attempting to 
sell. 

In other words we have made a 
special effort in specialty selling, 
and we find it pays. 


Profits For 1936 





HE subject that is en- 

gaging all the thought 
and attention of every- 
one in our industry, par- 
ticularly at this, the first 
part of the new year, is 
what profits can we obtain for the 
year 1936? 

For the first time in three or 
four years many of us in the in- 
dustry showed profits in our busi- 
ness for 1935 and now we want to 
know what caused those profits 
and may we reasonably depend 
upon the same conditions to exist 
this year? 

Taken as a whole, the stationery 
and office equipment business is a 
low profit industry. Even with 
sufficient capital, experience and 
reasonable intelligence—the three 
essentials in any business—it is 
difficult to make profits compa- 
rable to the same effort in many 
other fields. Therefore, it is clear- 
ly necessary that we utilize every 
profit-making factor in our plans 
for the new year. 

Looking back over 1935, it ap- 
pears that the most outstanding 
reasons for profits gained last 
year were government spending, 
a comparatively low expense of 
doing business and a steady main- 
tenance of prices. If these are 
present in 1936 then an optimistic 
outlook is in order. If they are 
not to be present, we must look to 
see what will take their places. 

There is no doubt that govern- 
ment spending has profited all of 
us directly or indirectly. That 
there will be much less spending 
for the temporary relief organiza- 
tions is a foregone conclusion. 
However, most of the Public 





By H. C. Parker, President, H. C. Parker, 
Inc., Commercial Stationers and Office 
Furniture Dealers in New Orleans, La. 


Works Administration contracts 
for those interested in school 
equipment and public building 
material will be placed this year. 

At the same time, many local 
government subdivisions with a 
subsequent improvement in tax 
collections, will release part of the 
pent-up back log of three years 
accumulated off ce equipment 
needs. 

The tremendous demand for 
second-hand furniture during 
1935 was mute testimony that 
purchasing was of a temporary 
character. However, in the first 
two months of 1936, there had 
been positive signs to show that 
business organizations which 
weathered the storm and also 
made some profits for 1935, are 
preparing to assume normal buy- 
ing and here again the back log is 











Mr. Parker 





tremendous and should 
secure for an average 
office equipment concern 
at least a twenty per cent 
improvement in volume 
over last year. 

Looking in the other direction, 
we must remember that volume 
does not insure profits. Expenses 
were at a comparatively low ratio 
in 1935. Rent, wages, and taxes 
were much lower. The only log- 
ical answer to the rises which may 
be expected in these three types 
of expense is an intelligent ex- 
pense budget. We must face facts, 
bearing in mind that increased 
volume means increased costs of 
doing business. 

The most important factor of 
all, it seems to me, is price main- 
tenance. Volume is directly as- 
sured and expense may be regu- 
lated but without an adequate 
price the whole picture is de- 
stroyed. NRA taught us some 
lessons which our industry will 
not soon forget. It proved that a 
reasonable price structure under 
compulsion was not difficult to 
maintain. At the present time, 
manufacturers are strongly en- 
couraging a maintenance of resale 
prices and we retailers should 
faithfully follow the path so clear- 
ly marked for us. 

I believe that the best heritage 
we have from the early thirties 
and the wreck of the NRA is co- 
operation. If in the stationery 
and office equipment industry we 
will work together and stick to- 
gether, always remembering price 
maintenance, there will be no 
question of profits for 1936. 
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A Payment Plan For Salesmen 





IKE all employers, I 
have always been in- 
terested in the methods 
of payment for services 
rendered by salesmen. 
: € 
Investigation of these 





methods has indicated 
that hardly any two firms pay 
alike. Often the systems differ 


though the results are the same 
Yet, regardless of method of pay- 
ment, many times the salesman 
does not know how much he has 
made when his work is done 
Generally he expects more than 
he gets and he is usually disap- 
pointed when the check does not 
tally with his method of figuring 
his earnings for himself. 

Perhaps no plan of compensa- 
tion can be generally applied. Be- 
cause conditions vary with the 
nature of the business, a method 
that fits perfectly in one case may 
need to be changed considerably 
to make it acceptable for another 
business. The payment plan out- 
lined in the following paragraphs 
is one that has proved satisfactory 
in operation in my own business. 
My experience has shown it to be 
a successful system of salesman 
compensation which helps to pro- 
mote customer’s satisfaction, 
salesman’s happiness, and assure 
a reasonable profit for the busi- 
ness. 

“Fifty-fifty” is a good, old-fash- 
ioned American expression, and it 


SHOW FEATURES NEW 
OFFICES ON WHEELS 


Demonstrating the latest 
thing in an elaborate 
“office on wheels,” the 
headquarters car of the 
General Motors Parade of 
Progress last month pre- 
sented an innovation in 
mobile office equipment. 


The large sedan, con- 
structed upon a 185-inch 
wheelbase, was equipped 
with modern built-in office 
conveniences and an air- 
conditioning system. 


In a ten by six foot office 
in the car’s interior was 


Office on Wheels. 


Arthur G. Wilson, Wilson’s Carbon 

Company, Ltd., Los Angeles, Calif., Out- 

lines the Salesman Compensation Meth- 

od Which He Has Found to Be Effective 
in Practice 














Mr. Wilson 


is the foundation of my arrange- 
ment. We divide the profits fifty- 
fifty. The factory invoice, plus a 
certain percentage for handling, 
determines the cost. Half of the 
difference between the selling 
price and the cost goes to the 
salesman. The other half to the 
business. Handling costs, or more 
properly overhead costs, naturally 
would vary with different mer- 
chandising organizations. The 
type and character of the mer- 
chandise being handled, as well as 
the number of items, are, of 





W. Tucker. 


to his secretary, J. 


Commander Herbert R. Shaeffer, in charge 
of the General Motors Parade of Progress, is pictured dictating 





course, factors of in- 
fluence. 

What does the plan do 
for the salesman? It 
makes him a partner in 
each transaction. It dis- 
courages price-cutting, 
for the reason that half of any cut 
would come from his pay check. It 
encourages him to work—not be- 
cause of the stimulus of a sales 
meeting or some other sort of 
pressure applied by the manage- 
ment—but by the thrill of know- 
ing he has earned something for 
himself (and how much) every 
time he gets a name on the dotted 
line. 

What does it do for the em- 
ployer? It eliminates arguments 
and prevents hard feelings. Com- 
pensations can be increased by 
more production or better grades 
sold—there are no “ifs” or “ands” 
about it. It places the sales ex- 
pense in direct ratio to the mark- 
up and it creates that fine feeling 
of working with and not against. 
In other words, co-operation. 

My men never get an order that 
they do not know just how much 
they have made and when they 
will get it. When coming into the 
office they go to the billing file 
which shows just where they 
stand and they can tell in a min- 
ute exactly what they have earned 
and are, therefore, entitled to. 





a typewriter, filing cab- 
inet, desk, duplicating ma- 
chine, modernistic divan 
and chairs, the latter 
items attractively finished 
in blue leather with white 
piping. 

The ceiling and upper 
half of the office walls 
were done in oyster white 
while the lower half was 
in a blue shade, lighter 
than the dark blue lino- 
leum on the floor. In the 
right hand door was a 
loud speaker as part of a 
public address system for 
broadcasting announce- 
ments and music. 
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A New Note in Merchandising 





manag you want to 

get in personal ey 
touch, when you want 

your sales message to be seen and 
read, when you want to talk face 
to face with every customer (or 
prospective customer) in your sales 
territory, why not do something 
different? 

That, at least, is the business 
philosophy of one stationer and 
office equipment dealer who be- 
lieved in capitalizing on the idea 
of letting the telegram do it, when 
he opened a new stationery store 
and wanted to find some way of 
letting people in his neighborhood 
know about it. 

He might have advertised in a 
newspaper, he could have used 
postcards, or any other form of 
publicity which is commonly used, 
but when he opened his store he 
decided to be different. So he sent 
each prospective customer a tele- 
gram* in the form of a message. 

And thus he attracted unusual 
attention. He knew the telegraphic 
sales message was a powerful stim- 
ulant to action. Sales letters are 
common, but telegrams are un- 
common. People associate import- 
ance with telegrams— they have 
for years. Hence the business psy- 
chology of using them. 

The delivery of a telegram is a 
straight line between the stationer 
and office equipment dealer and 
the customer’s home. It gets in- 
side the door, where it is read and 
given attention. It is a most direct 
method—with no time wastes. It 
is an impressive way to merchan- 
dise and is an ambassador of good 
will, which adds an air of import- 
ance. 

And so this stationer stepped off 
on the right foot when he had uni- 
formed messenger boys deliver 
these messages in the form of tele- 
grams—actually addressed to each 
individual home owner. In other 
words, he is one of the most up- 
to-date merchandisers, when it 
comes to advertising and sales pro- 
motion. The same modernism 
which he used to advertise his new 
stationery store was, of course, 
carried out in his interior furnish- 
ings. 

This stationer and office equip- 


* Made possible by using a criss-cross tele 
phone directory giving the names of all phone 
owners on any street by the numbers—and 
covering his entire sales territory at one swoop. 


By Fred E. Kunkel 


ment dealer did not miss a gogd 
hunch when he decided to send all 
his neighbors within a radius of 
from ten to twenty blocks the fol- 
lowing telegram: 

“A new stationery store opens 
tomorrow at 5315 Wisconsin ave- 
nue. If convenient we would like 
to have you call and become one 
of our first patrons. Come and see 
us and get acquainted. We have an 
unusual novelty you will appreci- 
ate which is given free on the 
opening day. 

“As one of the finest and most 





complete stationery 

ie stores in the city we 

shall feature only the 

highest quality merchandise. Your 

phone orders will be promptly at- 

tended to. I will be here at all 

times to serve you personally as 

well as to extend every possible 
courtesy. 

“We are anxious for you to call 
tomorrow and invite your criti- 
cisms and suggestions as to how 
we can be of greater service to you 
and the community. 

“The Naborhood Stationery Store, 
“William Ashby Jump, Prop.” 

The store was in the public eye 

immediately. 


Averages 


Note.—The following is an editorial written by C. F. Price, vice president, 
Remington Rand, Inc., in the February number of Remington Rand News. 
Although addressed to Remington Rand salesmen, the statements have an 
application to all engaged in selling. 


| sien probably always work against “averages.” Approaching the 
month of February, someone is sure to figure out the “average” sales 
of all past Februarys. Finishing February, our tireless investigator will 
certainly strike a comparison with the “average” for the year. 

All this when there could be no more inaccurate basis of measurement! 
“Averages” ignore too many variables. They consider too few contributing 
circumstances. 

Who dares say that the month weighted heaviest in computing the 
“average” shouldn’t have been twice as productive? Who presumes to read 
into figures the gallant efforts of some unseen salesman who kept the 
“low” month from sinking lower? Nobody can successfully average human 
abilities. Nobody can strike a balance in respect to courage, industry, 
resourcefulness or experience. 

It follows, then, that a more useful comparison is set up when accom- 
plishment is contrasted with the “best that could have been done.” What 
the best salesman available, utilizing his best tactics, aiming at the great- 
est amount of potential business, would actually have produced in the way 
of orders. 

And the “best salesman available” probably means you. Undoubtedly 
you'll never be free from working against some sort of “averages.” But 
your personal appraisal will derive from the “best that could have been 
done.” Regardless of what the “averages” say, you should be secretly 
complaining you could have done better. You most intimately know the 
circumstances. You, if you’re honest, can best reject an excuse. 

The “averages” accumulated during the last six years aren’t very relia- 
ble. We'll use them, of course—for some purposes. But for most purposes 
they are downright dangerous. What genuine satisfaction can come from 
a 200% increase in February, 1936, when the result may be based on a com- 
parison with a figure outrageously low? Two hundred per cent of “noth- 
ing” remains technically “nothing,” no matter how you juggle the figures 
about. 

You, the “best salesman available,” should, therefore, guard against 
deceiving yourself. What’s the significance of a striking increase over 
1932? What's the background of a huge advance over February, 1931? 
Can you consider these years “average” years? Is there any assurance 
that a 79% margin represents the “best that could have been done’’? 

Let’s start February for once unhampered by “averages.” Let’s turn 
in the finest month the “best salesman available” is capable of producing. 
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How Not to Conduct a Business 





"VE got a man to take 

that repair depart- 
ment for five a week 
less, Bill. Gotta cut down ex- 
penses somehow. 


. 
No use checkin’ this invoice for 
carbons and papers. I never knew 
those people to make a mistake. 


Hello. Golf? I'll say I'll go, Jack. 
They won't need me on Wednes- 
day afternoon here. 


Yeah. I'll trust you. Your face 
is honest and I never made a mis- 
take in my life. 


No use markin’ prices 
on all these things. I 
can remember ’em and 
people’d just as soon ask 
nowadays as not. 


Shucks. Those people 
at the insurance office 
wanted to see me at ten 
and it’s twelve now. 
Guess I can let it go till 
tomorrow now. 


. 
Everybody around this place’s 
honest. Guess there’s no need to 
check that cash drawer tonight. 


. 

No use changin’ that window 
display. It’s been good for two 
weeks now and ought to do for two 
or three more. Besides, I'd have 
to wash it if I changed the win- 
dow. 


. 

Huh. There’s no use worryin’ 
about that Temple bunch. No one 
can get my customers away from 
me. 


. 
Maybe some fools need to make 
a budget, but I sure don’t. I know 
my business. 


What do my customers care if 


of others is the most efficient procedure. 


A Composite of Common Faults—As 


Recorded by H. D. Robards 


I need a shave or a haircut or if 
my pants need pressin’? It’s none 
of their business. 


7: 
No use for me to advertise. 
Everybody in this burg knows me 
and knows my business. 


I won’t have an audit this year, 
no sir. The last time I had one 
that auditor criticized my ways 
too much. And I had to pay him 
for it, too. 


In things to be avoided, learning by the experience 


in business judgment and practice here set forth 
chart a course that office supplies and equipment 
dealers will find profitable NOT to follow 


I can’t take time to speak to 
everyone who comes in here when 
I’m tryin’ to sella machine. They 
know me and know I'll be right 
with ’em soon’s I can. 


Say, what’s all this hooey about, 
this idea of teachin’ clerks to be 
salesmen? Can you tie that? 

Ain’t no use for me to try keep- 
in’ a list of my customers. I don’t 
do mail advertisin’. I can remem- 
ber all of ’em anyway. 


I'd better pass up this young 
girl and wait on Mr. Richguy. I 
bet she’d just want to know the 
price of ink, anyhow. 


Sure I'll sign your note. 


“IN CONFERENCE” 


The errors 








Say, I sure told that 
old man Jackson where 
to head in at. He may 

know wholesale groceries, but he 
don’t know typewriters. Bet he 
don’t pull any more cranky fits 
around here. 


I can buy a gross or two of this 
and get a big discount and save 
all that trouble of orderin’ for a 
year or more. 


My banker told me the othe: 
day that passin’ up a two per cent 
discount for ten-day payment was 
just like passing up 
thirty-six per cent a year 
on my money. If bank- 
ers figure like that, I 
don’t see how they make 
any money. 


Sure, old man. You 
bring your kit in here 
and go right to work. 
We'll write for them ref- 
erences and look ’em 
over sometime when they 
get here. 


I'll make out this charge after 
I wait on those other four people. 
That’s one thing I’ve never been 
known to forget, making a charge. 


. 
I can cash your check, all right. 
How much is it? 


. 

Yes, ma’am. You can take that 
rental machine. No, ma’am. I 
won’t have to ask for any credit 
references. 

Believe I'll just put off finishin’ 
these statements and go to the 
movies tonight. They'll do just 
as much good if they’re mailed 
any time between now and the 
tenth. 


No longer does the phrase “In conference” carry the magic it once did. Big 
business men whose meetings justify being called conferences are no longer 
so particular thus to designate them. They are not interested in conveying the 
impression of sacred official functions. Little business men who try to dignify 
unimportant gatherings by calling them conferences, fool no one. When the 
“In conference” phrase was at its highest rating, it was rolled from men’s 
tongues with the same satisfaction one might feel in saying, “My friend, J. P. 
Morgan.” I may be wrong but I have the thought that calling a committee 
meeting or a board meeting a “conference,” sometimes adds about a hundred 
per cent to its expense and detracts about seventy-five per cent from its effec- 


tiveness. 


(All Rights Reserved) 


—Frank Farrington. 
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Building a Market For Portable 





REDICTED upon the 

premise that there 
exists a vast potential 
market for portable 
typewriters awaiting de- 
velopment, Mr. Smith 
pointed out in his article 
that in 1929 the manu- 
facturers of portable ma- 
chines, recognizing the 
desirability of stimulat- 
ing each new generation 
to acquire the habit of 
typewriting, cooperated 
in the financing of a 
study of the usefulness of portable 
typewriters as educational tools. 
The study involved pupils from 
kindergarten age through the 
sixth grade. 

Two prominent educators—Dr. 
Ben D. Wood of Columbia Univer- 
sity and Dr. Frank N. Freeman of 
the University of Chicago—coodp- 
erated in conducting the survey, 
which was referred to in detail in 
the October, 1933, issue of Office 
Appliances. The findings indicated 
that greater progress was made 
by the children in the “experimen- 
tal” (typewriter using) group than 
by those in the “control” (non- 
typewriting) group. In addition to 
generating a strong enthusiasm 
for typewriters among the chil- 
dren, the study left more than 
ninety percent of the teachers 
concerned willing to recommend 
typewriters for regular use in their 
grades. 





Typewriters 


Review of an Article by H. W. Smith, 

President, L. C. Smith & Corona Type- 

writers, Inc., in the January, 1936, Issue 

of the Executive Service Bulletin, Pub- 

lished by the Policyholders Service 

Bureau. Metropolitan Life Insurance 
Company 


Inherent in the facts revealed 
by the survey, were immense pos- 
sibilities in the matter of market 
development. On this theme, Mr. 
Smith said, “If it could be demon- 
strated to educators and parents 
that a typewriter is definitely 
helpful as a new tool in the educa- 
tion of children, larger sales in this 
younger market could be looked 
for whenever economic conditions 
might become sufficiently favor- 
able. And if children aged six to 
twelve, in any important number, 
could acquire the habit of using 
typewriters for daily work, the fu- 
ture of the portable industry would 
take care of itself. It would ob- 
viously be no overnight develop- 
ment; much missionary work and 
much careful testing would be re- 
quired, over considerable periods. 
But the possibilities are there.” 

Rearing its head insistently was 





a detrimental factor in 
the form of the manner 
in which the children 
learned to type. Some 
used two fingers, some 
one, some three. By thus 
“perfecting themselves 
in error,” the children 
created handicaps for 
themselves against ac- 
quiring speed and free- 
dom in typing later on. 
From the standpoint of 
. manufacturers, it was 

important that the cor- 
rect technique be learned from the 
beginning, if possible, so that 
young typists would not be faced 
with the prospect of “unlearning” 
in later years. To meet this prob- 
lem, L. C. Smith & Corona Type- 
writers, Inc., developed the “ani- 
mal keyboard,” described in Office 
Appliances for October, 1935. The 
“territory” on the keyboard as- 
signed to each finger in the touch- 
typing system is shown by a dis- 
tinctive color and a distinctive 
animal. Adjustable finger rings, 
with colors and animals to corre- 
spond with the finger “territories,” 
tend to induce correct fingering 
and a natural acquisition of touch 
typing technique. 

By starting with potential cus- 
tomers now at kindergarten age, 
the portable typewriter industry is 
laying a solid foundation for a fu- 
ture market. Once it “catches 
up”, the process will turn out a new 
group of prospects each year. 





Watch Your Step 


By M. L. Hayward 


CANCELLATION OR REPUDIATION 


A Massachusetts office appliance dealer had sold appliances—and the price went 


down. 


“We cannot make use of the appliances and must insist on cancellation as writ- 
ten you previously,” the buyer wired. The price of the appliance jumped over- 
night—and the buyer demanded delivery. 

“Your wire repudiated the contract and I’m not obliged to deliver,” the dealer 


wired back. 


“My wire was not a repudiation of the contract, but merely an attempt to cancel 
the contract by mutual agreement,” the buyer argued, and the Circuit Court of 
Appeals ruled in his favor in 295 Federal Reporter, 128. . 

“The buyer did not intend to repudiate the contract, but to seek cancellation of 
it and a release from damages,” the court said. 








Dealer Advertising Via Radio 


and Newspaper 





E. THORNTON, 
* proprietor of the 
California Typewriter 
Exchange, 517 S. Spring 
street, Los Angeles, as- . 
serts that his company 
made the largest month- 
ly retail sales record of typewriters 
in December ever made west of 
Chicago, and he did it purely by 
newspaper advertising. 

The newspaper advertising 
campaign was adopted in Septem- 
ber, 1935, with the result that sales 
for the last four months of the 
year, that is retail sales, stood 
more than 300 per cent above 
those of the corresponding months 
in 1934. If the company had been 
a newly established firm with no 
previous good records such gains 
might not have been surprising, 
but previous records had always 
been good. 

The advertising appropriation 
has been set at seven per cent of 
the total of gross sales. Display 
advertising only is used and only 
the best newspapers are patron- 
ized. A weekly schedule is main- 
tained, usually only one newspa- 
per at a time being used but oc- 
casionally two. Sunday is always 
the day when California Type- 
writer Exchange advertisements 
appear. 

A record day Monday, December 
23, when forty-five typewriters, 
retail, were sold at the store, tells 
a story. 

“Proof of the fact that success 
in this method of contact making 
is not peculiar to this location,” 
says Mr. Thornton, “has already 
been shown. Here is the proof. 
I have a friend with a well estab- 
lished typewriter and adding ma- 
chine store at San Diego, an in- 
dependent, and I talked him into 
using our system. I sent him the 
electrotype plates as rapidly as we 
used them here and his increases 
have been even greater than 
ours.” 





Coupon Is Good Idea 


A coupon printed as an integral 


Two Publicity Plans Which Have 
Proved Effective in Practice.—By J. Edw. 
Tufft 


part of the advertisement reads 
about as follows: “Send a repre- 
sentative to my home to show me 
the typewriter I have checked 
here. I am in no way obligated 
to buy.” That little coupon is the 
best door opener that Mr. Thorn- 
ton has ever used. 

Here is an example of the way 
that works. This writer called at 
Mr. Thornton’s store at noon on 
Wednesday. His advertisement 
appearing the preceding Sunday 
had during Monday and Tuesday 
brought in eighteen replies, that is 
coupons mailed in asking a repre- 
sentative to call. Seven calls had 
been made by Tuesday night and 
five sales had been completed as 
the result of the seven calls. 

“It is wise, of course, to adver- 
tise (and illustrate with your art 
work) special values and usually 
a portable,” says Mr. Thornton. 
“For example, recently it was pos- 
sible and ethical to sell a group of 
portables in four different makes, 
without carrying case, for $29 


et 








One of the Times and Places for Read- 
ing Newspaper Advertisements 





each. We had seventeen 

of these and based our 

advertisement and illus- 

trations upon them mak- 

a ing it definitely clear 

that we had but seven- 

teen of them. The seven- 

teen were quickly disposed of and 

scores of other contacts were 
made. 

“We find that not more than 
fifty per cent of the prospects 
really wish to buy the type of 
typewriter advertised when they 
come in or when our representa- 
tive calls. In the case of the $29 
offer the prospect had to come to 
the store as no telephone orders 
were accepted. No high pressure 
salesmanship is allowed, and yet 
when we ‘went into council,’ so to 
speak, with the prospect we dis- 
covered and he discovered in more 
than fifty per cent of the cases a 
different and higher priced ma- 
chine was absolutely advisable. 
The point is the average person 
answering an advertisement is a 
true prospect, really wants and 
needs a typewriter, and is without 
sales pressure willing to go in a 
little deeper when he gets defi- 
nitely into the matter.” 

Can Adjust Quota Accurately 

Another inherent value in news- 
paper advertising not possible in 
other methods of contact-making 
is the fact that a quota of sales 
for a month can be set very ac- 
curately, based on the amount of 
display advertising to be used for 
the month. Careful computations 
make this possible. There is no 
guess work whatever about it, Mr. 
Thornton says. 

Uncanny Estimates 

Estimates for the ensuing 
month are indeed almost uncanny 
in this store. 

Take for example the month of 
December when all retail sales 
records west of Chicago are said 
to have been smashed, one day 
running up to forty-five sales, Mr. 
Thornton determined to spend 
$1,200 on newspaper display ad- 
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vertising. On the first day of De- 
cember the quota was set. Each 
one hundred dollars will bring in 
so many calls, he told his em- 
ployees. September, October and 
November had told him the aver- 
age number almost sure to come 
in. Each 100 inquiries should re- 
sult in a certain percentage of 
sales. 

When December ended the first- 
of-the-month estimate had missed 
it by only three sales. Three more 
typewriters, not three less, than 
the quota had been sold. 

The estimate made October 1 
was attained ninety-eight per 
cent during the month, and the 
estimate made November 1 was 
attained ninety-five per cent. 

“Involved in the plan of course 


are other standard business prin- 
ciples. For instance, we really act 
as counselors for every person 
who comes in in response to our 
advertisements. That is old stuff, 
but it is true. We do not wish to 
sell anyone the kind of typewriter 
he should not have. It does not 
pay in the long run. Then, too, 
any typewriter bought here is ex- 
changeable at full price on an- 
other of equal or greater value 
within two months. That gives 
the customer much assurance. 


Seven Per Cent Not Too Much 


“We do not consider a seven per 
cent advertising appropriation too 
much and we have found it much 
more economical than paying 
commission to salesmen to do the 
same thing. It is lots less trouble 
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and the percentage of the con- 
tacts coming to the store is sev- 
eral times as great. We want them 
to come here and get the place 
definitely in mind. 

“We have a few other rules, per- 
haps not particularly in line with 
the theme we are discussing, but 
no doubt of value. Here is one: 
Every machine serviced must be 
brought to us for service. We can- 
not afford to drive across a large 
city to pick up and return a type- 
writer, neither can anyone else. 

“When we make a sale we never 
let the purchaser take the ma- 
chine out unless it is paid for in 
full. We deliver every and all ma- 
chines sold on time payments. 
We want at least to know where 
they started from in case they 
ever disappear. 


Using Radio Program to Publicize Office Supplies 


E. AND K. F. BROWN, 230 

* Pine avenue, Long Beach, 
Calif., dealers in office supplies in- 
cluding globes, stationery, refer- 
ence books, steel cabinets, and 
minor equipment, are successfully 
using an evening radio program, 
fifteen minutes, Tuesday evenings, 
7:30 o’clock, to put their place on 
the map in a big way and bring 
people in. 

K. F. Brown, the junior mem- 
ber, who has charge of the fea- 
tures, says he was puzzled for a 
while to know just what kind of 
radio program would be different 
enough and original enough to get 
a hearing. 

Here is what he hit on finally, 
and he says itis awinner: An in- 
terview with a popular author of 
a timely book! 

The store also has a book de- 
partment specializing quite largely 
on late editions, the proprietor 
keeping an eye open for books 
written by authors who spend part 
of their time or all of their time 
in California. He also keeps ac- 
curate tab on the comings and go- 
ings of authors. He keeps watch 
also of books that are being 
dramatized for radio. 

The fifteen minute program as 
finally planned out consists nearly 
always of such an interview with 
the author of a book, Mr. Brown 
himself, or the radio announcer 
under his direction, doing the in- 
terviewing, the author being 
brought to the station in person. 

“While we were getting this un- 
der way we brought especial at- 
tention to it by offering a prize 
for the best name for the pro- 
gram,” says Mr. Brown, “and 





Advertising Over 
the Ether Waves 


scores of suggestions came in by 
mail. To figure in the naming 
contest the person had to be a 
radio listener. The name we hit 
on to, and announced in advance 
the day it would be selected, was 
the suggestion of a very young 
person and has proved a winner. 
It is, Literature on Parade. 

“Response indicates that our 
audience is constantly growing. 

“We ring in our office supplies 
by spot announcements at the be- 
ginning and at the close, the 
thought being to tie up this mer- 
chandise in the mind of the listen- 
ers with the book in question. 

“The time has been well chosen, 
apparently, as our inning follows 
a program known here as, “The 
Boy Detective,’ one of the most 
popular programs on our local 
station. 


Sometimes Straight Interview 

“Sometimes when we do not 
land an author of sufficient im- 
portance for an interview I have 
the radio announcer interview me. 


That gives me a better chance 
than ever to ring in different 
items. One must study up and 
give an interesting program, how- 
ever. For example, can you not 
visualize what an interesting pro- 
gram, by the interview method, 
can be put on on the subject of 
fountain pens? The point would 
be to start with primitive meth- 
ods of writing and work up to the 
modern pens that we sell. We are 
now planning also a program of 
this kind on globes and map mak- 
ing as a fill in when needed. 

“We sell an encyclopedia for of- 
fice use. Recently we brought out 
in a radio interview this point: 
The encyclopedia costs less per 
page than most good books pub- 
lished—one penny buys ten pages 
of compact information! A store 
like this has material in it for a 
thousand programs and all that is 
needed is a little work.” 

Books Move Rapidly 

As for books themselves it is no 
trick at all to pay the cost of the 
program with additional books 
sold following an interview with 
an author. Harry Carr, who re- 
cently died out here, was widely 
known in California. A late book 
of his sold at five dollars and fifty 
copies were sold in a few days 
after the program, some custom- 
ers living more than 125 miles dis- 
tant dropping in to make pur- 
chases. 

The store maintains its own 
printing plant so there are end- 
less items for office use that can 
be successfully promoted, a spe- 
cial value on one or two items 
usually being offered to “Radio 
Listeners” only. 
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Furniture Prospects More Numer- 
ous and Receptive to Idea of 
Investing In New Equipment 





OW do I know that 

office furniture busi- 
ness is better? Well, first 
because my commission 
check was larger this last 
week than it has been 
for many months. And 
the business coming 
through this week will be 
just about as good. Of 
course, there have been 
times when some one single large 
order would make a larger week 
but this business is spread out. All 
kinds of equipment and all kinds 
of customers. There are orders 
for desks, chairs, bookcases, files 
and visible equipment. On these 
orders are the names of all kinds 
of customers; investment firms, 
law firms, manufacturers, trans- 
portation, communication, auto- 
motive, etc 





Cold Canvassing Is “Hot” Now 

Prospects are easy to find. In an 
hours work today on cold canvass- 
ing some really surprising results 
were obtained. Calling on a reg- 
ular customer in a loop office 
building I heard a faint rapping 
in the walls. When I asked my 


W. Lee Fergus, of the Globe Furniture 
& Stationery Company, Chicago, Re- 
counts Some Experiences That Lead to 
the Conclusion That Now Is the Op- 
portune Time for Dealers and Their 
Salesmen to Engage in An Aggressive, 
Planned Selling Program 


customer what it was he said he 
didn’t know, it seemed to come 
from the floor above the adjoin- 
ing offices and it “gave him a 
headache.” I said, “It may be a 





Mr. Fergus 





headache to you but it is 
a hunch to me.” Investi- 
gating I found space be- 
ing prepared for a nice 
suite of offices in a loca- 
tion which I knew had 
been occupied by the of- 
fice of the building. Fol- 
lowing up the office of 
ad the building, I found out 
about the new tenant 
and got some other prospects as 
well. The building manager said 
that their stock of used furniture 
held as lien for rents from default- 
ing tenants was exhausted and 
that they would soon have to be- 
gin buying more furniture for 
themselves as they were taking on 
more space. 

Taking a turn around a few 
floors I found plaster being 
tracked through the _ corridors 
which lead me to two more offices 
which were being enlarged. In 
one I got a prospect for a twenty 
drawer visible cabinet and in the 
other I did not find the proper 
party in so will have to call back. 

Looking across the skywell from 
an inside office I saw a large set 
of vacant rooms with men doing 
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office work on benches. This lead 
me to another company taking on 
more space and in the market for 
furniture. 

Doubling back to my original 
prospect where the men were ham- 
mering on the walls, I got a pros- 
pect for a table, a visible cabinet 
and several thousand customer 
prospect cards—and possibly some 
considerable furniture when they 
are located in their new quarters. 
This was just about enough cold 
canvassing for one session so I 
hurried back to my desk to digest 
the material in hand, to 
make layouts and propo- 
sals and get annotations 
in order. 

Now all of these leads 
were picked up in less 
than one hour’s canvass- 
ing done on Monday, Feb- 
ruary 24, the first clement 
day since the late spell of 
cold and snowy weather. 
There is enough prospec- 
tive business there to keep 
a man occupied a whole 
week. 

Any man in our organi- 
zation who really works. 
has plenty of prospects 
ahead. There are schools, 
hospitals and libraries in 
the lead now with govern- 


This Distinctive Furniture In- 
stallation Graces the Office of 
Dr. Ray Harrington, Davidson 
Building, Sioux City, lowa. 

E. L. Isaacson, manager of the 
office furniture department of 
the Verstegen Printing Com- 
pany, Sioux City, worked out 
and installed this beautiful col- 
lection of furniture. The upper 
picture shows Dr. Harrington’s 
reception room and the physi- 


Huge Art Metal In- 
stallation.— The 
great task of install- 
ing this quantity of 
Art Metai Construc- 
tion Company’s 
transfer cases, shelv- 
ing and storage cabi- 
nets in the Mansfield 
(Ohio) Telephone 
Company offices was 


ment money to spend. There are 
many lines of manufacture and 
distribution in the throes of ex- 
pansion. Downtown offices are 
cramped and forced to expand or 
seek quarters in the larger and 
newer buildings. Home business 
will come in naturally. But to get 
a real share of this new prosperity 
a man must go after it. Every line 
of endeavor demands office equip- 
ment and devices. Used furniture 
of any desirable grade has been 
absorbed. Very few firms would 
be interested in it even if they 
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could get it. The market is now 
ripe for good modern furniture 
and up to date equipment and the 
manufacturers have produced the 
lines to meet this demand. 

The issue now rests with the 
salesman. One difficulty is to get 
delivery from the factories on or- 
ders. Occasionally the factory can 
render marvelous service. We did 
phone in a long distance order for 
a large battery of files, each to 
have a special insert and each 
cabinet to have its base cut down 
to make a special height, and each 
to be special grained. This 
was phoned on Thursday 
and was delivered by over- 
night motor truck at the 
customer’s door on Satur- 
day—in spite of heavy 
snow drifts over what the 
weather bureau called im- 
passable roads. But this 
was unusual—probably if 
it hadn’t been so unusual 
it would not have been 
done. Factory stocks are 
low and stores are limited 
to skeleton sample lines on 
the floor. To render a rea- 
sonable service it will be 
necessary to accumulate 
stocks of staple numbers 
both in factories and in 
dealers reserves. 


cian’s private office is shown 
in lower picture. The furni- 
ture used was a Cambridge 
desk by Leopold, private of- 
fice chairs of the Milwaukee 
Chair Company in the Mil- 
wood design. In the reception 
room are two Grand Ledge, 
two Orchard & Wilhelm and 
four Johnson solid walnut 
chairs. 


completed by the 
Charles Ritter Com- 
pany recently, Art 
Metal agents in 
Mansfield. The job 
was finished in rec- 
ord time and won 
the praise of tele- 
phone company offi- 
cials. 





Seen and Heard 


in Southern California 


By Hobart W. Martin 
230 Avenue D, Redondo Beach 


Scribe Writes from Hospital Bed.—Hospitals are quite 
generally regarded as places of calamity, but such is 
not the case. They are intended to hurt somewhat, in 
order that people may hurt less in the future. So a 
hospital is a place to be invited and not avoided. To 
be sure, it is “scary” to take ether, realizing that one 
is going to go to sleep and be a different person when 
he wakes up, by virtue of having been cut, sliced, and 
otherwise treated to the surgeon’s art. 

All of which is pertinent to the fact that the cor- 
respondent was taken to the hospital a few weeks ago 
and operated on. Those who have been able to observe 
the appearance of the wound say that it is a wonderful 
piece of surgical skill and that it involves cross-stitch- 
ing, fancy stitching, plain sewing and other applica- 
tions of skill with the needle. Today, on February 17, 
the stitches were removed—Ouch! But I am sentenced 
to lie around uselessly for the rest of the month and 
to go rather slowly for awhile after that. 

Anyone who has news for this department is re- 
quested to send it to the Redondo address, and it will 
be gratefully received. Marriages, births, sales, new 
stores, changes in personnel, etc., etc. in and about 
Los Angeles will be welcomed. 


The Art of Window Display.—Dealers everywhere will 
find many invaluable hints on the art of window dress- 
ing and display in this article written by J. Clay 
Thomas, of the Schwabacher-Frey Company, Los An- 
geles, Calif. 

There are many classes and types of window displays; 
the kind of store, style of merchandise displayed and 
the length of time a display is shown having much to 
do with the arrangement. In a department store or 
any large store a display may be made of one item at 
a time, while in smaller establishments such as hard- 
ware stores, drug stores and possibly stationery stores 
where the window is changed every week or two weeks, 
it seems necessary to display a greater amount of 
merchandise at each showing. 

Whether or not a stationer is using the best display 
available for his type of establishment may be deter- 
mined by five rules; first, by the cash register receipts; 





Artistry in Window Display Is Exemplified in These Windows of the Schwabacher-Frey Company, Los Angeles, Calif. 
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second, the comment of customers; third, the number 
of people attracted by the display; fourth, telephone 
calls and, fifth, orders received for merchandise dis- 
played. 

Our outstanding and most successful displays have 
been windows of some special theme such as “Giving 
Your Office a New Deal.” This was unusually good at 
the first of the year when we displayed and featured 
filing cabinets, transfer cases, business forms, book- 
keeping outfits, etc. In this display we also featured 
Acme visible equipment, typewriters, fountain pen desk 
sets, blotter pads, world globes and other items which 
are found in an up-to-date office. 

Then there are special displays which may be hooked 
up with special days such as those upon which fall 
football games, tennis matches and other local sports 
activities. As an example of this is the following: 
Here in California we have the Santa Anita race tracks 
at Arcadia. Therefore photographs of the track and 
horses can be tied up with statues of horses, book ends, 
pictures, souvenirs and other similar items. 

One must not lose sight of the fact that there must 
be art in a window display. There must be balance, 
perspective and a definite message to the prospective 
buyer. But the main thing is to place the merchandise 
in the window as near as possible to the position it will 
occupy when in use. For instance, when placing a 
beautiful desk set, with large blotter pad, letter opener, 
roll blotter and letter on display, place it flat. Do not 
place the blotter on end with the other articles ac- 
cumulated at the bottom. 

In preparing a window display I have a chari of the 
window space which I fill out in a general way and 
which shows which section will be allotted each de- 
partment. This chart then goes to the department 
managers to enable them to estimate how much mer- 
chandise to get out. 

Our Valentine window this year was a special. Deco- 
rated with plenty of reminders to passing customers 
with panels showing cards for relatives and friends. 
The predominating color, of course, was red and white 
and we found it very striking. The remainder of this 
window, set out in the same colors, was a gift section 
of lamps, smokers, book ends, desk sets and so forth. 
There were gift boxes of stationery, Valentine gifts for 
“HIM” and for “HER” with a leather goods section 
showing bill folds, key cases, dressing cases, diaries, 
photo frames, electric clocks, manicure sets, hand bags, 
hand bag watches, sewing sets, writing cases and lock 
diaries. 

We find it best to group our merchandise in window 





Left is gen- 


eral view of windows featuring Valentine gifts and (right) typical writing instruments display. 
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display sections. These sections are alternated. In 
each window the merchandise is placed in a different 
location. This makes the windows look entirely dif- 
ferent and helps attract attention of shoppers. 

With regard to pricing of merchandise we have 
proved beyond a doubt that our customers prefer mer- 
chandise plainly marked. Many dealers believe that 
higher priced merchandise should not be marked. But 
we believe in it. We believe there is no better way 
in which to convince the public that your price is right 
and that you are not afraid of competition. Price an 
article plainly and you at once instill confidence in 
your customer. 

* 

Mr. Peirce Goes East.—Theodore F. Peirce, president 
of the Pacific Desk Company, Los Angeles, left on Jan- 
uary 24 for Washington, D. C., New York, Chicago and 
other Eastern points. He planned to be home about 
February 20. 

* 

U.E.F. Opens Pomona Sub-Branch.—The Underwood 
Elliott Fisher Company’s Los Angeles branch opened a 
sub-branch office at Pomona, California, in charge of 
George Dommasch, who formerly sold adding machines 
in Los Angeles. 

+ 

Past Year Good to U.E.F.—James Johnson, Los An- 
geles branch manager of the Underwood Elliott Fisher 
Company says that 1935 was the best year which his 
branch has enjoyed for several years. The outlook for 
1936, he avers, is for a continued increase in the volume 
of business. 

The Underwood Elliott Fisher Company has intro- 
duced several new model accounting machines which 
will undoubtedly greatly increase the business in the 
accounting machine division. 

* 

Carbon and Ribbon Dealers of Southern California.— 
The usual monthly luncheon meeting of this associa- 
tion took place on Thursday, February 5, in the English 
Room of the Hotel Clark, Los Angeles. The luncheon 
was substantial and appetizing. Present at the meeting 
were W. E. Sibertson, president of the Association and 
Southern California representative of the American 
Ribbon and Carbon Company, and Messrs. Cameron, 
Miller-Bryant-Pierce Company; Andre, Mittag and 
Volger, Inc.; Arthur G. Wilson, Wilson’s Carbon Paper 
Company, Ltd. (Panama Line); Walters, Jr., Old Dutch 
Carbon and Ribbon Company of Los Angeles; Bohn, 
Pacific Carbon and Ribbon Company; Walker, Grimes- 
Stassforth Stationery Company; Wagner, Underwood 
Elliott Fisher Company; Shallcross, Shallcross Com- 
pany, Inc.; Bland, Western Carbon Paper Manufactur- 
ing Company, and A. E. Billings, Jr., Winn-Billings 
Manufacturing Company. Also present were Mr. Miller 
of the Braun Company, who spoke on the manufac- 
ture of chemical products, the U. S. Bureau of Stand- 
ards, and kindred topics, and Office Appliances’ repre- 
sentative. 

Each man present was called upon to introduce him- 
self and make such remarks as he wished. Arthur G. 
Wilson presented Ingersoll’s speech at the Tomb of 
Napoleon in fine form, as an introduction to some brief 
remarks on business ethics and the profitable conduct 
of the ribbon and carbon paper business. The meeting 
adjourned at 2 P.M. The next meeting and luncheon 
will occur on the first Thursday in March. 

+ 


Mr. Ames Visits the West.—A. R. Ames, president of 
the Ames Supply Company, Chicago, recently spent a 
few weeks on business and pleasure in lower California. 
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While he was here, Mr. Ames called on your correspon- 
dent at the hospital in Torrance, California. Needless 
to say, his visit was most welcome. 

> 

Mimeograph School a Blessing to School Teacher.— 
Not long ago a young lady, observing the Mimeograph 
display in one of the Grimes-Stassforth windows, asked 
one of the salesmen if there was any way in which 
she could learn the uses and operation of the Mimeo- 
graph and its accessories. 

“You see,” she said, “I have been appointed to teach 
Mimeographing, and I don’t know the first thing about 
it!” 

“I’m sure we can take care of that,” replied the 
salesman, smiling, “we conduct a Mimeographing 
school here every Saturday morning. There is no 
charge for the instruction, but it is nevertheless very 
thorough and quite sufficient I should imagine to cover 
the work which will be required from you. If you will 
come next Saturday morning at 8:30, we shall be happy 
to enroll you as a student.” 

We are told that the young teacher made good use 
of the opportunity and soon became a star learner of 


the Mimeographing art. 
—_—_»>——_——_ 


REMINGTON RAND SPONSORS TWO RADIO 
PROGRAMS 

Regarded as being among radio’s most outstanding 
and entertaining programs, two broadcasts are being 
sponsored by Remington Rand, Inc., Buffalo, N. Y. 

One of the series is the “March of Time” which is 
broadcast five nights a week from Monday through 
Friday, under the alternate sponsorship of Remington 
Rand and “Time,” the weekly news magazine. This 
program was conducted through last year and was to 
have come to an end on November 22, but was con- 
tinued through December when the plan for the pres- 
ent half hour weekly series was inaugurated. The 
second program which is sponsored solely by Reming- 
ton Rand is, like the “March of Time,” released over an 
NBC-WEAF network, is entitled “The Human Side of 
the News” and features Edwin C. Hill, nationally known 
news commentator. 

The new “March of Time” series, on which Reming- 
ton Rand has received many thousands of congratula- 
tions, is like the 1935 program—a stirring dramatization 
of current world-wide news events. These broadcasts 
are all arranged and edited by the editors of “Time.” 

In the “Human Side of the News” series, Mr. Hill will 
interpret the human interest stories behind the head- 
lines in these twentieth century times. The well known 
commentator’s journalistic career began in 1904, when 
he covered the Slocum disaster while working on the 
New York Sun. Since that time he has been considered 
one of the country’s ace newspaper men and in addi- 
tion to his radio and newspaper work he finds time in 
which to write books and magazine articles. 

———>—__—_—_- 
“LOOKING OVER THE MAYA RUINS” 

George Wolcott, vice-president, Wilson-Jones Com- 
pany, who devotes most of his odds and ends of time 
in acquainting himself at first hand with other coun- 
tries, spent a part of the month of January in Guate- 
mala “looking over the Maya ruins.” Our old friend 
Magellan had nothing on George Wolcott except that 
he set out on his adventures a little earlier and under 
certain handicaps of transportation and communica- 
tion. Magellan, Marco Polo, Diaz, et al. did not keep the 
home folks informed of their progress and discoveries 
by illustrated postcards. We have a notion that George 
Wolcott is reincarnation of our old friend Marco. 


> 
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WEIS SOCIAL SECURITY FORMS AND EQUIPMENT 

A new four page folder which fully describes a 
method of keeping records required by the Social Se- 
curity Act through use of the firm’s forms and equip- 
ment, has recently been issued by the Weis Manufac- 
turing Company, Monroe, Mich. 

The folder is devoted to a description of three sys- 
tems manufactured by the Weis Company for the 
maintenance of records for the old age pensions and 
unemployment insurance. The forms housed in verti- 
cal filing equipment of the proper size to fit any busi- 
ness, comprise the entire system. 

The form SC-1 is designed not only to record the 
necessary data required for tax reports but to also 
give valuable information regarding employees. An 
important feature of this form is the finger print iden- 
tification provided for. 

Form SC-2 provides for the posting of earnings of 
individual employees. Each payment is recorded and 
spaces are provided for at least one year’s payments. 
This record is for the calendar year and provides for 
new forms being started on January Ist of each year. 

Form SC-3 is used for recording the gros; amount 
of each payroll and the taxes for this amount. 

Besides describing the functions of the various 
forms, the four page folder includes several illustra- 
tions of the various forms as well as trays and drawer 
cabinets necessary for the housing of records. 

The Weis Company will furnish to dealers an attrac- 
tice display card which can be used in conjunction with 
window or counter displays of any of the various pieces 


of record housing equipment. 
an 


FIBROIN ANNOUNCES NEW PRODUCTS 

Several new products to be added to its usual lines 
have been announced by the Fibroin Stencil Corpora- 
tion, 306 West Adams street, Jacksonville, Fla. 

Chief among the new numbers is a complete line 
of hectographs, note, letter, legal and folio sizes. An- 
other is refill compound in 1, 24%, 5 and 10 pound cans, 
and a third is a line of hectograph ribbons, carbons, 
inks and colored pencils. A non-corroding liquid type- 
cleaner and an efficient typewriter oil complete the 


new lines. 
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NEW SLIM LIFETIME PEN INTRODUCED BY 
SHEAFFER 
Created especially for office workers and featuring 
greater length and slimmer lines, a new fountain pen 
has recently been added to the Lifetime line of the 
W. A. Sheaffer Pen Company, Fort Madison, Iowa. 
Being noticeably slimmer and longer than the other 
Sheaffer pens, the new writing instrument has the feel 
of a pencil, a feature often requested by office people. 
It has the regular Sheaffer streamlined “Balance” con- 
tour and a large Skrip capacity. 
Speaking of the new pen, Grant Olson, Sheaffer Pen 





Company advertising manager, said: “Pens must keep 
track of the style trends if they are to sell in volume. 
It seems that a large part of the public likes stream- 
lining and greyhound lines. Hence the demand for 
a slimmer pen.” 
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Luxe Typewriter.— (Described in 
Appliances, Page 41.) 
nicsiiiseiiest 

NEW IMPERIAL PORTABLE TYPEWRITER DESK 

Designed for use in homes, professional offices, 
schools and dormitories, a new and attractive desk for 
owners of portable typewriters has been introduced to 
the market by the Imperial Desk Company, Evansville, 
Ind. 

Well styled and moderately priced, the new desk is 
equipped with a swingout platform which can be 
brought into writing position and rigidly locked for 
typing, or pushed back into the desk by a slight move- 
ment of the hand. A small door closes upon the type- 
writer section, completely hiding the machine from 
view. 

The desk, which is listed as the Imperial No. 95, is 
modern in design and is finished with figured walnut 
top, drawer fronts and panels. 

It has oak drawer interiors and solid cast brass hard- 
ware with a Roman gold finish. Other special features 
include a handy letter file in lower drawer with alpha- 
betical sub-divisions and a knee hole drawer parti- 
tioned for stationery in various sizes and fitted with a 


pen tray. 


Royal De 


nimansinditiiestnicans 
NEW SALES KIT BY TRUSSELL 

A new zipper case, which has been labeled the “Sloan 
Saleskit” and which is equipped with nine special fea- 
tures, has recently been introduced to the trade by the 
Trussell Manufacturing Company, Poughkeepsie, N. Y. 
The principal feature of the new case is a folding easel 
which may be instantly set up without removal from 
the Saleskit. The easel is manufactured in several at- 





New Slim Model Sheaffer Lifetime Pen 
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tractive shades of Bakelite hinged together by Wire-O, 
the Trussell contribution to the binder’s art. Presenta- 
tion material within the easel is encased in transpar- 
ent celluloid envelopes or attached to substantial 
mounting boards which are slot-hole punched for in- 
terchangeability. 

The Saleskit is also equipped to carry supplemental 
data, with full particulars and details, completely in- 
dexed and immediately available without disturbing 
the easel “set-up.” This is accomplished by means of 
the Trussell Wire-O hinge which permits a perfectly 
flat opening of all pages in perfect alignment. Both 
sheets and refillable tabbed indexes are slot-hole 
punched, making them loose-leaf. 

Another special feature of the Saleskit is the ingeni- 
ous “turn-table” device which automatically doubles 
the presentation area without increasing bulk or 
weight, making both sides of the envelopes and mount- 
ing boards conveniently usable. Other features of the 
case are the Trussell zipper, “feather ease” ring re- 
lease, solid leather pockets and handles which can be 
folded back and snapped down out of the way when 
the kit is carried under the arm. 


HARTER ANNOUNCES ARTWELD CHAIR 
A new series of steel office chairs to be known as the 
Artweld line, has recently been announced by Evan 
Harter, president of the Harter Corporation, Sturgi’, 
Mich. 
Smartly styled and moderately priced, the chairs of 
the Artweld line are the result of months of planning 





Two New Artweld Chairs Recently Introduced to the Market 
by the Harter Corporation, Sturgis, Mich. 


during which artistic design and comfort were the 
principal features considered. Although possessing all 
the strength of steel the chairs are light in weight. 
According to officials of the corporation, the Artweld 
line embraces every type of chair adaptable for prac- 
tically every style of office and office furnishing. 


a 
NEW TABULATING MACHINE CARD CABINET 
BY Y AND E 


Featured by a construction scientifically calculated 
to support a maximum load, a new tabulating machine 
card cabinet, listed as the No. 2574, has recently been 
announced by the Yawman and Erbe Manufacturing 
Company, 155 Jay street, Rochester, N. Y. 

The dimensions of the cabinet are nineteen and seven- 
eighths inches wide, fifty-seven and one-half inches 
high and twenty-eight inches deep. Despite the com- 
paratively small size of the No. 2574, the filing area 
amounts to forty-eight feet, two inches and is the 
largest ever offered by the company. The ladder type 


3 


uw 


construction in the front of the file consists of a con- 
cealed cross member between each drawer shelf and 
insures adequate strength to support the weight of a 
capacity load. 

The cabinet is made up of eleven sliding shelves 
mounted on the “Y and E” Empire style ball-bearing 
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“Y&E” Steel Cabinet 
No. 2574 


cradle type progressive slides. Each shelf is equipped 
with two removable trays so constructed that the head 
of each tray forms a drawer head when returned to the 
sliding shelf. 

A collapsible bail handle at the front of the tray and 
a large hand hole at the back makes removal and 
carrying an easy matter. Because the sides of the tray 
are higher than the cards it is possible to stack the 
tray without injuring the edges of the cards. 

High grade steel is used throughout in the construc- 
tion of the No. 2574, which is attractively finished in 
olive green, mahogany or walnut graining. 


———_ > 
INTRODUCING PHON-O-LOG 

Carrying out its descriptive slogan of “Phone Num- 
bers at Your Fingertips,” a new and handy telephone 
index, known as the Phon-O-Log was recently placed 
on the market by the Associated Patents Corporation, 
San Francisco. 

The Phon-O-Log is so constructed that it may be 





New Phon-O-Log 
readily attached to French, desk, wall and exchange 


telephone instruments. It contains space for more 
than 150 names and telephone numbers and is equipped 
with a pencil holder at its base. 

In addition to its service as an index, the Phon-O-Log 
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also serves the purpose of a monthly reminder, the 
reverse side of the cards corresponding with the twelve 
calendar months. The standard model is attractively 
designed and finished in silver and black. It is adjust- 
able to any reading angle. 

Further details of the device may be obtained by 
writing to the manufacturers at 417 Market Street, 
San Francisco, Calif. 

NEW ARTILITY CHAIR INTRODUCED 

Featuring comfort and grace as well as a high 
standard of general utility, a new office chair of metal 
has been placed on the market by Artility Metal Prod- 
ucts, Inc. 

The new chair is of tubular steel throughout and 
therefore is strong and light in weight. It is equipped 





New Chair by Artility Metal 
Products, Inc. 


with a deep and soft upholstery with a covering ma- 
terial of attractively figured imitation leather. 

Dealers and others interested may obtain a new 
folder recently published by the Artility Metal Prod- 
ucts, Inc., by writing to the company’s headquarters 
at 301 Monger building, Elkart, Ind. 

——_—>—__—_ 

NATIONAL ANNOUNCES NEW PAYROLL FORMS 

The National Blank Book Company recently an- 
nounced several new additions to its line of payroll and 
time-keeping forms designed particularly for use under 
the new Social Security Act. Through these additions 
the company offers a choice of three plans. 

The first is a summary plan which may be added to 
present payroll and time-keeping systems. It consists 
of two sheets, one an application and employe history 
form, and the other a two-year summarized record 
of earnings showing by weekly entry the number of 
days and hours worked and the amount earned. 

The second plan is described as a payroll and sum- 
mary plan which consists also of two forms, an appli- 
cation and employe history record and a payroll sum- 
mary and analysis form. This form shows not only 
the days and hours worked and amount earned, but 
provides columns for the analysis of this information 
and its separation into taxable amounts under state 
and federal requirements. 

The third plan is a weekly payroll sheet arranged 
in monthly groups providing complete time and pay 
records with provision for analysis. 
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REVOLVING WINDOW DISPLAY TABLE 
Designed especially for office equipment dealers who 
believe in motion as an advertising medium, a new 
revolving window display table is being offered by the 
Shipman-Ward Manufacturing Company, 4401 Ravens- 
wood avenue, Chicago. 
This revolving table is electrically driven and will 





Shipman-Ward Revolving Display Table 


operate from any electrical connection. It will make 
three revolutions per minute and is sturdily con- 
structed to carry a weight of fifty pounds. The stand 
is finished in an attractive black crackle and is fifteen 
and one-half inches in diameter. 

Because of its size and weight-supporting ability 
the new revolving stand is ideal for dispaying type- 
writers and other office equipment items. It weighs 
seven and one-half pounds and will operate on either 
D.C. or A.C. current. The price is $9.50 F.O.B. Chi- 
cago. 

needed 
NEW POINTMASTER PENCIL SHARPENER 

Involving an entirely new principle, the Pointmaster 
pencil sharpener has recently been introduced to the 
market. In this new device the conventional, both in 
appearance and mechanical detail has been abandoned. 

In the Pointmaster, the manufacturer has created a 
pencil sharpener designed to give long life and one 
which will sharpen any standard type of graphite or 
colored pencil to a predetermined point without waste, 
from needle fineness to blunt. 

The new principle involves the idea of a pencil re- 
volving while being sharpened. The cutter also re- 
volves at a higher speed and feeds towards the pencil. 





Pointmaster Pencil Sharpener 


This system tends to prevent waste of lead and, gives 
assurance of unbroken points. 

The Pointmaster is manufactured and sold by the 
Marber Company, 20 East Jackson boulevard, Chicago. 
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MARKWELL’S “RX” FASTENER READY 


The Markwell Manufacturing Company, Inc., recently 
announced that it is ready to begin deliveries on its 
improved “RX” Fastener, following a redesigning of 
the device together with the addition of several basic 
improvements. 

The “RX” can be used either as a desk type or port- 
able type fastener and will staple or pin up to thirty 
sheets. It is so constructed as to also be handy for 
tacking drawings, tracing, bulletins, tags, etc. 

The device is said to be filling a popular want due 
to its ability to give satisfactory and permanent service 
at a low price. It is also fully guaranteed by the man- 
ufacturer. The “RX” Fastener loads 100 size “RX” 
Markwell improved patented staples and is available in 
either nickel or olive green finish. 

The new fastener will be sold to authorized Markwell 
dealers under the company’s plan of controlled distri- 
bution. Those interested in the few territories still 
available are invited to write to the company at 200 
Hudson street, New York, N. Y. 

—__—<>—_———_ 
NEW LINE OF ZIPLOCK RING BOOKS 

A new line of Ziplock ring books for commercial and 
school use has recently been added to the “B&P” zip- 
per line by the Boorum & Pease Company, New York. 

The Ziplock, which is manufactured in six different 
styles, comes in black and brown imitation and genu- 
ine leather. In sizes it is 84% x 5%, 9% x 6, 10% x 8, 
11 x 8%, 14 x 8% inches, with capacities of one or one 
and one-half inches. 

Other special features of the Ziplock include ring 
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Boorum & Pease Ziplock Ring Book 


protectors which add to the life of the cover, horizon- 
tal, vertical and personal zipper pockets, one-piece 
hand-boarded leather, and metal with booster levers 
to open rings. 

The Boorum & Pease Company has recently pub- 
lished a list of the new Ziplock line which is available 
to dealers by writing to the firm at P. O. Box 272, City 
Hall Station, New York City. 

-_ —~<f 
NU-MARK COMPANY OFFERS NEW LINE 

Under a brand name of “Instant,” the Nu-Mark Of- 
fice Equipment Company, 19 North Seventh street, St. 
Louis, Mo., is offering a new line of accessories, includ- 
ing an ink eradicator, an odorless lubricating oil for 
typewriters, a type cleaner and a stencil correction 
fluid. All of these items are available with handy 
applicators and are put up in attractive bottles. 

The Nu-Mark Company which manufactures for the 
trade only, has a merchandising plan whereby dealers 
who handle the “Instant” products may have their 
names imprinted on the labels free of charge. 
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MARBLE OFFERS NEW POSTURE CHAIR 

Incorporating a new principle which is said to elim- 
inate pressure on the spinal column of the user, a new 
“Sit-Rite” posture chair, listed as the No. 654, has been 
introduced to the trade by the B. L. Marble Chair Com- 
pany, Bedford, Ohio. 

The “Sit-Rite” is a chair of the spring-controlled, 
tilting back type with adjustments for fitting the in- 





“Sit-Rite” Posture Chair In Use 


dividual requirements of the user. Adjustments are 
easily and quickly made and are positive in action. A 
hinged back adjusts itself to the movement of the oc- 
cupant of the chair thus eliminating undue spinal pres- 
sure. This is aided by a correctly-shaped seat of ample 
size, having the correct degree of pitch from front to 
back which also encourages an upright sitting position. 

A special feature of the No. 651% is the elimination 
of the tilting action of the back which is accomplished 
by the inserting of a loose bushing inside the tension 
spring. This change is made without tools. 

The chair is available in all standard wood finishes 
and in B. L. Marble’s permanent gunmetal finish in 
various colors. It is upholstered in genuine leather 
or in a selection of four colors of suitable fabrics, dark 


or light brown corduroy and green or rust frieze. 
— 


“WRIGRAPH” DRAFTING MACHINE 
Designed to eliminate tee-square and triangles, a 
new “Wrigraph” drafting machine has recently been 
placed on the market by L. G. Wright, Inc., 5713-16 
Euclid avenue, Cleveland, Ohio. 
The Wrigraph, of which model E-272 is illustrated 




















Wrigraph Drafting Machine 


here, is a streamlined drafting machine mounted on 
a 22x 30 inch cleated, white pine board. It is made in 
three simple and compact models. It eliminates tee- 
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square and triangles, substituting a sturdily and care- 
fully made parallel device and a specially designed 
30-45-60-90 degree triangle. This parallel device, made 
of nickel-plated parts assembled with new phosphor 
bronze bearings, is calibrated for accuracy. 

The model E-272 is equipped with a vernier indicat- 
ing protractor reading to degrees. The protractor unit 
has a unique chuck plate to hold the new streamlined 
drawing attachments in alignment. The graduated 
L-square blade is made of pyroxylin and is riveted to 
a light-weight aluminum stiffener which has been 
given a satin finish to eliminate glare. 

The machine is also constructed so that for persons 
owning their own board it may be attached to any flat 
wood surface by a special base plate without screws or 
clamps. It can make drawings up to 20 x 26 inches. 

oman 
STURGIS’ NEW POSTURE CHAIR 

Featured by its inexpensiveness and a construction 
which adheres to true posture principles, a new exec- 
utive posture chair, designated as the No. 225-DS, has 
just been announced by the Sturgis Posture Chair Com- 
pany, Sturgis, Mich. 

The new chair is easily adjustable by hand, is at- 
tractive and is equipped with an all-metal base, pol- 
ished scuff plates, ball bearings and two-inch casters. 

The No. 225-DS is equipped with a seat and back up- 
holstered in genuine leather over thick, resilient rub- 
berized curled hair. It also has a new-style and com- 





Sturgis New Posture 
Chair No. 225-DS 


fortable arm rest which adds to its general appearance. 

Copies of a recently-issued folder bearing a descrip- 
tion and illustration of several Sturgis posture includ- 
ing the No. 225-DS, may be obtained by writing to the 
company. 


- > 
ELECTRO-COPYST INTRODUCED 

A recent development in office machines is a new 
portable “Electro-Copyst,” which reproduces facsimile 
copies of anything written, stamped, drawn or printed, 
and which is being distributed in the United States by 
the Electro-Copyst, Inc., 342 Madison avenue, New York 
City. 

The principal feature of the Electro-Copyst is its 
ability to perform all the functions outlined above re- 
gardless of whether or not the material is looseleaf or 
bound, transparent or opaque. 

The device is a simple photo-printer, made in several 
models, which can be operated by anyone in daylight 
without the use of a darkroom. It is equipped with a 
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container for the sensitized paper and a time switch 
which automatically regulates the exposure time. The 
sensitized paper is of such a nature that it may be 
handled and processed in an ordinary office light with- 
out becoming fogged, thereby ensuring clean and clear 
copies. 

With the transparent paper process, the Electro- 
Copyst makes possible the production of blue prints 
from the transparent positive, or negative, the same as 
from an opaque original. This process is especially im- 
portant to engineering and technical offices. 

The Electro-Copyst has been marketed in Europe for 
a considerable time under a trade name of Rectophot 


and is said to be inexpensive and easy of operation. 
—_—_~<>_—_—_- 


NEW ERASER HOLDER PRODUCED 
A new eraser holder which works equally well with 
the round or brush type eraser and may be attached 
to a typewriter in a number of places has recently been 
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Typewriter Eraser Holder 


produced by F. M. Field, Field Manufacturing Company, 
Spencer, Ind. 

The holder is of one-piece construction and is at- 
tached to a typewriter by an arrangement of a spring 
and a small thumb-screw which holds the device firmly 
in place once it is attached. 

Further details of the eraser holder may be obtained 
by writing to the company at its Spencer headquarters. 
—— w~O 
HILLSBERG INTRODUCES NEW SAFE 

A new, fire-proof steel safe, attractively finished and 
placed in the low-price range, is the latest offering of 
the Hillsberg Company, 209 West Jefferson street, Syra- 
cuse, N. Y. 

Known as the Defender, the new safe is of dimen- 
sions making it the ideal strongbox for both office and 
home. Its dimensions are: (inside) 15 inches high, 12 
inches wide, 13 inches deep; (outside) 24 inches high, 
17 inches wide and 17 inches deep. It weighs approxi- 
mately 240 pounds. 

The interior of the safe is designed and arranged to 
permit the greatest amount of valuables in the avail- 





Hillsberg “Defender” Safe 


able space. It is sturdily constructed and amply insu- 
lated against fire. It is painted a deep green and 
equipped with a chrome handle and a modern combi- 
nation lock. 

Price lists and further details may be obtained by 
writing to the company headquarters. 
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MARBLE & SHATTUCK CHAIRS HAVE NEW 
CONSTRUCTION FEATURES 
A radical change in the construction of the chairs 
manufactured by the Marble & Shattuck Chair Com- 
pany, Cleveland, Ohio, has just been announced to the 
trade. 
In the new construction plans the front legs of the 





New Marble & Shattuck Chair 


chair are tenoned on the two outside edges at the bot- 
tom of the skirting, so that the side and front skirting 
rest on the front posts. The skirting itself is further 
secured to the legs by two dowel pins running into the 
legs. In this manner the skirting envelops the leg and 
the leg itself extends to the chair seat. 

Although under the new construction it was found 
unnecessary to use front corner blocks, the company 
decided to use them to give a finished and more at- 
tractive appearance, dovetailing the corner blocks into 
the side and front skirting. The outside edge of the 
corner block fits against the front legs, and the leg 
and corner blocks held rigidly in place by a screw fas- 
tening from the corner block into the front post. 

A side leg, side revolving and arm revolving type 
chair completes this family of chairs. 

Of these the rotary chair is equipped with rubber 
bumpers extending across the seat and back to the pil- 
lars to avoid damage to desks, and also has the Collier- 
Keyworth new rubber cushion office chair iron which 
is described as noiseless, free from squeaks and requir- 
ing no lubrication. This line of chairs is available in 
oak, birch and walnut. 

———< > 
BOOKLET DESCRIBES TIKA BOOKKEEPING 
SYSTEM 

A new booklet which contains a full description of 
“Tika” the Danish system of bookkeeping by copy, has 
recently been issued by the inventor of the system, I. 
Heje of 47, Torvegade, Copenhagen K. (Denmark). 

The “Tika” system which involves writing with pen 
and ink only, is said to have entered into extensive use 
throughout many European countries and is declared 
to be of the type which is adaptable to practically any 
profession or business. The “Tika” system is also said 
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to have achieved wide prominence, having been 
demonstrated at European expositions and described 
in several journals abroad. 


A complete “Tika” includes the following materials: 
One account file box with slanting bottom, two metal 
follower pegs, five aluminum index cards, one set in- 
dex guide cards with celluloid tags, account cards, 
journal sheets, file box for account cards, file box or 
folder for journal sheets, bookkeeping apparatus, car- 
bon paper, cash and accounting book, ledger, registra- 
tion and balancing book, balance sheet book, roller 
table, voucher sorting apparatus and grouping appara- 
tus. 

According to claims made by the manufacturer of 
the “Tika” system, it is economical in both purchase 
and operation. A further claim for the system is that 
it is the only type of bookkeeping which will permit an 
increase in the number of main accounts without addi- 
tional labor and it enables the user to arrive at a speci- 
fied balance sheet in the ledger with a minimum of 
work. 


Those interested in learning the operation of the 
“Tika” bookkeeping system may obtain copies of the 


new booklet by writing to Mr. Heje. 
——_—_——_— 


“C-K” BALANCED ACTION CHAIR IRONS 


Declared to be simple in principle and free from 
complicated mechanical devices, a new balanced ac- 
tion chair iron has recently been announced by the 
Collier-Keyworth Company, Gardner, Mass. 

The new rubber cushion iron is of all pressed steel 
construction with a tempered rubber cushion and ball 
bearings which is said to guarantee smooth action and 
recovery with perfect balance. The new device is 





Collier-Keyworth Balanced Action Chair Iron 


noiseless and its principal features include an easy and 
positive height adjustment and noiseless operation. 
Lubrication is unnecessary. 
——>__—_ 
SLIDE RULE FOR BUSINESS MAN 

A specially calibrated slide rule for the use of busi- 
ness men has been developed by Feinmessinstitut 
Klawun, Berlin-Charlottenburg, Riehlstrasse 12. This 
is a variant of the slide rule used by engineers and 
other technical men, devised to simplify calculations in 
business. It is said to bring quick results in figuring 
percentages, rebates, interest, valuations, balances, and 
tabulations. The price is RM 9.60. 


New Machines and Devices Section 
Continued on Page 126 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 

yr at of this journal thew headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, 

and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 

St. and Park Ave., New York, will be happy to be of any possible service. While the facilities at New York 
are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mr. Vincent Jackson 


United States manufacturers traveling to London are cor 
dially invited to call upon Vincent Jackson at 22 St. An- 


drew street, Holborn Circus, London EC4 


ir. Jackson's 


association with the trade and his contacts with its organ 
izations afford him information valuable to those desiring 


to cultivate the British market. 


In subscription matters, 


O. Viborg-Larsen, Dalforet 16, Copenhagen, Denmark, is 
the authorized representative of Office Appliances in the 
British Isles 


London, February 10, 1936. 

Everything has been overshadowed this month by the 
death of our beloved King George V. It is difficult for 
“outsiders” to realise the wide spread love for the Royal 
Family in all classes of people. I doubt if we ourselves 
realise the extent and sincerity of this Family spirit. 
In any case, the average Englishman would be shy of 
talking of this loyalty and would probably deny it if 
challenged! 

For all that, the mark of respect shown by the high- 
est and lowest was spontaneous. Every man wore a 
black tie or armlet. Women dressed in dark clothes. 
This applied just the same to the labourers and the 
charwomen. And over three quarters of a million peo- 
ple visited the lying-in-State. 

On the day of the funeral there was literarily no 
business, as was fit and proper. Most of the members 
of the trade were closed for the day except for their 
service departments which had to be at hand, of course. 
The banks and post offices were closed from early fore- 
noon till after the funeral. 

The new King Edward VIII—it is still difficult not 
to think of him as the genial Prince of Wales!—is ex- 
traordinarily popular. He comes to the throne when 
the Old Country is in a flourishing condition. He has 
traveled all over the world and seen for himself the 
living and working conditions of the great industrial 
centres of England. Long may he reign. 

> . > 

Last month I wrote of the new Adrema showrooms. 
Toward the end of January these premises were for- 
mally opened with a “house warming.” A hundred or 


so people accepted invitations and between three and 
five p.m. there was a continual stream. They have fine 


accommodation showrooms and offices are light and 
airy. In direct connection is the factory at rear. This, 
too, is well lighted and planned—and busy. They turn 
out an average per week of 90,000 address plates for 
their customers. A delightful collection of “eats and 
drinks” were forthcoming at the end of the tour of in- 
spection. Mr. Franklin and Mr. Wolf (of Adrema) were 
busy going from group to group, chatting and making 
guests welcome. There was Mr. Edgar Smith (Chair- 
man of the Office Appliance Trades Association), Mr. 
W. Desborough O.B.E., of Powers-Samas, Mr. A. C. 
McLellan, the exhibition director of the O.A.T.A., and, 
of course, Mrs. Elliott the assistant secretary of the 
association. Joe Halsby, the secretary was not there. 
He has been none too well and although back at busi- 
ness, had returned early to his home. 

It was my intention last month to record the passing 
in December last of Mr. H. A. Steenberg, who was man- 
ager of the Remington organisation in Stockholm, 
Sweden. Mr. Steenberg was actively connected with 
The Office Appliance Trades Association of Great Bri- 
tain & Ireland, being Chairman in 1931-2. He was 
much missed when he left for Sweden. Now he has 
gone to the Great Beyond. 

Next month the Office Appliance Trades Association 
are holding their annual Ladies Night—but of that 
more anon. 

The monthly association luncheon was again followed 
by a business meeting. The subject for discussion was 
“Exhibition Stands”—standardisation versus liberty of 
expression of members own ideas. The chair was taken 
by Mr. Edgar Smith of course, and the usual good at- 
tendance was evident. 

Before proceeding with “the order of the day,” the 
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members stood in silence in memory of the late King 
George V. of glorious memory. 

After a suitable interval this was followed with a 
toast to the health of King Edward VIII and a long and 
prosperous reign. 

The members also toasted Mr. E. C. Rylands (Carter- 
Parratt Ltd.), on his birthday, and expressed their 
wishes for another equally healthy and vigorous forty- 
two. 

Mr. Thomas Dixon (Dictaphone, Ltd.) opened the 
proceedings with what was apparent to be a heart-felt 
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Three Views of Adrema, Ltd., London Establishment._-Top is 

the firm’s general office. Lower is the elaborate display show 

room and (inset) is K. Wolf, general manager, dictating in 
his private office. 


objection to the standardisation of exhibitor’s stands 
at the association’s exhibitions, and made an appeal for 
the removal of many restrictions that the committee 
responsible had felt to be necessary during the last 
few years. He claimed that after paying the space 
rent, exhibitors should be allowed a free hand to ex- 
press their individuality, and he argued that this would 
add to the “pull” of the whole show. As a consistent 
exhibitor from the earliest days of the association, he 
was listened to with great respect for a prolonged 
period, and the emphasis laid on the many points he 
brought forth indicated that he had given considerable 
thought to this question. 

He was replied to very fully by the exhibition director, 
Mr. A. C. McLellan, who certainly built up a strong case 
for standardisation and very completely replied to Mr. 
Dixon’s points against. He brought to his aid extracts 
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from the rules and regulations of other exhibition au- 
thorities, and certainly proved a good defendant. 

In the discussion that followed Mr. A. F. Boreham 
(Burroughs Adding Machine, Ltd.), supported Mr. Dix- 
on’s argument as representing the views of his com- 
pany. His main point seemed to be that the wealthier 
members of the association ought to be allowed to have 
stands to the extent of their resources. 

Mr. E. Jackson (Kenrick & Jefferson, Ltd.), the old- 
est member of the association said that although his 
firm had only been interested spectators at these exhi- 
bitions during the last few years, they were exhibitors 
at the first Exhibition of Office Appliances in Great 
Britain in 1907, when he said that his instructions were 
to have the largest and most attractive stand that 
money could secure. He had lived long enough to know 
that such a principle was inconsistent when a vast 
body of fellow-traders met together to make an annual 
or bi-annual market. He had very much admired the 
exhibitions of the last few years. The aim of the pro- 
motors had been to give every member of the associa- 
tion a fair show, with no one dominating to the dis- 
advantage of a neighbour. Furthermore, very ornate 
stands detracted from the display of the exhibits, which 
the public really came to see. 

In view of the fact that the time limit had been 
reached for this discussion, on the suggestion of the 
chairman, it was adjourned until the next meeting 
when more time would be available for the rank and 


file to express their opinion.—VEJ 
_—_—<>—_—_——_- 
JORGENSEN & GJESSING BUSINESS DEVELOPS 


Increasing business and evidence of prosperity are 
the keynotes of an interesting letter received by Office 
Appliances from G. A. Gjessing, of the firm of Jorgen- 
sen & Gjessing, Sjofartsbygningen, Oslo, Norway. 

In addition to enlarging the headquarters establish- 
ment of the firm to include a sample office on the sec- 
ond floor which will be a combination display room and 
sales office for the wholesale department, the company 
has recently established a branch agency in Finland, 
known as the Tampereen Kontoritarvike. Oy. in Hel- 
singfors. This sub-agency started out with a large 
stock of merchandise of the Carter’s Ink Company and 
the Joseph Dixon Crucible Company, and is experienc- 
ing excellent business. 

Mr. Gjessing also reports his sub-office in Stock- 
holm, Sweden, as doing fine business. In referring to 
improved business he writes: 

“We have introduced H. M. Storms Company Clean- 
grip carbon paper to Norway and we are having a nice 
success with it. Carter’s ink and Dixon pencils are 
getting more and more established here.” 

In addition to the lines mentioned above the firm is 
also agent for the Wilson-Jones Company, the Super- 
type Manufacturing Company and David Kahn, Inc. 

——_>——_——_ 
LONDON’S NEW ENTERTAINMENT CENTER 

The first stage of a new entertainment center at Lon- 
don was shown by Anglo-American News, the publica- 
tion of the American Chamber of Commerce in London. 
The “Empress Stadium” at Earl’s Court is the forerun- 
ner of construction which will give London the largest 
permanent exhibition. It is served by the District Rail- 
way, which connects with all English rail lines. 

The District Railway tracks are being covered, the 
ground level forming the basement of the stadium. 
This was the plan followed in New York in the con- 
struction of the Grand Central Station, and by the 
Chicago Union station. 
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SPECIALTY PAPER PRODUCTS GROUP ELECTS 
STAFF 

At the annual meeting of the Expanding and Spe- 
cialty Paper Products Institute, held in New York City, 
January 30 and 31, the following members of the office 
equipment industry were elected to head the organiza- 
tion in the following capacities: 

President, Nelson Bushnell, Alvah Bushnell Company, 
Philadelphia; Vice president, Eastern division, J. W. F. 
Blizard, National Fiberstok Company, Philadelphia; 
Vice president, western division, Harold J. Hoffman, 
Smead Manufacturing Company, Hastings, Minn.; 
Secretary-treasurer, John W. Willmore, Cooke & Cobb 
Company, Brooklyn. 

In addition to the companies mentioned above the 
following firms are members of the Institute: Oxford 
Filing Supply Company, Brooklyn; Wilson-Jones Com- 
pany, Chicago; Yawman and Erbe Manufacturing Com- 
pany, Rochester; Globe-Wernicke Company, Cincin- 
nati; Quality Park Envelope Company, Saint Paul; Se- 
curity Envelope Company, Minneapolis, and the Joseph- 
son Manufacturing Company, New York City. 

All of these manufacturers are members of the Na- 
tional Stationers Association and actively cooperate 
with that organization. 


a 
DO YOU KNOW LAWRENCE ENRIGHT? 

The address of Lawrence Enright, former pencil 
salesman located about two years ago in Chicago and 
thought to have moved to Los Angeles, is desired by a 
relative. Anyone who knows Mr. Enright’s present ad- 
dress is requested to send the information to Office 


Appliances. — 


THE MAGAZINE “NIPPON” 

“Nippon,” a publication representative of modern 
Japan, is a pretentious journal, issued at Tokyo, which 
depicts the culture and industry of Japan. It is printed 
in English, French, German and Spanish and is illus- 
trated profusely with excellent half tone engravings. 
This publication gives an intimate view of life and in- 
dustry in Japan. 


—+\_>—____ 
TYPEWRITER CHARACTERS IN TEHERAN 

Papier Zeitung (Berlin) reports that the government 

of Teheran directed that Latin characters be employed 

in printing and typewriting. Due to opposition on the 

part of religious bodies, action was taken to permit the 

use of the Arabic type faces for theological and literary 
work. 


— 
STOCKHOLM FIRM CHANGES NAME 

A. B. International Business Machines, Stockholm, 
has been changed to A. B. Svenska Hollerith, Stock- 
holm. The company is a distributor of statistical ma- 
chines, office machines and Hollerith records. The 
stock capital was recently raised from 25,000 Kr. to 
100,000 Kr.—_ ERB 





—__s 

MARKING DEVICES FOR EDUCATIONAL PURPOSES 

Papier Zeitung (Berlin) reports that rubber stamps 
are being used in some of the schools, beginning with 
the kindergarten grades. The description indicates 
that these stamps are somewhat similar to the educa- 
tional sets of rubber stamps which are manufactured 
in the United States. 


a 
JUBILEE OF THE STEEL PEN 

Die Biro Industrie reprinted an advertisement which 

appeared in the Stuttgart Press September 4, 1835. 

Steel pens were offered which were said to have the 

elasticity of quill pens, and could be used four to five 

weeks. The advertisement was signed “G. A. Zum- 


steeg, Dealer in Music Articles.” 
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Sketches from a Traveler 
Abroad 


By J. G. Nolph, dr. 
Special Correspondent 


Note.—Mr. Nolph, now in the Orient on a trip which will keep him 
abroad for a year or more, received his experience in the office equip- 
ment industry in a business in Punxsutawney, Penna. Although 
engagements of another kind consume most of his time, Mr. Nolph 
finds occasional opportunity for some calls upon distributors of 
office equipment 


ACTIVITIES IN MANILA AND THE PHILIPPINES 

NE’S thoughts are a bit confused on arriving at 

Manila, the capital of the Philippine Islands and 

the center of American commercial interests in the Far 

East. Manila is fascinating to say the least. It ranks 

among those cities of the world wherein one may pass, 

by traversing but a few blocks, from a city of the Mid- 
dle Ages into one of modern and bustling business. 

The Walled City (Intramuros) is perhaps the most 
typical example of ancient Manila. The streets are 
narrow and the iron-grilled windows of the overhang- 
ing balconies momentarily transplant one to Seville 
and the breath of Spain predominates. If one enjoys 
human nature and unusual scenes, the streets of Ma- 
nila present a never-ending variety. The tap-tap of 
the chinelas (native slippers), the clatter of iron shod 
ponies of the carromatas become a natural accomplish- 
ment of things Philippine. Quickly turning a sleepy 
appearing corner one will encounter the hilarious 
cheering of a holiday cock-fight. 

Certainly out of place, is an Office Appliances corre- 
spondent, attempting to invade this panorama of a 
world of history. A brief walk and talk with a native 
business man, however, bring familiar visions of the 
well known products such as Underwood, Remington, 
Smith-Corona, Royal, and Sheaffer; dozens of stores 
featuring inks, pastes and papers are found on Escolta, 
which is Manila’s Broadway. 

The wealthiest industry, today, of the Philippines is 
the gold mining project that is quickly maturing to a 
position of world leadership. The mines, while some- 
what far removed from Manila, are large consumers of 
office appliances distributed through the Manila rep- 
resentation. 

Active distribution for the forty-eight provinces, of 
the three thousand islands by area, is afforded by the 
efficient sales and service divisions of such firms as 
Erlanger & Galinger Inc., Nielson Sales Company, and 
both Underwood Elliott Fisher Company and Royal 
Typewriter Company agencies. 


Erlanger & Galinger, Inc. 


Erlanger & Galinger, Inc., was organized in 1901 just 
following the Spanish American war. The firm’s activi- 
ties are today monitored by their most active vice- 
president, H. N. Salet. Mr. Salet came to the Philippines 
in 1918 having formerly served as a lieutenant in the 
U. S. Marines. He is a graduate of the University of 
Minnesota and returns there for a brief visit every 
three or four years. The company was organized by 
Major Anderson after his return from the Spanish 
American war. He is today the owner of the controlling 
stock of the company. This organization was the first 
firm to distribute office equipment in the P. I. At one 
time they did seventy to eighty per cent of the gross 
business transacted in this field. Their main office is 
located at 25 Broadway, New York. Branches of the 
company are located at Cebu, Iloilo, Baguio, Bacolod 
and Lucena. A separate sales organization is main- 
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tained for each of the major departments operating. 
National Cash Register, for example, have their own 
special forces which attend specialty meetings and are 
a separate part of the firm. 

Erlanger & Galinger are exclusive representatives for 
the following firms: Acme Card System Company, Ad- 
dressograph-Multigraph Corporation, Art Metal Con- 
struction Company, Allen-Wales Adding Machine 
Company, American La France and Foamite Ltd., L. C. 
Smith & Corona Typewriters, Inc., Marchant Calcu- 





Scenes Snapped By a Traveler.—Top: Igorots in a Manila 
market place with the Mountain Park railway station in 


the background. Center: In Hongkong, W. E. Shekury, 

manager, Office Appliance Company, Ltd., and his sales- 

lady. A detailed account of Mr. Shekury’s activities was 

presented in the February issue. Lower: Royal Type- 

writer Company agency in Manila, operated by H. Aron- 
son & Company. 


lating Machine Company, Remington Rand, Inc., R.C.A., 
Todd Company, A. B. Dick Company and National Cash 
Register Company. On a non-exclusive basis, many 
other major companies are represented. 

The Philippine Clipper radio broadcasts that were 
presented to the American public via short-waves by 
National Broadcasting Company were arranged and 
made possible only through the commendable work of 
Erlanger & Galinger, who operate the R.C.A. 50,000 
watt station KZRM, here in Manila. Realizing the 
worth of this modern medium of advertising, the com- 
pany assumed control of this radio station some years 
ago. It is the most powerful station in the Far East 
and is a valuable asset to the firm. 

Mr. Wolff, sales manager, told the writer of an inter- 
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esting installation recently completed at a far removed 
gold mine of one of the Northern mountain provinces. 
Over mountain passes and hundreds of kilometers of 
one way gate roads, by truck, the cargo arrived and 
work started on one of the most complete installations 
ever made by the company. It was exclusively an Art 
Metal installation. A company office located at Baguio 
is in the territory of the Igorot tribes. The writer made 
a car trip to Baguio to meet President Quezon on 
Christmas day and there learned something of the ter- 
ritory and conditions that are encountered by the office 
appliance operators in the islands. Various tribes, in- 
cluding the Igorot, dot the roads to the consumers. 

The Igorot is a child by nature. He counts time by 
the sun, moon and stars; the seasons of the year are 
reckoned by the dry and wet divisions, and the years 
by the number of harvests. His weapon is a crudely 
fashioned spear. The eldest still remember the Spanish 
invasion and beyond that is only tradition. It is im- 
possible to determine how long the tribes have lived 
in their present home. Professor Beyer of the Bureau 
of Science, states that the Ifuago, a neighboring tribe, 
must have occupied the territory for at least 2000 years. 
He bases his theory on the time required to construct 
the elaborate system of rice terraces used by the tribes. 
They are considered an eighth world wonder. Some 
12,000 miles of stone walls are utilized in the system. 
Through this fascinating territory one must slowly in- 
quire his way in traversing the mountain provinces 
to reach the gold mines. The roads are punctuated 
every seven kilometers with a closed gate. One must 
await turn to continue if a truck happens to be in the 
zone. One way telephone communication is arranged 
between gates. Irrespective of speed or power of car, 
one is fortunate to make fifteen miles in an hour. 

Such conditions are the daily problems of realized 
sales to the Philippine merchant that successfully 
places equipment. 

. * : 

The Royal Typewriter Company is represented in 
Manila by H. Aronson Company, Inc. They maintain 
both sales and service forces and do a considerable 
volume of typewriter business. They are also represent- 
atives for the Victor Adding Machine Company. 


The Underwood Typewriter Company maintain a 
direct office offering sales and service either through 
their offices on Escolta or through one of their many 
branch dealers of Manila or one of the major Island 
cities. 

” - . 
Nielson Sales Company 

The Nielson Sales Company has one of the finest 
locations on the Broadway of Manila. The company is 
at present undergoing an important transformation 
and plan of expansion. 

The writer was privileged in meeting the newly ar- 
rived equipment manager, J. V. Roberts. Another new 
representative for the Nielson Sales Company will ar- 
rive from the U. S. in a few days, Ted Raver, former 
Remington Rand and Burroughs man, who will take 
charge of the bookkeeping machine work in the Orient. 
Mr. Roberts spent years with the Remington Rand and 
Sundstrand organization. His experience in the for- 
eign field makes him a most capable addition to the 
firm. His activities in Mexico in 1925 and 1926 contain 
sufficient adventure to fill many pages. Mr. Roberts 
advises the writer that Office Appliances magazine has 
been his Bible for many years and he will not be with- 
out it. Mr. Roberts arrived by way of Japan where a 
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Fight Nationalities Are Represented in 

the Office Appliance Company, Ltd., sales 

staff, Shanghai, China.—In this picture, 

taken at a “Chinese Chow” party the em- 

ployes of the firm are English, Scottish, 

Danish, American, German, Russian, 
Chinese and Japanese. 


complete survey was made of the O. A. field. China 
and Indo-China will also be included in the new expan- 
sion plan of the company. 

The formation of a source of supply for all office 
equipment companies operating in the Orient is the 
purpose of this new organization. 

Dozens of cables, to and from the United States, are 
vibrating daily over the wires, relative to the imme- 
diate arrangements. Progress, speed and efficiency 
have been retarded for all office equipment dealers in 
the Orient. This, chiefly due to the far removal from 
a direct source of supply, especially applicable to the 
field of used equipment. The Nielson Sales Company 
will establish a source of supply for all machines rela- 
tive to the industry. They are installing a complete and 
modern rebuilding plant at Manila. Dealers from 
China, Indo-China and Japan may, in a short while, 
depend on weekly delivery rather than the present 
minimum of thirty to forty days by water from the 
U. S. Parts, ribbons, carbon and all supplies will also 
be offered. American and European companies desiring 
representation in the Orient are invited to communi- 
cate with them immediately. 


” > . 


Other established distributors of commercial station- 
ery and office equipment lines in the Philippine Islands 
are Photo Materials & Paper Company of Cebu, Photo 
Supply & Stationery Company of Iloilo, and the fol- 
lowing in Manila: F. Ferrer y Gutierrez; H. E. Heacock 
Company; Manila Office Equipment Company; Smith, 
Bell & Company, Ltd.; Pedro Sy-Quia, and Sy Sales 
Company. 

> > > 

The new found independence of the Filipino presents 
to the world a new and extremely fertile field of indus- 
try. The situation here is best described by the words 
of President Quezon: “We shall promote without delay 
the economic development of the country in accordance 
with a scientific plan formulated with the help of the 
best trained technical men, for the purpose of building 
up a well balanced and stable structure for the nation.” 


_ ae —_—— 
PRINTERS AND STATIONERS IN THE TRANSVAAL 
The printing trade in the Transvaal has called on 
stationers of that country to comply with the agree- 
ment that stationers are no longer to solicit orders 
for printing, nor to claim that they are printers. Nor 


is their stationery and advertising to indicate that 
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printing is done, unless the stationer is actually op- 
erating a printing plant. 
—_———_—— 


GENON APPOINTED DELEGATED-ADMINISTRATOR 
OF BULL MACHINES 

An announcement from Colonel E. Rimailho, presi- 
dent of Bull-Maschinen-Handels-Aktiengesellschaft of 
Zurich, Switzerland, states that Emile Genon, for 
several years administrator and member of the com- 
mittee of management of the Compagnie des Machines 
Bull, of Paris, France, has resigned from the French 





Emile Genon 


organization, sold the greater part of the shares which 
he owned in that firm and has accepted the position of 
delegated-administrator of the Bull parent company 
in Zurich. Mr. Genon has also resigned as administra- 
tor of the Societe Belge de Mecanographie (“Someca’’) 
of Brussels. Temporarily he is located in Brussels. 
His immediate duties will be concerned with certain 
activities in France in cooperation with executives of 
the International Business Machines Corporation, New 
York, N.Y., for which he is director general in Belgium. 
7 —— 

MALCOLM VACATIONING IN FLORIDA 
George F. Malcolm, general manager of the F. S. 
Webster Company, Cambridge, Mass., has shunned the 
wintry blasts of New England for the sunshine and 
balmy breezes of Florida and is vacationing at The 
Breakers, in Palm Beach. Mr. Malcolm visits the Flor- 
ida shore every year as a sort of winter vacation, re- 

turning when the sub-zero weather has abated, 
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Business Census Is Progressing 


Department of Commerce Tells Details Concerning 
Vast Amount of Work Required to Take the Census 


of Business for 1935 


REPORT from the United States Department of 

Commerce issued last month declared that the 
work of taking the Business Census for 1935 is pro- 
gressing rapidly in the Philadelphia headquarters of 
the Census Bureau. 


Systematic guarding features the census report when 
it is received from a firm and its confidential nature is 
protected as carefully as money in a bank. How far 
this feature is stressed is demonstrated by the fact that 
only sworn employes of the Census Bureau are per- 
mitted to examine the individual returns. Even other 
governmental agencies are prohibited access to these 
papers by law. And strict rules forbid disclosing any 
information of facts or figures contained in the re- 
turns. 


A nation-wide field organization is operating to take 
the census. Each state is divided into supervisor dis- 
tricts which in turn are subdivided into many enu- 
meration districts, based on the probable number of 
business houses as well as the territorial extent. 


400 Major Districts 


Thousands of enumerators work out of 400 major 
supervisor offices throughout the country. As the enu- 
meration work proceeds the census reports are as- 
sembled at the supervisor’s office and forwarded by 
registered mail to the Philadelphia headquarters. All 
checking in the field office is restricted to features per- 
taining to the canvass merely to ascertain whether or 
not a report is complete and the canvass is complete. 
As soon as all reports from a given district are in the 
field job ends, the office is closed and the working 
papers follow the individual reports to headquarters. 


As soon as the reports are received in Philadelphia 
they are rechecked as to the completeness of the can- 
vass. They are then released for editing and analysis 
and are sorted by business—retail or wholesale trade, 
construction, transportation, communication, business 
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services, amusements, hotels, and other branches. 
Following this sorting by major business classifications, 
the reports are sent to those business divisions of the 
Bureau which are supervised and controlled by divi- 
sion chiefs who are specialists in their respective fields. 


Further Sorting Necessary 


Within each division another sorting is undertaken, 
this time by the type of business, grocery, commercial 
stationery, automotive, etc. Then clerks, trained in 
each of these fields, examine and test the reports, code 
them and prepare them for statistical tabulations. 

Each part of the report is edited and coded by dif- 
ferent persons and then is reviewed and analyzed. 
This work is accomplished by a set-up of checks and 
balances in which the element of error approaches the 
minimum. The individual figures are then consoli- 
dated with others of similar classification and lose 
their individual identity. 


After much more detailed work the reports are re- 
leased by the editing and coding groups. They are 
then consecutively numbered and assembled in folios 
by states, counties and cities. The folios are then sent 
to the machine where the data will be transferred to 
punch-cards, preparatory to subsequent machine tabu- 
lation. It is from the last totals produced by these ma- 
chines that the many statistical tables are prepared 
which finally become the formal printed census reports. 


—_>———_ 
NATIONAL TYPEWRITER COMPANY MOVES 
Although only seventeen years have passed since the 
firm was inaugurated, the National Typewriter Com- 
pany, Inc., Hartford, Conn., last month made its fifth 
move to larger quarters when it moved into a new es- 
tablishment at 247 Asylum street. 


The company started in a small way in 1919 at 26 
State street. This store soon proved too small and the 
next location was 182 Pearl street. In 1921 the firm 
again sought larger quarters at 186 Pearl street. In 
1930 a more pretentious location was found at 273 Asy- 
lum street, where the National Typewriter Company, 
Inc., remained until its fifth move last month. 

In addition to its many other items the firm handles 
the complete line of L. C. Smith standard typewriters, 
Corona portables and Corona adding machines. 











Interior View of the National Typewriter Company’s New Quarters At 247 Asylum Street, Hartford, Conn. 
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A NEW YEAR GREETING FROM JAVA 

The back page of an interesting four-page double 
sheet New Year greeting folder from our old friends, 
Lawsim Zecha & Company, Soekaboemi, Java, shows 
the portrait of Mr. L. Zecha, who founded the company 
forty years ago. There are also pictures of the small 
single building which housed the business at its start 
and pictures of the several buildings now required for 
the many departments. 

One of the two center pages of the folder bears the 
following: “At this season of the year, in some parts 
of the world snow is falling. In some other parts rain 
is pouring. And in some others—the sun is shining 
brightly. No matter what atmosphere we may be in, 
let’s all be cheerful and happy.” The opposite page pre- 
sents a picture of Confucius over the impressive seven 
words, “Within the four seas all are brothers.” 

The front page pictures a Madonna and presents the 
greetings and good wishes. The signatories are L. 
Zecha, Ch. S. Zecha and A. W. L. Zecha. 

Lawsim Zecha & Company is one of the outstanding 
operators in the field in the Dutch East Indies. They 
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Mr. L. Zecha 


(Reproduced from Portrait on Card) 


ire printers, photo lithographers, engravers and whole- 
salers of commercial stationery lines. For a number of 
years they have been the Dutch East Indian agents of 


the Parker Pen Company. 
—_—o 


“SALESMANSHIP THROUGHOUT THE AGES” 

Under the above title, number Four of that interest- 
ing series of booklets designated as the K&J Pocket 
Library was recently put into circulation by Kenri k 
& Jefferson, Ltd., manufacturing printers and station- 
ers of Westbromwich, England. 

Enclosed in an attractive green cover, the booklet 
contains eighteen pages in which are traced the his- 
tory of commerce and salesmanship from the earliest 
of recorded time up to the present. Amos Stote, author 
of the booklet, refers appreciatively to the civilizing 
influence of trade brought into being by salesmanship, 
upon peoples of the world. Like the others in the 
series, Booklet Number Four is privately printed and 
restricted in distribution. 

—_——@—___ 
FRENCH VISITORS EXPECTED IN APRIL 

Charles Boutet and Marc Deleamont, managing di- 
rector and vice-president respectively of “Woodstock- 
France” whose impending visit to the United States 
was referred to in the February issue, expect to arrive 
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in New York aboard the S. S. Normandie April 27. One 
purpose of the visit is to make personal investigations 
of office machine lines which can be handled efficiently 
with those now carried. 

In addition to their duties with the Woodstock Com- 
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Marc Deleamont Charles Boutet 


pany the two men are also officials of the Arithmetic 
Cy, the French agency for the Midas and Millionaire 
Swiss calculating machines. Mr. Boutet is president 
of the firm while Mr. Deleamont is managing director. 

Mr. Boutet will make his headquarters at the offices 
of the Woodstock Typewriter Company while in Chi- 
cago and Mr. Deleamont’s mail address will be care 
of Office Appliances. 

—— 
H. H. WITTSTEIN ESTABLISHES HIMSELF AS 
MANUFACTURER’S REPRESENTATIVE 

Herbert H. Wittstein, who resigned recently as vice- 
president and sales manager of The Globe-Wernicke 
Co., Cincinnati, Ohio, has engaged in a business for 
himself as a manufacturer’s representative covering 
the states of Ohio, Indiana, Kentucky and West Vir- 
ginia. Thus far the roster of companies he represents 
includes the Commercial Furniture Company, Chicago; 
Columbia Steel Equipment Company, Philadelphia; 
Imperial Methods Company, Forest Park, Ill., George 
E. Fox & Company, Chicago, and the Sight Light Cor- 
poration, New York, N. Y. He expects soon to add 





H. H. Wittstein 


a line of chairs to his list. From headquarters at 
6327 Parkman place, Cincinnati, Ohio, Mr. Wittstein 
will cover his territory regularly calling upon commer- 
cial stationers, many of whom he has known for years, 
either through personal contact or by correspondence. 

Mr. Wittstein’s long connection with The Globe- 
Wernicke Co., and his broad knowledge of the field in 
general will assure him of a welcome from dealers 
everywhere as he makes his calls. Office Appliances 
joins with his friends throughout the country in ex- 
tending good wishes to him in his new work. 
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PHILLIPS CONDUCTS TYPEWRITER BUSINESS 
FROM HOME 

How success may be achieved without the usual props 
of an elaborate store or office, is afforded by the ex- 
perience of Earnest F. Phillips, L. C. Smith & Corona 
Typewriters, Inc., dealer in Pine Bluff, Ark. 

Mr. Phillips was born and reared on a farm which he 
left to board a transport heading for France in Novem- 
ber, 1918. After only four days at sea, the Armistice 
caused the ship to return to the United States. 

“Only taking thirty days off for Christmas and to 
get my bearings for something other than the farm,” 
says Mr. Phillips, “I joined my brother, Finos Phillips 
of Little Rock, who has been with L. C. Smith & Cor- 
ona since 1914. I worked out of the Little Rock office 
for some time and then went to the oil field at Eldorado, 
Ark., coming to Pine Bluff on August 2, 1921, where I 
started out as a representative of L. C. Smith & Corona 
and also the Victor adding machine.” 





“The Home” Office of Earnest F. Phillips. 

At the top is a partial view of Mr. Phillips’ 
home in which he maintains headquarters 
for his business as a typewriter dealer in 
Pine Bluff, Ark. In the lower picture is Mr. 
Phillips’ daughter, Nancy Louise, standing 
on the running board of the car which he 

uses to cover his territory. 


In 1927 Mr. Phillips won a trip to the Smith-Corona 
factories as a reward for a sales record which led all 
of the Memphis district. 

In 1923 he married Miss Phoebe Patrick and now has 
two children, Earnest, Jr., age nine, and Nancy Louise, 
age seven. 

The Phillips own a six room brick house at 1001 West 
Twenty-third street, in Pine Bluff, in which they main- 
tain an office as headquarters from which Mr. Phillips 
covers his territory. The office is well equipped to serve 
the typewriter trade of South Arkansas. 

During the past three years Mr. Phillips had more 
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than 100 typewriters on rent at all times. For the past 
two and a half years he has been a dealer under the 
Atlanta office of which J. L. Howerton is manager. 
Mr. Phillips now operates under the Birmingham office 
of Smith-Corona. 
—__—~<__ - 
“JAPAN TODAY AND TOMORROW” 

The 1935-36 edition of “Japan Today and Tomorrow,” 
has just come from the press of the Osaka Mainichi, 
Japanese publishing house. Replete with beautifully 
colored plates and a wealth of information on all 
phases of life in the Nipponese kingdom, the book totals 
176 pages and is enclosed in a handsome cover printed 
in three colors and gilt. 

The magazine, which is written entirely in English, is 
an impressive example of Japanese typography and 
printing. Its motif is clearly defined on its contents 
page which reads: 

“One can never be certain of the moving trend in 
political, economic, trade and cultural affairs in East 
Asia without knowing Japan and her people. Here is 
offered the way by which that knowledge may be ob- 
tained compactly and quickly.” 

Among many other interesting articles on the indus- 
tries of Japan is one dealing with two of that country’s 
leading men of the stationery field, Shotaro Fukui and 
Tozo Yoshida. Mr. Fukui is president of the Osaka 
Stationery Wholesalers Association and of the Japan- 
ese Export Pencil Manufacturers Association while Mr. 
Yoshida is vice president and director of the two organ- 
izations respectively. 

Office Appliances has twice had the honor of a visit 
from Mr. Fukui during his business trips to America. 
The head of the house of Fukui & Company, Osaka, is 
keenly interested in all modern devices and equipment 
for the office, and handles a number of American lines. 

Among the number of excellent and educational pres- 
entations in “Japan Today and Tomorrow” are two fea- 
tured articles, “The Spiritual Backbone of the Japanese 


Nation,” and “Silk Production, Japan’s Major Industry.” 
——_————— 


“CARTER” ADVERTISEMENTS COMPLIMENTED 

“‘Westvaco Inspirations for Printers” issued annually 
by the West Virginia Pulp & Paper Company, whose 
Chicago offices are at 35 East Wacker drive, is a cloth 
bound book, dimensions nine by twelve, containing 
more than two hundred pages of reproductions of out- 
standing advertisements in colors, illustrations and 
booklet covers in colors and in black and white. The 
reprints are executed in the finest printing standards 
on various papers made by the company’s mills. To be 
chosen as a specimen for display is a high compliment 
to the design and character of the piece. 

Conspicuous in the book are two beautiful reproduc- 
tions of color advertisements of The Carter’s Ink 
Company. 

—_~——_——_ 

COHEN REMEMBERS NEWSPAPER’S BIRTHDAY 

Once upon a time Louis Cohen, now head of the Fort 
Smith Office Supply Company, was the first carrier boy 
on the Southwest American, Fort Smith’s newspaper. 
Later he became circulation manager, but that is beside 
the point. 

Harking back to our first statement, Mr. Cohen really 
did become the first lad to carry the paper to Fort 
Smith homes. And he has never forgotten it. 

And so it came about that, when the paper cele- 
brated its twenty-ninth birthday last month Mr. Cohen 
gave a pleasing gift to each of the bosses and em- 
ployes of the newspaper, a habit he has consistently 
carried out for years. This year the gifts were neat 
memorandum books. 
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MADISON’S FIRST BUSI- 
NESS SHOW 

Business and professional 
men of Madison, Wis., and 
their assistants, had an op- 
portunity to study the mod- 
ern tools and devices of 
business when Bill Goff, 
Inc., put on the first busi- 
ness show held in that city. 
The displays were in the 
Bank of Wisconsin building, 
1 West Main street, facing 
the capitol square. This 
event was publicized by dis- 
play advertisements in the 
local newspapers and by 
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Darnell Caster Company, 


New York, N. Y 


A. W. Faber, Inc., Newark, 


N. J. 

The Heyer Corporation, Chi- 
cago, Ill 

The Howell Company, St 
Charles, Il. 

The Whiting-Plover Com- 
pany, Stevens Point, Wis 

The first day of the show 
the thermometer read 26 
below zero, and the travel- 
ing men in charge of the re- 
spective booths expected a 
very small turnout. All 
were happily surprised at 
the excellent attendance. 
The second day the crowd 
increased, and the closing 
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Some Views of the Bill Goff, Inc., Business Show Staged Recently by That Firm.—Upper left, Boorum & Pease 


loose leaf equipment. 
display and registration booth. 


of the show. 


Upper right, Yawman and Erbe filing equipment and supplies. Lower left, Howell Company 
Lower right, L. M. Bickett Company, chair cushions, 
Standing L. to R.: Stan Griebel, Yawman and Erbe Manufacturing Company; Roy Hopko, secretary, 


Inset, center, is personnel 


Bill Goff, Inc.; Ed. Cooper, Boorum and Pease Company; Bill Goff, president, Bill Goff, Inc.; Mr. Reynolds, A. 
J. Farnham Company, Milwaukee; Elgin Burke, Boorum & Pease Company; Jack Schieb, Bill Goff, Inc.; Lee 


Kelly, Bill Goff. Inc. 


Seated L. to R.: Miss Carol Tredennick, Bill Goff, Inc.; Mrs. Elgin Burke, Mrs. Roy Hopko, 


Mrs. Bill Goff, Mrs. Ed Cooper, and Miss Jeanette Webber. 


radio. The displays wereheld January 27-29, and 
were open to the public from 10:00 a. m. to 10:00 
p.m. A general letter was sent to the business men 
of Madison, inviting them to attend and to become 
familiar with the advancements made in office pro- 
cedure in recent years. Bill Goff promoted the busi- 
ness show from the viewpoint of an educational exhibit. 
Nevertheless he was pleased with the immediate re- 
turns, and the business which followed the show. 


Exhibitors at the Show 
Manufacturers represented at the Madison Business 


Show were: 
The Bickett Company, Wa- Thomas A Edison, Inc., 
tertown, Wis., Respirator” Orange, N. J. 
chair cushions Yawman and Erbe Manu- 
Boorum & Pease Company, facturing Company, Roches- 


Brooklyn, N. Y. ter, N 


day, Wednesday, January 29, showed the largest attend- 
ance. While the expense of putting on the Madison 
Business Show was considerable, Mr. Goff is well sat- 
isfied with the results obtained. 
a 
AMES “INTRODUCTORY” PACKAGE 

A new, 1936 introductory package, containing a com- 
bination of typewriter carbons and ribbons has just 
been introduced to the trade by the Ames Supply Com- 
pany, 564 West Randolph street, Chicago. 

The new package, which contains a selection of car- 
bon papers of different weights and sizes as well as 
a dozen assorted ribbons, was created as a means of 
introducing the many Ames lines to dealers in the 
various sections of the country. 


MARCH, 


1 
i 


9. 


6 





49 


Four Views of the Office Equipment Company, Louisville, Ky.— 

From top te bottom: 1. Office of President W. P. Kelly. 

2. Matched suites section of office furniture display rooms. 

3. City sale order department. 4. Commercial stationery depart- 
ment and elaborate displays. 


LOUISVILLE FIRM IN REMODELED QUARTERS 


With its newly-decorated and renovated offices and 
display rooms and its 50,000 square feet of floor space, 
the Office Equipment Company, 117-123 South Fourth 
avenue, Louisville, Ky., is one of the largest establish- 
ments in the South. 

Founded in 1908, the firm is only twenty-seven years 
old and already has established a reputation as a pio- 
neer as one of the most complete and exclusive office 
furniture houses in Kentucky. The establishment is 
located on Louisville’s main thoroughfare and is con- 
veniently located. 

One of the principal features of the interior is an 
arrangement and segregation of each department that 
each office machine displayed is afforded a space to 
itself thereby enabling the prospective purchaser to 
become thoroughly familiar with the workings of the 
machine in which he is interested. 


The Mimeograph department is located on the first 
floor and is divided into three divisions—the process, 
sales and service divisions. The first two divisions are 
under the supervision of James Dalton while the service 
division is in charge of Albert Hartlage. 


The steel furniture is under control of Albert O’Daly 
and carries a complete line of Shaw-Walker equipment 
and Herring-Hall-Marvin safes. 

The Office Equipment Company is the sole agent for 
A. B. Dick Mimeograph, Herring-Hall-Marvin safes, 
Shaw-Walker filing devices, Acme visible equipment, 
Boorum & Pease loose leaf systems and Victor adding 
machines. The firm also handles Royal portable type- 
writers and the Regal Royal standard machines. 


The officers and personnel of the company are W. P. 
Kelly, president; Edward LeBlanc, vice-president in 
charge of operations; Norman Watts, vice-president 
and sales manager; O. E. Stanfield, vice-president in 
charge of Southern Indiana sales; Al Gorman, secre- 
tary; Albert O’Daly, treasurer, and L. G. O’Connor, 
store manager and buyer. 


— 


FOUR REMINGTON SALESMEN TO HEAD NEW 
BRANCHES 

With the establishment of four new branches at Jer- 
sey City, Grand Rapids, Greensboro and Toledo, four 
Remington Rand, Inc., salesmen of the typewriter divi- 
sion last month were promoted to positions as branch 
managers. 

Those named for advancement and the posts they 
are to fill are: J. J. Ennis, Jersey City; H. R. Wardhouse, 
Grand Rapids; J. B. Alexander, Greensboro, and L. G. 
King, Toledo. 

Mr. Ennis joined Remington Rand in 1934, having ac- 
quired a great deal of experience in the typewriter 
field prior to that year. Mr. Wardhouse has repre- 
sented the firm since 1922 having won an enviable 
reputation in the selling field in the city in which he is 
to head the local agency. 

Mr. Alexander began his career with the Remington 
Rand Co. in 1923 and in 1930 was given charge of the 
Greensboro sub-office. His record has been conspicu- 
ous for both volume and unit sales. Mr. King also has 
a wealth of experience in the industry, having sold 
typewriters in the Maumee Valley and in Erie, Cleve- 
land and Findlay with remarkable success. 
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GLOBE-WERNICKE RE-ELECTS OFFICIALS 

Stock holders of the Globe-Wernicke Co., held their 
annual meeting on February 13 for the purpose of 
re-electing officials and directors who have been at 
the helm since the company’s reorganization late in 
1934. 

The officers re-elected were J. S. Sprott, president; 
D. B. Morrow, secretary and treasurer; F. A. Schmitz, 
vice-president in charge of production; F. E. Kebler, 
assistant treasurer; and R. H. Hammer, assistant secre- 
tary. 

Those re-elected as directors were DeWitt W. Balch, 
attorney; Norman S. Hill, broker; S. E. Hurdle, execu- 
tive of the J. H. Day Company; Herbert Jackson, at- 
torney; P. E. Kline, vice-president, The First National 
Bank; Frank H. Kunkel, attorney; John J. Rowe, presi- 
dent, Fifth Third Union Trust Company; J. S. Sprott 
and F. A. Schmitz. 

At the same time reports were read to the stock 
holders in which it was disclosed that earnings for the 
year ending December 31, 1935 were $98,090.32 after de- 
ducting interest on outstanding six per cent first mort- 
gage bonds, amounting to $60,839.73 and Federal in- 
come taxes of $13,672.23. The report showed that im- 
provements were made to buildings and equipment at 
a total cost of $45,918.96. This report was made public 
by Mr. Sprott who also revealed that during the year 
a dividend of $2.00 per share was declared on outstand- 
ing preferred stock. 

In his letter to the stock holders, President Sprott 
called attention to the fact that sales for 1935 showed 
an appreciable increase and that unfilled orders on 
hand on January 31 were substantially greater than 
for the same date a year ago. 

On the same day that the annual meeting was held, 


J. S. Sprott 


F. A. Schmitz 


the regular quarterly meeting convened and the direc- 
tors declared the regular dividend of $2.00 per share 
on preferred stock for 1936, payable quarterly, April 1, 
July 1, October 1, and Jan. 1, 1937, to stockholders of 
record on the twentieth day of the month preceding 
date of disbursement. 

At the present time, the Globe-Wernicke Company 
employs more than one thousand persons in the Nor- 
wood plant who manufacture more than four thou- 
sand items of office equipment, supplies and stationers 
goods, which are sold through dealers in every impor- 
tant city and town in the United States. 

——_~_——_ 
UEF PROMOTES ARNOLD 
After only eight years of service with his firm dur- 





W. F. Arnold 


ing which he worked up a brilliant reputation, W. F. 
Arnold has been appointed assistant general sales 
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manager of the Underwood Elliott Fisher Company, 
according to an announcement of F. F. Wright, general 
sales manager. 

Mr. Arnold, who is a native of Cincinnati, joined the 
former Dalton Adding Machine Company in that city 
in 1917. There followed a period of training in the 
Dalton sales school after which he was assigned to the 
Washington territory. His excellent sales record led 
to a position in the Dalton branch at Baltimore and 
later to special assignment work at the home office in 
Cincinnati. 

At the time of the merger of Dalton and Remington 
Rand Co. interests in 1926 Mr. Arnold was assistant 
sales manager of the Dalton company. 

In 1928 Mr. Arnold joined the Underwood Elliott 
Fisher Company and was appointed man-zger of the 
Sundstrand division. With the exception of one year 
spent in the advertising business he has been asso- 
ciated with the office equipment industry since 1917. 

a 
PEERLESS KEY COMBINES OFFICES AND FACTORY 

Increased sales volume has made it necessary for the 
Peerless Key Company, Inc., and its subsidiary, the 
Imperial Manufacturing Company, to move their gen- 
eral offices to the factory, 401-407 Mulberry street, 
Newark, N. J. 

The offices at 176 Fulton street, New York City, which 
have served the Peerless Key Company and the Im- 
perial Manufacturing Company for twenty-two and 
two years, respectively, will be maintained as a branch 
office and warehouse for both companies. 

According to O. Kretchmer, president of the firms, 
the new move will create a better and more efficient 
service for dealers everywhere. At the same time Mr. 
Kretchmer said: 

“Dealers visiting New York will be made welcome at 
the Fulton street office and, if time permits, arrange- 
ments will be made to take them to Newark for an 
inspection tour of the factory.” 


Top L to R: 
L to R: 


Four Views of the Peerless Key Company’s Plant. 


ming department. Lower, left, president’s office. 
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EXCUSE US. OUR ASE 








Mr. S. Horii 


whose portrait was presented in the January issue of 
Office Appliances on page 32 erroneously over the name 
of Mr. S. Murase. When the statement for the “Look 
Ahead” section was received it carried the words “By 
Horii & Company, Tokyo,” and was accompanied by a 
letter signed by Mr. Murase. The unfounded assump- 
tion that the signer of the letter was the writer of the 
statement is regretted. 
—————$—$—<>——_—_ 
THE RIGHT CITY BUT THE WRONG STREET 


On page 191 of the January issue appeared a refer- 
ence to the General Office Equipment Company of Van- 
couver, B. C., as having concentrated its stocks at 46 
Sixth street. A. E. Anderson of the General Office 
Equipment Company writes that we were not accurate 
in our statement. The company is located in Vancou- 
ver, but the correct address is 432 West Pender street 
and not 46 Sixth street. The former headquarters of 
the company were at 46 Sixth street in New Westmin- 
ster, B. C. 





General office and section of rubber character inlaying and trim- 


Joseph A. Clark, southern sales manager; Charles J. Watson, treasurer; 
O. Kretchmer, president, and James A. Treanor, vice-president. 


Right, section of typewriter ribbon department. 
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BUSINESS NEWS EDITOR COMMENTS UPON 
GLOBE-WERNICKE PROGRESS 


In the February 14 issue of The Cincinnati Post, Carl 
A. Saunders, business news editor of the paper, devoted 
his entire column, “Today’s Business,” to a review of 
the progress made by The Globe-Wernicke Co., under 
the leadership of President J. S. Sprott. The sub-title 
of the column was, “Globe-Wernicke Comeback Is Story 
of Man with Ideas and the Knack of Putting Them 
Over.” 

Mr. Saunders said, in part: 

“Outstanding among Cincinnati industries that have 
shown a remarkable come-back from depression trou- 
bles to recording figures in black ink again is the reor- 
ganized Globe-Wernicke Co. When the company’s 
operations are examined the feat resolves itself into a 
story of smart management with a sales-minded presi- 
dent, J. S. Sprott, looming large in the foreground of a 
picture of revivified and loyal personnel. 

“From the day he first made a tour of inspection of 
the Globe-Wernicke plants in 1934, Mr. Sprott, drawing 
upon his thirty years of sales and management experi- 
ence in the office equipment field, began to formulate 
new policies of producing and marketing the company’s 
goods. Confronted with a vast expanse of factory floor 
space, he set about finding avenues of tapping markets 
for filing equipment, shelving, office desks and tables, 
bookcases of new design and various other merchandise 
the factory was admirably equipped to make. And he 
had to fight his way through to this enlarged market 
in the face of competition and a reluctance to buy that 
was intensified by the depression. 

“The rehabilitation has been accomplished not only 
through revamping of approach to markets outside the 
plant, but through a changed attitude of workers and 
intensive efficiency and production methods within the 
walls of the factory. First came a reestablishment of 
confidence. Next Mr. Sprott and his co-workers set 
about selling things that others had said couldn’t be 
sold at that time. A definite policy of correlating and 
redesigning products, with constant research and in- 
vestigation of new things, development of patents that 
had long lain dormant, the assembling of a family of 
G-W goods for efficient marketing, has been put into 
effect. 

Push, Pare and Produce 


“With admirable facilities in its three plants for 
manufacture of paper, steel and wood products, the 
problem was to select what offered the best immediate 
market, then to go out and sell it and finally to produce 
it. Here Mr. Sprott’s wide acquaintance came into play 
in getting results. Steel shelving could be made in va- 
rious styles and sizes and the need for shelving existed, 
particularly in the contract field. The push behind 
shelving has resulted in substantial increase in sales 
of this line. 

“Then there was one of the largest and best equipped 
wood working plants in this part of the country. How 
would it be kept busy? Selling of partitions went along 
with shelving. A young and energetic University of 
Cincinnati man, Harry C. Anderson, was put in charge 
of the partition business. His success was such that 
he is now general sales manager. 


“All the time from one end of the factory to the 
other, even to the number of envelopes and stamps 
used, paring of expenses was going on. Sometimes the 
saving would not amount to more than a few dollars 
a year, sometimes hundreds of dollars. However, the 
management did not hesitate to spend money that 
would produce immediate results in increasing effi- 
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ciency or sales. Thus the record has been one of push- 
ing, paring and presenting things that appeal.” 

In his remarks, Mr. Saunders also made reference to 
the Tri-Guard line of filing equipment developed by 
The Globe-Wernicke Co., and then, in conclusion, 
pointed out, “Often Mr. Sprott has been dubbed Scotch 
in his program, but when the first full year’s report 
was made the other day, the net profit was $98,090 after 
bond interest and federal taxes. Sales in January ex- 
ceeded those for the same month in 1935.” 

—__»—_ 
CURRENT CORPORATION FINANCIAL STATEMENTS 


The $20,000,000 refunding plan of Remington Rand, 
Inc., which, although it probably will not include any 
offering of securities to the public, is the subject of 
interest in investment banking circles as an example of 
the possibilities of interest saving under present bond 
market conditions, will become eligible tomorrow under 
the registration rules of the Securities and Exchange 
Commission. 

The company is offering new 44 per cent debentures, 
due in 1956, in exchange to the holders of $17,453,000 
of outstanding 5% per cent debentures, due in 1947. 
The old debentures carried stock purchase warrants 
which had become of no apparent value since they car- 
ried the right to buy stock of the company at $85.00 per 
share, and the stock is currently selling around 23. The 
new warrants will permit the purchase of stock at 
prices ranging from $20.00 to $40.00 per share, the in- 
crease beginning in 1938. Since the announcement of 
the plan the stock purchase privilege has been respon- 
sible for an appreciation of about five points of the old 
debentures, which closed on the Stock Exchange today 
at 113. 

Although the new debenture issue and the reserva- 
tion of 300,000 shares of common stock to be held for 
the exercise of warrants become eligible under the reg- 
istration provisions tomorrow, the actual exchange of 
securities will wait upon the formality of a meeting 
Friday of the holders of the old debentures. With the 
approval of the debenture holders the exchange offer 
will become effective March 2 and will remain open 
until March 10. 

New debentures not absorbed by the plan would be 
offered at 104, first to common stockholders subject to 
allotment, and thereafter to the public. The proceeds 
of sale of the new debentures would be used to redeem 
at the call price, 104, such old debentures as are not 
exchanged under the plan.—(Philadelphia Inquirer, 
February 19, 1936.) 

* +. > 

Royal Typewriter Company, Inc., and subsidiaries to- 
day reported 1935 net income of $1,676,571, equal to 
$5.26 a common share, against net income of $942,229, 
or $2.52 a common share in 1934.—(Los Angeles Times, 
Feb. 18, 1936.) 

* > > 

Underwood Elliott Fisher consolidated net income in 
1935 was $3,095,870, equal to $4.36 a share on the com- 
mon stock against $2,604,879, or $3.62 a common share 
in 1934, the annual report discloses. For the three 
months ended December 31, 1935, net was $1,009,951, 
equal to $1.56 a common share against $754,742, or $1.06 
on the common in the December quarter of 1934.— 
(Chicago Journal of Commerce, Feb. 22, 1936.) 

. * ™ 

Heywood-Wakefield for the year ending December 
31, 1935, reports a net profit of $105,565, equal to $2.25 
a share on seven per cent second preferred stock. This 
compares with a net loss of $174,192 in 1934.—(Chicago 
Daily News, Feb. 12, 1936.) 
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THE GUEST BOOK 


Matt M. Corbett, manufacturers’ representative 
from Los Angeles, signed the Guest Book January 29. 
Matt, as the trade calls him, had just completed his 
annual visit to the manufacturers he represents in the 
Middle West and took time to visit the furniture mar- 
kets in Chicago and Grand Rapids. He reports an in- 
creased volume of business with a fine outlook. 

We always enjoy Matt’s visit. We talk some about 
business but mostly about other things. He finds en- 
joyment in his work but in leisure time he has satis- 
faction in rubbing elbows figuratively with well-known 
writers and sharing or disagreeing with their beliefs. 
The practice is good for it broadens the mind and 
sharpens the wit. 


M. I. Levine of Reliance Pencil Company, Mount 
Vernon, N. Y., was in Chicago February 5 and made his 
visit by telephone because of limited time. Among 
other things he told of his satisfaction over production 
in the company’s new plant in Mount Vernon where the 
entire manufacturing process is carried on. From 
Chicago he expected to go up to St. Paul and Minnea- 
polis and then south as far as Kansas City before going 
west and traveling the coast from Seattle to San Diego. 
Before returning to New York he expected to go east 
by the southern route and stop for a few days in 
Florida. 


M. R. Landes, proprietor of Polar Manufacturing 
Company, Philadelphia, signed the Guest Book Feb- 
ruary 6. He had come to Chicago on business and plan- 
ned to return to Philadelphia after making calls in one 
or two cities on the way. He told of a thirty-five per 
cent increase in business last year over the year pre- 
ceding, and excellent prospects for 1936." He had with 
him a catalogue which is one of the most complete ever 
devised by any concern in this industry. The first time 
Mr. Landes signed the book was back in 1913 or 1914 
when he was on his first trip to sell the felt chair 
pad on which he founded his business. Since then he 
has made great progress, adding various numbers to 
the line and building up contacts so that Polar wares 
are standard merchandise in thousands of stores. 


Maurice M. Newmark of Nu-Mark Office Equipment 
Company, St. Louis, signed the Guest Book February 8. 
He was in Chicago on business and particularly in the 
interest of several lines he manufactures including 
metal stands for office machines, also several supply 
lines including ink removers, a type cleaner, and stencil 
correction fluid. He was gratified at the hearty re- 
sponse to his stands which were placed on the market 
only a few months ago. 


Merrill Burr Sands, vice-president and sales manager 
of the Dictaphone Sales Corporation, New York, gave 
us the pleasure of a call on February 8th. And en- 
couraged our belief in fine prospects for the office 
equipment industry in this year of nineteen thirty-six. 
And what is more important, stimulated our zeal to 
assist in discovering ways and means by which the pos- 
sibilities may be realized. Mr. Sands is a careful ob- 
server and an intensive cultivator, an analyst of con- 
ditions and a persistent campaigner. “Every man is my 
teacher,” said Emerson. And ours. And we always 
get something special from M. B. Sands. 


E. L. Nugent, sales manager of Security Steel Equip- 
ment Corporation, Avenel, N. J., because of the pressure 
of time made a visit by telephone on February 10 in- 
stead of calling in person. He was in Chicago on bus- 
iness and left early enough to attend the annual ban- 
quet of the St. Louis stationers’ association the follow- 
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ing evening. Before returning to Avenel he expected 
to call at a number of the principal cities in the Middle 
West. The outlook for 1936 he found encouraging. 
Caleb W. Cameron, “Cal” to hundreds of friends, 140 
Maiden Lane, New York, signed the Guest Book Feb- 
ruary 17. He came on to Chicago to visit several manu- 
facturers after spending some time with The Browne- 
Morse Company in Muskegon, whom he represents with 
several others in a territory extending from Virginia to 
the Canadian line. One cannot help being impressed 
with Cal’s grasp of trade problems and conditions. He 
is a keen observer. For a business card he left his 
twelve inch ruler showing inches and picas on one side; 
on the other his name and address, a list of lines car- 
ried and the slogan “If it’s not in your stock draw on 
ours.” He is doing a good job and looks ahead confi- 
dently to greater results in the ensuing months. 


Four other distinguished visitors, who were in Chi- 
cago for the purpose of attending the National School 
Supplies and Equipment Association convention, took 
time out to figuratively sign the guest book via tele- 
phone on February 19. They were William P. Kelly and 
E. J. LeBlanc, president and vice-president respectively 
of the Office Equipment Company, Inc., Louisville, Ky. 
The other telephone signers were Louis T. Koerner, 
manager, and George A. Litchfield, sales manager of 
the Jasper Desk Company, Jasper, Ind. 


David W. Duffield, advertising manager of Yawman 
and Erbe Manufacturing Company, Rochester, N. Y., 
looked in upon us on February 21 for an all too brief 
visit of which we retain pleasant recollections. Mr. 
Duffield follows his program and attends to the thing 
in hand which leaves little time for other things. 

Even a short conversation revealed Mr. Duffield’s 
balanced view of business. Developed in part, no doubt, 
by his earlier experience in research and educational 
work in a number of public and private schools. And 
for Library Bureau many years ago. And for “Y and E” 
Company before taking management of the advertising 
department. In all of which there was a study of 
practical problems of school administration and com- 
mercial training. 

In his present work, Mr. Duffield still follows the 
technique of the researcher and educator, frequently 
visiting the company’s branches and accompanying 
salesmen in their work at the “front,” the very prac- 
tical value of which is apparent. Another thing one 
senses in conversation about business with Mr. Duffield 
—its wider horizons; its potentiality for the develop- 
ment of men as well as things. 


Charles W. Lipman, New York peripatetic repre- 
sentative of the George B. Graff Company, dropped in 
for a visit February 25. Charlie was particularly cheer- 
ful, probably because of some attractive new business 
he had started; also because he was headed back to 
his wife and two children. He reported a gratifying 
volume of business for the trip which took him south 
through Philadelphia, Baltimore, Washington and 
Richmond, west as far as St. Louis, and through Illinois 
to Chicago. On his return he expected to touch at 
Detroit, Cleveland and Buffalo but planned to visit the 
Middle West again and the Northwest in a few weeks. 
Charlie was particularly pleased with the response of 
the dealers to some of the newer signals in the Graff 
line for visible records. 

In his spare moments Charlie collects autographs. 
While in Chicago he secured one from Ricardo Cortez, 
the well-known actor. He also recently added one from 
Frank Buck, noted African explorer, whose motto is 


@ pring ’Em Back Alive.” 
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MEETINGS—CONVENTIONS—DINNERS 


ANNUAL MEETING OF CONNECTICUT VALLEY 
STATIONERS 


Featured by an election of officers and the appear- 
ance of several prominent speakers, the eighteenth an- 
nual meeting and dinner of the Connecticut Valley Sta- 
tioners Association was held on Wednesday, February 
12 at the Hotel Bond, Hartford, Conn. At the dinner, 
112 were present. 

The ticket, upon which Leo W. Burt, Burt & Jeffers, 
Hartford, was reelected as president, was presented by 
the nominating committee and unanimously adopted. 
Those elected to office with Mr. Burt were: 

D. D. MacDonald, Bradley & Scoville, Inc., New Haven, 
vice-president; Gustave Fischer, Gustave Fischer Com- 
pany, Hartford, vice-president; James E. Feeley, 
Springfield Office Supply Company, Springfield, Mass., 
vice-president; A. C. Shearman, Wilson-Jones Com- 
pany, Elizabeth, N. J., vice-president; Stanley McGar, 
John F. Molloy Company, Meriden, Conn., secretary; 
S. H. Challenger, Frank H. Fargo Company, Bridgeport, 
treasurer, and H. W. Weimers, Weimers Company, 
Bridgeport, auditor. 

Following the election it was explained that with the 
vice-presidents located in different sections of the val- 
ley it is planned to hold meetings in these various sec- 
tions from time to time. 

Among the speakers, many of whom brought impor- 
tant messages to the assembled delegates, was Charles 
P. Garvin, general manager of The National Stationers 
Association. Mr. Garvin began his address by explain- 
ing the matter of the Hansell cup which is awarded 
annually to the region gaining the largest increase in 
membership to the association during the year. 

Continuing, Mr. Garvin spoke at length on the tax 
Situation. He pointed out that the American business 
man had of late paid a greater amount in taxes than he 
made in profits and he emphasized the need for busi- 


Smiles of Content At the Connecticut Valley Sta- 
tioners Association Annual Meeting and Dinner. 

Top, left to right: Gustave Fischer, Gustave Fischer 
Company; Harry Ferry, National Blank Book Com- 
pany; Joseph M. Towne, National Blank Book Com- 
pany; Maurice S. Sherman, editor, Hartford Cour- 
ant; Ed. S. Towne, National Blank Book Company: 
Leo M. Bart, Burt & Jeffers. Lower picture, stand- 
ing left to right: James E. Feeley, Springfield Office 
Supply Company: Sidney H. Challenger, F. H. 
Fargo Company; Donald D. Macdonald, Bradley & 
Scoville, Inc. Seated: Mr. Fischer, Charles P. Gar- 

vin, N.S.A., general manager; Mr. Burt. 


ness men to consider the tax problems and learn what 
the tax problem was going to be. In this connection, the 
speaker declared, the National Stationers Association 
plans to create a tax information service for its mem- 
bers, based on the result of information secured through 
its members. 

Other speakers who addressed the gathering included 
Maurice S. Sherman, editor of the Hartford Courant, 
who, because the meeting occurred on Lincoln’s Birth- 
day, spoke on “Adapting Lincoln to the Present”; Wal- 
ter R. Dolliver, Providence, regional governor of District 
No. 1, who urged a stronger cOoperation between mem- 
bers of the association, and called attention to the re- 
gional meeting set for June 25 and 26 in the Providence- 
Biltmore hotel, Providence. 

After Mr. Burt gave a brief review of the Connecticut 
organization’s work during the past year, John E. 
Brooks, Boston, president of the New England Travelers 
Club, gave the delegates assurance of full céoperation 
of the club in working out details for the coming re- 
gional meeting. 

Members of committees whose efforts were respon- 
sible for the success of the meeting were: 

Dinner and entertainment: Gustave Fischer, Fred 
L. Jeffers, Otto Cavanaugh. Registration: Harry J. 
Ferry, Sidney Challenger, John McDonald. Reception: 
Ray I. Cowles, William J. Driscoll, James E. Feeley, John 
Molloy. Publicity: Otto Cavanaugh, Stanley McGar. 

~~ - — — 
POSTPONE FLORIDA STATIONERS MEETING 

Because of the crowded conditions of Miami Hotels, 
the meeting of the Florida Stationers Association, orig- 
inally set for February 29, has been postponed to a 
date not yet decided upon. Members of the Association 
will be notified in plenty of time as soon as the organ- 
ization’s officials definitely set the new meeting date. 
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ILLINOIS RIBBON AND CARBON ASSOCIATION 
MEETING 


At the regular monthly meeting of the association 
held at the Hamilton Club, Tuesday evening, February 
fourth, John A. Gilbert, secretary and business 
manager of the Office Appliance magazine, was the 
guest speaker of the evening. Mr. Gilbert gave a very 
instructive talk on the origin and history of the carbon 
paper and ribbon industry, going into quite some detail 
in pointing out the various stages of development, and 
showing how it has now become an indispensable part 
of the world’s industrial life. He emphasized that, due 
to the growth of the industry, keen competition was a 
natural result, in most lines. It was, therefore, advis- 
able to cooperate by forming associations to help re- 
duce and minimize any evils that may exist. 

Fred W. Neely, president of the association, appointed 
the following men as chairmen of various committees: 
E. D. Roberts, entertainment, E. D. Roberts & Company; 
Charles Leonard, grievance, M. B. Cook & Company; 
Bruce B. Brown, publicity, Consolidated Ribbon & Car- 
bon Company; Harry R. Williams, membership, Queen 
Ribbon & Carbon Company. 


All the members present voted Mr. Williams their 
hearty support and cdoperation in the membership 
drive he is planning which will include Chicago and 
down-state concerns. At a later meeting of the officers 
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Scenes From the General Fire- 
proofing Company’s Sales 
School Which Was Fuily De 
scribed in the January Issue of 
Office Appliances .—Top: 
Branch and district managers at 
banquet during school week of 
January 27. Inset, (L to R) E. 
R. Dungan, and C. A. Wilger, 
San Francisco and Los Angeles 
branch managers respectively. 
Center: Dealers salesmen and 
home office men at banquet dur- 
ing week of January 20. Both 
events were held in the Youngs- 
town Country Club. The chairs 
and tables used were manufac- 
tured for the club by GF. Lower 
pictures were taken outside the 
company plant at Youngstown, 
and show the crowd of dealers, 
their salesmen and home office 
men present at the school held 
during the week of January 13. 
William H. Foster, chairman of 
the board of General Fireproof- 
ing Company is standing in cen- 
ter and wears a dark overcoat. 


and directors a program was outlined for educational 
talks on the various applications of carbon and ribbons 
to the different machines and typewriters on the mar- 
ket. This should prove very helpful to Chicago and 
down-state members as it would give them a wide range 
of information and help them in promoting sales of 
carbons and ribbons. 

The next meeting of the association will be held on 
Tuesday, March 3, in the Queen Room of the Ham- 


ilton Club. The meeting will begin at six-thirty o’clock. 
—__—~<__—_—_ 


KANSAS CITY STATIONERS CLUB 

Featured by dancing and a program of entertain- 
ment, the Stationers Social Club of Kansas City held 
its regular monthly meeting on February 15 in the 
junior ballroom of the Muehlebach hotel. 

The party was planned by Mrs. Walter Kane, chair- 
man of the entertainment committee, assisted by Mrs. 
Frank E. Gallup, Mrs. P. F. Rentz, Mrs. A. F. Sengbusch 
and Mrs. I. W. Shockley. 

Among those who won prizes during the evening 
were Mrs. Shockley, whose husband is connected with 
the Samuel Dodsworth Stationery Company; Mrs. 
Sengbusch, whose husband represents the Sengbusch 
Self-Closing Inkstand Company, and a son of J. W. 
Hubbard, Crunden Martin Manufacturing Company. 

The next affair of the club will be held on Saturday, 
March 21 and will be in the nature of a “hobo party.” 
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UEF DISTRICT MANAGERS MEET 

One of the most successful gatherings in recent 
months was the meeting on January 13 of managers of 
the seven districts comprising the domestic sales or- 
ganization of the Underwood Elliott Fisher sales organ- 
ization, New York. The conclave, which lasted for 
five days, was called by President P. D. Wagoner for the 
purpose of reviewing the accomplishments of 1935 and 
to discuss ways and means of building business during 
1936. From January 13 to 18 the various delegates held 
meetings at which were discussed problems of sales, 
service, personnel, territorial coverage, quotas, market- 
ing, merchandising and advertising. Time out was 
taken on the night of Friday, January 17, for the dele- 
gates to gather at the Metropolitan Club for a dinner 
given in their honor by President Wagoner. 

Highlights of the evening were a dance by the dis- 
trict managers, award of prizes to the “world’s worst 
quartette” and the award of cash prizes to the district 
managers in accordance with the announcement last 
July of General Sales Manager Wright. 

In the first flight the prize of $500.00 went to W. M. 
Coffman, district manager, Pacific, and in the second 
flight the prize of $250.00 was won by C. H. Bolton, dis- 
trict manager, Central. Due to illness, however, Mr. 
Bolton was prevented from being present to receive the 
award in person. 

Those in attendance at the various sessions were: 

P. D. Wagoner, president; M. S. Eylar, C. R. Strohm, 
and L. E. Lentz, vice-presidents; F. F. Wright, general 
Sales manager; M. A. Seely, assistant general sales man- 
ager; H. J. Crewdson, typewriter division; Alfred Jen- 
sen, accounting machine division; W. F. Arnold, adding 
machine division; and F. L. Lloyd, supply division, 
salesmanagers. 

F. D. Lehn, export manager; J. D. Donovan, sales 
educational director; C. S. Duncan, secretary and treas- 
urer; E. R. Baines, comptroller; G. W. Spahr; J. A. B. 
Smith, commercial engineer; R. E. Stewart, manager, 
Sales statistical division; A. E. Tongue, manager, pub- 
licity division; George Button, president, Wholesale 
Typewriter Company; F. U. Conard, works manager; 
S. A. Neidich, president, Neidich Process Company; E. 
W. Curtis, Jr., vice-president, Neidich Process Company; 
L. G. Julihn, patent department; R. B. Gentes; and 
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District Managers of the Underwood Elliott Fisher Company at a Dinner Held in New York City, 
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H. C. Marschalk, president Marschalk & Pratt. 

District Managers Benedict, Eastern; Bolton, Cen- 
tral; Buswell, Western; Coffman, Pacific; Crouch, New 
York, typewriter division; Greis, New York, adding and 
accounting machine division; Hagan, Southern and 
Minton, Atlantic. 


— —— ~<=—_—_—_—— 
CHICAGO MANAGERS HEAR BLACKSTONE 

The Office Appliance Managers Association of Chi- 
cago held its February meeting on the evening of the 
fourteenth at the Illinois Athletic Club. The topic, 
How Are Salesmen Compensated, was handled by A. E. 
Blackstone, Chicago manager of Dictaphone Sales Cor- 
poration, after which others joined in the discussion. 

Mr. Blackstone explained that his company had 
tested many plans and that he found drawing account 
against commission the most satisfactory. He went 
into detail showing various applications of the plan 
and results obtained from its use. 

W. D. Lawrence of Felt & Tarrant Manufacturing 
Company, president of the organization, presided at 
the meeting. 


EE 

NEW ORLEANS STATIONERS ELECT OFFICERS 

At its regular meeting held February 11, the New Or- 
leans Stationers and Office Equipment Association 
elected the following officers for the current year: 

President, H. C. Parker, Sr., H. C. Parker, Inc.; vice- 
president, Harold O’Donnell, O’Donnell Brothers, and 
secretary-treasurer, Killian Huger, Garcia-Fitzwilliams 
Company. 

Two additional members elected to the governing 
committee were Morris Hansell, F. F. Hansell & Bros., 
and J. Ogden Pierson, Dameron-Pierson Company. 


— 
PHILADELPHIA BANQUET PLANS ARE COMPLETED 
Final preparations have been completed for the an- 
nual banquet of the Philadelphia Stationers Associa- 
tion which is to be held in the Benjamin Franklin 
hotel, Ninth and Chestnut streets, Thursday, March 19. 
The price of tickets for the event is $3 per person 
and this sum includes everything for the evening, din- 
ner, a floor show and a “Night in Monte Carlo.” Reser- 
vations may be made through George Wustner, William 
F. Murphy’s Sons Company, 509 Chestnut street, Phila- 
delphia. 
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1936, in Honor of President P. D. Wagoner. 
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AUTOPOINT ENTERTAINS HORDER STAFF 

Numbering more than eighty persons, the entire 
executive and sales staff of Horder’s Inc., Chicago, and 
the Associated Stationers Supply Company, recently 
were the guests of the Autopoint Company at its plant 
at 1801 Foster avenue, Chicago. 

The guests were first entertained at the Edgewater 
Beach hotel where they attended a supper and were 
each presented with a full color oversize S76 Autopoint 
pencil as a souvenir of the occasion. 

Following the supper the guests were conducted on 
a tour of the Autopoint Company’s plant and factory 
where they listened to brief addresses by C. N. Cahill, 
general manager; F. C. Deli, director of production 
and research; R. H. Potter, sales manager, advertising, 
sales promotion and premium use, and H. E. Dressel, 
sales manager, retail sales. 

The evening was concluded with a showing of a 
unique sight and sound production presentation enti- 
tled “Pointed Profits.” Each guest was given copies of 
informative booklets entitled “Turning Lead Into Gold,” 
and “Sales Strategy Using Autopoint.” 


on pe 


KANSAS BOOK DEALERS ELECT ANDERSON 

Marking the sixteenth consecutive year in which 
similar honors were heaped upon him, Phil M. Ander- 
son was elected president of the Kansas Book Dealers 
Association at the annual convention of that organiza- 
tion which was held February 17 and 18 in the Hotel 
Kansan, Topeka, Kansas. 

Re-elected with Mr. Anderson were L. H. Endacott, 
Manhattan, vice-president; and George Geiger, Leav- 
enworth, secretary-treasurer. Five directors also elected 
for the current year were Mason McCarty, Emporia; 
Harry Tibbs, Kansas City; Charles L. Mitchell, Topeka; 
R. S. Markwell, Hays; and John A. Crow, Topeka. 

Following the registration and presentation to each 
delegate of an official note book by the Wilson-Jones 
Company and an official pencil by the Wahl Pencil 
Company, the first day’s session was devoted to round 
table discussions of matters pertinent to the book 
dealers trade of the state. In the evening of the first 
day, dealers attended a banquet at which the guest of 
honor and principal speaker was Al F. Williams, a 
Topeka attorney. 

The featured speaker at the closing session of the 
two-day meeting was A. R. Jones, Kansas state account- 
ant, who spoke on “Kansas Finances” in which he in- 
formed his listeners of the various destinations of their 
tax money. 





Staff of Horder’s, Inc., Guests of the Auto- 
point Company at the Autopoint Plant 
Recently. 


The organization as a whole paid a warm tribute to 
Topeka and its convention facilities when it voted to 
hold its 1937 conclave in the same city. At the same 
time a vote of thanks was rendered to a reception com- 
mittee composed of Jack Crow, T. L. Pattison, Ralph 
Moore, Bill Reid, H. H. Bair and Mark Drehmer. 

As a further mark of esteem in which the members of 














Phil M. Anderson 
the Kansas Book Dealers Association hold President 
Anderson, they voted him a membership in The 
National Stationers Association at the suggestion of 
A. G. Matthews of the Hall Stationery Company, 
Topeka, Kans. 


Pneive © Sars 
I.B.M. HOLDS BUSINESS CONGRESS 

Twelve hundred representatives of the organization 
of the International Business Machines Corporation and 
its affiliates in twenty-two countries attended its an- 
nual business congress which opened in the Waldorf- 
Astoria in New York, January 28. 

In addressing the delegates to the congress Thomas 
J. Watson, president of the corporation, said the con- 
cern is now doing business in seventy-nine countries 
and more are to be added soon. He said: 

“A number of new countries are represented here 
this year and we have ten countries which we are plan- 
ning to enter in the near future. We have the courage 
now to open up any place where human beings live.” He 
also declared the company is spending between $700,000 
and $800,000 annually to prepare new products for fu- 
ture requirements. 

S. G. Wharin, of Argentina, I.M.B. manager for South 
America, told the delegates that Latin America is sub- 
stantially out of the depression and expects business to 
be normal or better in 1936. 

J. E. Holt, of Geneva, European manager, said the 
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company’s 1935 European business was the best in its 
history and he predicted further growth for years to 
come. 

Chile was announced as winner of the International 
Trophy for the best sales record of any national organ- 
ization and Almeida Gomes was announced as the win- 
ner for the second consecutive time of the Watson 
trophy for the best individual sales record in the world 
organization. He had 682 per cent of his quota. 

Countries represented by the delegates were Argen- 
tina, Brazil, Bulgaria, Canada, Chile, China, Colombia, 
Czechoslovakia, Denmark, France, Germany, Hawii, 
Holland, Italy, Manchukuo, Mexico, Panama, Switzer- 
land, Turkey, the United States and Yugoslavia. 


———_—~—— --— 
ST. LOUIS STATIONERS HOLD ANNUAL DINNER 


The second inaugural banquet of the Stationers As- 
sociation of Greater St. Louis was held at Hotel York 
on the evening of February 11. The attendance reached 
the gratifying number of one hundred thirty-five and 
included several officers of the National Stationers As- 
sociation. These were B. J. Bristoll, vice-president of 
Koch Brothers, Des Moines, president: Herman Cast, 
Western Lithograph Company, Wichita, vice-presi- 
dent; Fred Downs of Downs-Randolph Company, Tulsa, 
Okla., governor of the eighth district, and Harold 
Hampton, Indianapolis Office Supply Co., Indianapolis, 
governor of the fifth district. 

William Schmiederer, who presided at the banquet 
as retiring president of the local association, is also 
vice-president of the national. 

After the dinner with William E. (Bill) Smith in- 











C. T. Spalding 


stalled as toastmaster, several brief talks were made. 
One was by Mr. Bristoll, who told of the excellent 
work being done by the headquarters of the associa- 
tion in Washington for its members. He told of 
the Research Bureau and asked the codperation of 
Stationers in sending information requested by the 
Washington office. He also mentioned other services 
such as news letters, sales letters, legislative service, 
information for manufacturers’ salesmen, The Na- 
tional Stationer and special committees, all of which 
were valuable to members. The point was brought out 
that Mr. Bristoll’s duties as president kept him away 
from his business about half tne tame. He told of plans 
to visit as many of the stationers and manufacturers 
as possible before he returned to Des Moines. 

The newly elected president, Charles T. Spalding of 
Spalding Stationery Company, then was introduced, 
as were M. T. Weingaertner, Egyptian Stationery Com- 
pany, Belleville, Ill., vice-president; E. W. Ruedy, S. G. 
Adams Company, treasurer, and E. J. Mitchell, Levison 
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& Blythe Manufacturing Company, secretary. Mr. 


Mitchell was reelected. 

At this point, Harley Wantz of Skinner & Kennedy 
Stationery Company, on behalf of the stationers of 
St. Louis, presented Mr. Schmiederer with an electric 
clock with chimes as a token of their gratitude to him 
for two years’ service as president of the local asso- 
ciation, during which time much good was accom- 
plished. 

Mr. Downs congratulated the stationers of Greater 
St. Louis for getting together for the purpose of solving 
common problems. He told of the regional meeting 
to be held in Kansas City April 9 and 10 and invited 
everyone to attend. 

Mr. Cast brought out the point that dues in the Na- 
tional Stationers Association are very low compared 
to dues of other organizations to which he and other 
stationers belong. He asked the stationers to give 
President Bristoll their full support. 

Harold Hampton remarked that he was enthused 
about the stationery businéss; that it had a bright 
future and because of its touch with every line of in- 
dustry, was in a better position than most businesses. 
Stationers were urged to train men to do real merchan- 
dising. He told of the necessity of doing a real selling 
job in contrast to getting business by price advantage 
and said that training salesmen would solve a large 
part of the stationer’s problems. 

R. C. Moore of the Columbia Ribbon & Carbon Man- 
ufacturing Company, secretary of the Mid-West Trav- 
elers Club, endorsed the remarks of Mr. Hampton one 
hundred per cent. He urged dealers to get fair prices 
for their merchandise. 

A number of the members of the Wis-Ill Club were 
present. Harry Balch, vice-president of the organiza- 
tion, told of the purposes of the club and referred to 
the successful sales meeting which was described in 
the February issue of this publication. 

The entertainment consisted of the Bond Bakers 
Junior Follies show, put on entirely by youngsters who 
performed in fine style. The performers ranged from 
little tots to some of high school age. They included a 
dancing team of Jim Wollenberg and Peggy Cuddy; 
Edward and Olive Stephens, adagio dancers; Felecite 
Ossman, toe and cymbal dancer, and Phyllis Phelan, 
who rendered an Indian dance. Before and after this 
program, special dance numbers were put on by Mar- 
jie Dawe, a very talented performer. 

The Oxford Filing Supply Company through Larry 
Goodhand, its western manager, supplied an orchestra 
which furnished music during the dinner. Song leaf- 
lets which were distributed at every table were supplied 
by William J. Kennedy Stationery Company. 

—_—_ > 
WIS-ILL CLUB HOLDS DINNER DANCE 


Travelers, stationers and their ladies in and near 
Chicago enjoyed an excellent formal dinner dance 
held in the Hotel Webster, 2150 Lincoln Park West, on 
February 22 under the sponsorship of the Wis-Ill Club. 

The event was staged as a double celebration of the 
Club’s first anniversary and the birthday of George 
Washington. When the guests arrived they found the 
entire roof garden of the hotel placed at their dis- 
posal by the management. One of the leading or- 
chestras of Chicago was on hand to provide the neces- 
sary music. 

Starting off with a good dinner the event swung 
into action for an evening of dancing. Several tables 
of bridge were arranged for the non-dancers by Gordon 
J. Kickles, Globe-Wernicke Co., representative and 
chairman of the birthday party committee. 
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COLUMBUS STATIONERS ELECT OFFICERS 

At its annual meeting, held on January 7, the Colum- 
bus Stationers Association reelected the following 
officers: 

Chas. J. Byron, Remington Rand, Inc., president; 
Otto W. Lintner, State Office Supply Company, vice- 
president, and Harry L. Morgan, Harry L. Morgan Com- 
pany, treasurer. 

Following the election, members of the association 
were informed that on December 19 a Fair Trade Act 
was introduced in the Ohio state legislature. Following 
the holding of public meetings before the judiciary 
committee of the House of Representatives, the com- 
mittee reported the bill favorably and it is expected 
that it will be voted upon by the House in the near 


future. 





Here Are Members of the Washington, D. C., Branch of the 
Royal Typewriter Company Celebrating a Big Victory.—In a 
nationwide contest this office topped all other branches in per- 
centage of sales volume and won the President’s Cup. A vic- 
tory banquet was held at the Mayflower hotel in consequence. 


a 
BOSTON STATIONERS ANNUAL DINNER 


The forty-seventh annual dinner of the Boston Sta- 
tioners Association was held in the Parker House, Bos- 
ton, on Monday, February 10. 

One of the principal features of the evening was the 
presentation of illuminated scrolls to seven men who 
have served the field for fifty years or more in the New 
England territory. Those upon whom this honor was 
conferred were: 

Frank L. Kennedy, general manager, L. E. Muran 
Company, in business since 1880; Frank A. Magee, presi- 
dent, Hobbs & Warren, started in the field in 1886; 
Elihu B. Clark, L. E. Waterman Company, entered field 
in 1877; Edward S. Cross, W. M. L. McAdams, Inc., 
started in business in 1885; James P. McGovern, Thorp 
& Martin Company, began in 1885; Allan M. Davis, 
F. W. Barry Beale & Company, started in 1876, and 
Ernest H. Ives, Hobbs & Warren, began in 1885. 

During the dinner the New England Travelers Club 
presented a number of skits which ranged all the way 
from a day in a stationery store to a scene in a Turkish 
harem. For these events, which kept the large crowd 
highly entertained, many men prominent in the indus- 
try showed their ability as actors. Even Charles P. 
Garvin, general manager of The National Stationers 
Association, got into the Turkish harem skit when he 
became an understudy for an “actor” prevented by 
illness from appearing. 

Others who took part in the humorous events were: 
Ralph Canell, Canell Stationery Company; Henry 
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Riegel, Sengbusch Self-Closing Inkstand Company; 
Dick Bohaker, Oakville Company; Frank Horie, Boorum 
& Pease; Frank Fisher, Standard Diary Company; Paul 
Cheney, Southworth Paper Company; Reg Packard, 
Joseph Dixon Crucible Company; Jack Witte, Mittag & 
Volger, Inc.; Mel Wheeler, American Pencil Company; 
Walter Nichols, Weis Manufacturing Company; Cort 
Worth, Esterbrook Steel Pen Manufacturing Company. 
Two women professional entertainers aided in the 
skits. 

Walter Grainger, John Sands, Ltd., Sydney, Australia, 
was a guest at the affair and was introduced. Walter 
R. Dolliver, governor of the first regional district, and 
Leo W. Burt, president of the Connecticut Valley Sta- 
tioners Association, were also presented. 

Following an address by Mr. Garvin the assembled 
guests were introduced to Joseph L. Hurley, lieutenant 
governor of Massachusetts who made a brief talk com- 
plimenting the association on its forty-seven years of 


life. 
——_—<_——_ 


CLEVELAND TYPEWRITER DEALERS 


M. C. Hull, manager of the local portable division of 
the Royal Typewriter Company, was the guest of honor 
and principal speaker at the February meeting of the 
Cleveland Typewriter and Adding Machine Dealers As- 
sociation held in the Allerton hotel. 

Mr. Hull, who spoke on the manufacture of Royal 
typewriters at the Hartford, Conn., plant, illustrated 
his address with lantern slides. He was given a vote of 
thanks at the conclusion of his talk. 

According to plans of the organization Cleveland 
branch managers of the various companies will be 
asked to deliver addresses at the regular monthly meet- 
ing through the year. The speaker at the March meet- 
ing will be the Underwood Elliott Fisher branch man- 
ager.—_ AED 

———~<>____—— 


STATIONERS SQUARE CLUB 


The Stationers Square Club of Greater New York No. 
576 held its regular monthly meeting on Thursday, 
February 20, in the Governor Clinton hotel. The guest 
of honor for the evening was Charles Schwartz, of the 
Schwartz Paper Company, Lincoln, Neb. 


The speaker of the evening was Rabbi Jacob Katz, 
chaplain of Sing Sing prison who gave an interesting 
talk to an appreciative membership. 


Officers of the Stationers Square Club, which meets 
on the third Thursday of every month, endeavor to 
present a guest of honor and a speaker at each of the 
gatherings. All Masonic friends in the trade are al- 
ways welcome at the meetings. 


——_ <>—___ 
CORRY-JAMESTOWN APPOINTS FIVE AGENTS 


Continuing its recently announced program of ex- 
pansion throughout the country, the Corry-Jamestown 
Manufacturing Company, Corry, Pa., last month ap- 
pointed five new agencies for the exclusive handling 
of “Steel Age” products. The agencies are: 

Charles Weinacht, Jr., Charles Weinacht Stationery 
Company, Inc., 644 Newark avenue, Jersey City, N. J.; 
J. L. Roberts, manager, Roberts Printing & Stationery 
Company, Sterling, Colorado; W. C. McClenathan, pres- 
ident The McClenathan Printery, Inc., 13 East Second 
street, Dunkirk, N. Y.; F. G. Kennedy, Office Equip- 
ment Company, 5 Title & Trust Bldg., Uniontown, Pa.; 
and Albert J. Boyles, Typewriter Exchange, 1414 20th 
street, Bakersfield, Calif. 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of the National Stationers Association 








OFFICERS: 


Blaine ]. Bristoll, Koch Brothers, Des Moines, lowa, president; R. A. Maish, Dennison Manufacturing Company, Framingham, 
Mass., vice-president and chairman, manufacturers division; Craig Sheaffer, W. A. Sheaffer Pen Company, Fort Madison, lowa, 
vice-chairman, manufacturers division; Edward H. Wobber, Wobber’s, Incorporated, San Francisco, Cal., vice-president and chair- 
man, distributors and wholesalers division; Arthur L. King, Ward’s, Boston, Mass., vice-chairman, distributors and wholesalers divi- 
sion; Herman Cast, Western Lithograph Company, Wichita, Kansas, vice-president and chairman, office furniture and office out- 
fitting division; Wm. M. Schmiederer, Buxton & Skinner, St. Louis, Mo., vice-president and chairman, manufacturing stationers 
division; Paul W. Cheney, Southworth Company, West Springfield, Mass., vice-president and chairman, field division; W. E. 
Stockett, Jr., Stockett-Fiske Company, Washington, D. C., treasurer; Woodson P. Waddy, Everett Waddy Company, Rich- 


mond, Va., auditor; C. P. Garvin, Washington, D. C., secretary and general manager. 


Regional Governors 


. 1. W. . Deliver. Prov- He, ‘ Mesos Cone, No. 8. Fred Downs, Downs- No. 11. W. A. Montgomery, 
idence aper ompany, arithers - Wallace - te- : 
ites’ Tf aay Comeene, Atlanta, Ga. Randolph Company, Tulsa, J. K. Gill Company, Port- 


Okla. land, Ore. 


No, 2. A. G. Preston, Utica No. 5. Marelé {, Nemoten, 


Indianapolis ce Supply 
fey pray qe Company, Indianapolis, 


Ind. 


No. 12. William F. Johnston, 


He. 9. W. C. Herthern, Ste Schwabacher-Frey Station- 


No. 3. John A. Brown, 2; R. No. 6. Leo J. Blied, Blied 
Weldin Company, itts- Office Supplies, Inc., Madi- 
burgh, Pa. son, Wis. 


No. 4. Morris E. Hansell, No. 7. J. O. Popple, Will H. 
F. F. Hansell & Bro., Ltd., Zaiser Specialty Company, 
New Orleans, La. Des Moines, Iowa 


General Offices and Information Bureau 





ford- Lowdon Company, 


Fort Worth, Texas. ery Company, San Fran- 


cisco, Calif. 


No. 10. E. Frank Winfield, No. 13. A, J. Kerin, Tower 
Winfield’s, The Outing Brothers Stationery Com- 
Shop, Grand Junction, pany, New York City, 
Colo. N. Y. 


740 Investment Building, Washington, D. C. 


Place of Next Annual Convention—Chicago, II. 


N. S.A. REGIONAL MEETINGS DATE LIST 

Following a slight revision of dates for the National 
Stationers Association regional meetings which begin 
this month, a definite list covering the March and April 
meetings has been issued by Charles P. Garvin, general 
manager of the association. The list follows: 

District No. 9, Dallas, Texas, March 19 and 20; Dis- 
trict No. 11, Seattle, Wash., April 3 and 4; District No. 
10, Denver, Colo., April 7 and 8; District No. 8, Kansas 
City, Mo., April 10 and 11; District No. 7, Des Moines, 
Iowa, April 13 and 14; District No. 5, Detroit, Mich., 
April 17 and 18; District No. 4, Atlanta, Ga., April 23, 
24 and 25. 

—_— 
FOURTH DISTRICT MEETING 


Southern hospitality is working overtime to com- 
plete arrangements for the annual meeting of the Na- 
tional Stationers Association Fourth Regional District 
in Atlanta in April. What is more, the committee in 
charge of affairs has made arrangements for ideal 
weather to prevail on the date of the meeting, accord- 
ing to Ivan Allen, of the Ivan Allen-Marshall Company, 
who has been appointed chairman of the publicity 
committee for the event. 

Hosts to visiting stationers and office supply men 
from all parts of the southeast will be guests of the 
Georgia Stationers’ Association and the Atlanta Sta- 
tioners’ Club. The former, although it has only been 
in operation about a year, is already wielding a state- 
wide influence for the improvement of conditions in 
the stationery and office supply business. The latter 
has been in existence for many years and is now one 
of the strongest local stationers’ organizations in the 
country. Both are cooperating to secure a larger turn- 
over and a greater volume of business. 

Blaine G. Bristoll, Des Moines, Iowa, president of the 
National Stationers’ Association, will be present and 


give the keynote address at the Atlanta regional meet- 
ing. Charles P. Garvin, general manager of the asso- 
ciation, will also be present and address the stationers 
and office outfitters. Harold Carithers, Carithers-Wal- 
lace-Courtenay Company, Atlanta, is governor of the 
Fourth Regional District JHR 

ae SS Se 
SOUTHERN TRAVELERS APPOINT CONVENTION 

COMMITTEES 

In preparation for the fourth district regional con- 
vention of the National Stationers Association, to be 
held in Atlanta, Ga., April 23, 24 and 25, the Southern 
Travelers Club last month appointed members to five 
committees. 

The committees and those appointed to them, accord- 
ing to E. G. Harpold, secretary of the Club, are: 

By-Laws: Harry Frater, chairman; Norman Wad- 
dington, Dick Clay, Jim Norris. 

Hotel: Jim Stites, chairman; Jess Haralson, Jack 
Haage, George Smith, Larry Damon. 

Entertainment: Charles Hucke, chairman; Bert 
Maar, Earl Brown, Bill Cole, Frank Hodgkinson. 

Golf: Frank Ryan, chairman; Al Marschall, Clark 
Evans. 

A finance committee will be composed of present 
officers of the Club according to Tom Riley, president. 
—_—_——_ — 

DETROIT STATIONERS TO BE HOSTS AT 
REGIONAL MEETING 

The Stationers Association of Detroit will act as host 
to the regional convention of the Fifth District of the 
National Stationers Association to be in session April 
17 and 18. The Fifth District includes Indiana, Ken- 
tucky, Michigan, Ohio and West Virginia. 

The convention will be chairmaned by Charles P. 
Garvin, general manager of the National Association; 
Harold Hampton, Hampton Office Supply Company, 
Indianapolis, governor of the fifth district and C. E. 
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IDEAS ON THE MARCH 


The greatest force that American business can muster 





to speed recovery is the power of ideas. Your brain 





child of today can become a tireless business builder 
tomorrow, if put into action by the Mimeograph— 
famed everywhere as the world’s standard duplicator of 
letters, forms, bulletins, maps, etc. But in reality it is 
much more than that. More because the word Mimeo- 
graph encompasses a great human service, nation-wide and 
backed by an organized responsibility, a responsibility that 
has been fifty years a-building, a trained and tested respon- 
sibility. When you buy an A. B. Dick Company product you 


know that you have not only the original, the best that mod- 


ern science can provide, but also a constant and dependable 





source of supply. Yours to command is our far-flung organiza- 
tion—men with ideas ready to march. Write A. B. Dick Company, 


Chicago, or see your classified telephone directory for local address. 


MIMEOGRAPH 
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PANAMA 


Sieve « « Bae eeort Cot 


f WEW YORK 


UNITED states gh 
\. SEE the difference! 






of the way.” 


——the “short ‘\ 
cut’’ through the \ 
Panama Canal. 
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EMBOSSED 
FOR YOUR 
PROTECTION 





RIBBON TRACKS 


Two Boats of equal speed. One 
goes round the Horn. The other 
comes in days ahead. Answer? 


Via Panama. 


Two propositions of equal merit. 
One goes to the bottom of the deep 
blue waste basket. The other looks 
good, makes good. You’re right: 


Via PANAMA RIBBON. 
Ships . . . Ribbons . . . by their 


tracks ye shall know them. 


\ te aeeeee the old way 
\ — the long way, | 
\ 8,066 miles “‘out | 
i= of 








OFFICE APPLIANCES 


Leonard, Leonard & Company, Inc., Detroit, Lieutenant 
Governor of Michigan. 

Those appointed to local committees for the two-day 
event are: 

C. E. Leonard, president of the local association; H. 
J. Koehn, Gregory, Mayer & Thom Company; Robert 
Kingsley, Richmond-Backus Company, general chair- 
man of the program; T. Walter Bussing, finance; Roy 
C. Thompson, Sables Office Outfitters, entertainment; 
Charles A. H. Thom, Gregory, Mayer & Thom Company, 
reception, and Elmer L. Sick, W. B. Gregory & Son, 
Inc., publicity. 


Headquarters for the regional meeting will be estab- 
lished in the Book Cadillac hotel. 


———j +, 

PREPARE FOR SEVENTH DISTRICT MEETING 

Members of the North West Travelers Club have 
started preparations for the Seventh District regional 
convention to be held in Des Moines, April 13 and 14. 

Headquarters for the two-day meeting will be in the 
Hotel Fort Des Moines, according to Joe Popple, re- 
gional governer, who also declared that a local commit- 
tee has been appointed. The committeemen are A. W. 
Gran, Frank Zeller, C. C. Holley, Charles Coyle and C. 
R. Storey. A lady’s committee has been appointed and 
consists of Mesdames C. C. Holley, B. J. Bristoll, Ray L. 


| Hammond, C. R. Storey, Arthur Kenworthy, W. W. Gon- 
| zer and Caroline Bailey. 











Slip YOUR message through the 
eye like a ship through Panama! 


o 
Ask Your PANAMA Man 


MANIFOLD SUPPLIES COMPANY | 


Manufacturers of 


PANAMA and BEAVER 
BROOKLYN, N. Y. 


188 THIRD AVENUE 


——— ——~=—- ---- 


STOW & DAVIS REORGANIZED 

With a capitalization established at 5000 shares of 
$10 par value preferred stock and 5000 shares of no par 
value common stock, articles of incorporation were filed 
last month with the secretary of state at Lansing by the 
Stow & Davis Furniture Company, Grand Rapids, Mich. 

At the same time it was disclosed that the new com- 
pany has been organized to acquire the assets, business 
and goodwill of the former company of the same name 
which several months ago filed a voluntary petition in 
bankruptcy. 

The newly-organized company is headed by a group 
of men who have for many years been prominently 
identified with a number of Grand Rapids industries. 
The new directors are: 

Walter D. Idema, David D. Hunting, Siegel W. Judd, 
Robert H. Bennett and Edgar W. Hunting. 

The officers are: Joseph R. McCargar, president; 
Robert H. Bennett, vice-president and general man- 
ager; Walter D. Idema, treasurer; Lewis E. Neahr, as- 
sistant treasurer, and Edgar W. Hunting, secretary. 

According to a report issued by Mr. Bennett, the com- 
pany will continue the manufacture of office furniture, 
featuring upholstered pieces and matched suites in the 


| modern style and period designs. 


—_—_—_—___—— 
PREPARE PLANS FOR TENTH DISTRICT 
CONVENTION 

Headed by their governor, Frank Winfield, stationers 
of the tenth district of The National Stationers Asso- 
ciation are preparing for the regional convention to be 
held in Denver, Colo., on April 7 and 8. 

According to present plans worked out by Mr. Win- 
field and Robert J. Mitchell, Dennison Manufacturing 
Company, who was recently appointed lieutenant gov- 
ernor of the Field Division of the tenth district, a spe- 
cial feature of the two-day gathering will be the ap- 
pearance of several prominent speakers. 

Among these will be T. D. Luccock, president, Greet- 
ing Card Association; A. R. Skibbe, sales manager, 
Associated Stationers Supply Company; William 
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We don’t very often lead Nay 
cheers for ourselves in 

public. But here’s a figure eS 
that is a figure, so pardon 

us just this once...... 





SALES OF CORONA PORTABLES 
1935 (over a good 1934) 
INCREASED 44,270! 


The reason? Just this..... 
apparently we had what folks wanted: 
COMPLETE LINE OF MODELS 
TOUCH SELECTOR 

FLOATING SHIFT 

PIANO-KEY ACTION 


plus of course a 25-year record for 
sound design and scrupulous care 
in manufacture. And 1936 is 

Leap Year. Watch us leap ahead! 














L C SMITH & CORONA TYPEWRITERS Inc, 191 ALMOND ST., SYRACUSE, N. Y. 
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Leadership! 


HE ceaseless desire to bring out better and 

better products has characterized the Stebco 
policy from the beginning. It has resulted in 
Stebco leadership in the field of leather carrying 
cases. Recent improvements permit us to an- 
nounce the finest and most extensive line of 
Stebco Zipper Envelopes, Portfolios, Briefcases, 
Ring Binders and Multiple Pocket Cases we have 
ever produced. New features have been added, 
more designs created—still there has been no in- 
crease in price. 
That means a line unsurpassed anywhere in the world. 
Stebco modernized carrying cases remain the dealer’s 
most outstanding opportunity for service to his trade 
and profit for himself. 


Actain leadership in your community with 
Stebcos. Send for circulars and merchan- 
dising plans. 


STEBCO 


Stein Bros. Mfg. Co., Inc. 
564 W. Adams St. Chicago, Ill. 
Sales Rooms: New York—Empire State Bldg., E. R. 


Manning in charge. San Francisco—833 Market St., 
Herman Halper in charge. 
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Hogue, agency manager, General Fireproofing Com- 
pany; George Wolcott, vice-president, Wilson-Jones 


| Company; Harry Tehan, sales manager, Charles M. 


Higgins Company, and John Tamany, vice-president, 
Boorum & Pease Company. 

One of the first steps taken in preparing for the 
event was the issuance to members in the district of 
a list of business problems of the industry which may 
be taken under discussion if the membership indicates 
an interest. 

New Field Members 

Coincident with the opening of plans for the meeting 
was an announcement from Mr. Mitchell that three 
new members have been added to the roster of Field 
Division and have taken up their share of the task of 
making the convention a success. The new members 
are: 

Joe McKay, Wahl Company; Jack Richards, F. S. 


| Webster Company, and Fred Skaer, Hall Bros., Kansas 











| 


City. 


FIBROIN APPOINTS UNDERWOOD 

Charles Underwood, well-known among travelers, 
dealers and manufacturers of the office equipment in- 
dustry throughout the country, last month joined the 
Fibroin Stencil Corporation, Jacksonville, Fla., which he 
will represent in the middle west territory. 

Mr. Underwood is the proud possessor of a list of 
friends which extends half way across the United 





Charles Underwood 


States. It is his boast that he is personally acquainted 
with every office supply dealer in Minnesota, Wiscon- 
sin, Michigan, Iowa, Illinois, Indiana, Ohio, Missouri, 
Kansas, Nebraska, North Dakota and South Dakota. 

In traveling his territory, Mr. Underwood will demon- 
strate the Fibroin line of duplicator products includ- 
ing such items as type cleaner and duplicator and type- 
writer oil. 

Mr. Underwood also represents the Fulton Specialty 
Company. 

—_—_——__—. 
MELVIN WORKMAN TAKEN BY DEATH 

Melvin S. Workman, for more than thirty years a 
representative of the Carter’s Ink Company and a vet- 
eran in the office equipment field, died Monday, Feb- 
ruary 10, following a lengthy illness. 

Mr. Workman, whose passing is mourned by hundreds 
of friends in and out of the industry, was taken ill last 
summer and the nature of his illness was such that he 
expected to be back in his southern states territory 
within a short time. For this reason his death came 
as a deep shock to his family and friends. He died at 
the home of his widow’s brother-in-law, E. T. Holland, 
Tenafly, N. J. 
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Uspane OOD dealers who went 
through another profitable year in 1935 
when Underwood again led the field 
by selling more typewriters (Standard, 
Portable and Noiseless combined) than 
any other manufacturer in the world, 
will push the new Underwood Uni- 
versal Portable with renewed vigor 
in 1936, 

The Underwood Universal Portable 
gives them something rea/ to sell. 
No other machine offers the famous 
Champion Keyboard at its price. No 
other machine offers the same combi- 


"Prices subject to revision. 


THE NEW 


Underwoo 
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THE ONLY PORTABLE TYPEWRITER 


Selling for less 
than 50... 


... WITH THE FAMOUS 
CHAMPION KEYBOARD 






” 
re 


er” 


me, a 


Every Underwood Typewriter is backed by 
nation-wide, company-owned service facilities 





Again in 1935 
Underwood produced 
and sold more typewriters 

than any other manufac- 
...new shock- and vibration- 


turer in the world! 
Ug: 
absorbing rubber“ feet’’ that 


prevent “creeping” of the machine... 
and a new over-night type carrying case. 
Ride along with the leader to bigger 
portable profits in 1936. 


nation of outstanding features, 
many of which are exclusively 
Underwood. 

Remember, in addition to 
the Champion Keyboard...a 
new Long Line Space Lever... 
new and morereadableCen- 
tering and Marginal Scales 


Underwood Elliott Fisher Speeds the World's Business 


Typewriter Division 
UNDERWOOD ELLIOTT FISHER COMPANY 
Typewriters... Accounting Machines... Adding Ma- 
chines... Carbon Papers, Ribbons and other Supplies 

342 Madison Avenue, New York, N. Y. 
Sales and Service Everywhere 


UNIVERSAL 
PORTABLE 
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’ PRESCOTT TAKE HARGE OF POINTMASTER 
Customer ——- 


Harry A. Prescott, well-known traveler in the office 


A cece pP t fm € @ | equipment field, last month was placed in charge of 
sales of the new Pointmaster pencil sharpener made 


by the Marber Company, 20 East Jackson boulevard, 
Chicago. 
Mr. Prescott has a fine record in the sales field of 


- 
4 » aceite 


OTHER 
BIG 
REASONS 


Mean More Sales for 


PEERLES 8 


| _i 
Harry A. Prescott 






| the industry, having traveled the Central states and 
| some Southern states for a number of years as a repre- 
sentative of the Associated Stationers Supply Com- 
pany. 

Mr. Prescott was one of the founders of the Wis-IIl 
Club and served as secretary of the organization dur- 
ing the first year of its existence. The club now ranks 
as one of the leading travelers’ associations in the 


¥ country. 
OU can sell “off — 


brand” typewriter 
keys, but there is every reason why 
you should concentrate on Peerless 
Keys instead. Five of these reasons—study them carefully 
and point them out to your salesmen—are printed here: 





1 Better—more favorable customer accept- 
ance than new, off-brand unknown prod- 
ucts. Showing the customer the brand he 
knows pleases him and makes sales easier, 





2 Only Peerless Keys possess the patented 
“Security’’ feature which prevents the 
rubber key top from coming out of its | 
metal base or twisting or slipping. There 
are no “kick-backs”’ with Peerless. 


3 PEERLESS KEYS are. unreservedly 
guaranteed. The super-quality, highly 
resilient rubber of which they are made is 
warranted against hardening for FIVE 
YEARS. That's good will insurance. 


4 PEERLESS manufacturers the only com- 
plete line sold through dealers. There are 
rubber keys in all colors for typewriters, 
adding, billing, computing and register 
machines; also a full = of knobs, twirler 
rings, rubber cushion feet, typewriter pads 
and other allied items. 


5 PEERLESS is continually referring con- 


sumer inquiries to the dealer. Your busi- = 3 > 
ness is safe with Peerless ar = . a aed 
—— = + Sas 


With all the odds on Peerless Keys it will pay you to back 
them exclusively. And—we have a brand new dealer help 
that sells keys faster than anything before devised. Write 
for details NOW. 


They Like Royals in the South.This delivery of Royal type- 
writers was recently made to the Pelican State Business College 
in Lake Charles, La. 


a 


HUFFMAN COMPANY MOVES 
PEERLESS KEY CO... INC. Affording approximately 3,500 square feet of space, 
which will be used for a display room and shop, new 
Manufacturers of the only complete line quarters have been taken by the Huffman Typewriter 
of rubber keys sold through dealers. Company at 206 South Main street, Aberdeen, S. D. The 
‘ENE FICE & FAC r company, which was formerly located at 18 Third ave- 
ces me om - eas nue, S.E., is distributor for L. C. Smith & Corona type- 
‘ ulberry St. ae. oue, we writers, A. B. Dick Company Mimeographs and Edi- 


New York: 176 Fulton St. Chicago: 19 So. Wells St. | Phones. 
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Point of View Alone 
Makes Pen Profits BIG or smalt 


[Ti is a serious mistake to regard the pen 
department as “just one more depart- 
tle. for it is being proven today, times 
without number, that when properly sold, 
pens yield more profit and build more store 
traffic than almost any other merchandise. 


Sheaffer is ready to prove that large pen 
profits are entirely a matter of the mer- 
chant’s willingness to adopt wholehearted- 
ly the easy, practical Sheaffer display and 
sales methods. 


Highlighting such plans are: (1) The proven trade-up 
system and good-will builder, Sheaffer’s “‘Higher Unit 
Plan,’’ (2) Sheaffer’s sales-incentive, the “‘Profit-Sharing 
Pian,’’ (3) the simple and powerful ‘‘7’’ sales idea, also 
featured in Sheaffer’s four-color national advertising, 
(4) the strong selling aid embodied in Sheaffer’s scien- 
tifically correct displays, counters, mats, etc., (5) Sheaf- 
fer’s Servisette and Pen Inspection Plan, one of the most 
amazingly profitable pen sales and store traffic builders 
ever introduced. 


If you want the peak profits which surely 
can be made on pens, Sheaffer will be de- 
lighted to give you every assistance. The 
way to begin is to write the Head Office. 
W. A. SHEAFFER PEN COMPANY, FORT 
MADISON, IOWA, U. S. A. 


SHEAFFER'S 
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Another Opportune Selling 


FOR THE GF 





4 Inches 


MORE CAPACITY THE 
WORKING 
PER DRAWER ORKID 





FULL 26 FILING CAPACITY 


4agle Spread Frovide rrect Working pace 


PLUS -visSiBILITy 
ACCESSIBILITY 
COMPRESSION 


The only Five-Drawer Cabinet of 57-inch 
height having the advantages of bottom 


4 8s % anchored, roll-bearing guides. 


Greater Capacity than Four- 
Drawer Rigid-Front Files 


Because the Super-Filer swing-drawer front 


adds working space to the drawer each time 








it is opened, the entire clear depth of the 














drawer is filing capacity —26 inches per 





drawer. In contrast, rigid-front drawers lose 





as much as four inches per drawer to work- 
ing space, leaving only 22 inches per drawer 
for actual filing capacity. Thus, a Five- 
Drawer Super-Filer of 28-inch outside depth 
has a filing capacity of 130 inches in con- 
trast to 88 inches only for the four-drawer 


rigid-front cabinet of same outside depth — 





a gain of 48°. 





RET LAE me 
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Advantage 


DEALER 


DRAWER 
SUPER-FILER 


SUPER-GRADE FILING AT 
COMMERCIAL-GRADE COSTS 


Acain GF places its selling forces in a position of 
advantage by providing merchandise co-ordinated 
with the times. Again GF meets the opportunity 
with equipment appropriate to the occasion. In- 
creased business activity in all lines means increased 
records of every description. New legislation has 
multiplied record-keeping manyfold. Increased 
record-keeping means increased record-filing. Al- 
ready those business houses which a few years ago 
found it necessary to economize on floor space to 
reduce overhead are beginning to feel the pinch of 
inadequate quarters to handle the larger volume of 
business. GF places in the hands of its dealers equip- 
ment to meet the new emergency. The new Five- 
Drawer Super-Filer makes it possible for filing 
departments to increase filing capacity 48% with- 
out increasing floor space, because the Five-Drawer 
Super-Filer provides very nearly the capacity of six 
rigid-front file drawers in place of the usual four. 

The amazing thing to prospects is that this 48% 
increased capacity is gained with only a 44-inch in- 
crease in cabinet height while convenience, ease of 
operation, speed of filing and finding, and record 
protection, are also increased. Many believe that 
the Five-Drawer Super-Filer is destined to displace 
the four-drawer filing cabinet in popularity, as it 
possesses all the essential advantages of the four- 
drawer cabinet, while providing superior service at 
a cost per filing-inch no greater than that of second- 


grade four-drawer files. 


Sa 


<< 
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Super-Filer is 
made in Letter, Cap, 
Tariff, Ledger and Document 
sizes in the five-drawer height and in all commercial sizes 
in the four-drawer and three-drawer heights. Also in Letter 
and Cap sizes in two-drawer height. 


SAVES 333% 


IN FLOOR-SPACE COSTS 


GREATER CONVENIENCE ¢ FASTER 
FILING e BETTER PROTECTION 


————— 


ty 








THE GENERAL FIREPROOFING COMPANY, YOUNGSTOWN, OHIO 
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LOOK! 
PROFITS! 





Here’s the finest, fastest-moving portable adding 
machine at a popular price that ever gladdened a 
dealer’s heart and fattened his purse-—-THE MON- 
ARCH PORTABLE ADDER. Entirely in a class by 
itself for complete Dealer and Customer satisfac- 
tion. Did you see what enthusiastic dealers said 
about it in last month’s Office Appliances? 


And of Course 


The MONARCH PORTABLE TYPEWRITERS—a 
complete line for every purse and purpose. And for 
standards—the PREMIER FACTORY REBUILT 
REMINGTON NOISELESS AND “12.” 


For United States distribution only. 
Get the facts—and the PROFITS. 
MAIL TODAY! 


American Writing Machine Co. 
374 Broadway. New York, N. Y. 


Send me at once, profit fects about: Ee 
| Monarch Portable Adder 
€ Monarch Portable Typewriters 
) Premier Factory Rebuilts 
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PASSED AWAY 


MARY E. ORR 


Funeral services were held last month for Miss Mary 
E. Orr, whose death on Friday, January 24, brought an 
end to a brilliant career of forty-seven years with 
Remington Rand, Inc. Miss Orr’s passing was referred 
to in this February issue on page 127. 

The last rites were conducted from the Harlem-New 
York Presbyterian church on Monday, January 27, with 

















The Late Mary E. Orr 


three ministers in attendance. They were Dr. Duncan 
K. McMillan and Dr. Frederick N. Evans, former 
pastors, and the Rev. Ralph Key, present pastor of the 
church in which Miss Orr conducted a women’s bible 
class for many years. 

Miss Orr began her business career in 1889 as a steno- 
grapher after she had attained considerable reputation 
as a typist of exceptional speed and skill. At the time 
of her death she was confidential secretary to John 
A. Zellers, vice president of Remington Rand, Inc. 

It was Miss Orr’s proud boast that she had served as 
a confidential secretary to executives through three 
successive administrations. The peak of her career was 
reached, however, when she was appointed acting 
treasurer and director of the company in 1907. 

In 1912 she resigned as a director in common with 
other directors, in view of the reorganization of the 
company. At that time Miss Orr was private secretary 
to President J. W. Earle, who resigned the presidency 
in 1915. 

Following the death of her mother Miss Orr lived 
with a friend, Miss Lottie L. Scheu. Surviving are twc 
nephews, Russell A. Orr, Westport, Conn., and Horace 
Goodrich, Miami, Fla. 

H. A. STEENBERG 


Failing to recover from the effects of an operation 
which followed a lengthy illness, Hjalmar A. Steenberg, 
manager of the Remington Typewriter Company AB., 
Stockholm, Sweden, died on December 17. 

Mr. Steenberg, who was born in England sixty-three 


| years ago, had spent thirty-three years in the employ 
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Why Not Use BOTH Barrels? 


There is no closed season on LIBERTY Storage Boxes. Selling sizes 11, 12 and 13 
will land many good orders. Emphasizing all 22 standard sizes will go far towards 
doubling your business. 


“How come you send us good business in December 
and January and hardly any in March and April?” 
—we asked a LIBERTY dealer the other day. 
“What's the use of trying to’sell LIBERTY Boxes in 
the off season?” he countered. To us, who know that 
there are hundreds of LIBERTY dealers whose busi- 
ness in LIBERTY Boxes remains excellent every 
month in the year, the answer seemed bizarre. 


“What about banks?” we asked. “Don't they do 
their storage filing regularly 
and systematically, every 
month?” He thought a mo- 
ment and admitted it was so. 
“And what about public uiili- 
ties? City, county, state and 
National offices?” Yes, and 
stores. Aren't they doing stor- 
age filing every week — at 





least every month?” From investigations, we have 
found that every one of these types of LIBERTY users 
has oceans of records to storage file continuously. In 
fact, in every type of business office, some kinds of 
records are continually being put into storage. New 
accounts also can always be opened. That's how 
these other LIBERTY dealers keep their sales and 
profits from LIBERTY Boxes rising steadily. 

He looked quizzical at us a moment. “You win,” he 
said. “From now on, look for 
growing LIBERTY business 
from this organization.” 

There are two important ways 
to get LIBERTY Business. Open 
new accounts is one. Sell all 
22 standard sizes to your pres- 
ent LIBERTY users. You will 
be surprised how sales will 
grow. 


Stationers who received the LIBERTY Box Selling Helps sent out recently can make good use of them. Any dealer or 
salesman who has not received such sales helps, sent without charge, is invited to write to us direct. Helps are avail- 
able on boxes, permanent binders and string binders. 


BANKERS BOX COMPANY 


ESTABLISHED 1918 


536-538 SOUTH CLARK STREET....CHICAGO, 


LIBERTY Permanent Binders, for binding loose leaf 


: AL records in book form, users doing their own binding in 
ey Sa ~=Csotheir own offices, have a wide appeal. Interested dealers 
SS Se ppe 


are invited to write for information. 


ILLINOIS 
y LIBERTY String Binders are unequalled for 
_ packaging almost any kind of records. Bet- 
‘ "> ter than wires, straps, rubber bands. This 
A is a live item. Wo stock to carry. Ask for 

a“ particulars. 
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Jasper Chair Company 
Leather Upholstered Chairs 
in Big Demand for 

Executive Office Furniture 


First quality upholstery and construction get 
the attention that the genuine always attracts. 
Interesting designs and value-giving prices com- 
plete the recommendation. 


Our new catalog illustrates a line of wide variety 

Solid American Walnut chairs upholstered in 
genuine Dixie, Eagle grain, vealskin, corrected 
top grain, Moorish 
grain and full top 
grain leathers, in col- 
ors as desired. Collier- Sue 
Keyworth Co. latest 





improved irons are YASPER. Ine 


used by usexclusively. 


Also, we show a great 
group of wood office 
chairs, posture chairs 
and chairs for library, 
school and courtroom. 


The Dealer’s 
Opportunity 


Just a minimum showing 
willconvince you of the de- 
mand. Get our new catalog, make your selection and 
send your order—get your share of the business resulting 
from distribution of these fine chairs. 


Jasper Chair Company 
JASPER, INDIANA 


REPRESENTATIVES: 
Geo. A. Litchfield, Sales Manager. 
R. J. Freeman (Eastern), 505 Fifth Ave., New York, N. Y. 
James S. Fowls (Southern), 3414 Euclid Heights Blvd., Cleveland, Ohio. 
E. W. Thomas (Southwest). Daytona Beach, Fla. 
S. H. MacDonald (West), 521 Lloyd Bidg., Seattle, Wash. 
WwW. H. Brown (Chicago & Midwest), 6708 Glenwood Ave., Chicago (Phone 
ROGers Park 3644). 
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of Remington Rand and its predecessor companies. In 
1903, as a member of the firm of Sandgreen and Steen- | 
berg, Mr. Steenberg undertook the introduction of the 
Smith Premier typewriter in Russia and settled in that | 
country. His firm took over the Moscow territory which | 
included the whole South and East of European and | 
Asiatic Russia. Two years later an office was opened 
in St. Petersburg to handle the northern and western 
territory in Poland and the Baltic provinces. 
Although typewriters were not in general use in those 
days and in Russia were more or less restricted to use 
of the government, the partners built up a good busi- 
ness and prospered until 1917, when the revolution 
brought about confiscation of stocks and abolition of 
private trading. Mr. Steenberg went to Vladivostok, 
where he managed to liquidate considerable stock and 
succeed in importing machines via the Pacific. | 
In 1920 he returned to England and was appointed | 
general manager for Great Britain and Ireland by the | 
Smith Premier Typewriter Company in 1924. Three 
years later he was appointed to the post which he held | 
at the time of his death. 
Mr. Steenberg is survived by two sons born in Rus- | 
sia. Under the Soviet regime neither of the sons have 
been permitted to leave Russia. Both have been im- 
prisoned twice and twice interned in a camp on the} 
White Sea for three year periods. Mr. Steenberg also | 
leaves a widow, Julie, two sisters and a grandson. | 
W. LEE COLEMAN, JR. | 
A heart attack took away W. Lee Coleman, Jr., forty- 
one years old, president and manager of E. L. White | 
& Company, Fort Worth, Texas, in January. | 
Mr. Coleman had been manager of the business since | 
the passing of his father-in-law, E. L. White, who died | 
in 1920. Mr. Coleman was a native of Fort Worth and | 
educated in the public schools. He was a graduate of 
the Texas A. & M. college, in the engineering course. 
He was active in college sports and was known as} 
“Fannie Coleman.” 
Mr. Coleman “joined up” for the world war, and on | 
his return from service became a salesman for the | 
National Supply Company. Later he joined the E. L. | 
White Company. 
Surviving are his widow, his parents, Mr. and Mrs. 
W. L. Coleman, Sr., Dallas, and a sister, Mrs. Florence 
Coolidge, Dallas. 








| 


JOHN E. MEYER 


John E. Meyer, who passed way in January, was a/| 
stationer and printer in the Times Square district, New 
York, many years. He succumbed at a local hospital | 
at the age of sixty-four. A Masonic service was held 
at the late residence before interment in the Lutheran 
Cemetery. Surviving is his widow, Hedwig Thomason 
Meyer. 

mH oo 
J. R. JUSTICE 

James Robert Justice, a pioneer stationer of Seattle, 
Wash., who later became a newspaper columnist, died | 
in that city in January following a brief illness. He 
was seventy-two years of age. 

Born in North Carolina and educated there, Mr. Jus- 
tice married Miss Nora Norwood in 1889, and in 1900 
went to Seattle, where he opened a small stationery 
store at the corner of Second and Madison streets, now 
one of the most prominent intersections of the down- 
town business district. 

His little stationery enterprise grew and expanded 
for thirteen years, when Mr. Justice sold out and it was | 
absorbed by Lowman & Hanford, at the present time ' 








We all want Money for pretty much the 
same reason—to get things in life we 
need and want. 


The House of A. W. Faber has prospered 
for many years—because it has always 
produced quality merchandise that the 
public wants. A. W. Faber Dealers 
have always prospered selling this 
merchandise. 


A. W. Faber Dealers are now earning 


| generous profits selling our famous 5c 


COLUMBUS Pencil. First, because it is 
far and away the best writing nickel 
pencil on the market. Second, because 
our policy of awarding protected dealer- 


| ship insures profected profits, free from 


abuse of cut-throat competition. It pays 
to be a COLUMBUS Dealer. It pays a 
rich harvest of nickels and dollars. 
Franchises are available in your terri- 
tory. Write for full information. 


Need we remind you that 
A. W. Faber also sponsors 
the world-famous “Castell” 
Drawing Pencil and Draw- 
ing Materials? 


AW 
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Order now from 
A. W. FABER. Inc. Newark, N. J. 
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“As handsome in performance as in appearance” 


CELLUGRAF 


Graffco’s Famous 


SIGNALS 


for all Visible Records 


Known to executives, dealers, and visible 
equipment manufacturers as the signals 
which bring visible record systems to the 
peak of usefulness and efficiency. They're 
the only celluloid signals suitable for all 
types of visible records. Readily applied, 
adjusted, or removed . . . but held firmly 
in position by an inner steel spring. 





New! 


At the left is 
seen the new 
Series 81 Signal, 
only % in. wide, 
and specially 
suited to visible 
forms where 
signalling space 
is at a pre- 
mium. Affords 
complete visi- 
bility. 














Like the Series 81, the Series 80 is of 
transparent celluloid, giving full visi- 
bility to all data. Available in six 
handsome colors. 5% in. wide. 

Series 90 and 92 are made of opaque 
celluloid and have matte surface for 
pen or pencil notations. These numbers 
come in four pastel shades. 54 and 4 
in. wide. 





No steel signal can do the work of CELLUGRAF— 
but Graffco V1Z Signals provide a complete line for 
those who must for any reason use steel signals. 








Dealers are urged lo wrile us for samples and 
full details concerning these outstanding 
CELLUGRAF SIGNALS. 


GEORGE B. GRAFF COMPANY 
64 Washburn Avenue Cambridge, Mass. 
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one of the largest stationery organizations in the Puget 
Sound metropolis. 

With a rich fund of business experience at his com- 
mand, Mr. Justice joined the Seattle Star and became 
a feature writer. In recent years he widened his circle 
of friends and influence through his comments in a 
column headed “As It Seems to J. R. Justice.” And 
ardent churchworker, he was an elder in the Westmin- 
ster Presbyterian church, where his funeral services 
were held. 

Besides the widow, Mr. Justice is survived by two 
nieces and two nephews.—CML 

- 
CARL SCHLUNS 

Biiro-Bedarf Rundschau chronicled the passing of 
Carl Schliins, director of the Mercedes-Werke, who was 
active in that organization twenty-eight years. His 
was a creative mind, and his organization showed the 
impress of his inventive faculties in many directions. 
Mr. Schliins passed away unexpectedly January 2. 

le le le 
GEORGE SHORT 

George Short, for many years Underwood representa- 
tive at Phoenix, Ariz., died suddenly on New Year’s 
Day. He began his career with the Remington Type- 
writer Company, later going with the Underwood. He 
had spent twenty-five years in the typewriter business 
and was widely known and highly respected in the 
Southwestern territory. 

—__—_——_ 
GOOD MARKETS IN THE HOME 
With the average housewife of today a graduate of 
the “marts of trade,” and the modern kitchen of this 
era conducted as a miniature office, the average home 
is a good market for all manner of office equipment. 

Today’s housewife has come to rely more and more 
or gadgets; card indexes, recipe cabinets which re- 
semble the familiar filing cabinet, memo pads and 
transfer boxes. Some kitchens even have portable type- 
writers and telephones installed as part of the twen- 
tieth century mode of purchasing and preparing food. 

Household bills, doctors’ bills, statements, PTA no- 
tices, account books, receipts and recipes as well as 
other special data are nowadays all filed away and 
kept. And occasionally even a check protector is dis- 
covered as part of the equipment of a modern kitchen. 

More than ever is the kitchen an office-kitchen where 
often a unit of sectional bookcase takes the place of a 
shelf and holds many books on the culinary art. And 
the 1936 model housewife has learned that she can 
gauge her expenses and, what is just as important, her 
economies. 

These housekeepers represent quite a market today. 
They know that the “hit or miss” haphazard method 
of keeping home records is past and they know, too, 
that budgets or dollars that must be stretched find 
ample “stretching machines” in better office records.— 
CML 

—————__—. 
I.B.M. ATLANTA BRANCH MOVES 

A ten-year lease has been taken by the International 
Business Machines Corporation on a new building be- 
ing constructed by the Luckie Operating Company at 
293 Peachtree street, Atlanta, Ga. The building is of 
brick, one story high, and has a frontage of seventy 
feet on Peachtree street and a depth of ninety feet. It 
will be occupied early this month. An aggregate rental 
of $33,500 will be paid by the company for the building 
which is in the heart of the Atlanta business district. 
—JHR 
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MY BUSINESS jg DIFFERENT! 
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Yes, every business is different, 
but they all have offices. They all 
need desks, they need files, they 
need safes, and very likely they need 
shelving or storage cabinets, too, 
and Art Metal is the line that enables 
you to offer the RIGHT desk, file, safe or 
cabinet for every business. 1936 will reward the 
office equipment dealer and salesman who 
help their customers get better results 
from their offices. They need better 
equipment to do it. Art Metal will 
help you get your share of this in- 
creasing business. Write for 
information on your territory 
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THE ART METAL LINE ... Fire Safes . . . Storage Cabinets . . . 
Desks ... Shelving ... Plan Files .. . Horizontal Sectional Files . . . 
Upright Unit Files . . . Counter Height Files . . . Postindex Visible Files. 





ART METAL CONSTRUCTION COMPANY 


AGENCY DIVISION e JAMESTOWN, N. Y. 
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BALANCED ACTION CHAIR IRONS 








A RUBBER CUSHION OFFICE CHAIR IRON 
ABSOLUTELY NEW — SUPERIOR — SATISFACTORY 





866 


PATENTED 


We present fo the trade a rubber cushion iron with special features that make it a 
superior fixture for high grade office chairs. It is simple in principle and free 


from complicated mechanical details. 


All pressed steel construction, with tempered rubber cushion and ball bearings, 
guarantees an iron of smooth action and recovery, with perfect balance—noise- 
less, as squeaks are impossible—lubrication unnecessary—easy and positive height 
adjustment. 

Nearly twenty years of experience in building chair irons has enabled us to pro- 
duce this new rubber cushion iron that both manufacturer and customer will find 
most pleasing and satisfactory. 

We do not claim that this or any other rubber cushion chair iron will displace 
those with steel springs, but we do claim that we have perfected a Balanced Ac- 
tion Rubber Cushion Chair Iron that is the finest made. 





COLLIER-KEYWORTH COMPANY 
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BALANCED ACTION CHAIR IRONS 













HIGH GRADE CHAIR IRON 


Designed for smooth action and long 

service—Heavy pressed steel construction 

throughout—Easy height adjustment with 
positive lock. 
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HIGHEST GRADE 
CHAIR IRON 
Designed specially for high grade 
chairs — Side bar adjustment — 


Ball bearing—Heavy pressed steel 


construction—No castings. 
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A COMPLETE LINE OF OFFICE — TYPEWRITER — STOOL 
AND JUVENILE IRONS. 


CATALOGUE ON REQUEST 


COLLIER-KEYWORTH COMPANY 
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FOR CUSTOMERS — 
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ONT 


INVENTORY__@_ 
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Ever Y stationer has 

hundreds of customers who ought to be 
using more binders but who won't . . . 
Because they think, and perhaps right- 
ly, that post binders are too expensive 


for many uses. 


ACCO “B F,” “B D” and “B G” 
binders, made up of inexpensive red, 
gray and black pressboard with Acco 
Fasteners, turn these tough customers 


into enthusiastic buyers 
Sell ACCO TWO PIECE COVERS for 
all loose-leaf active and inactive records: 
For 
PRICE BOOKS 
INVOICES 
PURCHASE ORDERS 
INVENTORIES 
SALES SHEETS 


ACCOUNTANTS’ WORK 
SHEETS 


CATALOGS 
SALES MANUALS 
BILLS OF LADING 


and countless other standard 
forms. Write us today for invit- 
ing particulars on these popular, 
volume selling items. 


ACCO 


PRODUCTS, inc. 
Long Island City, N. Y. 


ENGLAND 
Acco Co., Ltd. 
London 


CANADA 
Acco Canadian, Ltd 
Toronto 
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NORTHWEST TRAVELERS NOTES 





By A. J. Nordstrom, Correspondent 





Fred Schaefer, genial representative of the Sanford 
Manufacturing Company, has resigned as conductor of 
this column and his work has been taken over by me. 
Fred’s work was fine and his column sparkled. In tak- 
ing over your new correspondent craves the indulgence 
and patience of readers. 

> > 7 

The month of January was set aside as “President’s 
Month” by Edd Dawson, sales manager of Koch Broth- 
ers, Des Moines, Iowa, in honor of William Koch, presi- 
dent, and B. J. Bristoll, vice president of the firm. The 
celebration opened with a banquet on December 28 at- 
tended by the entire force of Koch Bros., and repre- 
sentatives of leading manufacturers in the industry. 
At the dinner Mr. Dawson promised Mr. Koch and Mr. 
Bristoll that their sales staff would turn in the largest 
volume of business in the history of the company—and 
they did it! The boys have promised a banner year for 
1936 and, knowing Edd Dawson as I do—it’s in the bag! 

> > . 

Keith Thompson, proprietor of the Minot Stationery 
Company, Minot, N. D., joined the great fraternity of 
married men on January 21. We were not given the 
maiden name of the bride which accounts for the 
absence of it here. We will have to warn travelers to be 
more specific for the records in future reports. 

*>- * * 

Bill Zoeckler, Zoecklers, Davenport, has been confined 
to his home by illness. Again details are missing, so 
when you travelers turn in news items please don’t for- 
get the details. They help. 

7 + . 

The Minneapolis stationers held their annual frolic 
in the Lowry hotel, St. Paul, on Saturday, January 25. 
Credit for the success of the event should go in full to 
the untiring efforts of the committee, Ed. Hansen, Art 
Grayston, Sterley Jerue and Herb Fall. The boys from 
Iowa were there in all their glory—Cliff Cody, Dubuque; 
Joe Popple, district governor, and B. J. Bristoll, national 
president, all of whom delivered fine addresses. 

7” - . 

P.S.—Fellow travelers, please send your news items to 
me at my home, 3205 Forty-sixth Avenue, South, Min- 
neapolis, Minn., and maybe I can prevail on my better 


half to forward them to me wherever I may be. 
—__>——_——_ 


Homer Sheets, formerly with Wilson-Jones, is now 
representing Wahl Eversharp in Tennessee, Georgia 
and Alabama and genial Vic Riley says he is doing a 
splendid job. Homer’s old friends in the Northwest 
are pulling for him. 

* 7 7 

Karl Kaufman, formerly with National Fiberstok is 

now with the Jaclin Stationery Company. 
* * * 

Art Pfister, Smead Manufacturing Company, has 
moved to Texas where he is doing an excellent job for 
his company. Dick Perrin has taken over Art’s old 
territory in Western Minnesota and the Dakotas. 

* * 7 

Gordon Engelen, who once sold for the Boyesons 
Stationery Company, St. Paul, is now Smeadselling in 
Ohio, Michigan and Indiana. 

* 7 . 

Jack McWilliams, formerly with Carters Ink, is very 
happy in his new job with Wahl Eversharp covering 
Iowa. 
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No. 5111-W No. 5111 'o-W 


Code—Balk 


Code— Bake 
Width at front of seat 17°; inches 
Height of back from seat 16'5 inches 
Depth of seat 16 inches 





Width at front of seat 17% inches 
Height of back from seat 16 '4 inches 
Depth of seat 16 inches 


Note the smooth rounded edges of these sturdy, good looking chairs. NO 










sharp edges to sliver and catch on clothing. Built for years of service. Par- 
ticularly adapted for corporation use. Front edges of revolving chairs sup- 
plied with rubber bumpers to protect your costly desk, and EQUIPPED 
WITH THE NEW “CK” RUBBER COMPRESSION CHAIR MECHANISM 
FULLY DESCRIBED on page 76. 


We invite your most 
rigid inspection. 











In stock now for 
prompt shipment in 
Oak, Birch or solid 
Walnut. 


Sold through dealers 
only. Responsible 
dealer accounts 
solicited. 














THE 
MARBLE & SHATTUCK 
CHAIR CO. 


Factory and Show Room 


at 













No. 5113-W CLEVELAND, OHIO 5113 )4-W 
Code—Ballot Code—Barb 
Width between arms 19% inches Width between arms 1914 inches 
Height of back from seat 1614 inches Height of back from seat 164 inches 


Depth of seat 18 '>¢ inches Depth of seat 18)4 inches 





Many a Home and 
Of fice in need of 
CERTIFIED 
PROTECTION 


\ Like this! 
\ 


VICTOR 


TREASURE CHEST 


with removable 





utility tray 


Here's the big selling 
point: the Treasure Chest 
provides a safeguard for 
records, policies, docu- 
ments and heirlooms and 
other valuables that insurance cannot cover. And one thrifty 
investment gives years of reliable protection. 


Built with the same care and thoroughness as a big safe, the 
Victor Treasure Chest is tested and certified to protect paper 
contents for one full hour in severe fire—reaching 1700° F. 


Treasure Chests sell easily from window or counter display. 
Attractive counter display card—envelope stuffers—furnished 
free. Frequent repeat orders from many dealers prove sales 
appeal. Homes, businesses, executives and professional men 
—all live prospects. Secure attractive profits for your busi- 
ness now. Write for complete prices and dealer discounts: 
Victor Safe & Equipment Co., Inc., North Tonawanda, N. Y. 


VICTOR 
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GIRL WINS CONTEST WITH ROYAL 
After studying typewriting for only sixty school days 
at the Blackwood-Davis Business College, Oklahoma 
City, Okla., Miss Margaret Parr, a young student who 
uses a Royal typewriter, recently won a sixty-word gold 








Miss Margaret Parr 


typing emblem in a speed and accuracy test on straight 
copy. The contest was staged by C. I. Blackwood, head 
of the school, who presented Miss Parr with the award. 

“Miss Parr’s remarkable advance may be attributed 
to a fine native ability and training in music,” Mr. 
Blackwood said. “She is a graduate of the Oklahoma 
A. & M. College, Stillwater, where she majored in both 
piano and pipe organ, thereby becoming very proficient 
with her hands. She readily transferred this training 
to the typing field.” 

Miss Parr, whose record in shorthand is almost as 
good as in typewriting, has used a Royal exclusively in 
her work. She declared her preference hinges on the 
fact that her father, J. O. Parr, Oklahoma City archi- 
tect, is another Royal exclusive user—EVH 

—\—_—_—__ 
“THE DOORWAY TO SATISFACTORY SERVICE” 


A fine example of intelligent institutional advertis- 
ing was recently issued by the Standard Printing & 
Publishing Company, Huntington, W. Va., in the form 
of a forty-six page book. 

The new book is “Wire-O” bound in an impressive 
cover on which is depicted the huge doorway of the 
company plant. Above and below the drawing appear 
the words: “The Doorway to Satisfactory Service.” 
On one of the first inside pages appears a foreword set- 
ting forth the firm’s steudy advance and ends with the 
signatures of Herman P. Dean, president-treasurer; 
Donald L. Boyd, vice president and general manager, 
and William W. McCue, secretary. 

Other pages are devoted to pictures of actual scenes 
inside the big plant while printed matter fully describes 
shipping, skilled craftmen, equipment, trade con- 
nections, records, costing, and “Everything for the 
Office.” A two-page spread is devoted to each subject, 
the left hand page carrying a type exposition and the 
right hand page appropriate illustrations. 

Each copy of the book was preceded in the mails 
by mailings announcing the later arrival of the book 
itself. It is an example of effective handling of effective 
advertising. 

—— an 
PAGE HOME FROM WASHINGTON TRIP 


Clarence E. Page, head of Clarence E. Page, Inc., an 
office supply firm of Oklahoma City, last month re- 
turned home from an extended visit in Washington, 
D. C.—EVH 
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A\nnouncine THE NEW 
STANDARD B & P ZIPPER LINE 
OF RING BOOKS 


for commercial and School use 


~~ Liplock 


6 DIFFERENT STYLES 


DEALERS! 
Send for List of 
New Ziplock 
Line NOW! 

















BOORUM & PEASE CO. 
P.O. Box 272, City Hall Station, New York City 
349 Broadway 84 Hudson Ave. 
New York City Brooklyn, N. Y. 

29 Otis Street 212-214 So. 7th St. 
Boston, Mass. St. Louis, Mo. 


538 So. Wells St., Chicago, Ill. 
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that means 
EXTRA PROFITS IN 


Mak-ur-own 


ALL TRANSPARENT 
IN DE X TABS 


Two mighty sound reasons have put Mak-ur-own 
Index Tabs on the top of the heap. First: they are 
the highest quality and handiest indexing tabs on the 
market. Secondly: they are the only tabs backed by 
persistent and nationwide advertising “punch” that 
hits 10 million pairs of eyes every month. 


New customers by the thousands are calling for 
Mak-ur-own All Transparent Tabs—and once they 
try Mak-ur-own you've started a long chain of repeat 


business. 


It’s your own job to keep a complete stock of 
Mak-ur-own on hand... the six inch blank strips... 
shield tabs... printed insert tabs—all in seven colors. 


Cut yourself in on the profitable Mak-ur-own 
business that’s growing by leaps and bounds. Write 
for samples and complete information. Victor Safe & 
Equipment Co., Inc., North Tonawanda, N. Y. 


L_4/§* 
<- ey 


“VICTOR 
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PACIFIC NORTHWEST NEWS NOTES 

From his fountain pen Headquarters on the Sprague 
avenue floor of the John W. Graham & Company sta- 
tionery store of Spokane, Graham’s “Pen Doctor” has 
been spreading his healing art. The noted “M.D.” who 
cures every ailment in fountain-pen patients renders 
a thorough diagnosis and treatment in special cases, 
but is also prepared for first-aid. A “Free Consultation 
Week” was staged late in January and scientific probes 
were made with his “stethoscope” for high ink pressure 
and other ailments. In his big laboratory and operat- 
ing room, he is equipped with all artificial “limbs” for 
all kinds of nationally-advertised fountain pens. So 
from every angle Graham’s Pen Doctor is a highly 
qualified and skilled surgeon. 

. . * 

The Olympicans, Inc., of which G. I. Griffith at Olym- 
pia, Wash., is president, will try a national stationery 
campaign of community advertising. This is the new- 
est wrinkle in community advertising, which is so pop- 
ular in the scenic-cities of the Coast. These Olympicans, 
formed as a booster body of leading business men of 
Western Washington, will have hundreds of thousands 
of letter-heads and other stationery printed, with at- 
tractive photographic cuts of beauty spots in the Olym- 
pic mountains, which will be used by other business 
men and private individuals purchasing the stationery 
to write letters to friends in the East. The Olympicans 
expect to raise a crop of 100,000 Eastern tourists this 
summer by the big stationery campaign this Spring. 

* = ~ 

New honors have been bestowed upon Thomas M. 
Pelly, president and general manager of Lowman & 
Hanford Company of Seattle, who has been rapidly 
forging to the front, to reach the Presidency of this 


| large pioneer stationery and office equipment house of 


Puget Sound. Newest recognition of the broad business 
ability and stability of this native Seattlite is in his 
selection as a new director of the Seattle Trust and 
Savings Bank, one of the leading financial institutions 
of the Pacific Northwest. Mr. Pelly, as an active par- 
ticipant in civic and business affairs, has become not 
only a leading stationer, but is recognized as one of 
the outstanding younger business executives of the 
Northwest. His other interests include active mem- 
bership in the Seattle Tennis Club, and the trustee 
board of the Prince William Sound Water Power, Light 
& Telephone Co. 
” * * 

A new stationery and printing corporation has been 
formed in Tacoma, Wash. This is the A-B-C Print- 
ers, Incorporated, with nominal capitalization of $1,000. 
Incorporators of this enterprise are C. H. Armstrong, 
J. H. Gonyea and T. M. Baker. Purpose of the new 
corporation is to deal in commercial stationery and 
office supplies as well as carry on the business of 
printers. 

» af a 

In order to stress its new wealth of stationery prod- 
ucts and large stationery department, Frederick & 
Nelson, Seattle unit of the Marshall Field organization, 
held an antique writing exhibit last month which drew 
a large attendance in the store’s auditorium. The 
antique stationer of a bygone era was well represented 
with Quills from gray goose feathers, or the raven. 
These were carefully made by hand. Ink was made 
by dissolving in water powder from the bark of swamp 
maples. Peculiarities included pounce boxes, which are 
collectors’ items, used for gumsandric powder, to pro- 
vide suitable writing surface on unsized paper. 

Blotting sand, quill pens, wafer cups and round rulers 
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The New SECURITY CATALOGUE 


will be ready for mailing March Ist, 1936 


It embraces a complete line—gauged to the present day demands of modern 


business. 
The eight individual booklets in one binder consist of: 


VERTICAL FILING EQUIPMENT 

SECTIONAL FILING EQUIPMENT 

STORAGE AND WARDROBE 

PERIOD PRESIDENTIAL DESKS AND TABLES 

STANDARD DESKS AND TABLES 

AVENEL LINE (MISCELLANEOUS) 

CONGRESSIONAL LIBRARY SHELVING 

SECURITY STORAGE SHELVING 
Write today for your copy and secure the complete story of our new products, 
and improvements in the various lines. You will find our Dealer Agency Policy 
particularly attractive. 

o 
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FILING EFFICIENCY 


on a small seale 





VICTOR 


UNIT verter Fiver 


has a “universal ayapeal 


A real filing cabinet designed for those “hun- 
dred and one” odd record-keeping jobs in the 
average home...faced by almost every salesman 


...encountered in every small office or shop. 


The Victor UNIT Letter Filer sells on sight— 
once you point out its convenience and “big 
file’ efficiency and economy. Attractive look- 
UNIT Filer 


permits of periodic expansion as filing needs 


ing, exceptionally strong, the 


grow: simply stack the second filer on top of 
the first and fasten together. 
UNIT 


Green enamel, or in Mahogany or Walnut 


Victor Letter Filers are available in 
grained finish; stamped bronze drawer pull 
and label holder (with celluloid “window” ); 


flat key lock optional. 


Victor's is the fastest selling UNIT filer. Cash 
in on this popularity. Victor Safe & Equip- 


ment Co., Inc., North Tonawanda, N. Y. 











VICTOR 
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of olden times contrasted strikingly against the modern 
typewriters, maze of colored writing papers with per- 
fect surfaces, and the amazing fountain pens which 
represent American manufacturing genius in today’s 
realm of the stationer. 


New department is being created by the J. K. Gill 
Company in Portland, Ore. The R. L. Beeman stage 
and theatre studio of Portland has been purchased by 
the large stationery house and equipment has been 
moved to its store. Motion picture admission tickets 
and stage and theatre equipment, will all be featured 
in this department. 


New honors have come to John B. Benson, pioneer 
Aberdeen (Wash.) stationer. In addition to operating 
his stationery store in the Gray’s Harbor center, he has 
been elected president of the Aberdeen Chamber of 
Commerce, succeeding Ransom Minkler. Leadership 
of commercial and civic affairs will therefore be in the 
hands of the experienced stationer during the ensuing 
year. 

* x fk 

Playlettes are broadcast in unique advertising and 
sales promotion of the John W. Graham & Company, 
of Spokane, which carries its entertaining program 
into thousands of homes. Plays are performed at the 
fireside of the listeners-in and are of such a nature as 
to create good will in large measure for the pioneer 
stationers of the Inland Empire. “A leaf from the Tree 
of Life” over KHQ was the recent thirteenth featured 
playlet especially written for the Graham stationery 
store by a Spokane radio artist and author, to provide 
maximum entertainment for fans and customers of 
the large store. 

+ * i 

Donald T. Nelson, manager of the going-ahead Port- 
land, Ore., office of the International Business Ma- 
chines Corporation, left late in January for an extended 
Eastern trip that will include visits to Hartford and 
Boston, where he previously resided before coming out 
to the Pacific Northwest area and developing hefty 
business for the International in Portland. He will 
also view the new campus of his own alma mater, Yale, 
at New London, Conn., and renew ties with his college 
days. He will return to Portland by way of the South, 
visiting friends in Alabama and Georgia. Mr. Nelson 
has made an enviable record in building new sales in 
the Portland region. Business throughout his area 
that consists not only of Oregon, but Southwest Wash- 
ington, doubled under his direction during 1935. 

A noted bookman and author himself as well as 
executive of the J. K. Gill Company, of Portland, Ore., 
Richard G. Montgomery has recently resumed his pop- 
ular book chats over KEX in Portland. This station 
has been noted for his weekly book discussions and 
reviews. In marking resumption of his feature, Mr. 
Montgomery interviewed Robert C. Johnson of Port- 
land, author of “John McLoughlin, Patriarch of the 
Northwest.” 

+ : ; 

Capitalized at $10,000, the Vancouver Book and Sta- 
tionery Company was formally incorporated at Van- 
couver, Wash., in February. Incorporators of this 
Vancouver business are Arliss Hefrin, L. R. Gurian and 
C. G. Schneider. 

o * * 

Jack Miller of Puyallup, Wash., has recently pur- 
chased the entire stock and fixtures of Gervais, and 
has moved his large stock of office supplies, stationery 
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NATIONAL OFFERS 
3 SIMPLE PLANS FOR 























BETTER PAYROLL TAX CONTROL 

















CONVENIENT - FLEXIBLE - INEXPENSIVE 


NATIONAL offers these three plans for recording information, the use of which will be required under 
State and Federal laws for unemployment and old age insurance. The choice of plan may be made ac- 
cording to the needs of the case. 


PLAN NO. 1 


Form V642—Summary of Time and Earnings. Form V662—Application and History. 


The Summary Plan—Simple, compact, inexpensive. May be added to present time-keeping and payroll 
systems without disturbing or altering the systems. 


PLAN NO. 2 


Form V942—Payroll and Summary. Form V662—Application and History. 


The Payroll and Summary Plan—Summarizes by individuals not only the facts necessary to proper reporting 
and figuring of tax, but the supplementary facts leading up to the final information. This plan replaces and 
extends present weekly payroll information. 


PLAN NO. 3 
Forms 7078CH-Weekly Payroll—7078CHS-Cut Sheet 


The Payroll Plan. This plan replaces present payroll systems, providing complete payroll information on 
a double page form. It may be combined with plan No. 1 or No. 2 or used alone. 


SEND FOR FOLDER PT1 WITH COMPLETE OUTFIT INFORMATION 
NATIONAL BLANK BOOK COMPANY 


EYE-EASE RECORDS—END-BOUND BLANK BOOKS 
ey STEEL HINGE RINGS BOOKS—BI-LOCK BINDERS RATIONAL 
NEW YORK HOLYOKE, MASS. CHICAGO 
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It WAS Thanksgiving Day in 1884 
when a young Chicago machinist set 
out to remedy man’s traditional imad- 
equacy in the face of figure work. His 
hope: a machine that would caleulate 
—without fatigue, without imaceura- 
cies, without limitations of memory or 
physical strength. The idea was not 
new. Attempts had been made as early 
but never had a 
practical machine been developed. 

Bravely this young man started to translate his ideas 
into a model. His materials were limited: a macaroni 
box from the grocer’s, skewers from the butcher’s, elastic 
bands for springs, and a jackeknife as his main tool. By 
January his wooden model was completed. Another year 
of improving and refining, and he produced a workable 
model in metal. This was the first “Comptometer,” and 





as the 10th century, 








The first “Comptometer” model — 
built in a wooden macaroni box. 
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the young inventor was Dorr E. Felt, 
who shortly was to organize the Felt & 
Tarrant Mfg. Co., in partnership with 
another Chicagoan, Robert Tarrant. 
Thus was born the first of all the 
modern multiple-order keyboard add- 
ing-caleulating machines, herald of 
@ mew era in accounting and figure 
work of all kinds. Today’s world- 
renowned “Comptometer,” 
to a new efficiency and for a vastly 
broader scope of service, is a perfected evolution of it. 
The wide use of the “Comptometer” and “Comptometer” 
methods—for fast, accurate handling of many different 
types of figure work, for simplifying and expediting man- 
agement control—is a direct development of Mr. Felt’s 
idea as originally embodied in a macaroni box. Felt & 
Tarrant Mfg. Co., 1727 North Paulina St., Chicago, IIl. 


developed 





STANDARD MODEL J “COMPTOMETER.” High-speed de- 
pendable machine with Controlled-Key safeguard forall figure work. 


Speedy, accurate, 


and simple to operate. Equipped with Controlled-Key safeguard. 


ELECTRIC MODEL K “COMPTOMETER.” 


COMPTOMETER 


Reg. U. 8. Pat. O 
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and school accessories to his store at 305 South Meri- 

dian street, Puyallup, Wash., where business firms are 

assured of enlarged stocks of merchandise -—CML 
es 

ROYAL MOVES E. S. MORSE TO BUFFALO 


Edison S. Morse, former assistant advertising man- 


ager for the Royal Typewriter Company, Inc., last 





Edison S. Morse 


month was appointed portable representative covering 


the Buffalo territory. 

Mr. Morse, who had a year’s selling experience in 
Detroit where he attained the Machine-A-Day Club, 
entered the home office in May, 1934, where he held 


the position of assistant advertising manager until his | 


recent transfer. 
—<g—___—_— 


BLOTTING BEAUTIFIES DISPLAYS 
Stationers who sell Wrenn blotting have recently 
discovered a new field of sales for a new type of em- 
bossed blotting paper. 


In recent months, according to “The Wrenn House,” | 


the interesting little journal published by the Wrenn 
Paper Company, Middletown, Ohio, the larger retail 
stores of America have commenced the use of Wrenn’s 
embossed blotting as a clever and attractive back- 
ground for window and showcase displays. This type 
of blotting is manufactured in twenty-one colors and 
has three patterns, Cadet, Mosaic and Basket Weave. 

Using these colors and motifs as a guide, it is pointed 
out stationers can demonstrate to the smaller retail 
merchant the various pleasant combinations which can 
be made by using one or more of the colors and pat- 
terns. The stationer can suggest how the blotting can 
be fitted to any decorative display scheme regardless 
of shape, size or style. 

A good sales argument on the side of the stationer 
is the fact that this material is ideal display back- 
ground due also to the fact that it is inexpensive. 

—___—_<g—_—_ 
OFFICE STATIONERY COMPANY CONTINUES 
EXPANSION 
The Office Stationery Company, 220 Bush street, San 





| 





Francisco, Calif., which recently began a systematic 
expansion due to a steady increase in business, last | 
month completed an enlarging of its greeting card | 


assortment, filing supplies and loose leaf line. 
At the same time it was reported by George B. Gera- 
moni, manager of the firm, that the company has also 


engaged an assistant and second assistant manager 


for the operation of the establishment. 
The new assistant manager is Thomas Klung, and 
his assistant is Thomas Flaherty. 


SERVICE 


When we speak of 
service, we mean not 
only the prompt filling 
of orders, but the high 
quality and wide va- 
riety of merchandise, 
supported by a well 
established reputation 


ey Ome ee Bue ee On <i Om ie Mw i olen’, 


for fair dealing. 


COLUMBIA STEEL EQUIPMENT CO. 


PHILADELPHIA 


Office and Showroom 


Si eels, EiSi:i3 Sem : sii eell te 
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UNITED STATES NAVY champion gun-crews, care- 
fully trained, have made remarkable records at tar- 
get practice. For consistent accuracy, their scores 
which are confidential) are said to be unexcelled. 
@ In the stencil duplication field every Niagara Dupli- 
cator is a champion of accuracy. There is no secret 
tbout Niagara performance. Controlled accuracy is 
built right into every model. Hair-line registration is 
ichieved by flexible front feed. Automatically every 
step in Niagraphing, from feeding to stacking, is a 


smooth, simple, efficient operation. @ The new AF4 
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AF4 Electric 
with Slip-Sheeter 


Niagara Duplicators present nine new important 
operating features in addition to those with which 
Niagara has already established leadership in the 
stencil duplicating field. These advanced features are 
bringing highly favorable comment from every dealer 
who has demonstrated this new Niagara model. @ 
We consider the AF4 model the finest standard stencil 
duplicator made today . . . both in performance and 
appearance .. . regardless of price .. . and we shall 
gladly respond to your inquiries with detailed infor- 


mation regarding it and all Niagara products. 


NIAGARA DUPLICATOR CO. 


5815 THIRD STREET © SAN FRANCISCO ¢ U.S.A. © CABLE "“NIADO” 
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CONSUMER HOUSE MAGAZINE OF ART METAL | @ Dealers everywhere know the 
AGENTS Shipman-Ward 100% rebuilt Un- 
The Office Economist, the consumer house magazine | derwood typewriter by its reputa- 
of Art Metal agents, enters its eighteenth year of con- | tion for mechanical perfection. 
secutive publication with a new and lively makeup. | In the face of a limited market. 
The magazine is closely identified with the local agent | we suggest that you take advan- 
in the title on the front cover, the imprint being | tage of this outstanding type- 
handled in such a way that it forms part of the title. | writer value and place your order 
For example, “The Office Economist of Baer’s of Can- | today. 
ton.” The agent is further advertised in a full page | JAMES P. WARD, Sr. 
advertisement bearing his signature on the inside Frestieat 







100% 
REBUILT 
UNDERWOODS 


The Acme of Perfection 
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Reduced Reproduction of Cover of a Recent 

Issue of The “Office Economist” Bearing the 

Imprint of The Office Supply Company, Water- 
bury, Conn. 


front cover and there is also a new, imprinted return 
card enclosure. 

The magazine is issued bi-monthly and maintains 
excellent local contact with buying executives and of- 
fice people through the lively reader interest. The table 
of contents of the January-February issue is typical, 
and includes: 


“How About a Five-Year Plan for Your Business?” by 
H. J. Kelly 

Putting Employees’ Suggestions to Work,” by A. L. White 
“Office Systems and Records for Wholesalers,” by J. H.| 
Mac Donald | 

Letteranalysis Building Better Letters by Finding 


Fault.’ tor C OTHER SHIPMAN-WARD SERVICES 

“Corridor Comments 
“M: Othe A ticles Full of Interest and Help for the Busi- od makes of aie +t Parts, Supplies, 
SC oention ae El Se ee eae Tools, Enameling, Nickel Plating, Weld- 


ness Executive or Employee ing, and Blue Ribbon Rough U nderwoods. 
The publication of The Office Economist is a joint 
merchandising effort of Art Metal and its agencies, the New 1936 De Luxe Platen 


agents controlling local distribution through their mail- 


ing list, and paying a small charge of three cents per 
name per issue, which is about half of the mailed cost. 

The Office Economist has been widely quoted in books 
and digests on office management, and is frequently 
mentioned in the bulletin of the American Manage- 
ment Association and has had recognition in such na- | 
tional publications as The Literary Digest. Its pub- | 
lication technique is frequently discussed editorially | SHIPMAN -WARD MFG. co. 
in advertising periodicals. | 

This information has been given us by Charles W. 4401 RAVENSWOOD AVE... CHICAGO 
Simpson, Art Metal manager of sales promotion, who | ; 
has edited the magazine since 1921. 


































MAJESTIC 
No. 74R 


« Aways in good taste these 

Majestic Executive Chairs are in 
constant demand. There is a 
solidity and firmness to these 
numbers which insures long 
and useful life. Rich leathers, 
select woods — and Majestic 
Craftsmanship a rare com- 
bination guaranteeing remark- 
able value always! 





MAJESTIC 
LOUNGE COMPANY 
INCORPORATED 


New York Showroom and 
Offices: 6 West 18th St, 
New York, N. Y 


Chicago Showroon 
1616 Merchandise Mart 


Factory 


Bridgeport 
Conn 


MAJESTIC No. 74 
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SHEAFFER CONSUMER ADVERTISING CAMPAIGN 
BEGINS 

Stressing the seven special features of the Sheaffer 
line of fountain pens, a campaign of advertising to the 
consumer was started last month by the W. A. Sheaffer 
Pen Company, Fort Madison, Iowa. 

Outlining the position of the company with regard 
to guarantee, design, visibility, filling operation, writing 
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ADD THEM UP AND 
GET PEN SATISFACTION 


eoge Sarp « op! 6 on - 
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SHEAFFER'S 
“eeSHEAFFER PENS . ALL COLORS . 2.25 TO CIGHTEEN DOLLARS oo” 


Reduced Reproduction of An Advertisement Carrying 
the Sheaffer Message to Consumers Via The Saturday 
Evening Post and Other National Publications. 


point, capacity and air-sealing, the campaign covers 
the following points: Lifetime guarantee; streamlined 
balance design; vacuum disc, which keeps visibility 
permanent; one-stroke filling, cleaning and emptying in 
both vacuum and lever fill pens; platinum-channelled 
Feathertouch point for two-way writing; Skrip capac- 
ity over 25,000 words, and the dry-proof air-sealing in 
both desk and pocket pens. 

The campaign will include a monthly advertisement 
in the Saturday Evening Post augmented by nineteen 
other magazines and many newspapers at certain sea- 
sons of the year. With the exception of newspapers 
where color is not always available, the campaign is 
designed especially for four color reproduction in full 
pages and special cover positions. It is estimated that 
the advertising drive will reach 100,000,000 readers. 

ee es 

CATALOGUE OF CZECHOSLOVAKIAN PRODUCTS 

An impressive catalogue of stationery items comes 
from Karl Kellner, Praha, Czechoslovakia. It is a fine 
specimen of rotogravure work devoted to stationery 
items. It includes several pages showing fountain pens 
and desk sets, and also the Conklin “Nozak” fountain 
pen. 

In addition to papeteries, the catalogue shows port- 
folios, photograph albums, mechanical pencils, ink- 
wells, memo books, address books, book ends, vases, 
mechanical pencil sharpeners, postal scales, rubber 
stamp racks and stapling machines. 
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Each guide slides on three 
rods ... one at the bottom 
and one on each side of 
drawer. 


The rods act as a ‘‘sway- 
check’’. .. contents of drawer 
are kept upright without 
compression. 


A ‘‘V”’ shaped filing pocket is 
formed by a touch of the 
fingers ep aehiets bbale MEE: baad o)C- 
eb a ob ale ME) ol- (ol MED co) MB SED bale MMe} a 
sob ate bb ate mB 
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THE TRI-GUARD Fiine PRINCIPLE 


.. an exclusive Globe-Wernicke development 


.a revolutionary improvement in Filing 










New —BETTER— DIFFERENT 
_.. speeds up filing and finding Ob 





THE 
OUTSTANDING 


FILING * 
DEVELOPMENT 










Globe-Wernicke Tri-Guard files make possible 
quick filing, fast finding, greater visibility, 
more economy and increased efficiency. 


The many exclusive, useful features of Tri-Guard files make 
satisfied permanent customers. They are available in both steel 
and wood. No item of office equipment offers greater possi- 
bilities for saving time, work and money for users—nor a better 
opportunity for dealers to increase sales and profits. 

Let us tell you more about Tri-Guard files and how they will 
enable you to increase sales of equipment and supplies. More 
information about this outstanding line of merchandise and our 
proposition for dealers will gladly be sent upon request. 


Globe-Wernicke 


Cincinnati, Ohio 
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INCREASED PRODUCTION Again Enables Us to Invite Established Dealers to 


join us. A wide variety of models—both hand and electrically operated. 


WRITE FOR INFORMATION 


“wk ALLEN-WALES ADDING MACHINE CORPORATION 


515 MADISON AVENUE NEW YORK, N. Y, 
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CONTINENTAL-DIAMOND ISSUES CATALOGUE 

A new and attractive Diamond fibre hollow ware 
catalogue of thirty-two pages containing a number of 
illustrations in colors has recently been published by 
the Continental-Diamond Fibre Company, Newark, 
Delaware. 

Enclosed in a cover of red, silver and black, the cata- 
logue reading matter is printed in a large, clear type 
and practically every item manufactured by the firm 
is illustrated in color. The pictures include Diamond 
fibre cases and trays, hop baskets, mill baskets, baker 
baskets, fibre barrels, roving cans, fibre boxes, fibre 
trucks and casters, as well as an extensive line of office 
waste baskets in various shapes and sizes, finished in 
oak, walnut or mahogany grains and plain olive green 
or mahogany colors. 

The Continental-Diamond Fibre Company main- 
tains sales offices in all the principal cities and has 
factories in Chicago, Bridgeport, Pa., Marshallton, Del., 
and Valparaiso, Ind. Its Canadian branch is the Dia- 


mond State Fibre Company of Canada, Ltd., Toronto. 





Typewriters—Old and New.—Here is an interesting display 
of ancient and modern typewriters in the window of the Outlet 
Department Store in Providence, R. I.—The picture is presented 


through the courtesy of the UEF News, published by Underwood 
Elliott Fisher Company. 


-———— <>—_—— 
MARSHALL-LOVE CHANGES LOCATION 

Marshall-Love & Company, “Bowling Green’s Office 
Supply Store Since 1920,” Bowling Green, Ky., has 
moved from 414 Tenth street to a more roomy location 
at 940 State street, in the Sumpter building. The com- 
pany gave emphasis to the removal in a large display 
advertisement announcing the change of location, and 
presenting a convenient “check list” on which readers 
of the newspaper could indicate some of the items re- 
quired for the conduct of business. 

Stocks of office supplies and school supplies have 
been increased so that the company can give better 
service. 

In addition to conducting a stencil duplicating serv- 
ice, the company is equipped to give expert repair 
service on typewriters, adding machines, fountain pens 
and all types of office equipment. 

—_— 


WEIGHTY PHILOSOPHY 
The Hanson-Weigh, that lively publication of the 
Hanson Scale Company, remarked that this is a great 
country. “The Department of Justice is trying to 
prove that crime does not pay—and the Treasury De- 
partment is suing our successful criminals for back in- 
come taxes.” 
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Now Ready! 


America’s Favorite Road Guide 


RAND MSNALLY 1936 ROAD ATLAS 


The Rand M¢Nally 1936 Road Atlas is thoroughly 
corrected and brought down to date. New roads, 
new paving, new state and Federal route numbers 
are shown accurately and completely for all states. 
Thousands of motorists, salesmen, and sales managers 
will use this handy, concise atlas for planning trips 
and to guide their actual travels. 

Unusually large, legible, detailed maps covering 
the entire United States, southern Canada, and 
Mexico—45 city maps showing routes into, through, 
and out of big cities—the quick-reference index on 
the cover——a radio log of major broadcasting stations 
—points-of-interest descriptions—these features make 
this new Road Atlas sell quickly, steadily, and 
profitably. 

The 104-page atlas is 11x16", a size convenient to use and 
one that enables the maps to be large scale and easy to read. 
Its bright-colored cover makes an attractive, attention-com- 
pelling display. 

Order your stock today and display the Rand M¢Nally 1936 
Road Atlas out in front on your counter and in your windows. 


RAND MSNALLY & COMPANY 


Chicag ° San Francisco 


‘Euhth A 536 S. Clark St. 559 Mission St. 


111 Eighth Ave. 


f IMMEDIATE DELIVERY 








94 


PRESENTING 





TWO IMPORTANT NEW 
DEVELOPMENTS -: BY HARTER 


i OW Harter announces 


the finest line of posture 
a chairs ever built . . with new 
developments. . including 

2 newly designed back sup- 

ports of streamline style. . 

‘aa and a new idea in casters 
that meets a universal need. 


The Streamline Back not only adds to the 
inherent beauty of Harter design but also 
eliminates any possibility of arm interference. 
And the Airflow Caster is a boon to all seated 
workers whose shoes— particularly white — 
have always suffered the scuffing and soiling 


caused by exposed caster wheels. 
~~ 
it* 
ih! 


7 - ° for your copy of the 
7 tte new Harter folder— 
just off the press— 
. showing the complete 1936 line of 
Harter Posture Chairs which in- 
cludes Executive, Utility, Economy 
and Factory models. See all the pius 
values they offer—in Harter dura- 
bilicy, Harter beauty, Harter com- 
fort, correct anatomical design and 
the famous Harter key adjustment— 
~~ the quickest, simplest, most posi- Airflow 
Pr tive adjustment known. Caster 


THE HARTER CORPORATION 
Manufacturer of the World’s Finest 
Steel Seating Equipment 
STURGIS, MICHIGAN 
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NEW ENGLAND TRAVELERS NOTES 

The second annual winter frolic of the Rhode Island 
Stationers Association was held on Wednesday, Janu- 
ary 8, at the Crown hotel, Providence, R. I., and was a 
huge success. As a compliment to the New England 
Travelers Club the head table was given over to them. 
Among those who sat with President Wilson and Gov- 
ernor Dolliver were Leo Burt, president of the Con- 
necticut Valley Association; Howard L. Wheeler, John 
Brooks, Frank Horie, Mel Wheeler, Guy Hart, Bill Dris- 
coll, Ted Hargen, Harry Ferry, Chet Cummings and 


| Julian White. 


| 
| 


Among those who entertained the guests were Mrs. 
Sadie Agronick, who read a poem she had written in 
which many prominent in the trade in Rhode Island 
were mentioned in alphabetical order, and Art Shear- 
man and Lee Paddock, of the Wilson-Jones Company. 
Others present included Mr. and Mrs. Walter Cook, 
Woonsocket; Mr. and Mrs. Jack Dacey, and Mr. and 
Mrs. Roger Turner, Fall River; Mr. and Mrs. Dick Free- 
man and Mrs. George Maginnity and daughter, Paw- 
tucket. 

Besides Mr. Wilson and Mr. Dolliver, the committee 
on arrangements was composed of Mrs. Agronick and 
Miss Lurena G. Adams. 

> = . 

A meeting of the Travelers Club executive committee 
was held in the Parker House, Boston, on Saturday, 
February 8. 

+ > . 

The March issue of the N. E. T. Club News will be re- 
ported by the following: Charlie Ashland, Malcolm 
Dresser, Guy Hart, Frank Horie, Jim Inman, Joe Mc- 
Laughlin, Bob Riddell, Mel Wheeler, Julian White and 
Cort Worth. 

* ” . 

The next regional convention will be another success 
if present indications mean anything. So far Boston 
stationers have subscribed to and guaranteed payment 
for fifty registrations to be distributed among Boston 
stationers. The Rhode Island stationers have under- 
written the event for $200 and it looks like a record- 
breaking convention such as that staged last year. 

* ¥* * 

Frank Fisher, Standard Diary Company, and vice- 

president of the club, announces the following com- 


| mitteemen for 1936: Hotel, Arthur Shearman, chair- 


man for Connecticut; Chester Cummings, chairman 
for Rhode Island; Frank Horie, chairman for Massa- 
chusetts; William J. Driscoll, chairman for Maine; L. 
Mark Young, New Hampshire and Charles Ashland, 
chairman for Vermont. Golf, Bill Taylor, chairman; 
Jim Armington, Harry Ferry, Frank Fisher, Guy Hart, 
Cort Worth. Entertainment, Dick Boahker, chairman; 
Malcolm Dresser, Jim Hobart, Wallace Taylor, Mel 
Wheeler, Julian White. 
> > > 

Joseph R. Hastings has taken new quarters at 2 Cen- 
tre street, Chicopee, the site of the old postoffice, which 
gives the firm three times the floor space formerly 
available. New show cases, fixtures and lighting effects 
give the new store an attractive set-up. 

> . « 

Did You Know That— 

Joseph A. Therriault, Nashua, N. H., has been elected 
president of the Board of Aldermen. . . . Ben Agronick, 
Providence, suffered a fractured leg in November and 
is now walking on crutches. . . . Sam Groom, now that 
he wears glasses, looks like the late Woodrow Wilson. 
... Charles Morgan, C. H. Morgan Company, Law- 
rence, Mass., also suffered a broken leg in November 





2S 


ae yo 














MARCH, 1936 95 


“For the love of Mike! 


Get out of the expensive 


habit of talking Cheap files! 







Your dollars and cents profit on the sale of one top quality BROW NE- 
MORSE filing case is more than three times the profit on the sale 
of a cheap Junior Non-Suspension file. Why not spend your time with 
items which will make the most money for you? 

The usual range of prices on five different grades of four drawer letter 
size filing cabinets is: 

STANDARD GRADE $43.00 . . COMMERCIAL GRADE $37.00 . 
UTILITY GRADE $26.00 . . NON-SUSPENSION GRADE $21.00 . . 
JUNIOR NON-SUSPENSION GRADE $15.50. 


HERE’S WHAT HAPPENS: If you make three sales of the 
Junior Non-Suspension Grade files — 3 — : Three salesmen 
(Fare necessary, there will be three sales tickets wh 


three separate entries, three deliveries Gul ah Sele Gallep. They This is the one file that will 


make you three times the 


would occupy three times the floor space and take three times money and you have only 
the overhead. One Sale 
; ; ’ : One Delivery 
Men really want to buy good merchandise. rhey like quality. Although a One Bookkeeping Item 
prospect asks for the cheapest file he can buy he will thank you for Ned dneetieennh tis Behe 
! e PXeS. 


selling him a quality product. They can go on the same load. 


If you sell one Standard Grade Browne-Morse File — : Only one salesman’s ? time 
is needed, one sales ticket Lj , one bookkeeping entry, one account to carry, one delivery 


Gita , one trucking charge. Floor space for one file only is required, and yet you make 
three times as much dollars and cents profit as you do in selling the cheapest file. 


TAKE YOUR PENCIL AND PROVE THESE FIGURES 


To equal the profit on a Standard Grade file To equal the profit on a Commercial Grade 
you have to sell: file you have to sell: 

116% Commercial Grade files 124% Utility Grade files 

144% Utility Grade files 172% Non-Suspension Grade files 

200% Non-Suspension Grade files 239% Junior Non-Suspension Grade files. 

275% Junior Non-Suspension Grade files. To equal the profit on a Utility Grade file you 
To equal the profit on a Non-Suspension have to sell: 
Grade file you have to sell: 138% Non-Suspension Grade files 

139% Junior Non-Suspension Grade files. 192% Junior Non-Suspension Grade files. 
Nothing new in this) — you know it. Your salesmen know it. Better find out if your men are talking 


cheap files — in the face of the growing tendency for better grades of merchandise. Better check up and 
see that they show a top grade BROW NE-MORSE filing cabinet first which has everything your customer 
wants and makes more money for you with every single sale. 


BROWNE-MORSE COMPANY 


STEEL FILING EQUIPMENT — DESKS AND FILING SUPPLIE: 
MUSKEGON. MICHIGAN 
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Whereare those sa/es records? 








Mien must / see the Smith people? 
What did / tell Brown ¥ Co? 


Where are those contracts? 
What where wher, ett, ere. 


BY PUTTING 
IT IN HERE 





Any Executive Will Be Proud of 
THE NEW DE LUXE 


EXECUTIVE DESK FILE 


Two Color Celluloid Tabs. 

Extra Heavy attractive Cover finished in 
Black Imitation Leather. 

C 3—Tabbed A-Z C 4—Tabbed 1-31 





The regular gray canvas covered Executive Desk Files have 
been decidedly improved with an extra heavy cover which 
prevents warping. Furnished with either cloth or celluloid 
tabs. 


No. 3—Tabbed A-Z No. 4—Tabbed 1-31 
All files packed 3 to a box. 


QUALITY PARK ENVELOPE CO. 


11-116 Merchandise Mart, Chicago 
Factory at St. Paul, Minn. 
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and isn’t out yet. ... Ken Page is jubilant over an 
increase of 100 per cent over sales for 1935 for the Co- 
lumbia Ribbon & Carbon Company. ... Gene Du- 
Laney’s accent has earned him the nickname of “Cow- 
boy”... . Gertrude Day Sullivan, Sullivan Office Sup- 
ply Company, Taunton, spent last month with friends 
in Florida. 
* . > 

The Empire Stationers, Springfield, Mass., recently 
completed several major changes and improvements in 
its store. The office has been moved up to the balcony, 
leaving the ground floor entirely for display purposes. 
Congratulations to Bob and Mrs. Furlong. 

* » ” 

The above news items were gleaned from the N. E. T. 
Club News, official organ of the New England Travelers 
Club. 

tcedliaeatasaes 
OFFICE EQUIPMENT TO BE MAJOR EXHIBIT AT 
GREAT LAKES EXPOSITION 


When the Great Lakes Exposition opens in Cleveland 
on June 27 one of the sixteen divisions into which the 
enterprise is divided will be devoted to office and busi- 
ness equipment. This will include office furniture, floor 
coverings, business machines, cabinets, store fixtures 
as well as a representative selection of other office and 
business supplies. 

The cost of constructing commercial exhibits and 
concessions will reach $10,000,000. An underwriting 
fund of $1,000,000 has already been subscribed. The 
exposition is a part of the celebration in observation 
of Cleveland’s centennial. The exposition will cover 
one hundred and twenty-five acres on Cleveland’s lake 
front, construction of the buildings starting in March. 
In addition to these the Public Hall and the Under- 
ground Exposition Hall will also be utilized. An at- 
tendance of 4,000,000 is anticipated. 

The office equipment industry is well represented on 
the executive staff of the exposition in J. E. Rogers, 
president of the Addressograph-Multigraph Corpora- 
tion, who has been elected trustee—AED 


—<>-——— 
NATIONAL TYPEWRITER COMPANY MOVES 


Although only seventeen years have passed since the 
firm was inaugurated, the National Typewriter Com- 
pany, Inc., Hartford, Conn., last month made its fifth 
move to larger quarters when it moved into a new es- 
tablishment at 247 Asylum street. 

The company started in a small way in 1919 at 26 
State street. This store soon proved too small and the 
next location was 182 Pearl street. In 1921 the firm 
again sought larger quarters at 186 Pearl street. In 
1930 a more pretentious location was found at 273 Asy- 
lum street, where the National Typewriter Company, 
Inc., remained until its fifth move last month. 

In addition to its many other items the firm handles 
the complete line of L. C. Smith standard typewriters, 
Corona portables and Corona adding machines. 


> 
ST. PAUL EXCHANGE EXPANDS 


The St. Paul Typewriter Exchange, 51 East Fifth 
street, St. Paul, Minn., last month opened a branch 
Store at 82 East Fifth street, in the same city. The 
new branch, like the headquarters establishment, will 
carry a full line of steel and wood letter files and 
storage cabinets, counters, tables, typewriter and flat 
top desks, chairs and stools, wood and steel card files 
and lamps. 
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Introducing — 


SPRING BACK 
STURGIS 


POSTURE CHAIRS 


New—Different 
— Comfortable 
— Up - to - date 



















FEATURES 


Spring Back Adjustable by 
hand to any size individual. 


Seat Height and Spring 
Tension of back ooalty and 
quickly adjustable by hand. 


Seat and Back Upholstered 
in genuine leather over re- 


silient, comfortable rubber- 
ized hair pads. 

* All Metal Base with pol 
ished scuff plates. 


Hard Rubber Casters. 





No. 925-A 


Sturgis Posture 
Chair 







The No. 950-B has the same 
adjustable features as No. 
925-A. It is a less expensive 
chair because seat and back 
are upholstered in genuine 
leather over curled hair pads 
—No Rubberized Cushion. 
Base of No. 950-B is of 1 '4" 
OD. Tubing. 






No. 950-B 
Sturgis Posture Chair 






Note Type “A” seat 
on No. 950 and type “B” 
seat is available on No. 925 
when specified. 


is available 


Sell_vue srvrcis ine ann Prosper 


A model for every need— 
write for particulars 


Sturgis Posture Chair Co. 


STURGIS, MICHIGAN 





























Calendar 


—A PENCIL STACK UNIT— 


adapted for use on 
EVER READY CALENDARS 








A very practical unit that can be sold 
Desk Calendar. 
It consists of the top plate, swivel holder, 


with any “Ever Ready” 


The holder and pencil are 
The holder 
is mounted on the top plate by a ball 


and pencil. 
made of composition bakelite. 


and socket adjustment that enables it to 
The pencil is very 
It takes a 
standard size 1%« inch lead and propels, 


be moved at any angle. 
serviceable and attractive. 
expels, and repels. It has an electro gold 
plated point, and the trimmings are gold 
filled. 


Write us for information and net prices on 
the 1937 Edition of “Ever Ready” Desk 
Caler 


EVER READY CALENDAR MFG. CO. 


Manufacturers of all types of Desk Pads 
160 Maple Street Jersey City. N.d. 


ars 
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“SANTA FE STATIONER” FEATURES OFFICE 
EQUIPMENT 

With somewhat larger dimensions and Mimeo- 
graphed throughout in two colors, the January issue 
of the Santa Fe Stationer, house organ of the Santa 
Fe Book & Stationery Company, Santa Fe, New Mex- 
ico, features office equipment. 

Enclosed in the usual yellow cover, the booklet con- 
tains ten pages and measures 84% by 1114 inches. 

Some of the things pictured and described are A. B. 
Dick Company Mimeographs, Royal typewriters, Mar- 
chant calculating machines, Allen-Wales adding 
machines and, on the outside back cover, Melink safes. 

caeetiatiieiaiiteains 

















This Attractive Advertising and Dis- 
play Stand Introduces New Chromium 
Rubber Stamp.—The Bankers & Mer- 
chants Stamp Works, Chicago, fur- 
nishes this stand to all dealers featur- 
ing their newly-created chromium rub- 
ber stamp. 
——_—____ 
ROYAL STANDARD FOR JANUARY 
Containing a wealth of pictures and short articles 
most of which formed a review of the company’s ac- 
tivities during the year just passed, the Royal Type- 
writer Company, Inc., New York, recently issued its 
Royal Standard Number 1 for the beginning of the 
new year. 
One of the principal features of the new issue of the 


| Royal house organ was the unique and clever manner 
| in which was stressed the fact that the issue of the 
| booklet for January was number one of the new series. 


| covers which are dark, the 


This was accomplished by superimposing the word 
“number” and the figure “1” upon each of the many 
illustrations contained in its pages. On the outside 
“number 1” was printed in 
bright red, while on the photographs the symbol was 


| printed in black and white in such a manner as to 
| clearly show the pictures beneath. 


In addition to a message written by E. C. Faustmann, 
president of the Royal Typewriter Company, the book- 
let contained facts and figures which told of the record 
year which developed for Royal in 1935 and “A Toast to 
1936” by A. E. Davis, treasurer of the company and the 
| goal set for 1936 which was written by H. A. Way, sec- 
retary. Other officials of the firm who contributed 
short articles are W. H. Parks, comptroller; L. C. Myers, 
director, patent and experimental department; C. B. 
Cook, vice-president in charge of production; M. V. 
Miller, general sales manager; J. L. Ryan, sales man- 


| ager, foreign department; J. Schillinger, assistant sales 
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THE MILWAUKEE CHAIR IRON 
PROVEN PERFORMANCE 


DEVELOPED AND PERFECTED OVER A PERIOD OF MANY YEARS 





THE IRON IS WORTHY OF ITS PLACE ON MILWAUKEE CHAIRS. ITS SILENT 
EFFICIENCY AND TREMENDOUS TENSILE STRENGTH OF 29,000 POUNDS 
INSURE LONG LIFE— EQUAL TO THAT OF THE MILWAUKEE CHAIR. 











Ne — 















HEAVY CONTACT POINTS at the front 
prevent the seat from drooping forward. They 
are separated by a NOISELESS FIBRE BUSH- 
ING. A REAR SET SCREW permits any 
desired adjustment of the chair's tilt—even to 


the point where it will not tilt at all. 














SPRINGS ARE OF THE SILENT 
COMPRESSION TYPE, mounted 
for balanced leverage movement. 
When tipped completely back the 
springs move over an arc only 
V/> inch long. NO SPRING BREAK- 
AGE HERE—no weakened springs 
and the pressure is constantly the 
same, once the pressure screw is 


adjusted. 








Has a RIGHT ANGLE SPIDER 
instead of the usual "H" shaped 
iron, giving four widely sepa- 
rated points of attachment, front 
and rear and on either side. This 
places the screws at the thickest 
points in the chair seat and 
STOPS WOBBLY SIDE MO- 
TION. 























A COLD-ROLLED STEEL SCREW 
1-1/16 inches in diameter by 
9 inches long permits the chair to 
be raised a full 3!/, inches above 
normal height. A SIMPLE LOCK 
PIN controls the raising and lower- 
ing feature, which locks automati- 
cally when the chair is at the height 


desired. 











THE MILWAUKEE CHAIR CO. 


MILWAUKEE, 


WIS. 


MAKERS OF FINE CHAIRS FOR OVER HALF A CENTURY 
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Columbia Factories: 














Sydney, Australia Ty IE development of the 
Columbia Ribbon & Carbon Mfg. 
Co., Inc., is convincing evidence 
of the merit of what they have to 
Rendon, Hagiend offer — merchandise — service- 





value. 


Those unacquainted with 
Columbia Policies would do well 





to write for catalogue covering a 
large field of profitable oppor- 
tunities. 


Pinnacle Carbons and Ribbons 
represent unequalled standards 
known throughout the world. 





COLUMBIA RIBBON & CARBON MFG. CO., Ine. 
Main Office and Factory: Glen Cove, N. Y. 
Export Dept. 303-315 E. 45th Street, New, York Cily 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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manager in charge of service; W. A. Metzger, sales man- 
ager, portable division; G. H. Palmer, manager Wash- 
ington office; and A. M. Stonehouse, manager school 
department. 
scm 
EVER READY SALES AIDS ARE AVAILABLE 

For the purpose of aiding dealers to increase their 
calendar sales for the coming year, the Ever Ready 
Calendar Manufacturing Company, 335 Canal street, 
New York, N. Y., has designed a set of striking window 





Ever Ready Company’s New Sales 
Aid for Dealers. 


and counter display posters which are printed in three 
colors and are housed on easels. 

In addition the Ever Ready Company has printed a 
streamer which may be used in conjunction with the 
posters by being placed in a conspicuous part of the 
dealers store. It is printed in large bold red type and 
carries the following legend: 

“1937 Ever Ready Calendars Now Being Sold.” 

For the use of dealers who circularize their ac- 
counts, the firm has also printed a two color envelope 
stuffer illustrating the styles of the Ever Ready cal- 
endar. These envelope stuffers are available with the 
dealer’s imprint thereon. 

Ever Ready dealers may obtain any or all of this sales 
aid material by writing to the Ever Ready Company. 

Se a 
BOGUS SALESMAN REPORTED OPERATING IN 
OKLAHOMA 

Office supply dealers are urged to be on the lookout 
for a man who, it is reported, victimized an Oklahoma 
City dealer recently. This man gave the name of Ahl- 
mark and claimed to be representing the Merchants’ 
Industries, Inc., Dayton, Ohio. He obtained payment 
in advance on an order. Inquiry because of non-deliv- 
ery resulted in a statement from the Dayton company 
to the effect that Ahlmark was not its representative. 

The Oklahoma City Better Business Bureau is assist- 
ing in trailing Ahlmark.—EVH 

ati 
FRANKLIN COMPANY MOVES 

The Franklin Ribbon & Carbon Company, New York 
City, last month combined its two stores at 234-236 
West Forty-fourth street, and 276 West Forty-third 
street into one new establishment at 8 East Eighteenth 
street. The move was made, according to officials, as 
a means of bringing all departments together so that 
the increasing demand for Benjamin Franklin brand 
products can more easily be met. 
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Your customers 
deserve the Best 






Bates Featherweight 
—the finest number- 
ing machine made. 
Bakelite frame gives 
lightness without any 
sacrifice of strength. 


~~} 


You know any number of ways that a 
Bates Numbering Machine will help his 
business. Tell him! 

You know that a Bates will give him 
years and years of useful service. Tell him! 

You know that Bates stands for quality, 
and that quality means satisfaction to you 
and to him. Tell him! 

If he has an old timer or a worn out 
machine of any make, he’ll be interested 
in the Bates trade-in policy. Tell him! 

But, if there is any way we can make 
Bates machines better, or last longer—any 
way we can serve you better. YOU TELL US! 


Tell us your special machine requirements. 


Bates 


QUALITY PRODUCTS 


THE BATES MFG. CO., Orange, N.J. + New York Office: 30 Vesey St. 


Makers of Bates Staplers Bates Indexes Bates Eyeleters 
Mun-Kee Silent Stamp Pads _ Bates Eyelets Bates Ink, etc. 
Bates File Fasteners Bates Perforators 














L&aGhARaTMUTtS 


SPI 


Supplied by Leading Stationers 
and Drawing Material Dealers 


EKVERYWHERE 


@ The delightful smoothness of 
Mephisto is due to the sound, even tex- 
ture of its lead. Never a flaw or fault 
from one end to the other. 





@ Mephistos are manufactured in 
many kinds and colors. Get acquainted 
with them all for signing letters, receipts, 
shipping papers, duplicating machine 
work, checking and even art work. 


—15 STYLES 


73B Medium 73E Blue 
73B Hard 73F Green 
73B Extra Hard 73G Red 
77 Medium 73P Cerise 
77 Hard 738 Yellow 
173B Medium 73T Brown 
73D Black 73V_ Violet 
T3E/G Red & Blue 


DETAILED INFORMATION 
ON REQUEST 


Koh-i-noor Pencil Company, Inc. 
373 Fourth Avenue New York, N. Y. 


MEPHIST(: 


‘The| | Perfect Copying Pencil \ \~/) | 





| headed by Jack Shiver, 
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BILL-O-TYPE TAKES NEW QUARTERS 

Preparing for the anticipated continued increase in 
business, the Bill-O-Type Corporation, St. Louis, Mo., 
recently moved into larger quarters at 506 North Fourth 
street. 

The company, which manufactures a caiculating and 
bookkeeping attachment used in conjunction with a 
standard typewriter, has leased 13,500 square feet of 
space comprising the entire third floor of the Collier 
building. At the same time the right has been granted 
the Bill-O-Type Corporation to acquire additional space 
in the structure at any time, according to Erwin von 
Gemmingen and Fred Tillman, president and secretary 
of the corporation, respectively. 

In speaking of the move one of the officials said: 

“At our new address. where we have installed con- 
siderable additional equipment, we have already in- 
creased our number of employes with more being added 
continually. Approximately an equal number are work- 
ing on our products in shops other than our own so 
that we will soon be in a position to fill orders received 
from both domestic and foreign markets.” 

At the same time it was learned that the corporation 
has issued an attractive sixteen-page book in which are 
ample descriptions and illustrations of the Bill-O-Type. 

—_——_——_——_ 
MARR REPORTS BIG REGISTER 
SALES INCREASE 


W. F. Marr, Pacific Coast sales manager of the 
McCaskey Register Company with headquarters at San 
Francisco, last month reported an eighty-five per cent 
sales increase in his division made up of seven western 
states. The increase was over a similar period of 1935. 

The company, which maintains factories at Alliance, 
Ohio; Galt, Canada, and Watford, England, operates 
a business made up of three divisions, commercial, pro- 
fessional and industrial. These divisions sell McCaskey 
one-writing visible charge account register, cash reg- 
isters, safes, Portographs, salesbooks, manifolding 
forms, one-writing visible clinical and financial record 
systems and one-writing visible cost, perpetual inven- 
tory, stock control and tool check systems. 

a ae 
COHEN RECOVERING AFTER OPERATION 

Louis Cohen, of the Fort Smith Office Supply House, 
Fort Smith, Ark., is reported well on the road to recov- 
ery following a serious operation last month at the St. 
Edwards hospital, Fort Smith. Mr. Cohen, who expects 
to be back on the job in a short time, was considerably 
cheered during his convalescence by a number of “get 
well” messages from members of the Mid-West Travel- 
ers Club at Kansas City. 

——}—— 
SHIVER COMPANY IN NEW STORE 

The Shiver Typewriter Company, Little Rock, Ark., 
is now established in new 
quarters in the Donaghey building on Main street. 
This skyscraper was erected by former Governor Don- 
aghey and as one of the best business locations in the 
city makes an ideal home for the Shiver organization. 
The new store is most modern and complete in fixtures, 
appointment and stock.—CG 

———_>__—_ 
MORTON FIRM IS 113 YEARS OLD 

The John P. Morton and Co., Inc., office outfitters, 
printers and stationers of 420 West Main street, Louis- 
ville, Ky., is one of the oldest concerns of its kind in the 
south. The establishment has been in continuous 
service for the past 113 years, having been established 
in Louisville in 1823.—CG 
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oo radically new 1iea 
in correct posture seatin Tal 


THE B. L. MARBLE “SIT-RITE” POSTURE CHAIR 


designed for HEALTH COMFORT + APPEARANCE =: EFFICIENCY 





In the new “SIT-RITE” chair, a 
radically new principle of seating 
eliminates pressure on the spinal col- 
umn. Extremely comfortable . 

simple in construction . . . easy, 
quick and positive in adjustments. 
The hinged back automatically ad- 
justs itself to the movements of the 
occupant. The resilient seat molds 
iaceta itself to the contours of the body. 
Mechanism Aside from its advanced posture fea- 
“Swivelin” tures, it is pleasing in design. IT 
REALLY LOOKS LIKE A CHAIR! 
Available in the standard Mahogany, Walnut 
and Oak finishes and in the permanent “ Gun- 
metal”’ finishes to match metal desks. Up- 


holstered in genuine leather or in four colors 


of fabric—dark or light brown Corduroy and No. 651 
(Patent applied for) 





No. 65 \, 


(Patent applied for) \ green or rust Frieze. 





A molded groove, or recess, in center of upholstered pad 4. Tension of spring controlled back may be increased or de- 
e . * * . . 

back eliminates pressure on the spinal column. creased to individual requirements.. If desired, back 

can be rigidly locked, entirely eliminating spring 


action. 
9) A molded hollow at back of seat prevents pressure on 


ae 2 *,* * * 
the end of the spine. 5 Position of back (forward or backward) is adjustable to 
° *. . . * *,* 
provide the maximum support in any working position, 


3 Back may be raised or lowered to fit varying physical 6 Sitting height may be raised or lowered so the feet will 
. a . . . *,* 
proportions. rest flat on the floor, the natural sitting position. 


The New No. 659 “SIT-RITE” chair is now available for immediate delivery. To help B. L. Marble 
dealers sell this chair, we offer a campaign that includes a colorful window display card, imprinted 
folders and a newspaper mat. A minimum of three chairs is required to secure this advertising material. 
Mail the coupon below for complete information. (Other chairs in our ertensive posture line are shown on 


pages 34 and 35 in Catalog No. 35.) 





Have you received your copy of our new consolidated THE B. L. MARBLE CHAIR COMPANY 
Supplement showing every new development in our line Bedtord, Ohio 
since the issuance of our Catalog No. 35? If not, write Send full particulars ebout B. L. Marble Posture 
for it today. Chairs and your Dealer plen. 

Naeme.... 


THE B. L. MARBLE CHAIR COMPANY 
BEDFORD, OHIO, U. S. A. 


pS ee es 














ow! SIMPLIFIED MODERN BOOK STACKS 


For years modern business has needed 
a new flexible type of steel book shelving. 
Steelcase has developed a new profitable 
line that triumphs in beauty, strength, 
flexibility, economy and simplicity. 


Good design, inherent in all Steelcase 
developments, formed the basis for these 
new shelving units. With the new Terrell 
individual book stack units an assortment 
of various heights, widths and depths, 
“ach priced as a unit, assures quick 
planning, easy pricing and rapid installa- 


tion. 


The commanding beauty of these new 
book stacks is unsurpassed. They match 
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the finest furniture in today’s modern 
offices and libraries. Produced in quan- 
tities, Terrell steel book stacks actually 
sell for less than sectional wood cases. 

Every dealer can now go after profitable 
shelving business and get it. Business 
and law offices, law libraries and univer- 
sities all need Terrell steel book stacks. 
Now is the time to strike! 


Our latest illustrated circular, **New 
Steel Book Stacks,” gives complete de- 
tails about the profit possibilities of this 
new modern line of steel book stacks. 
Write for a copy today .. . it will pay 


you well. 


METAL OFFICE FURNITURE COMPANY 
(Terrell Division) 


GRAND RAPIDS, MICHIGAN 
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MURDOCH JOINS DORSEY COMPANY 
Harry L. Murdoch, for more than thirty years en- 
gaged in the stationery and office equipment industry, 
last month was appointed manager of the wholesale 
division of the Dorsey Company, Dallas, Texas. 
Of his thirty years of selling Mr. Murdoch was with 








Harry L. Murdoch 


the Irving-Pitt Manufacturing Company for twenty 
years. The remaining ten years he was on the sales 
staff of various organizations including the Wilson- 
Jones Company. He enjoys a wide acquaintance in 
the field. 

The division which Mr. Murdoch now heads serves 
the commercial stationer and school supply dealer. 


—<g——_——_— 


McGRATH TAKES ROYAL JOLIET OFFICE 

J. L. McGrath, a member of the sales staff since early 
in 1935, last month was appointed manager of the 
Royal Typewriter Company branch office at Joliet, Il. 

Mr. McGrath’s first job was to establish the branch, 
Royal sales in that city having been handled previously 
through a sub-agency which the new branch auto- 
matically abolishes. 

The new Joliet manager was formerly assigned to 
Gary, Ind., in the same capacity where he won con- 
siderable reputation as a sales-getter. The position 
there will be filled by H. W. Jacobsen, a newcomer to 
the Royal Typewriter Company’s sales force. 











pot £7622 


“WIS-ILL-INA” DALTON 

Bill Dalton, genial Chicago representative of the 
Noesting Pin Ticket Company, Mount Vernon, N. Y., 
and secretary of the Wis-IIll Club, is still talking about 
the baby girl born to Mrs. Dalton at the West Side 
hospital, Chicago, on February 22. 

Although little Miss Dalton is more than two weeks 
old, Bill still prattles on about the daily increase over 
the original nine and one-half pounds and the cute 
things the baby does. He seemed genuinely pleased to 
observe the many flags flying in Chicago on the day of 
the big event and said it was nice of the city to feel 
that way about it. (He may be a bit foggy on national 
holiday dates.) 

Until Mr. and Mrs. Dalton get around to giving the 
little girl a name Bill has decided to temporarily label 
her Wis-Ill-ina, in honor of the club, something the 
baby must live down as best she can later on. 


eS. 
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CUTS FILING 
TIME 


to c 


PaL sa LIN 


Patented in U. S. and 
Foreign Countries | 


SFT 
= SSSPILE FASE rene? 


The Most Unusual 
Paper Fastener ever 
Devised! 


A modern fastener for modern business | 
methods... | 








Quick .. Simple .. Efficient 





Unusual advanced features of 
SPEEDWAY File Fastener .. . 
catch! The 


completely covered! 


* Cannot prongs are 


® Springs back with its own leverage! 
® Offers secure binding! 
® Permanent or temporary fastening! 


® Neat... efficient! 











Two Sizes: 


No. | for one-inch depth 
No. 2 for two-inch depth 


Packed: 


50 complete sets to a convenient dis- 


play box. 10 boxes to the carton. 


List Price: 
$14.50 per 1,000 sets No. | 
$16.50 per 1,000 sets No. 2 


Write for more information to 











| ON ce oo 


Parrot Speed FastenerCorp. 
37-18 Northern Boulevard | 
Long Island City, New York 
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EE RR Ac ES 

THIS DISPLAY PIECE CAN 

BE WORTH ALOT OF 
MONEY TO YOU! 





Once introduced to an office, Sengbusch Sanitary | 
Moisteners sell themselves so efficiently that every- | 
body wants them. Nothing succeeds like success. | 
Result: increased sales—increased profits! 

Thousands of offices really need these practical 
units and will buy them—on suggestion. This colorful 
counter and window card, together with a generous 
display of the items illustrated on it, will do some 
mighty effective suggesting for you. Many stores use 
one card in the window and one on the counter. The 
customer response is highly gratifying. 


FR F FI One or two of these attractive display units 


available to dealers free—on request. Ask for 
card No. 102. Also mailing cards Nos. 6 and 
9 and blotters with your imprint. 


Ideal 
Sanitary 














Moisteners 
are the sanitary way to moisten fingers, envelopes, stamps, 
labels, etc., applying just the right amount of moisture quickly, 
surely and easily. Wheel revolves smoothly, silently. Glazed 
white porcelain—nickel plated metal parts—nothing to wear out. 

And don’t forget the Junior moistener for general light duty 
office use at a phenomenally low price. Colors: White, Black, 


Green and Ivory. 


No-Over-Flo 
Sponge Cups 











Remove all danger of splashing or overflow. Liquid flows back | 
into sponge when pressure is released. Live red rubber sponge 
stays firmly in place with just enough projecting to make it | 
easy to use. Keeps evaporation at a minimum. 


> een oe Us CH 
SELF-CLOSING INKSTAND CO. 


315 SENGBUSCH BLDG. MILWAUKEE, WIS. 





| afterwards through the agent. 
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THE MARKET FOR OFFICE APPLIANCES IN IRAQ 
By Walter Buchler 


p*e formerly under British mandate, but now a 
sovereign country, has made rapid progress both in 
trade and agriculture as well as, though to a lesser ex- 
tent, in industrial development. Typewriters and mod- 
ern office appliances are now used in all the foreign 
and up-to-da.e native offices in Baghdad, Basra, and 
Mosul, which are the three principal centres of trade. 
All the well-known makes are represented, and the 
probability is that the demand will increase, as the 
Iraqui is adopting Western ideas and tastes right 
through and likes to imitate the Westerner, both in 
dress and customs. 

Another factor in Iraq’s foreign trade is the grow- 
ing tendency on the part of natives and others to make 
direct contact with suppliers abroad. This necessi- 
tates the use of typewriters, and as all correspondence 
with suppliers abroad is done in English, the same 
machines as are used here are suitable for the Iraq 
market. 

Showmanship is not yet well developed in Baghdad 
or anywhere else in Iraq, and the display of goods still 
leaves much to be desired. But the standard of retail 
stores has improved considerably in recent years, and 
that augurs well particularly for the sale of cash regis- 
ters and similar equipment, which at present is rather 


limited. 
The best system to adopt in trading with Iraq is to 


| deal with merchant firms already established there. 


These firms pay for their goods either in London, 
where many have offices or buying agents, or cash 
against documents in Baghdad. Now and again, native 
dealers in Baghdad endeavor to import direct, as they 
feel they are getting goods at a lower price than they 
would were they to buy through the merchant houses 
in Iraq. Great caution should be exercised in such 
direct business. 

The principal centres of trade are Baghdad, Basra, 
and Mosul, the oil town, but the bulk of the business 
in typewriters and other office appliances is done 
through Baghdad, where the merchant firms not only 
buy for their own account but also indent orders. 

It is a very good plan for suppliers to send out rep- 
resentatives to the Near- and Far-East, at the same 
time taking Iraq in their tour, calling on dealers in 
company with their agents there. For the better-class 
native likes to see them and discuss business, and their 
presence definitely helps trade, even though it may 
not mean the taking of orders; these, however, follow 
The advantage of a 
visit, moreover, also lies in the manufacturer or ex- 
porter being kept in touch with local conditions and 
with his agent. 


———~»— - 


POLAR COMPANY NAMES TWO REPRESENTATIVES 

Following out its 1936 expansion program the Polar 
Manufacturing Company, Philadelphia, has recently 
appointed two more factory representatives for the 
New England states and the Middle West. 

Malcolm J. Gillis, who lives at 725 Commercial street, 
East Weymouth, Mass., will travel New England and 
will carry sufficient samples and sales information on 
the more than 100 lines of office specialties manufac- 
tured by his firm. 

Edward F. Dodge, Jr., of 6325 Kenwood avenue, Chi- 
cago, will take over a territory comprising Ohio, Mich- 
igan, Indiana and Wisconsin. 

Both men are well known in the field and will renew 
acquaintance with scores of friends in the industry. 
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REASONS for buying ALL 
your INDEX CARDS from 


L-AREL 


FEADQUARTERS 





Here’s your leader card! 
White, buff, blue and sal- 


mon in 3 x 5, white only 


A better 
grade low-priced card, 


in4x6and 5x8. 


precision rotary cut, al- 
ways uniform. Large 
volume production allows 
us to offer LENOX cards 


at strictly competitive 


prices. 





340-A Morgan Avenue 


125 South 8th Street 


1. A COMPLETE LINE. Oxford can supply all the 
index card requirements of any stationer. Six grades, 
from the lowest-priced leader up to a 100% rag card. 
Three weights. Seven colors. Six rulings. Five sizes. 
Your varied needs are immediately available from stock. 
2. WORKMANSHIP. Every card is precision rotary 
cut to micrometer accuracy. Rulings absolutely uni- 
form. This high quality is found in all grades. 
3. PACKAGING. LENOX cards are wrapped in paper 
bands or in plain Cellophane. BROADWAY and JEF- 
FERSON cards are wrapped in moistureproof Cello- 
phane, attractively printed in two colors. This up-to- 
the-minute packaging gives Oxford cards CONSU MER 
PREFERENCE, protection from spoilage, unusual pos- 
— for display. 

A LOW “PRICED. LEADER. 


= 


Low -priced 3 x 5 





cuneate e prices: Oxford is one of the few full- line 
manufacturers offering a standard grade rotary-cut card 
(LENOX) priced to meet the competition of inferior 
job-lot guillotine-cut cards. 

5. SAVE WITH ONE SOURCE. You can SAVE 
MONEY by getting all your index cards from one 
source. Combine in one order your needs in colors, 
sizes, downline rulings, ledgers, and better grade cards 
with the low-priced 3 x 5 cards that are the backbone of 
your card business, and you can earn as much as 10% 
discount on your card costs—and at the same time save 
on shipping costs, and simplify your bookkeeping. 
Oxford has the card line that will supply all your requir- 
ments. Write for samples, and for your copy of the 
Oxford catalog—turn to pages 29 and 30—and send in 
your order, for prompt service and a stock of index cards 
that will make satisfied customers. 





E SALMON 


GREEN CHERRY 








Colorful printed Cello- 
phane on Oxford better 
grade cards has jumped 
up sales of these grades 
for all Oxford dealers — 
and will do the same for 
you. Printed Cellophane 
is exclusive with Oxford! 





CANARY FAW N 


Wer. FILING SUPPLY CO. 











J | 








Brooklyn, N. Y. 
St. Louis, Mo. 






































8 POINT 10 POINT 


CORRESPONDENCE 


GLOBE 


12 POINT 


STANDARD 








JOURNAL 
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for selling features 


The installation shown above is not very “pretty”! BUT the 
mail order firm that selected this INVINCIBLE equipment 
after a thorough investigation was not interested in mere 
“pretty” equipment. 

This firm demanded rugged construction! Long life! Effi- 
ciency! Economy! In common with most other companies to- 
day, this buyer “looked under the paint” for features that mean 


real value! Therefore, INVINCIBLE equipment was selected. 
Among dealers there is a decided trend to the INVINCIBLE 


Line. More sales—easier and quicker sales—is the answer. 
Send for Latest Catalog 
Acquaint yourself with the famous ‘ under the paint”’ selling 
features in the INVINCIBLE Line — features that build sales 
volume. Send the coupon. 
“GO AHEAD WITH INVINCIBLE!” 


INVINCIBLE METAL FURNITURE CO. 


Factory and Executive Offices, Manitowoc, Wis. 
NEW YORK CHICAGO LOS ANGELES 








- : F Mert a 
STEEL FURNITURE pn tag 9 TURN a 
DESKS . . . FILE CABINETS 4 Name i i 
COUNTERS . . . CUPBOARDS Be 44, a 
CONCEALED SAFES . . . LETTER (Ss * Tavincss, 


| 
TRAYS ... WASTE BASKETS .. . ETC. oo | 
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ACUITY OF HEARING 


Science, a weekly published by the American Asso- 
ciation for the Advancement of Science, printed a paper 
under the above heading, prepared by Donald C. Laird, 
Psychological Laboratory, Hamilton, N. Y. His findings 
on this subject might find application by alert sales- 
men connected with the office machine industry. The 
decibel, mentioned in this paper, is a unit of sound. 

This laboratory has recently reported a study of per- 
formance following the noon meal at tests primarily 
of mental functions.' This work indicated that early 
afternoon sluggishness among mental workers is prob- 
ably a form of drowsiness, related to the shift of blood 
to the splanchnic region following a meal. The slug- 
gishness was most when a heavy meal was eaten at 
noon, and was least when a dairy lunch of common 
cereal, such as corn flakes, was eaten. 

Further data, of considerable importance to accous- 
tical workers, is now available. The lower auditory 
threshold for a tone of 256 cycles on the Western Elec- 
tric 2A audiometer was determined for seven healthy 
young men within half an hour after they had finished 
their noon meal. All these subjects showed a dulling 
of their sense of hearing after they had eaten their 
noon meal. 

This dulling was greatest on the days when they had 
eaten a heavy noon meal, the average minimum inten- 
sity which was audible being 7.0 decibels on the heavy 
meal days. On the days when the cereal lunch was 
eaten, the same men averaged 4.5 decibels as their 
threshold intensity. This is a difference of 35.7 per 
cent, greater acuity on the cereal meal days. 

Oculists tell me they notice a similar dulling of visual 
acuity when eye examinations are made after a heavy 
meal. It is possible, also, that the sense of touch may 
be dulled after a heavy meal, since it is known that 
blood is then drawn from the skin to assist in the pro- 
cesses of digestion. The change in acuity of hearing, 
however, may likely be due as much to the relatively 
anemic condition of the brain following a heavy meal 
as it is to an alteration in the circulation to the inner 
ear itself. 

This interesting and unexpected phenomenon asso- 
ciated with hemastatics not only throws light on some 
of the diurnal variations in human performance,’ but 
also suggests that the salesman who has a noisy used 
automobile to demonstrate could make the noise ap- 
pear less if he took the prospect out in it after his big 
meal of the day. This may also explain why dinner 
orchestras seem to favor volume to melody, but I doubt 
if this gives an esthetic justification for their choice of 
volume. 

The practical accoustical worker can quickly verify 
the data which have been reported and they could in- 
dicate that he will get finer measurements when the 
ear is used if he has eaten wisely rather than too well. 
—Donald A. Laird, Psychological Laboratory, Hamilton, 
N. Y. 


1—D. A. Laird, H. Drexel, D. DeLand, K. Reimer, ‘“‘Early Afternoon 


Sluggishness.”’ Proceedings of the National Office Management Associa- 
tion, June 4, °35 
2—G. L. Freeman, “Diurnal Variations in Performance and Energy Ex- 
penditure.’’ Northwestern University Press, Chicago, 1935 
a 
LEET COMPANY CELEBRATES SILVER 
ANNIVERSARY 


The Leet Typewriter and Equipment Company, 425 
West Walnut street, Louisville, Ky., last month cele- 
brated its silver anniversary. The firm features adding 
machines, addressing machines and office supplies.— 
CG 


Used and recommended by the 
Trade for Half a Century 


Where Quality Counts 


“M&V” typewriter ribbons and carbon 
papers are the most outstanding on the 
market today. 


The element of superiority is conveyed 
in every impression from “M&V”’ rib- 
bons and in every copy from “M&V” 
carbons. There is the same element in 
““M&V” business policies. We cooperate 
with and protect the trade in every 
possible way, meeting every condition 
and filling every requirement. The 
splendid “M&V” brands, every one 
standard in its price class, are reliable 
and best aids in establishing a profitable 
and permanent office supply business. 


New, modern sales impelling 
packages and practical sales 
helps. 


Write for catalog, prices and complete 
information. You will find it to your 
advantage to get better acquainted with 
the ““M&V”’ organization. 


MITTAG & VOLGER, INC. 


Principal Office and Factories, PARK RIDGE, N. J. 


Agencies Throughout the World 
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A Fine Chair 
In Any Office 





This newest chair by Artility is a thing 
of sheer grace and beauly. Every line is so 
harmonious that the finished whole is near 
perfection. 

Comfort, the greatest degree of comfort, is 
built right into every feature of this chair. 
The upholstery is deep and resilient and 
the covering material is a highly attrac- 


tive figured imitation leather. 


Tubular steel throughout, it is very strong 
and light in weight. The standard fin- 
ishes will match other furniture in any 


office. 


Here's the opportunity to offer your 
trade a fine metal chair, a comfortable 
chair, at a price that will move it. 
Write today for new folder displaying 
this and other chairs manufactured by 
Artility. 


Artility Metal Products, Inc. 
301 Monger Building, Elkhart, Ind. 
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PRODUCING EFFICIENCY IN OUTSIDE MEN 


A new plan to prevent the waste of time of salesmen 
whose duties include that of office machine inspection 
was recently inaugurated by H. C. Hitchcock, vice- 
president of the Typewriter Inspection Company, Inc., 
325 W. Second street, Los Angeles, California. 

The plan was placed in operation last month after 
several weeks of checking, in which Mr. Hitchcock 
sought a way in which to reduce loss in the productive 
power and energy of employees. 

The present system is formed on a three-point basis. 
These are: a daily turn-in report at the conclusion of 
each day. (2) A work and sales report at the beginning 
of each day. (3) A check-back made at frequent in- 
tervals. Each inspector is assigned a certain number 
of call slips at the beginning of the day. These must 
be turned in nightly; there is no holding back and a 
turn-in at the end of the week as formerly. Numbered 
Slips follow this routine. 

A sales report then goes to each inspector and sales- 
man the first thing the following morning. It shows 
in detail the number of sales and/or service sales he 
has made. In other words, he can see exactly where 
he stands every day, he has a tendency to pull forward 
in a straight line. 

Salesmen and inspectors may be found fairly evenly 
distributed in two groups. They are either the man 
who loafs along the first part of the week and works 
like a blue streak to “catch up” later, or the man who 
works one day and “goes to a show” the next. The 
daily program eliminates this hazard, thus straighten- 
ing out productive labor outside the store, as every 
day is a “new” day during which the man must reach 
his daily quota to establish his salary check. Of course 
there’s a man who will produce in a straight line every 
day, but he is a rare specimen indeed, Hitchcock smil- 
ingly comments. 

“As for the check-back, we find it a good idea to 
‘inspect’ each man’s territory via the telephone. We 
do this at irregular intervals, calling up offices he has 
worked the day before and finding out directly from 
the operator who signs his work slip whether or not 
the service has been completely satisfactory. 

“This program was designed to utilize every hour of 
a man’s time, instead of basing utilization on how 
much equipment and service he could sell. A very good 
man, who can work hard one day and loaf along the 
next, is thus turned into the exceptionally good man 
who will work steadily, and a weak man is strength- 
ened because of the orderly utilization of his time,” he 
concludes.—_BART 


— 


KAHN, INC., AWARDS CONTEST PRIZES 


A large number of successful letter writers were re- 
cently awarded prizes ranging up to a free trip to 
Hollywood when David Kahn, Inc., manufacturers of 
popular-priced writing instruments, North Bergen, 
N. J., announced the results of a “David Copperfield” 
contest. 

The contest was based upon the purchase of a Pio- 
neer or Wearever pen or pencil and then viewing the 
David Copperfield motion picture or reading the book. 
Contestants were then required to write a short essay 
on why the “consumer” liked the story. 

Wholesalers and retailers were advised of the nation- 
wide contest and a clever advertising hookup with the- 
aters all over the country was arranged. 

A new 1936 catalogue has been published by David 
Kahn, Inc., and will be ready for dealers and whole- 
salers within a short time. 
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Offices of Tomorrow —™= 


\ a they moved into 


their new business home, office employees of the 
Hershey Chocolate Corp. made history for they 
occupied the world’s first windowless office building. 

They found previously undreamed-of provisions 
for their comfort and efficiency. Ample, unvary- 
ing, shadowless light. Conditioned air, always 
fresh. Quiet, all noise scientifically controlled. The 
most modern working tools the market affords. 

At home in this setting—as you can see by 
examining the corner of the Shaw-Walker equipped 
general office pictured above—and contributing to 
its modern efficiency are Shaw- Walker Free-Coast- 
ing Files, organized Skyscraper Desks, Aluminum 
Chairs, and many another piece of “Built Like a 
Skyscraper’’ equipment. 








Typical Hershey private office, 
showing Shaw-Walker Skyscraper 
Desk and Table, aluminum chairs, 
and free-coasting files. 


Walker Skyscraper 








New windowless office building of Hershey 
Chocolate Corp., furnished throughout with Shaw- 


free-coasting files in standard models and finishes. 
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The same considerations that caused Hershey to 
standardize on Shaw-Walker equipment and sup- 
plies are influencing other buyers every day. This 
natural selection is reflected in the profits of Shaw- 
Walker dealers. 


“Built Like a 
kyscraper” 








GHAW-WALKER 


MUSKEGON MICHIGAN 





Only from the Shaw- Walker line, 
as displayed in the Buyers’ Guide, 
Desks, aluminum chairs, and can offices like these be furnished 
complete with standard equipment. 








OFFICE APPLIANCES 


TO A DEPARTMENT HEAD 
WHO WANTS TO CUT 
ADDRESSING COSTS 


Invest in a modern motorized addressing machine. 




















Addressing machines that are quieter, faster, more accu- 
rate, and more economical than ever before are now 
available. Their use effects substantial reductions in office 
expense and overhead, saves time and effort, makes the 
operator a happier, more contented worker. 


zx kk 


When buying any electrified office device—such as a 
motorized addressing machine —you can be sure that if 
the motor bears the G-E monogram, it is as correct for the 
service as the device is RIGHT for your needs. 


If the motor bears this mark, you need ask no further 
questions about the electric equipment. For this 
e monogram is your assurance that the manufacturer 
2 has sold you a motor that he knows is built to 

e the same high standards that he demands in every 
y other detail of his product in order that it may 


serve you well. 














General Electric offers to manufacturers of 
office devices the skill of experienced engi- 
neers; unparalleled manufacturing facili- 
ties; and ready, convenient, nationwide 
service. General Electric, Dept. 
6C-201, Schenectady, N. Y. 
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SHEAFFER LAUNCHES DEALER DISPLAY 
PROGRAM 
Five new and attractive displays for the benefit of 
dealers throughout the country have recently been 
made available by the W. A. Sheaffer Pen Company, 
Fort Madison, Iowa. 
An effective window or counter display is one in 


SHEAFFERS 





“Magical” Window and Counter Display for 
Sheaffer Dealers.—It provides action which 
instantly compels attention of those who see it. 


which is featured the Sheaffer Lifetime Feathertouch 
pen. Operated by a motor, the display tells the story of 
Sheaffer’s “one-stroke filling” feature. By means of a 
transparency, the visible barrel pen is shown, accom- 
panied by a hand just before the filling plunger is 
pressed. Then the hand descends and goes dark, flash- 





Sheaffer's Oriental Wood and Glass Floor Case for Pen 
Display. 


ing on again at a lower level showing the plunger de 
pressed and the pen filled with colored Skrip. At the 
same time the line, “Fills in a Flash,” appears. 

The Sheaffer pen floor case is another interesting 
display. It is of tan striped oriental wood, plate glass 
and bronze fittings. It is equipped with electric lights, 
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At the 


TOP 


Every item in our en- 
tire line contains un- 
usual features which 
make them stand out 
as tops in their par- 


ticular field. 





Upon the combination of these 
features and quick reliable service 
is predicated the reason for the 
6s P 


growing demand for eerless”’ 


products. 


Our line embraces four distinct 
grades of Uprights, Card Index 
Files, Tabulating Card Files, Post- 
ing Trays, Horizontal Files, Desks, 
Tables, Letter Trays, Coat Poles 


and many other items. 


Dealers throughout the country 
who are interested in handling a 
**Clean-cut”’ complete line of steel 
office 


write us for further information. 


furniture will do well to 


Exelusive dealer distribution. 


PEERLESS 
STEEL EQUIPMENT 
COMPANY 


UNRUH & HASBROOK STS., PHILADELPHIA 


OFFICES 
PHILADELPHIA NEW YORK BOSTON 
LOS ANGELES BALTIMORE CHICAGO 
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STANDARD OF 


COMPARISON&x 





N EVERY industry and in every line of business 

there have developed standards of quality and 
standards of service that provide the anchors to 
windward in the sea of business. 


The fixation is not permanent but changes with 


progress. Sometimes, as a result of new inventions 


or discoveries, the old standards are completely 
upset and you have what is called a revolutionary 
change. 

The stapling machine industry experienced a 


revolutionary change when ACE came upon the 
scene in 1930, for ACE offered what the people had 
long wanted and expected of stapling machines— 
faultless, trouble-free service. 


Since then the public have, with orders and dollars’ 
approved of the ACE standard of quality and per- 
formance to the extent of elevating it to that coveted 
distinction which is the attribute of all true leader- 
ship—the Standard of Comparison for the stapling 
machine industry. 





So we say to you—MR. DEALER— 
Compare them All and Standardize 


on ACE—the Leading Line— 


with which all others are compared 











ACE FASTENER CORP. 


3415 N. Ashiand Ave. Chicago, Tl. 


THE WORLDS S£ES7T STAPLING MACHINES 
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| easily locked sliding doors and is scientifically made 


to attract attention to its open contents. 

A third display is the Pencil-Skrip package for 1936. 
This is a special blue and black bakelite container 
holding twenty-five sticks of Pencil-Skrip “successor 
to leads.” 

The “Gold Digger” is a small counterdisplay case 
with the pens on top and in full view. It has a curved 
glass front which minimizes light reflection and gives 
the illusion of an open display. A special feature of 
this display is a light flasher which constantly demon- 
strates the fluid-visibility of Sheaffer pens. 

Colored in blue and silver, a Spring window display 
is the fifth of the Sheaffer output. It is equipped with 
a central panel nineteen inches wide, twenty-three 
inches high with a step-down display tray extending 
seventeen inches in front. Small panels carry Sheaffer 
ensembles and dry-proof desk sets while a central pan- 
el features a flashing or permanently-lighted square 
carrying the name Sheaffer on a semi-cylinder of rich 
opalescent plastic material. 


———<+.>— 
U. S. PLACES HUGE ORDER WITH LYNN 
PAPER COMPANY 

One of the largest government orders in recent years 
has recently been placed by the United States with the 
Lynn Paper Products Manufacturing Company, 2000 
Howard street, Detroit, Mich. The order calls for 68,000 
rolls of adding machine paper in which the firm spe- 
cializes. 

According to officials of the firm, filling the large 
order will in no wise affect the output of other orders 
due to the fact that the modern, daylight factory was 
designed to afford the maximum efficiency in the man- 
ufacture of small paper rolls. 

The Lynn Paper Products Manufacturing Company 
is the youngest firm in the industry, having been es- 
tablished only eighteen months ago. The personnel, 
however, includes men who have had more than four- 
teen years’ experience in the trade. The company 
markets its products exclusively through jobbers. 

= 
PRINCETON STATIONERY STORE IN NEW HANDS 

The stationery and sporting goods store of C. J. Dun- 
bar, Princeton, Ill., has been purchased by Theodore 
Bailey, who will continue the old name. In recent years 
this business was conducted by Fred H. Dunbar. 

Cc. J. Dunbar & Company has been in existence since 
1869, and was established by F. F. and C. J. Dunbar, 
brothers. They operated the business one year at Man- 
kato, Minn., and then returned to Princeton. In 1870 
the brothers bought the Bascom book store. C. J. Dun- 
bar passed away February 22, 1921, and since that time 
the business has been conducted by his son, Fred H. 


| Dunbar, who had been associated with his father since 


1900, and continued in charge. 


—— 
INTERNATIONAL COMMERCIAL SCHOOLS CONTEST 
DATE SET 


The fourth International Commercial Schools Con- 
test, which has drawn hundreds of amateur and pro- 
fessional typists and office machine operators in former 
years, will be held at the Sherman hotel in Chicago on 


| June 24 and 25. 


The affair will, as formerly, be under the general su- 
pervision of W. C. Maxwell, manager of the Hinsdale 
High School, Hinsdale, Ill. The events in the coming 
program will include typewriting, shorthand, bookkeep- 
ing, machine transcription and machine calculation. 
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‘C1ntmaster 


THE VERTICAL PENCIL SHARPENER 












AUTOMATIC 
PENCIL HOLDER 


Press down to insert 
pencil and also to re- 
move. 


A 
FINGER-TIP 
FEED 
To sharpen-finger 


pressure toward op- 
erator. 


POINT CONTROL ip > 
Lever to adjust for -\ aay E 
- i, 


point diameter 

NEW PRINCIPLE 
Pencil and cutter re- 
volve while sharpen- 
ing. 


wanted. 





Cc 
POSITIVE END 
STOP 


Pointed or new 
pencils always rest 


F 


WASTE 
RECEPTACLE 


Easily removed and 


here. 
replaced. 





IUustrated Actual Size Patent Pending 


ENGINEERED TO PERFORM—DESIGNED TO SELL 


Preliminary survey proves Pointmaster to be a natural seller. It has all the features 
necessary to make sales. : 
DEALER PROMOTION HELPS—Attractive colored circulars to hand or mail out. 


Window and counter displays. 


MARBER COMPANY 
20 E. JACKSON BLVD. CHICAGO 
Write Today for Samples and Prices 
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OFFICE CHAIR CASTERS 
FLOOR PROTECTION EQUIPMENT 





An important and profitable 
line of quality products for 
every office equipment dealer! 





* Diamond-Arrow Casters 

* Diamond-Velvet Casters 

* NoMar Rubber Desk Shoes 
* NoMar Atlasite Cups 

* NoMar Furniture Rests 

* Rubber Cushion Slides 





ASK FOR CATALOG No.113 PREPARED 
FOR OFFICE EQUIPMENT DEALERS. 





This practical attractive display block is cre- 
ating business for Bassick dealers. There are 
still a few of these available. Write for details 
as to how you can secure this sales help. 


BRIDGEPORT 


THE BASSICK COMPANY connecticut 


CANADIAN FACTORY: STEWART-WARNER-ALEMITE CORP. OF CANADA, LTD., BELLEVILLE, ONT 
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FORT SMITH LIONS LEAD NATION 

Under the guidance of its president, Louis Cohen, 
owner of the Fort Smith Office Supply Company, the 
Fort Smith (Ark.) Lions Club led all other clubs in the 
country in membership gains during a seven-month 
period ending January 31. 

A report issued by the Lions International showed 
that the Fort Smith club increased its roster from 
thirty-three to sixty-four members between July 1 and 
January 31. 





This Stand Sells Thermometers.—Here 
is one of a number of new and attrac- 
tive display stands recently introduced 
by the Germanow-Simon Machine Com- 
pany, Rochester, N. Y.. as a means of 
aiding dealers. With blue and silver 
predominating, the stand is of a design 
calculated to draw and hold attention 
of shoppers. It is sixteen inches high 
and sixteen inches wide and is listed 
as the Display No. T-50. The stand 
holds twelve models of the company’s 
noted line of Tel-Tru thermometers for 
practically every use. 
>— 
BURGLARS ROB TYPEWRITER EXCHANGE 

Burglars who broke into the branch office of the 
Typewriter Service & Exchange, Inc., at 4641 Ashland 
avenue, Chicago, last month escaped with eight type- 
writers for which dealers are warned to be on the look- 
out. 

Two of the stolen machines, both of which were 
Underwoods had been received late the night before 
for repair work and consequently were not listed. The 
remaining six however, have the following descriptions 
and serial numbers: 

Corona portable model 3, No. 149018, Royal portable, 
No. 0469391, Remington portable, No. S-34278, L. C. 
Smith Model 7, No. 21064, L. C. Smith Model 3, No. 
12-23935, Oliver Model 7, No. 801845. 

—<g>—_—___ 

UTICA HOUSE FEATURES THE MIMEOGRAPH 

The Utica Office Supply Company, Utica, N. Y., is edu- 
cating its community in the use of modern stencil 
duplicating devices for all the needs of modern busi- 
ness. It is offering the latest devices embodied in The 
Mimeograph production, and undertakes the produc- 
tion of duplicator work for organizations requiring 
such service, including illustrations and designs, em- 
ploying where needed the services of a typing machine 
using several faces and sizes of type. 

> - 
AMES VISITS CHICAGO 

C. H. Ames, New York manager and vice president 
of the Ames Supply Company, 564 West Randolph 
street, paid a short visit to Chicago, last month. Mr. 
Ames, who is a brother of Art Ames, genial head of the 
company bearing his name, refused to make a state- 
ment concerning business in the East other than to 
admit it was “improving right along.” 
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SPOTSEALD 


ADDING 





WITH A STOP SIGN AT 
THE END OF THE ROLL 


@ There’s no waste of 
tape or time in opening 
‘'‘Spotseald’’ Adding 
Machine Rolls... Grasp 
a corner—tear on the 
line ... that’s all! A 
couple of inches of tape 
—a couple of seconds 
of time... it’s done. 


And there’s no excuse 
for printing totals on a 
bare platen, either! For 
three whole feet from 
the end of each roll there 
runs a red stop signal 
...a red band on each 
edge that says ‘’Have 
another roll handy.” 


“‘Spotseald’’ Adding 
Machine Rolls are made 
in three grades and in 
all standard sizes. Write 
for complete informa- 
tion and prices. 








“3 
ROCKWELL-BARNE 


1511 West 38th Street 
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Announcing a New Line 


OF WASTEBASKETS 
AND WASTEBARRELS 


New—-with outstanding features. Lasts longer 


because it withstands hard knocks at the two 
points most subjected to blows 
tom edges. 


the top and bot- 
Scientifically constructed one-piece 


no-joint metal rims | 


(see diagram) give 
added rigidity and 
greatly increase 
the durability of 
thecontainer 
throughout. 





This is how one-piece 
rim at the top is 
scientifically con- 
structed to gain ex- 
traordinary rigidity. 





STYLE NO. 18 

Retail 
Style Bot- We Price 

No. tom Top Het. Lh« Doz 
13 ™ 0 13 1% ~~ $5.70 
i4 10 13 14 2 7.70 
15 10 13 15 2 8.00 
18 10 13 18 2% 8.50 





Wastebaskets have tapered 
tough fibre sidewalls and 
steel bottoms. Made in four 
sizes. Washable enamel fin- 
ish, in olive green, mahog- 
any, walnut, ivory-white or 
pastel green. 

Wastebarrels also made in 
four standard sizes, but 
several smaller sizes than 
those listed below can be 
furnished. Straight side walls 
in fibre or steel with steel 
bottoms. Same colors as 
wastebaskets. 





STYLE NO. 260 


Wr. Retail Price 


o. Lh« Diam. Het. Lbs. Fibre Steel 
10 4', 13 24 1090 6 18.00 Doz. 24.00 Doz. 
165 5 13 w 1650 9 24.00 Doz. 30.00 Doz. 
200 6, 16% 22 2000 83, 24.00 Doz. 30.00 Doz. 
260 7! 16% 30 2600 10% 30.00 Doz. 36.00 Doz. 


Note the very low prices. Together with highest quality ma- 
terials and construction, they afford you increased sales. 


The Cleveland Container Co. 
S. Hermitage and W. Pershing Rd. 
Chicage, Hl. 











| 
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PENCIL MANUFACTURE IN DENMARK 


The United States Department of Commerce reports 
that wood cased lead pencils are manufactured in Den- 
mark by Bylantfabrikken Viking (“The Viking Pencil 
Works”) Copenhagen. There are no production figures 
available but it is stated that about half of the output 
of this factory is exported. The 1934 exports of pencils 
aggregated 31,900 kilograms valued at Kr. 255,000, as 
compared to 36,700 kilograms valued at Kr. 299,000 in 
1933. Unfortunately, the Danish foreign trade returns 
do not show exports by countries of destination in the 
case of pencils, but trade circles state that Belgium is 
the principal receiver. 

During the last ten years the Danish company has 
supplied pencils to the Belgium government and official 
institutions in the face of keen competition from Ger- 
man and Czechoslovak manufacturers. Recent trade 
reports are to the effect that a good size order has been 
obtained from the government of the Union of South 
Africa in the current year. In 1934 the Danish com- 
pany established a branch plant at Malmo, Sweden, 
which now supplies the Swedish market. In late years 
the Danish factory has augmented its exports of fin- 
ished pencils with sales of pencil lead to foreign pen- 
cil makers. 

The cedar wood used in the manufacture of pencils 
is imported chiefly from the United States where, it is 
said, in pioneer days cedar wood was used by the farm- 
ers for fence posts, and by railways for sleepers, or ties. 
After many years’ exposure to the heat of the sun. the 
wood has attained just the state of maturity Danish 
pencil manufacturers desire. The wood, which usually 
arrives in slats cut the length of a pencil, is first sorted, 
then boiled and dried. Special machines cut grooves 
in the slats corresponding to the diameter of the leads. 
There is also a growing production of indelible lead 
pencils, colored copying pencils, crayons, etc., kaolin 
and pigments used in the manufacture of leads for 
colored pencils and minerals, and aniline dyes for in- 
delible pencils. 

———_—__>—_—_————_. 
FULTON STAMP PADS USED FOR FINGERPRINTING 

The taking of fingerprints of world war veterans 
and other applicants for the new bonus has recently 
been discovered as a new use for the Non-Blurring 
stamp pad manufactured by the Fulton Specialty Com- 
pany, 200 Fifth avenue, New York City. 

The discovery of the novel use to which the stamp 
pad is put was made by L. H. Tavenier, sales manager 
of the Fulton Company. According to Mr. Tavenier, 
the demand for the Non-Blurring stamp pad greatly 
increased a short time after the House and Senate 
passed the bonus bill over President Roosevelt’s veto. 

“An investigation disclosed that because of the 
stamp pad’s unusual wood block construction and im- 
pregnation, organizations all over the country respon- 
sible for accepting the veterans’ applications, together 
with their fingerprints, had put the stamp pad to work 
in the fingerprinting process,” Mr. Tavenier said. “The 
reason for this is that this particular pad is very sensi- 
tive and reflects the slightest pressure of fingerprints.” 

——_—_ ~<> -—— 
BUSINESS APPLIANCE COMPANY MOVES 

Because of the need of additional space which was 
unavailable at their former location, the Business 
Appliance Company, Los Angeles, has moved from 
926 South Hill street to 509 South Spring street. The 
firm was inaugurated in 1926 by Ray C. Anderson and 
occupied the Hill street premises until moving to the 
new establishment on March 1. 
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_ Profit Builders 












LINES OF STEEL FILING CABINETS 


For All Types of Service — A Price pee to Meet All 7 ae 








EMPIRE ; FIRE-WALL COMMERCIAL UTILITY NON-SUSPENSION NON-SUSPENSION, JR. 





GRADES OF FILING FOLDERS — SIX WEIGHTS 


Empire — Rochester — Kraft - — YawmanotE — Pressboard — den 


ae | ROCHESTER KRAFT 








GRADES OF INDEX CARDS — THREE WEIGHTS 


A Grade for Every Type of Record — Perpetual Records — Permanent Records— Twenty-five Year Records 
Fi fteen Year Records — Ten Year Records — Five Year Records _ 

















| [100% Rag Stock | | [75% Rag Stock [ Seas | | Ree: Sulphite Stock Sulphite =) | [rom || 
_ A Grade L Grade || || || B Grade | in | | Grae || | | roms ||| ime peers 





SPECIAL SERVICE DEPARTMENTS — SYSTEM - VISIBLE - BANK 
SCHOOL - - HOSPITAL - IDENTIFICATION 
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SYSTEM VISIBLE BANK SCHOOL HOSPITAL IDENTIFICATION 



































COMPLETE DIVISIONS OF “Y AND E” PRODUCTS 


Steel Files — Steel Desks — a eect ie — Visible Equipment and Systems — 
iling Systems an uppl ies 











REASONS WHY YOU SHOULD HAVE THE “Y and E” EXCLUSIVE FRANCHISE 


1. Complete Balanced Line 4. Quality Merchandise at Competitive Prices 
2. Cooperative Sales Departments 5. Complete Service to Specialized Industries and Professions 
3. Exclusive Protection 6. Fifty-Six Years Experience Creating Office Equipment and Supplies 


WRITE FOR COMPLETE INFORMATION ON EXCLUSIVE FRANCHISE 


YAWMAN‘DFRBE MFG.@. 


FACTORIES AND EXECUTIVE OFFICES, 362 JAY STREET, ROCHESTER, N. Y. 
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OFFICE APPLIANCES 





OFFICE APPLIANCES ANNOUNCES Vb Ylow 


LOOSE LEAF FORM INDEX 


Listing the Founs of Fvery Manufacturer 
Selling to the Jrade 


Enables Dealers in Loose Leaf to Locate 


Any Desired Form—IMMEDIATELY 


(About nine years ago Office Appliances 
published serially, and later in booklet 
form, the first Loose Leaf Form Index, 
which was acclaimed by stationers as the 
most outstanding service ever rendered 
them. Many are still using it. But time 
brings changes, and there have been many 
in loose leaf. New lines have been added 
and old lines modified, hence the former 
Index has become obsolete. 


The New Loose Leaf Form Index, pub- 
lished in the August to December 1935 
issues of Office Appliances, and now issued 
as a twenty-four page booklet, is remark- 
able for its completeness, compactness and 
the ease with which it can be used. A 
simple numbering system permits you to 
locate without delay any requested form 
in any manufacturer's line, also its dupli- 


your store may quickly become a loose 
leaf expert. 

The New Loose Leaf Form Index, there- 
fore, is a great time saver and a powerful 
sales maker. No sale need be lost because 
of inability to locate a desired form. It 
is especially useful in finding special or 
combination forms—and you know how 
much searching through catalogs this 
usually involves. But a minute or two 
with the New Loose Leaf Form Index 
solves that problem. You quickly find 
the form you are looking for and con- 
summate the sale then and there. 

In the average stationery store the New 
Loose Leaf Form Index should pay for it 
self the first day it is used. Every sales- 
man, including your outside men, should 
have access to it, for it results in increased 


sales of loose leaf. You will find it an 


cates in the lines of other manufacturers. 
economy to have more than one copy. 


With the new version any salesman in 


The Price is Only $1.00 
OFFICE APPLIANCES, 417 So. Dearborn St., Chicago, Ill. 


How many do you require? Fill in and mail this. coupon. 


OFFICE APPLIANCES, 417 S. Dearborn St., Chicago, Ill. 
Enclosed find check for $............045. cba snowy detnwcn ot copies of the New Loose Leaf 
Form Index. 
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SCHOOL SUPPLIES SHOW DRAWS LARGE CROWD 

Hundreds of dealers and other visitors braved the 
cold in Chicago last month to attend the nineteenth 
annual convention and exhibition of the National 
School Supplies and Equipment Association, held in 
the Palmer House for four days beginning February 17. 

The exhibits were displayed in rooms on the tenth 
floor of the hotel and each of the four days saw a large 
number of men and women tour the corridors to view 
the elaborate showings of school desks, chairs, filing 
equipment, maps, world globes, pens, pencils, duplicat- 
ing equipment and other items found today in the 
modern school. 

Of the forty-nine firms which placed their products 
on display, a large number were office furniture and 
equipment houses. These, and the men in attendance 
were as follows: 

American Seating Company, F. J. Snow; Automatic 
Pencil Sharpener Company, Charles E. Davis and John 
J. Ramma; Corry-Jamestown Manufacturing Company, 
Roy Edgren and George W. Stapleton; Esterbrook Steel 
Pen Manufacturing Company, B. B. Gitland and R. N. 
Wood; Heyer Corporation, S. E. Gregory; Ideal School 
Supply Company, William A. Parker; Indiana Desk 
Company, A. F. Krieg; Jasper Chair Company, Louis 
T. Koerner, George Litchfield and W. H. Brown. 

es 
GRAND RAPIDS HOUSE INCORPORATES 

The Eckenberg-Ferrell Company, 414 Transportation 
building, Grand Rapids, Mich., has incorporated. The 
company has conducted the Victor Adding Machine 
Agency at Grand Rapids three years, and specializes in 
the field of accounting machine sales and service. The 
business was started during the Michigan banking holi- 
day, and has expanded constantly during the three 
years of its existence. It started with a staff of two 
persons, and now employs six people. 

The officers of the company are: Gordon Ferrell, 
president; William H. Durant, vice president; Arthur 
Eckenberg, secretary-treasurer. 

Mr. Ferrell had been a service man with the Chicago 
agency of the Burroughs Adding Machine Company 
seven years. Mr. Durant was with the Burroughs Com- 
pany twenty-four years; eight years of this period wer2 
spent at Grand Rapids, Mich., and Syracuse, N. Y. Mr. 
Eckenberg has been selling office equipment the past 
eighteen years; five as a Burroughs salesman at Grand 
Rapids, Mich., and at Syracuse, N. Y. 

~>— 
BLADE PRINTING COMPANY’S FINE CATALOGUE 


The Blade Printing & Paper Company, Toledo, Ohio, 


has distributed to its consumer trade a comprehensive 
catalogue, “H,” of over 250 pages. This book covers 
the commercial stationery and office equipment fields 
in an attractive manner, well classified, and a full in- 
dex of products. The inside back cover is devoted to 
the manufacturing facilities of The Blade Printing & 
Paper Company, which include commercial and book 
printing, ruling and binding, and the preparation of 
advertising matter for all requirements. Liberal space 
is devoted in the catalogue to steel office furniture, 
filing facilities and supplies. 
> ee 
NEW VACUUM LEAD DEAL 
At a cost to retailers of sixty-six cents, the Vacuum- 
Fil Pen Company, Fort Madison, Iowa, offers its lead 
deal No. 72, including two dozen packages of vacuum 
leads at five cents, mounted on an attractive easel 
display card. Further details may be obtained by 
writing directly to the company. 














MAKE 
MORE 


on every sale 





and make lots 
of sales with 


€EN-TR-KOTED 
CARBON PAPER 


This superior carbon paper 
offers you a larger profit 
and its finer quality insures 
big “repeat”’ business! 


PROFIT 


OPPORTUNITY! 


Inquire about an exclusive 
agency on CEN-TR-KOT- 
ED Carbon Paper! Several 
lucrative territories avail- 
able! 


GRAND PRIZE 
CARBONS and RIBBONS 


PACIFIC CARBON & RIBBON MFG. CO. 


J. Francis O'Connor, Pres. 


Head Office and Factory 1451 Harrison Street, San Francisco, Calif, 
Chicago: 608 So. Dearborn St. 
Los Angeles Portland, Ore. 


Denver 
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Ml 
| DO NOT LIKE TO BE 
fooled ABOUT FACE POWDER 





...OR TYPE CLEANERS” 


And dealers do not like to be fooled on 
type cleaner profits. For the quickest 
way to kill profits is to sell the stenog- 
rapher an inferior type cleaner. 
Clarotype cleans type on typewriters and other 
office machines quickly and thoroughly. It gets 
out all the dirt and ink. It prevents spattering 
by giving the stenographer a handy dauber 
which makes brushing unnecessary. There is 
only one Clarotype—and it is making steady 
repeat profits for more than 4000 dealers. 


CLAROTYPE 


makes repeat sales 


Ilundreds of dealers have found Clarotype’s 


money-back guarantee makes introductory 
sales easy. The merit of our product makes 
repeat sales for you without effort. Write us 


for our free advertising aids which explain to 
the stenographer our money-back guarantee. 
Clarotype retails for 50 cents with a good profit 
for you. Order from your jobber or from the 
Clarotype Company, Inc., 16-C Hudson Street, 
New York City. 


cLAR-O-TYPe 


GIVES THE STENOGRAPHER 
VALUE 
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OAKVILLE FORM S-94 IS AID TO DEALER 

For the double purpose of aiding dealers keep a satis- 
factory inventory of their stocks and notifying them in 
advance of salesmen’s call dates, a new form, which is 
known as the No. S-94, has recently been issued by the 
Oakville Company, division Scovill Manufacturing 
Company, Waterbury, Conn. 

The form, which is of standard letter size, lists the 
entire Oakville Yellow Box line and has parallel col- 
umns with spaces in which the dealer may jot down 
opposite the various items the number on hand and 
number required on the next order. 

C. C. Shee, Oakville Company sales manager, says, 
“The proper use of these forms will enable dealers 
to keep an accurate control over their stock, and to 
have a record of sales and turnover of each individual 
item by making a permanent file of these records after 
serving their purpose as work sheets in the preparation 
of orders.” 

On the reverse side is a blank space in which the 
date of the salesman’s next call on the customer is 
written in. 

> 
LOOSE LEAF METALS COMPANY ISSUES 
NEW CATALOGUE 

Catalogue No. 3, attractively bound and containing 

more than 100 pages, has recently been issued by the 


| Loose Leaf Metals Company, Inc., 6816-6824 Arsenal 





street, St. Louis, Mo. Within its brown cover the book 
is printed on high grade paper and is thumb-indexed. 
Practically every page is illustrated, the pictures show- 
ing various items of the company’s many lines. Under 
a heading of “general information” the book outlines 
the concern’s policies with regard to prices and terms, 
ordering, special goods, guarantee, routing, parcel post, 
claims and damages. 


Included in the catalogue are four new items. They 


| are a one and one-quarter inch capacity ring metal 


| with boosters, a one and one-half inch capacity ring 


metal with light wire rings for price book punching, 
a one and one-half inch visible record non-booster 
metal, and fibre end sheets, ranging in size from eight 
and one-half to twelve inches. 
—<g—_—_ 
YOUNG INSTALLS BURGLAR ALARM 

Burglars who last January broke into a window of 
the Young Office Equipment Company, 210 West Adams 
street, Chicago, and escaped with both an Under- 
wood noiseless portable and a Royal portable type- 


| writer, will have difficulty repeating the performance. 


Last month Elmer Young, head of the firm bearing 
his name, installed an elaborate burglar alarm system 
which protects all windows and doors of the big estab- 
lishment. Attempts to tamper with either window or 


| door sets off an alarm that brings speedy action from 


the police. 
The stolen typewriters, which are still missing are 


Underwood Noiseless portable No. 736471, and Royal 
portable junior model, No. J-28512. 
ES 
MARKS COMPANY ENLARGES QUARTERS 

Because of an increasing demand for its products 
the Marks Manufacturing Company, 521 West Monroe 
street, Chicago, has recently completed alterations and 
remodeling of its plant which resulted in affording 
more than twice the space formerly available. 

The latest time-saving, modern machinery has been 
installed in the factory which is now three times its 
former size while the general as well as the executive 
offices have been enlarged and completely remodern- 
ized. 
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Sure, people buy where they know 
they get real value. That's why the 
dealers who sell 


MASTER GRADE 


sures UNDERWOODS 


typewriter. 


penis: sian ak daring are the leading dealers in their towns. 
Eye Ease Keyboard. 


Crackle Finish nonglare front plate. - ‘ 

Individual key action control. There just is no comparable rebuilt 
New style feet and cylinder knobs. a 

Complete new cork and rubber feed typewriter value. 


roll assembly. 
Genuine Underwood parts. 


Precision built. THE WHOLESALE TYPEWRITER CO. 


Guarantee Bond sealed to each ma- 
chine. FACTORY AND GENERAL OFFICES: 155 SIXTH AVE., NEW YORK, U.S.A 


Only official factory rebuilt Under- CABLE: SALETYPE 
wood. 






































THE NEW COMPLETE STEEL 
AGE CATALOGUE TELLS 
THE ENTIRE STORY OF OUR 
NEW CASE CONSTRUCTION | 


Unique sales features will help you sell easier 


and more profitably. 


Do not neglect to familiarize yourself with the 








H r Y Cc d —~ . . . 
ne i i. profitable SteelAge line. We invite correspondence 
from dealers interested in the possibilities of a SteelAge exclusive 


franchise. 


CORRY-JAMESTOWN MFG. CORP. 
CORRY, PENNA. 


Branches in Principal Cities Export Dept. 5713 Euclid Ave. Cleveland, Ohio Cable Address CORJAM 














— 
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HERE'S A 
“NATURAL’ 
FOR YOU! 


..+ Imperial’s 
Sensational New 
Desk for Portable 


Typewriters... 








Imperial No. 95 
Portable.Typewriter Desk 
(42°x23"x30" high) 











your “best seller”? for 1936! A beautiful new Im- 
engineered and designed expressly for the millions of 
people who own portable typewriters! It’s not an ordinary knee- 
hole desk with a makeshift drawer arrangement—but a special 
new type of desk with a swing-out platform that locks rigidly 
into position—at the correct 26 inch height for typing—counterbalanced 
by springs. Every owner of a portable typewriter in your community is a 
live prospect for it! ‘Tie into” this opportunity while it’s hot. Write 
today for details and price. 


Announcing 
perial desk 


a. 


— 


*Solid cast brass hardware —Roman gold 


finish. 


"Modern design. 
furniture atyles. 


inspired by current 


"Choice figured Walnut top, drawer fronts *Handy indexed letter file in lower drawer. 


and panels. 
“Oak 


*Knee drawer partitioned for stationery, 


drawer interiors. pens, ete. 


ipplied For 


Design Patents 


























IMPERIAL 
DESK 
COMPANY 


Evansville, Indiana 

















lof many reasons why 


APSCO Sharpeners are Best 


_ LOOK AT THIS—It’s Important to YOU... 





Automatic Pencil 


ORDINARY CUTTER | For over 28 years 


Sharpeners have demonstrated to the 


—7 t—..,. 
AI Fo, trade, and the public, their supreme 
Z er 
HM value. Year in and year out they have 
Y 
served their owners well—so well and so 
I . . 
‘ economically that repairs and replace- 








ments have been practically unknown. 
ipsco cutters have a 300% 
greater cutting clearance 
than the one shown below. 
Cutting Clearance is the 
knife-like edae which sharp- 
ens the pencil. The greater 
clearance in Apsco models 
makes possible our famous 
slogan, ** Apsco Cutters don’t 
scrape —they cut.”” 








Dealers, everywhere, are familiar with 
the fact that Apsco Sharpeners offer the 
utmost in profits because: They Satisfy 


Always. 


The GIANT... 





is unsurpassed among the 
lowest-priced sharpeners, 
and reliable all-round performance. 
loid or all-metal receptacle optional. 





for economical 
Cellu- 








utomatic 


encil Sharpene 





58 East W ashington St. 


r (0. 


CHICAGO, ILL. 
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GOLDBLATT TO CELEBRATE SILVER WEDDING 
ANNIVERSARY 


Robert C. Goldblatt, proprietor of the Star Typewriter 
Company, 189 West Madison street, Chicago, and Mrs. 
Goldblatt will celebrate their silver wedding anniver- 
sary on Saturday, March 21, at their residence 7138 
Bennett avenue. They will hold “open house” for the 
benefit of their numerous friends in the typewriter in- 
dustry of Chicago and its suburbs. 

Mr. Goldblatt started his career in the typewriter 
business as a salesman for the Monarch Typewriter 
Company in 1909. Three years later he joined the Rem- 
ington organization at its consolidation and in 1922 
joined the Royal Typewriter Company with which he 
spent ten years as a member of the sales staff. For the 
past three years he has been the head of the Star Type- 
writer Company. 





Stand Newest 


Emphasizes the 
Features of This Recent Addition to the Well- 
the Hanson 
525 North Ada Street, Chicago. 
Placed in either window or interior the hand- 
some lines of the stand demand attention. 


This Display 


known Line of Scales Made by 
Scales Company, 


acutigelens 
WELLS COMPANY ADDS TO LINES 

The Wells Manufacturing Company, Laurel, Miss., is 
now manufacturing a line of inexpensive office desks 
and tables in addition to its typewriter tables and tele- 
phone stands. 

The decision to branch out with the new lines was 
reached after the company acquired the assets and 
plant of the McLeod Furniture Company. John E. 
Wells, president of the Wells Manufacturing Company, 
was formerly vice-president and general manager of 
the McLeod firm, resigning a year ago to form his 
present company. 

er: 
BRISTOL DEALER TAKES LARGER SPACE 

The Bristol Stamp & Stationery Company, because of 
greatly increased business, has relocated in larger 
quarters in the Arcade building, Bristol, Va. The new 
store permits a larger stock and better display facili- 
ties —CGJr. 

— so 
MARKILO COMPANY MOVES 

Because of the need of larger quarters in which to 
carry on its increasing business, the Markilo Company, 
manufacturers of many lines of celluloid products, has 
moved from 936 West Sixty-third street to 3633 South 
Racine avenue, Chicago, 


— 
rh 
vu 





NEVA-CLOG Stapling Pliers 





MODEL J-30 STAPLING PLIER $3.50 
Specially designed for office and light production work. Fastens light paper 
or cellophane bags, tickets, etc. Operates with unusual sy and ease. 
Accurately constructed, remarkably efficient, will stand hard usage. 





MODEL S-100 STAPLING PLIER $4.50 ' 
A rugged, powerful Stapling Machine with 4 to 1 leverage. Will fasten all 
materials that the ')" deep staple will penetrate without bending. Par- 
ticularly designed for production work and hard usage. 





MODEL B-100 HEAVY,DUTY $5.00 


For heavy duty and for fastening of tough materials, this machine uses a broad 


_ a ates ie. Fastens such materials as fibre, softwood baskets, veneer 
, leather and belting. 


‘NEVACLOG PRODUCTS. Inc. 








BRIDGEPORT. CONN. 
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No, 6239 





“A Murphy Chair 


with Extra Value in 


Comfort, Style and 


Substantial Construction 


An excellent number to select for your 
especial recommendation by reason of 
its service and satisfaction features. 
Proven a successful number for the re- 
tail merchants. Consider these 
specifications: 


Made of Pecan, finished in Walnut. 
Back 21 inches high, seat 23x21, arm 
2%, arm stump 1 \, front post 2 inches, 
back post 154. Comfortable spring seat 
carefully padded. Equipped with 
casters. Weight of chair, 35 Ibs. 


Sixty-three years of Murphy Chair serv- 
ice prove the quality. Details of the 
complete line will assist you to build 
up your office chair sales, and will be 
sent on request. 


Murphy Chair Company 


Owensboro, Kentucky 
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(New Machines and Devices Continued from page 39) 


NEW PARROT FASTENER MAKES BOW 
With features which make it a triple-duty machine 
and listed as the No. 13, a new Speed Fastener has been 
introduced to the market by the Parrot Speed Fastener 





Parrot Speed Fastener No. 13 


Corporation, 37-18 Northern boulevard, Long Island 
City, New York. 

Manufactured for strength and durability, the No. 
13 is capable of using three sizes of staples—quarter, 
three-eighths and one-half inch. It operates best 
when Speed Fastener chisel pointed staples are used. 

— > — 
CLEVELAND CONTAINER COMPANY INTRODUCES 
NEW WASTEBASKET LINE 

A new line of wastebaskets and wastebarrels, mar- 
keted at a low cost, has recently been introduced by the 
Cleveland Container Company, Chicago. The various 
numbers of the new line of receptacles are furnished 
in five standard colors and are equipped with rims of 
an entirely new one-piece seamless steel construction 
which affords great rigidity. The bottoms also are of 
steel, while the sidewalls are of tough fibre and the 





Cleveland Company 
Waste Basket 


wastebarrel sidewalls are of fibre or steel. A tapered 
fibre wastebasket which is listed as style No. 18 in the 
new line, comes in four different sizes and are of wash- 
able enamel finish, with a choice of Olive Green, Ma- 
hogany, Walnut, Ivory-white wr Pastel Green. The 
sizes range from 10” across top and 13” in height, to 
13” across the top and 14” in height. 

There are four sizes of straight sided wastebarrels, 
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One of these TRANSFILES 


TRADE MARK 






















has a place wherever rec- 
ords are stored or filed Aes 


Economy, durability, accessibility and good appear- 
ance are essentials in corrugated storage files. But to 
some of your customers economy is the vital require- 
ment. Others insist on good appearance as well. Still 
others demand drawer operation comparable to the 
regular steel files. 


That's why TRANSFILES are made in 3 styles — 
DeLuxe, Leader and Regular. 


TRANSFILE dealers give their customers exactly 
what they want. Naturally they have an advantage. 


GUIDE SYSTEM AND SUPPLY CO. 
335 Canal St. New York, N. Y. 


THERE IS A TRANSFILE FOR EVERY PURSE AND PURPOSE 








Where SECURITY of Binding is 


of Paramount Importance 













Especially for 
lawyers, archi- 
tects, engineers, bank- 
ers, public officials, etc., 
where valuable papers remain 
valuable only when completely in- 











tact. 


In two sizes: No. 1, 50 sheet capacity, $ 5.00 
No. 2, 100 sheet capacity, 15.00 


Edw. L. Sibley Mfg. Co. Inc. 


Bennington Vermont | 
Since 1886 
“Nothing but our own creations” 
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Stationers = Ribbon & Carbon Dealers 


PROTECTION FOR YOU 


UR sales policy is EXCLUSIVELY WHOLESALE—always 

has been. Our line is STRICTLY A DEALER’S LINE— 

Inked ribons—Carbon papers—Roll carbons—Honest Values— 

Uniform Goods—developed through years of experience in meeting 
and solving Ribbon and Carbon problems. 


* Successful dealers throughout the world give us their confidence and 
patronage. They KNOW our STRICTLY WHOLESALE policy 
merits their confidence and have found it insures their PROTEC- 

“The Complete Line” TION. 

Originators and Sole Manufacturers of Cleangrip and Whitedge 

Efficiency Typewriter Carbon. 





RIGHT PRICES--RIGHT GOODS—AND 
PROTECTION FOR THE DEALER. 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 
561 GRAND AVE. BROOKLYN, N.Y. 


















Experience 
that Counts 


SIXTY years of desk making has 













he above design ts 
a 


T 

: wage cr Thomggongt dove desion Is 
this definite implication — jasper gio availabe Ie me. 
Desk Co. desks have given consist- and walnut (No. 








ent satisfaction. That is because of 
expert construction, designs are 
kept up to date and only best qual- 














NO. 817 


popular number. 
Full quartered oak. 
Five lengths—48 to 


New York Ware- 
heuse: 573 Broad- 
7" New York, N. 


















——e 72 inches; 32 and 34- ity materials are used. And yet Chicago Representa. VT 
3 sO" CM  — Jasper Desk Co. desks are reason- sre } a ave 
— 203 to 26! ably priced. iephone: ROGers 






Our catalog presents a wide range of styles. We'll gladly send a copy. 











JASPER DESK COMPANY, JASPER, IND. 














— — 4 eee 


eS ey fs 


> 
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either fibre or all steel, listed under style No. 260. 
These are attractively finished and manufactured for 
special durability and strength. They range in diam- 
eter from 13 to 163g” and in height from 24 to 30”. 

Further details and prices on the various items may 
be obtained by communicating with the Cleveland Con- 
tainer Company’s Chicago headquarters, South Her- 
mitage avenue and West Pershing Road. 

Ni Fite 
STAFFORD ADDS TO ITEM LIST 

S. S. Stafford, Inc., 603-609 Washington street, New 
York City, has recently added two new numbers to 
its list of office equipment items. 

One of the new items is a small bottle of single fluid 


Water Wet Pasre Jar 


TAFFOR 


SIA - 


Stafford Paste Jar 





“Out-Rite” ink eradicator, with a screw cap and a glass 
rod attached. This is listed in the company catalogue 
as Item No. 246 and is packed one dozen to the box. 

Item No. 467 is the second new number and is a six 
and one-half ounce jar of white paste, with a central 
waterwell and a bristle brush. This is also packed one 


dozen to the box. 


CARD CABINET ADDED TO ASCO LINE 
In answer to requests of several dealers the Art Steel 
Company, Inc., New York City, recently introduced a 
new pullout cabinet for 3x5 and 4x6 cards as the latest 
member of the Asco line of steel office equipment. 
Made of furniture steel with a positive spring com- 





Asco Card Cabinet 


pressor, the cabinet, listed as the No. 1035, is equipped 
with a solid brass card holder and pull. It is finished 
in an attractive olive green color and is placed in the 


popular price range. 
> | 


CHROMIUM RUBBER STAMP 

Introducing an entirely new idea in design and 
manufacture, a new chromium rubber stamp has re- 
cently been placed on the market by the Bankers & 
Merchants Stamp Works, 3225 Sheffield avenue, Chi- 
cago. 

The chromium feature is permanent. The metal is 
laminated onto the wood block by a process developed 
and patented by the company. It is non-tarnishable 
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No. 591 





No. 3115 


, No. 55 


Bh +] 105 





Fi No. 5531 


Make a window display of them. 
Send along a trial order today. 


IMPERIAL METHODS CO. 


FOREST PARK ILLINOIS 
GERARD D. WHITE Western Representative 
100 Worth St. C. J. Schubert, Jr. 


New York City 307 E. Third St. Los Angeles, Cal. 
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YEARS 
OF 
EXPERIENCE 


FOR more than forty years we 
have been drawing and plating 
wire. With our own modern 
plants, and complete control of 
production from raw materials 
to finished products, we are in 
position to furnish a high-qual- 
ity line of paper fasteners at 
prices you will approve. Suffhi- 
cient stocks of all items are al- 
ways kept on hand, ready for 
immediate shipment. 
























PAPER CLIPS 
PINS 
BRASS FASTENERS 
STAPLES 
THUMB TACKS 





Write for Price List 1134A 
illustrating, describing and 
quoting our complete line. 


VAIL 
MANUFACTURING 
COMPANY 


1752-58 East 75th Street 
CHICAGO, ILL. 








7 


"MAIL oT TO VAIL” 
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' and a satin finish gives the item a lasting attractive- 


ness. 
As an added feature created for the benefit of re- 
tailers, plans have been made whereby the company 





Chromium Rubber Stamp 


| will imprint the dealer’s name upon each stamp free of 
charge. 

A circular describing the chromium stamp, its vari- 
ous sizes and prices may be obtained by writing the 
Bankers & Merchants Stamp Works. 

—_—_<——_—_ 
STEEL TOP FEATURES STANDARD COMPANY 
BASKETS 

Featured by a steel top which reenforces construc- 
tion at the most necessary points, a new line of round 
and square top fibre waste baskets has recently been 
introduced to the trade by the Standard Fibre Specialty 














Standard Steel Top Basket 


Corporation, 18-20-22 West Twentieth street, New York, 
N. Y. 
| The new baskets are available in seven styles and 
| sizes, of which there is one for every possible use. The 
sizes include top diameters of from ten to fourteen 
| inches, bottom diameters of from eight to twelve inches 
| and heights of from twelve to thirty inches. 
While the steel top is a special feature of the new 
line, there are other important factors entering into 
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Furnishings by 
Mead & Wheeler 
Co., Chicago, Ili. 





Leather Upholstery Was Chosen—Naturally 


Because it is ideal for the purpose. Chairs 
for the board room must fulfil definite re- 
quirements as to utility and appearance. 
Eagle-Ottawa leather is_ particularly 
suitable because of its high quality and 


variety of finishes, consequently it is selected 
in a large percentage of such installations. 
Specify Eagle-Ottawa on every occasion. 
We'll gladly send samples and necessary 
information on grades. 






EAGLE-OTTAWA LEATHER CO., GRAND HAVEN, MICH. 


SALESROOMS: New York, 2 Park Ave. Chicago, 912 W. Washington Bivd. St. Louis, 1602 Locust St. San 


Francisco, 569 Howard St. 


Los Angeles, 1012 Broadway Place. Portland, 1238 N.W. Glisan St. High Point, N. C., P. 0. Box 386 








No. 861-F 


From the 
800 


LASTING SATISFACTION 
REPEAT SALES 


*TURDY in construction, pleasing in design, low in price—Alma 
\ desks give satisfaction and bring customers back to your store. 


ALMA DESK COMPANY 


HIGH POINT, NORTH CAROLINA 
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The extraordinary popularity and success of Gunn 
Thrift Line Office Furniture has been the result of an 
unusual combination of design and construction—and 
utility at low cost. Thrift Line Office Furniture has 
been the fastest selling merchandise in its field since 
new features ...and greater values through- ‘ . ° , 02: pad ‘ ore 

eine | Acgpn pgp: it was first introduced in 1933. There is only one answer: 
out the entire line of Thrift Office Furniture —_ om ; . “ : . “., 

_—o lhrift Line Office Furniture excels in genuine value. 


GUNN FURNITURE CO. 


GRAND RAPIDS, MICHIGAN 


ind now, Gunn presents new designs .. . 








ES 











$3 50 








THE AUTOMATIC SPEED-O-PRINT 


SPEED-O-PRINT 


The World’s Finest Low Priced FULL SIZE ROTARY DUPLICATORS 
SPEED-O-PRINT FEATURES: 





|. Less working parts than any other 7. Adjustable to thickness of stock. Complete price list and samples of 
duplicator on the market. 8. Speed of automatic feed model, work furnished to dealers on request. 
2. Size of sheet: From postcard to 5000 per hour. 
legal size. 9. Speed of regular hand feed model, 
3. Perfect registration. 1000 per hour. HAND FEED SPEED-O-PRINT 
t. Raising or lowering of print. 10. Prints to the very top of postcard 
5. Stripper. or sheet. 
6. Inside inking. ll. Fully guaranteed. $2250 





List prices slightly higher west of Rockies 





Speed-O-Print Corporation 180 W. Washington St. Chicago 
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the sturdy construction of the baskets. These include 
a metal-lustre lacquer finish, attractive design, solid 
sides, non-cracking and non-rusting feature, water- 
proofing, and wide variety of styles and sizes. 


>_> 


NEW “CAL-PAD” MODELS INTRODUCED 
The Finch & McCullouch Company, Aurora, Ill., man- 
ufacturers of the “F&M Memory Masterpieces” line, 
have recently placed on the market two new models of 
their desk calendars. 
The first is the No. 18 Cal-Pad designed for men and 
women in the business or professional field. Made of 





“F&M” Cal-Pad No. 18 


walnut, the perpetual calendar gives at a glance month, 
day and date. It includes a 4x6 inch notation pad 
which is removable and replaceable. It is equipped 
with an attractively-embossed removable cover and 
Bakelite dialing knobs. 





“F&M” 


Aristocrat 


The second new offering is the No. 215, and is known 
as the “Aristocrat” and is one of a series of three dif- 
ferent styles. It is of solid walnut and rests on a 44%x9 
inch base which serves as a tray for pencils, pens, clips 
and pins. Like other F&M items these two new num- 
bers have felt-lined bases to prevent damage to desks. 


= 


TEXAS TO CELEBRATE ANNIVERSARY 
The hundredth anniversary of the establishment of 
the Texas republic will be celebrated with the Cen- 
tennial Exposition at Dallas from June 6 to November 
29, 1936. 
It is interesting to recall that Texas, Vermont and 
California were at one time individual republics. 


> 


THIEVES STEAL FOUR TYPEWRITERS 
Four typewriters were stolen last month by thieves 
who rifled the automobile of A. B. Cameron, Georgia 
Office Equipment Company, Gainesville, Ga._JHR 
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EVERY BUSINESS 
1S A PROSPECT FOR 





VICTOR VISIBLE 
RECORD CONTROL! 


Mr. Dealer : 


of Visible Record equipment, you provide your 


With this complete, new line 


customers with the most modern and effective 
system of management control. Whatever the re- 
Stocks, Sales, Production, Credits, 
there is a Victor Visible Unit that 
Effort 
It will reduce inventories and insure 


cord may be 
or any other 
will save your customers Time, and 
Money! 
positive control of all business activities. Bright 
signals instantly flash desired information! The 
Victor Visible is a business tool that every busi- 
ness needs. The complete line includes 28 sizes 
of cabinets, Visible Book Units, Visible Tube 


Equipment and Visible Record Supplies. 











6 
A FEW TERRITORIES ARE STILL OPEN . . . 
Here is an excellent opportunity for you to add to your 
profits and supply complete customer satisfaction. An 


attractively priced, fast selling line 
discounts. Write—or cable—at once. 


generous export 











VICTOR SAFE and EQUIPMENT CO. 


EXPORT DEPARTMENT 


NORTH TONAWANDA, N_Y., U.S.A. 
Cable Address: VICTOR North Tonawanda (NY) 
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CREATED by 


FAULTLESS 


of course .. 


When the Harter Corporation, manufac- 
turers of fine steel seating equipment, 
wanted an exclusive caster design for 
their 1936 posture chairs, they came to 
Faultless for a caster that would match 
their own product in both beauty and 
utility. 

Here it is—the AirFlow—manufactured 
exclusively for the Harter Corporation. 
Just another example of Faultless’ ability 
to meet modern trends. 


COMPLETE LINE OF OFFICE 
FLOOR PROTECTION 
EQUIPMENT Alert dealers are 























installing Faultiess Office Chair Casters on 
buyers’ chairs for a few days’ free trial- 
thereby often landing orders for complete 
re-equipment of the office. Simply because 
Faultiess Casters roll and swivel so freely 
that anyone who tries them can't go back to 
old grating, gouging casters. Try this 


easy, effective selling idea. 


Write today for the Faultless Catalog 
showing Double Ball Bearing Office 
Chair Casters, Desk Cups and Cush- 
ioned Chair Glides—a complete source 


of supply for floor protection 

equipment 

FAULTLESS CASTER CORPORATION 
Dept. OA-3, Evansville, Indiana 


Branch offices in principal cities. 
Canadian Factory: Stratford, Ontaria 


2479 Double 
Ball Bearing Office 
Chair Caster with 
2in. Ruberex Cush- 


Ne. 


Tread Wheel 


ion 
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NEWS JOTTINGS FROM JOPLIN 


Joe Harding, for many years with the Inter-State 
Supply Company, Joplin, Mo., has opened a typewriter 
and adding machine sales and service store at 417 Main 
street. A few days after opening Mr. Harding notified 
local police that a Royal Signet portable typewriter 
had been stolen from his car. 

> > * 

Addison C. McNiell, who left here some time ago, has 
returned to this city and is now in the service depart- 
ment of the Underwood Elliott Fisher branch. 

* * > 

Ending one year of service as head of the service de- 
partment of the Joplin Typewriter Company, Clay 
Stewart departed recently for San Diego, Calif., where 
he will open a typewriter and adding machine sales 
and service store. 


* * * 


Raymond Ward, proprietor of the Woodstock Type- 


| writer Sales Company, 114 East Fourth street, recently 


underwent a serious operation but is back on the job 


| again and rapidly getting under way for full speed 


ahead work.—_HDR 
——~=—____ 


MAP FEATURES RADIO LOG 


In preparation for the Spring renewal of automobile 
travel the eleventh annual edition of the Rand McNally 
& Company road atlas has recently been published. 

A special feature of the new map is a radio log of 
the major broadcasting stations of the United States. 





Radio Log Map 


This log was created for the benefit of tourists and 
other travelers riding in radio equipped cars. 

The new atlas, corrected and brought down to date 
shows all new roads under construction or completed 
and the many changes in both State and United States 
highways in various parts of the country. The atlas 
consists of forty-five maps covering all parts of the 
United States, southern Canada and Mexico. 


=< 


SHIPMAN-WARD FEATURES ADDING MACHINE 
PARTS IN NEW SUPPLEMENT TO CATALOG 


The Shipman-Ward Manufacturing Company, 4401 
Ravenswood avenue, Chicago, announces an addition 
or supplement to its regular catalog with several inter- 
esting features. One is a section showing adding, book- 
keeping and calculating machine parts. Complete 
prices of all office machine platens are shown, leath- 
erette cover prices, and all the latest changes in prices 
of typewriter parts. The new supplement was expected 
to be ready for distribution the first of March. Dealers 
may obtain copies by addressing their requests to the 


company. 
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Sell These New A-S-E 


Lockers—with New Fea- 
tures that Sell Themselves 





NEW BEAUTY 


NEW SALES APPEAL 

Now, A-S-E helps dealers make more 
locker sales, with a completely new 
line of lockers. Now. you can show 
prospects real advantages in unsur- 
passed locker beauty, and efficiency. 






Standard 


New style louvers provide symmetry 


of line, plus better ventilation. Stream- FIBRE 
lined, torpedo style hinges actually 
part of the door—inset without notch- STEEL TOP 


ing frame—are sagproof. New handle 
gives permanent good looks—plus 
easier use strength to withstand 
virtually any abuse. 


Waste Baskets 


And, throughout, the sti rdy, practical 
workmanship that has won preference 
for A-S-E Lockers in hundreds of 
offices, stores, schools, industrial plants 
etc. Write today for the new A-S-E 
Locker catalog—just off the press. 
16 pages, in color, of locker facts. No 
obligation. Get the selling help of this 


new line right away. 


Truly a trade builder! Heavy duty STANDARD fibre 
solid sides, top reinforced with smoothly rounded steel 
ring at point of wear. Metal-lustre lacquer finish, 
water proof and rust proof. Choice of three colors— 
olive green, walnut and mahogany, and three designs, 
round straight, round taper and square taper. 

DEALERS . . . STANDARD increases your profit margin and 
provides greater value at no more cost to your trade, brings new 
vitality to your fibre basket sales. Send your order or write for 
descriptive folder and prices. 


ALL-STEEL- EQUIP CO. Standard Fibre Specialty 


INCORPORATED Corp. 
602 JOHN ST. }-40):10):9, tA 18-20-22 West 20th St., New York, N. ¥ 


HECTOGRAPHS 


REFILLS e 
CARBON e 
RIBBONS e 































i s © LETTER 




















CUSTOMER [ , 
CONTACTS ‘ 








The LITTLE factory is a veritable power house 
in supporting the LITTLE sales attack—a plant 
and an organization replete with ideas and 
expedients, developing better methods and 
more complete records for business. Thus sup- 
ported, the LITTLE salesman proves his title 
as the man who “delivers the goods.”” You can 
use the live wire LITTLE line to magnetize 
your CUSTOMER CONTACTS. 


ANOTHER FIBROIN SUPERIOR 
A. P. LITTLE, INC. QUALITY PRODUCT 











Rochester, N. Y. 


New York Office: Bringing dealers greater sales. Every office, factory, 
Bible House, Astor Place warehouse and school is a prospective user. Manufac- 
tured of guaranteed material. Write for details, prices 
Headquarters for photographic ribbons for all photographic and offset and generous discounts. 


printing requirements 


SATIN FINISH PHOTOGRAPHIC ribbons are acclaimed absolutely FIBROIN STENCIL CORPORATION 


the finest ribbons for typing photographic masters. 








306 W. ADAMS ST. JACKSONVILLE, FLA. 
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beauty 


NDIANA 











dealers 


DESK COMPANY 


With the trend more and more toward dignity, 
and 
everywhere 
pleteness with which this Indiana executive 
desk is exemplifying its sales appeal 
depicts the grace and elegance of this executive desk, it 
half the story of the master craftsmanship which goes into the fashioning 
The exterior and interior are genuine 
(American black walnut, with Burma rosewood borders and ebony and 
marquetry 
and further details gladly furnished on request 


JASPER, INDIANA 


of this Louis XVI masterpiece 


boxwood 


furniture, 
the com- 


refinement in office 
realizing 





are 





Hardware antique English Latest 





Although the halftone picture 










tells only 


catalogue 














EXECUTIVE 
OFFICE 
CHAIRS 






Attractive. new designs in 
Birch, Walnut or Mahog- 
any Finish, up- 
holstered in 
Titetan crushed 
grain leather 
eiaht colors 
comfortable 
spring seats 
sturdy con- 
struction. 


Full Details in our new catalog 
Pool car shipments are again in vogue. 
Quotations on request. 


New Indiana Chair Co., Jasper, Indiana 


fine quality | 








LET'S TALK FACTS 


— about better lighting 


Faries 
natural 
light 


@ Daylight, pre perly controlled, is the best 


light . is easiest on the eyes .. . gives 
the 
offices cannot depend on daylight. 

@ Artificial light, to be efficient, must ap- 


Central lighting alone 


best distribution. But thousands of 


proximate daylight. 
may give the needed footcandles at given 
points, but produces glare and shadows. 

@Faries Natural Light 
proaches daylight, it kills both direct and 


most nearly ap- 
it dissipates shadows. 


the 


reflected glare ... 


Its even, restful light covers entire 
working area. 

eBy actual test, under office conditions, 
these lights speed up work, reduce errors 
as much as 50%, eye-fatigue 66°). 


Write us for full particulars. 


I 






No. 1989 
List $11.00 
Finish, satin 


nickelorstatuary 
metal or 
parchment 
shade. Optional 


bronze 


base, clamp or 


screw on 





FARIES MANUFACTURING COMPANY 





DECATUR, ILLINOIS 











MARCH 


COLUMBIA STEEL APPOINTS WITTSTEIN 
REPRESENTATIVE 

The Columbia Steel Equipment Company, Philadel- 
phia, Pa., has announced the appointment of H. H. 
Wittstein, who recently resigned his position of vice- 
president and sales manager of The Globe-Wernicke 
Co., as representative calling on the trade in the states 
of Ohio, Indiana, Kentucky and West Virginia where 
he is well known to dealers and travelers. 

A list of other firms which Mr. Wittstein will repre- 
sent in the same territory may be found elsewhere in 
this issue of Office Appliances. 

~ 
TECHNIQUE OF MANIFOLDING 

Sparwirtschaft (Vienna) printed a discussion on the 
technique of manifolding paper. The function of 
manifolding tissue is dependent largely on the capac- 
ity of the tissue to absorb and retain the dyes used. 
The paper used should be capable of withstanding the 
impact of typewriter type without suffering damage. 
The paper must be capable of inserting in the type- 
writer platen without “treeing.” When used for heavy 
manifolding the ribbon fabric becomes exhausted, and 
the typewriter characters make little impression on the 
original. A hard platen improves the write from the 
inked sheet. For typewriters of the “Noiseless” type 
soft carbon paper should be used. 

If one wishes to make impression copy letters on the 
letter press, without impairing the appearance of the 
original, the latter can be written with a record rib- 
bon, and the press copy from an impression through 
a sheet impregnated with copying dye. The press copy 
is made from the writing from the copy carbon. 

nani 

FRENCH COMPILATION ON ADDING MACHINES 

Methodes, a Paris publication devoted to adminis- 
tration and organization of the modern office, pub- 
lished an extensive analysis of modern adding and ac- 
counting machines. A number of American products 
was shown, as well as devices manufactured in Europe. 
Among the American machines represented were the 


following: 
Add Index Hollerith tabulating 
Barrett Remington bookkeeping 
Burroughs Remington accounting ma- 
Burroughs Moon-Hopkins chine 
Comptometer Samas Powers tabulating 
Dalton bookkeeping Sundstrand adder 


Eelliott-Fisher 
Clardnet 


This compilation shows a careful study of the sub- 
ject, and included illustrations of the various machines 
listed here. 


Underwood bookkeeping 


ine ; 
SHORTHAND INVENTOR WROTE CAROLS 

An article by Dr. John Robert Gregg in the Gregg 
Magazine (London) told of the career of John Byrom, 
inventor of a system of shorthand in the eighteenth 
century. Byrom wrote two, at least, of the most 
famous Christmas carols which are the heritage of the 
English speaking people. 

_— 
WORLD’S FAIR AT ROME 

Buro-Bedarf Rundschau reported that a World’s Fair 
is to be held at Rome, Italy, to be known as the General 
World’s Fair of 1941-42. This date was assigned by the 
International organization of expositions during a 
meeting at Paris. 

WOOD CASED PENCILS TO CANADA 

Commerce Reports| The Canadian government has 
cancelled fixed customs valuations on a wide variety of 
commodities, including wood cased pencils. This 
change is covered by Section 43 of the regulations. 
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Profit by 
A NEW 
CARBON SERVICE 





he the majority of cases, your customers 
are not using the carbon papers best suited to their require- 


ments. This fact is in direct contrast to the old adage that 
“the customer is always right.” And this fact spells OPPOR- 
TUNITY ... PROFITS . . . for dealers who are rendering 


a real service by showing customers that they can obtain just the 
right carbon sheet for each specific use, and so improve typing 
and save money. 


Such a job is as easy for you as it is profitable. Now you can 
compete with every authority on any carbon paper question 
asked you. The answers are all in the Imperial Carbon Paper 
Merchandiser—free to every Imperial dealer and his salesmen 
The Imperial Merchandiser is a handy, pocket size portfolio of 
carbon paper information—samples—prices. It is designed to 
help you sell more carbon paper—to help you get the 95% of 
the business you may now be losing to direct selling competition. 


Even without the “Merchandiser,” Imperial Carbon Paper 
itself should appeal to you on its downright basis of quality. 
“Wear down” tests have proved time and again that Imperial 
Carbon Papers not only equal but frequently excel a number of 
the highest priced brands on the market. We will be glad to 
have you make this comparison. 

If this Imperial story sounds interesting, write for details of the 
Imperial proposition. It’s a money maker. 


IMPERIAL MANUFACTURING CO. 
The Manufacturer with the Dealer's Viewpoint 
Owned and Operated by PEERLESS KEY CO., INC. 
GENERAL OFFICES AND FACTORY: 

107 Mulberry Street, Newark, N. J. 


New York 
176 Fulton St. 


IMPERIAL: MERCHANDISER 


Chicago 
19S. Wells St. 








**Postur=-Chair~° 


Profitable alertness, effective action in office and 
factory are consequent to the installation of UHL 
“Postur-Chairs.”. He whose work can be concen- 
trated, works best when seated. And he who is 
seated on a “Postur-Chair” makes most of his mo- 
tions count—his mind is faster—he coordinates 
thought and action with greater speed and better 
effect. 

Because “Postur-Chair” is scientifically con- 
structed to reduce fatigue (back and seat are 
formed to encourage and maintain correct pos- 
ture)—and durably framed to last a lifetime (of 
cold rolled u-bar steel), Office Equipment and 
Furniture Dealers display and stock it profitably. 
Full details are in the UHL catalog, 

sent on request. 


The Toledo Metal 
Furniture Company 
1594 Hastings Street 
Telede, Ohie, U. 8S. A. 


Makers Also of 
“Little Dandy” and 
**Economy’’ Type- 
writer Stands, the 50- 
56 File Stool, the 
70-70 Typewriter 
Desk, vault 
trucks, cafeteria 
chairs and tables. 
ete. 


No. 8500 “*Postur-Chair”™ 
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ROYAL PHILADELPHIA BRANCH MOVES 

With considerably more space at its disposal in which 
to increase display rooms and other facilities, the Phila- 
delphia branch of the Royal Typewriter Company, Inc., 
has moved to 1616 Walnut street, where it is located 
on the fifth floor of a twenty-five story building. The 
section of the building facing on Walnut street, which 
is one of the main arteries of Philadelphia, is devoted 
to the Royal sales office and service department, while 
in the rear there has been constructed a ramp on which 
Royal delivery trucks may be driven off the street, up 
four and a half floors to the shipping department. 

In line with other Royal branches throughout the 


country, the Philadelphia office has experienced con- 


tinually increasing business and at the present time 
has an organization composed of fifty-three persons 
as against twenty-one employed last year, according 
to Jack Wolle, manager of the Philadelphia branch. 
—<—_ 

DEALER ADVOCATES COMMERCIAL STATIONERY 

The Stationery Trades Review (London) published 
an article, “Mr. Wells Speaks up for Commercial Sta- 
tionery.” This discussion emphasized the fact that the 
commercial stationery man deals in larger quantities 
than the social stationer, has a wider variety of lines, 
and a more stable trade. To the commercial stationer 
come opportunities for doing a wide variety of busi- 
ness, much of which he can supply through trade 
channels, including loose leaf and bound account books, 
commercial printing and handling specialties that 
facilitate the work of the commercial office. As viewed 
from the British standpoint, the commercial stationer 
must acquire knowledge of the devices and utilities 
that function in the modern business office, and learn 
the source of supply. Small sales of office requisites 
give the commercial stationer access to consumers who 
have no occasion to visit the social stationery shops. 

ALPARGATAS CALENDAR ARRIVES 

Office Appliances has just received the 1936 edition 
of that always interesting and humorous wall calendar, 
Alpargatas, which is issued every year by Sociedad 


| Anonima Fabrica Argentina de Alpargatas of Buenos 
| Aires, manufacturers of footwear made from leather, 


hemp and other products. Each of the twelve pages 
carries a beautifully-colored illustration depicting hu- 


| morous incidents of life on the pampas. The grotesque 
| pictures, seldom if ever equaled before, leave a fleeting 


impression of subtleties difficult to catch or describe. 


oF 
RAIL TRAVEL IN TUNISIA 
Franco-American Trade, publication of the Amer- 


| ican Chamber of Commerce in France, directed at- 


tention to the excellent rail facilities of Tunisia for 
travel in that French colony. A trip through Tunisia 


| gives the traveler an opportunity to study the Roman 
| ruins, and to enjoy the scenery of the country. 


—— 


| ALLEN CALCULATORS APPOINTS MANILA AGENT 


The Manila Office Equipment Company last month 


| was appointed exclusive distributor of R. C. Allen Add- 


ing Machines in the Philippine Islands, according to an 
announcement of Allen Calculators, Inc., New York 
City. 
——_——<>__— 
HYDERABAD OFFERS NEW PRINTING TYPE 
From The Irish Printer we learn that the govern- 
ment of Hyderabad has evolved a new printing type 
known as the “Nastaliq,” which, it is claimed, will 
cheapen the printing of Urdu and Persian literature, 
and thus advance the interests of Islamic culture. 
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THE 


MOST COMPLETE LINE ON THE MARKET 






THE PERFECTION 
DAILY REMINDER 


An outstanding desk calendar, is available with or witnout 
half hourly appointments, in the 5x8 inch size. 


GEM JUMBO GEM PERFECTION DESKAID 
PERFECTION DAILY REMINDER 


Standardize on the genuine—the calendars in the Blue Boxes. 
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BRING 
INCREASED 
SALES! 


They are the Pioneer non-cellulose dry stencil. 
They are equally good for Stylus or Typing work. 
Each stencil will give 15,000 or more perfect impressions. 


Their uniformity is guaranteed to you by our years of 
manufacturing experience, our world-wide distribution, 
and our financial responsibility. 















Write today for samples and our 
Cooperative Sales Plan. 


Manutactured by 


FRANKEL CARBON & RIBBON 


MFG. CO. 
Denver, U. S. A. 

















Hanson Scale 
Departmental Display 


SENSATIONAL NEW DEAL 


Hanson offers this fas 
selling seale display 
ABSOLUTELY FREE 
TO STATIONERS 





It doesn’t cost you a 
cent! No strings. No 
heavy investment in 
stock. Just pay for the 
two fast-selling, popular- ., 
priced Hanson Scales on the « 
display, and you get this en- 
ameled steel, all-metal automatic 
salesman ABSOLUTELY FREE. Small and compact 
—stands on the counter, floor, or in the window. 
Shows two different models of famous HANSON 
Bathroom Scales. The only scale certified accurate. 
See the profits you can make! 


HANSON NO. 1000 DEAL 


See Zone Map Nationally Advertised 





for your prices Retail Prices 
Zone A Zone B 
1—Hanson Petite No. 767...... $5.95 $6.75 
1—Hanson Apartment No. 701.. 3.95 4.45 


1—Metal Department Display. . FREE 


SEND THIS COUPON—WE'LL DO THE REST 
Give us your jobber’s name—we'll have him ship you 
this Sensational Deal at once. 











| 525 N. Ada St., Chicago, III. space 


Enter my order for your No. 1000 Deal l 
described above with FREE all-metal De- | 
partment Display as illustrated. | 


Bay wholeeaher. «.vccccccsecccecececese | 


BEY GOSS WAM s 06 0 000 000sss cession & | 

















No. 434—66x36 inches 


Reshelt— 


STRONGER THAN EVER 
Complete Line — Good Stock, 


on hand at all times. 


SEND FOR INFORMATION 


Desirable territory still open for 
experienced salesmen. 






J. K. Rishel Furniture Co. 


WILLIAMSPORT, PA. 
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MEETS GENERAL DEMAND 


Designed for every-day No special trills—but 
t serves the needs of a large percentage of vour trade. 
High-grade binder with 2'-inch leather gusset ex- 
pansion that gives unusual capacity. Two large leather 
Beaver grain split or top grain Shark cowhide 
With or without disappearing handles 


needs 


pone ke ts 


Black or brown 


\ true representative of DoppCraft quality 
ri) many popular des the 
) / f ne Send Dp t ulars 


Charles Doppelt & Co. 
412 Orleans St. Chicago, Ill. 











Graphic 





DUPLICATOR ROLLS 


Statistics prove that today there are more 
gelatin duplicators in actual use than stencil 
Every machine is a potential user 
of gelatin or films and other hecto- 
graphic supplies—which assure a substantial 
and repeating profit to the progressive dealer 
who can supply them. 

For more than 25 years Graphic Duplicator Rolls 
have been recognized everywhere for their uniform- 
ity, lasting quality and dependability. Only the 
highest grade of materials are used in our controlled 
manutacturing process to secure finest copying qual- 
ities. Graphic Rolls are furnished with spindles to 
fit any make of duplicator. 

Write us today for our dealer's proposition and 
our new illustrated Price List. 


GRAPHIC DUPLICATOR COMPANY 
148 Lafayette St. New York, N. Y. 
1 A TON CLEVELANE 
rs of a Complete Line of 
Machines and Supplies 


machines. 
rolls 


Manufacture 
Dupl 


cating 











\ 








Before GENERAL’S Inks were 
produced commercially, samples 
of each type, together with 
competitive inks, were given 
the most exhaustive tests by 
the N. Y. Testing Laboratories 
(the oldest and largest un- 
biased testing laboratories in 
this country). The results of 
these tests conclusively proved 
GENERAL’S superiority, in every 
respect, over all other inks. 


And today, the four popular 
sizes of GENERAL’S Inks are 
definitely proving their superi- 
ority in SALES throughout the 
country. Everywhere, the de- 
mand is increasing for these 
finest of writing fluids. 
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IS LABORATORY BUILT 


-_ 


ar Ay‘ 
batt ee 


yous 
oF? 4 
“¢ e 


Send for Details 


GENERAL PENCIL COMPANY 
JERSEY CITY ° 


NEW JERSEY 











Burns 
Telephone Brackets 


aA 





Telephone installations are increas- 
ing. Burns Bracket sales are going up. 
Are you ready for these new customers? 
Remember, there is a Burns 
for every type of telephone. 


descriptive literature. 
Ameriean Automatic 

Electric Sales Company 

1033 W. Van Buren Street 


Bracket 
Write for 


Chicage 
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TYPEWRITERS IN JAVA 

Typewriters have been in use in Java for over twenty- 
five years and came after the introductions of pens. 
In the very early days the Javanese used bamboo into 
which they cut their Arabic characters. The bamboo 
would be cut into thin, flat strips and bound together 
with twine. Nowadays those able to read and write 
use ordinary paper. For business purposes typewriters 
with the English keyboard are used, the Dutch being 
more or less the same, only the currency being different. 
Thus for Guilders or Florins the letter G or Fl. are 
used. Every Dutch or other European firm in Java has a 
typewriter, usually of the standard office size. Many 
business men here also keep a portable typewriter in 
their homes for use after office-hours and over week- 
ends. Offices start at 7:30 and close at 1, beginning 
again at 2 till five. Salesmen in Java are mostly Dutch, 
as the natives are not yet sufficiently educated to act 
in this capacity and bring in equal results. These sales- 
men up country have to make their reports to their 
principals in Batavia or Soerabaya, the two most im- 
portant cities in Java, and are generally provided by 
their firms with portable machines for this purpose. 
There are a fairly large number of Chinese in Java 
and those in correspondence with European firms 
usually have a typewriter of the standard size in their 
office. There are also many Japanese and they are 
generally more modernized in their ways than the 
average Chinese and the majority have typewriters, 
portable or office. The majority of the Javanese them- 
selves do not know how to read or write, but during 
recent years the Government has opened many more 
schools and the younger generation is turning out 
quite educated, but so far only the wealthier among 
them—and their number is limited—can afford to buy 
a typewriter, the majority being poor. 

Javanese and other Asiatics in Java take good care 
when they buy a new machine, as they do not throw 
away money. 
in this country do not last as long as in the West, the 
humidity in the atmosphere causing rust. Repairs of 
every kind can be effected locally by firms holding 
typewriter agencies and these maintain a staff of 
native mechanics under the supervision of Europeans. 

The typists are Javanese, Chinese, or Europeans, the 
first doing the easier work, such as making copies as 
they are not yet very far advanced, and receive from 
thirty to forty guilders a month (2-'% Guilders = USA 
$1). The Chinese typist generally knows English be- 
sides Chinese and Malay and makes a better typist 
than the Javanese, getting higher pay, which varies 
from sixty to 100 Guilders a month. Neither as a rule 
know shorthand and such work is given to a European 
typist, who is paid G. 125 to G. 250. This class of typist 
can earn big wages in Java, that is, as far as salaries 
go here, and if he or she knows shorthand and four 
languages, he can probably rise to G. 400 a month. 
The majority of the foreign shorthand typists employed 
in Java are girls. Among the native and Chinese 
typists used are all men, as native girls seldom work in 
the commercial offices (except in Government service 
as, for instance, the Post Office) as it is not the custom 
of the country for them to do so. There is a school for 
typewriting in Batavia maintained by a leading firm 
selling typewriters in Java, and mostly Dutch girls and 
Eurasian girls attend, the majority being Eurasian 
(children of a European father and Javanese mother 
or vice versa). Javanese do not as a rule take a special 
course in typewriting, but pick it up in the office where 
they happen to be working, and the Chinese do likewise. 

Offices buy their machines paying cash for them, 


But whatever care one takes typewriters | 


Records of 
hundreds of in- 
stallations of Standard 
New Process Duplicators 
show savings as high as 65%. Some 
are single machines in small offices and 

factories. Others comprise batteries of 8, 10, 12 or 
more, in giant corporations. And whatever the applica- 
tion for forms, intricate systems, or general duplicat- 
ing — the savings of this new method are inevitable. 


Copies Direct From The Original 
Standard’s New Process method eliminates costly, time- 
consuming operations between typing the original mas- 
ter and making copies. It gives you direct action. Ban- 
ishes gelatin, stencils, ink and type. Masters may be 
filed and used again. The scope of many established 
“systems” may be extended, and efficient systems estab- 
lished, not possible with previous methods. 


————-How Users Save Money—————_ 
@ General Motors Export Co., New York 


Eliminates carbon manifolding and possibility of error in order- 
invoice work. Produces better copies in accurate registration. 
Savings in time and money warranted purchase of additional 
machines. 


@ R. C. A. Victor Co., Camden, N. J. 


Standard New Process Duplicators in various departments save 
many thousands of dollars annually in time, labor, and operating 
costs. Have also improved operating efficiency, speeded production 
work, and reduced possibility of errors. 


@ American Forging & Socket Co., Pontiac, Mich. 


Previously typed two masters — one for original order and one for 
completed job, with final labor, material and rate revision figures. 
By re-using original “master,” re-typing and re-checking are 
eliminated, quality of copies improved, speed increased 30%, 


MAIL COUPON TODAY! 
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Duplicating Machines Division, Standard Mailing Machines Co., 


Revere Boulevard, Everett, Mass. 


Please send me more complete information how the New Process 


Duplicator reduces form costs up to 65%. 
Name Title 
Company 


Address 

















> 
Typing and handwriting errors 


Have wasted much money and time 
But now they are no longer terrors 
For Tri-Ply fixes them fine! 


F. XR years, Weldon Roberts Eraser No. 399 Trio 
Ply has enjoyed wide popularity among typists 
Because of its original patented construction (fre- 
quently imitated but never equalled) and because 
of its unusual versatility, TRI-PLY is a favorite 
for a wide variety of office uses 
[wo outside plies of red rubber take care of pencil 
marks, smudges and mistakes on carbon copies 
In between, there is a center ply of soft gray rubber 
for errors in ink and typewriting 
With every sale of typewriter supplies recommend 
the purchase of a few No. 399 TRI-PLY Erasers 
watch how easily they sell... and how 
pleased customers are when you suggest them 
Write to us for catalog and prices on other quick- 
clling Weldon Roberts Erasers, for Weldon 
Roberts Erasers are the world’s leading line, manu- 
factured by a firm which has, since its founding 
specialized in the manufacture of erasers 


WELDON 
ROBERTS 
RUBBER CO. 


America’s 
Eraser Specialists 


a _ Newark N. J. 











Lorract mirstaler in any language 











OFFICE APPLIANCES 


whilst individual buyers usually take advantage of 
the instalment basis introduced here some years 
ago. The demand for machines has decreased of recent 
times owing to the general depression prevailing in 
every trade industry, and agriculture throughtout the 
country, but this market is by no means completely 
covered and when world conditions right themselves, 
Java will again become an important market with a 
wide scope for expansion.—Buchler 
RIT SS 
WINDOW DISPLAYS THAT INSTRUCT 
It isn’t enough to fill a window with office material, 


| however well arranged that window may be. The im- 


portant thing is to provide the instruction so necessary 
in the handling of all office appliances and getting 
them before the public, believes James Constantine, 
president and general manager of the Palace Office 
Supply Company, Tulsa, Okla. 

A display of typewriter paper, laid out in boxes, might 


| be mistaken for most anything else. Carbon paper in 
| boxes, to the average passer-by is likewise unintelligible. 





And so for the thousand and one items ranging from 
adding machines and card systems of one kind or an- 
other, to pencils and erasers, these two are much more 
interesting if an instructional bit of information is 
included with them. 

Lettered signs, therefore, neatly done and unobtru- 
sively arranged in the window, have become an indis- 
pensable part of Constantine’s window showings. 
People, he is convinced, are much more like to study 
an item closely after they have read all available in- 
formation on it. 

All Palace displays are kept fresh and clean, one of 
Constantine’s motto’s being: “Good looking stock is as 
essential to the office appliance dealer as it is to the 
jeweler.”—Bart. 

oe 
PRITCHARD STATIONERY CORPORATION FORMED 

Pritchard Stationery Corporation has been organized 
with Joe Pritchard as the principal owner. The com- 
pany has a complete line of stationery, filing equipment, 
office furniture and is active also in printing. Mr. 
Pritchard has been in the stationery business in Chi- 
cago for four and a half years. Coincident with or- 
ganizing the new company he has moved into sub- 
stantially larger quarters at 216 West Jackson boule- 
vard. This is his fourth increase in space in the four 
and a half years, each one brought about by the growth 
of the business. 

In order to keep fully informed on latest develop- 
ments Mr. Pritchard desires new catalogs from all 
manufacturers of stationery and office equipment. 


—_—~»>— 

JAPANESE EXPORT TRADE WITH SOUTH AMERICA 

Burgharen’s Zeitschrift fur Biirobedarf (Hamburg) 
commented on the growing Japanese trade in South 
America. In the six months ending December, 1933, to 
six months ending June, 1934, Japanese exports to 
South America totaled over fourteen million gold dol- 
lars. The imports into Japan of South American prod- 
ucts in that period rose from 7,460,000 gold dollars to 
9,140,000 gold dollars. 

The Japanese exports to South American countries 
included steel office accessories, office furniture and ac- 
count books. 

Siegmund Ferenczi Dies 

Siegmund Ferenczi, editor in chief of the Papier 
Zeitung, Berlin, passed away January 23, in his seventy- 
fourth year. He had been connected with that publi- 
cation over thirty-five years, and left his impress on 
its issues which has been generally recognized. 
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STENCILS QUEEN 


| | STENCIL 


We want this stencil 
““to talk for itself’’ 
—send for Your Samples. 











WE ALSO MANUFACTURE 
Duplicator Inks Inked Ribbons 


Cloth Pads Carbon Papers 
Correction Fluid 


QUEEN RIBBON & CARBON CO. 


INC. 


360 Furman St., Brooklyn, N.Y. 














Ucrfex, 


FILE 
POCKETS 


still lead the way to 
greatest filing satisfac- 
tion. 


Sturdily constructed 
from first-quality red- 
rope stock, their lasting 
serviceable qualities 
make them the cheap- 
est buy in the long run. 





























“Vertex” Pockets will 
satisfy your customers 


ALVAH BUSHNELL CO. 


925 Filbert Street PHILADELPHIA 





143 


mith & Company 
Chicagaalll. 


buat - 
ina ot oe eee 
* Mu 











SHER-MAN 


QUALITY STANDS 





Model 23 AB 
with quick- 
action rais- 
ing and low- 
ering device. 








Tubular steel for beauty and strength. Metal parts 
finished in black, green, brown or maroon baked enamel. 
Top and shelves 5-ply veneer in walnut, mahogany or oak 
finish. Raised or flush shelves (interchangeable). Model 22 
without raising device. K. Catalog 
sent on request. 


Sherman-Manson Mfg. Co. 
621-631 Seuth Kelmar Avenue, Chicago 


D. construction. 
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BRIGHT IDEAS 


IN LEATHER FURNITURE 


Characteristic of all BRIGHT crea- 
tions is that evidence of finesse only 
true craftsmen obtain. Here the 
buyer of leather office furniture 
finds an expression of originality so 
desired. 


No. 30-C Re- 
volving chair 
to match. 
Solid Walnut 
Height 38}4” 
Width 2514” 
Depth 30° 


Every BRIGHT number is a real 
value—quality attractively priced. 
Every dealer can make more money 
selling them. You try it! 


BRIGHT CHAIR CO. Inc., 
127-133 BLEECKER ST. 
NEW YORK, N. Y. 






Our profusely illus- 
trated catalog will 
be sent to every in- 
quiring office furni- 
ture dealer. Write 
for it now. Your 
first order will con- 
vince you 
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( Sipe Cox 


The Better Paper Fastener 


POINTS OF SUPERIORITY 


A finger pressure slides the lock- 4 SlideLok Fasteners open and close 





bar top to one side, releasing both 
prongs simultaneously 


Though the lock-bar releases 
easily, it binds both prongs se- 
curely—evoids accidental open- 
ing 


much more quickly, reducing usual 
filing time at least a half. 


File clerks like the absence of 
loops or catches that usually re- 
quire thumb-nail urge to open. 


Entire face of SlideLok Fastener i SlideLok prices enable you to 


closes so no parts are exposed to 
catch or tear other papers 


supply these edvantages without 
added cost to the user. 


Wrele 


JOSEPHSON MFG. CORP. 


401-403 WEST l4th ST 


NEW YORK, N. Y 








© STAPLERS 
* FASTENERS 
te 43 
STITCHERS 
BINDERS 
STAPLES 





OFFICE APPLIANCES 


MARKWELL 
AGENCY 


is your GUARANTEE of 100% of the 
REPEAT STAPLE business for every 


Stapler you sell 


a 


at a legitimate profit! 


Inquiries from Select Dealers invited 


MARKWELL MFG., CO., INC. 


200 HUDSON STREET 


FAWN 
BRAND 


FAWN BRANDS, LT 


NEW YORK, N. Y 








Slencils of Character 
Durable . 
of fine stylus copy or heavy 


.. for sharp printing 


typing... high quality, thoroly 
uniform, climate proof, non- 
cellulose, silk-fibrous tis- 
white. \ live 
immediate opportunity 


sue, blue or 
and 
for stationers. Samples and 


prices on request. 


‘D., 1 West 34th St., New York, N. Y. 
FAWN BRAND Stencils, Inks and Dupli 


Machine supplies will please al! 
You can get results from 


cuting 
your customers 
them 
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CHECK PROTECTOR CORPORATION BOOKLET 

An interesting booklet describing the manner in 
which check raisers and other “pen artists” annually 
defraud hundreds of individuals and firms has recently 
been published by the Check Protector Carporntaam, 53 
Park place, New York, N. Y. 

The Check Protector Corporation, which sells 100 per 
cent rebuilt protection machines, was established in 
1922 and since that time has waged a relentless warfare 
against check raisers and forgers. The issuance of the 
booklet is its latest move against this type of organized 
crime. 

On an inside page are several cuts demonstrating to 
the average business man the ease with which hand- 
written checks for varying amounts can be raised by 
experts with almost ridiculous ease. The book is mute 
testimony of the handiwork of the check raiser and 
clearly shows how, with a few strokes of a pen, a check 
is readily raised from one to eleven dollars; ten to fifty 
dollars; twenty to seventy and eight to eighty dollars. 
It demonstrates, as an example, how one enterprising 
“pen artist” successfully changed the name ‘Morris & 
Co.” to “Morris H. Connell.’ 

After several paragraphs describing other methods of 
the type of criminal with which the book deals, there is 
listed a number of court rulings to show that many 
banks have won lawsuits in cases where clients sued in 
an attempt to force the institution to make good losses 
sustained by raised or altered checks. 

The booklet is in the form of a dealer sales manual. 
From its pages a dealer or salesman may impart in- 
valuable information and warning to those who have 
bank accounts but have taken no means to protect their 


hand-written checks. meee 


OHIO USE TAX LAW 

Under date of February 10, 1936, the Tax Commission 
of Ohio put into circulation copies of the Ohio Use Tax 
Law, House Bill No. 590, passed by the 91st General As- 
sembly of the state of Ohio, together with printed regu- 
lations of the Tax Commission governing application of 
the law. 

Briefly, the law requires any one making sales or 
rentals of articles of tangible personal property which 
is to be used, stored, or otherwise consumed in Ohio to 
register with the Tax Commission. There is no fee for 
this registration. All such applicants will be given 
authority to collect the tax direct from the consumer 
either by manual collection (cancelling prepaid tax re- 
ceipts at the time of the sale) or by permission of the 
Commission, the seller may prepay the tax under which 
procedure the use of prepaid tax receipts may be waived 
and the vendor can bill and collect the tax at the time 
of the sale or delivery. 

Copies of the Act and regulations, as well as forms of 
application for registration, are now available from the 
Tax Commission. 

DEPARTMENT OF COMMERCE ISSUES VOLUME TWO 
ON BUSINESS STATISTICS FOR 1934 

The recent release from the Bureau of Foreign and 
Domestic Commerce of the United States Department 
of Commerce states that volume two of the basic source 
of data on United States foreign trade in 1934 is now 
ready for distribution. Volume one covering imports 
was issued some months ago. The statistical data pre- 
sented compares the record of 1934 with that of pre- 
vious years. Both volumes one and two may be ob- 
tained from the superintendent of documents, Govern- 
ment printing office, Washington, D. C., or any district 
office of the Bureau of Foreign and Domestic Com- 
merce. 
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PAY ROLL RECORDS 
REQUIRED BY LAW 


Pay Roll Taxes created by Federal 
and State Laws necessitate a revision 
of Pay Roll Records by practically 
every employer. The potential mar- 
ket for new forms is unlimited. 


A Complete Set of 


Forms Now Available 


We have prepared and carry in stock a 
series of forms developed after careful 
study of both Federal and State Laws, and 
in consultation with Accountants, Comp- 
trollers and Personnel Managers. This 
set of forms must not be confused with 
hastily designed incomplete records now 
being offered. Our forms permit selec- 
tion to accurately fit various types of pay 
rolls for hand or machine posted records. 


Send for Booklet 


A booklet completely illustrating and de- 
scribing the different records with an out- 
line of the correct accounting procedure, 
will be sent free on request. A sample set 
of the forms, 21 in all, will be mailed on 
receipt of 50c to help cover preparation 
and mailing cost which amount will be 
credited against first stock order. Im- 
printed circulars and other sales help will 


be supplied. 


Exclusive Agencies Available 


Progressive, established dealers are invited to 
correspond with us regarding an Agency ar- 
rangement covering our general line. Complete 
Catalog and full information on request. 
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-WAY PROFIT- 











with DORSON JR. 


FASTEST SELLING TIME STAMP 


1 Unconditionally Guaranteed 


2 Built to “Take It’ 


3 Accurate Always 


4 Sells on Sight 











No wonder dealers everywhere find DORSON Jr. 


the fastest selling time stamp on the market! The 
ultimate in sturdiness, accuracy, durability and 
beauty. Features your customers want. A special 


stamp rest to keep type off the ink pad when not in 
use and hand-set dater. Superlative modern de- 
sign. Construction of highest quality materials to 
withstand roughest treatment and precision work- 
manship throughout. Unconditional guarantee. 


Sell the DORSON Jr. and you sell the best. 





DISTRIBUTED BY: 


Consolidated Stamp Mfg. Co., The Louis Melind Co., 
362 W. Chicago Ave.. 
Chicago, Til. 
593 Market St., 
San Francisco, Calif. 


47 Church St., 
New York City, N. Y. 
The Superior Type Co., 
3940 Ravenswood Ave., 
The Eagle Stamp Works, 
162 N. Franklin St., 
Chicago, Il. 


Chicago, Ul. 
368 Market St., 


San Francisco, Calif. 


DORSON TIME 
INSTRUMENTS CO. 


605 W. Washington Bivd., Chicago, Ill. 
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REMINGTON CAMPAIGNS FOR REMOTE 
COMMUNITIES 
Aimed directly at the remote communities of the 
United States which hitherto have not been included 


| in the activities of nationally-known companies, a new 


sales campaign will shortly be launched by the port- 
able division of Remington Rand, Inc., Buffalo, N. Y. 

In connection with this undertaking, it was recently 
pointed out that there are 122,000 communities in 
America with census listings of inhabitants ranging 
from 100 to 10,000. In a large number of these, it is 
said, residents believe it necessary to go to larger cen- 
ters to buy quality products. 

It is the intent of the Remington Rand plan, which 
includes the installation of at least one representative 
in communities of from 1,000 to 10,000 inhabitants to 
sell portable typewriters, to change this procedure in- 


| sofar as portables are concerned. 


The agents will be local residents who will work on 
commission. Each agent will receive a mail course in 
selling with instructions on how to make profitable 
use of Remington Rand national advertising cam- 
paigns. These agents will not be under the supervi- 
sion of district offices but instead will report direct to 
the recently-created retail agents department of the 
portable typewriter division in New York. 

The principal medium of advertising in this new 


/ campaign will be direct mail, while agents who de- 


sire to make use of newspaper advertising will be fur- 
nished free mats by Remington Rand. The new de- 
partment will be entirely separate from the mail order 
division. 
—— ~~ 

ARTHUR DU PRE RESUMES TRAVELS FOR FIBROIN 

After a protracted period off the road, Arthur L. Du- 
Pre of Fibroin Stencil Corporation has resumed calling 
upon the company’s dealers and prospects. He shows 
no signs of a recent illness, which brought about his 
temporary inactivity. He flew to St. Louis from Jack- 
sonville to attend the annual inaugural dinner of the 
St. Louis stationers. From there he came on to Chicago 


"| 








Arthur L. DuPre 
( Moffett Photo) 


where he attended the annual convention of the school 
equipment manufacturers and while in town attended 
a meeting of the Wis-IIl Club as a guest of Charlie 
Underwood, Fibroin representative in the Middle West. 
It is his plan to cooperate particularly with Fibroin 
branches where are located in Boston, Dallas, Cincin- 
nati, St. Louis, Chicago and San Francisco. He is en- 
thusiastic about the outlook for continued improvement 
in business. 


ae 
BULGARIA MARK OF ORIGIN REQUIREMENT 
Commerce Reports} Bulgaria has modified its mark- 


ing regulations on imports by requiring the mark of 
origin to appear on several commodities in retail trade. 











MARCH, 1936 


AICO DESK PADS 


include every type and color com- 
bination any dealer has call for 

- a complete line ranging in 
price from pads to retail at less 
than a dollar . . . to a new group 
of ultra smart hand made Morocco 
leather pads priced at $15.00 list. 
The AICO desk pad line embraces 
also a wide choice in folding pads 
and work distributors, reasonably 
priced. 
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STATIONER’S Specialties 


in many forms are Aigner specialties. 
Write for the new complete catalog. 


AICO INDEXES 
a line of growing preference ae 


with the public. Available 


in all sizes in the Post Bind- ; 
Book and Ring 


Book styles, also specials. 


er, Price 


AICO indexes are favored by 
dealers for the features they 


CHICAGO 


Get ac- 
AICO 


alone afford. 


. J. AIGNER CO., 


503 S. JEFFERSON ST. 


quainted now with 
advantages. 

















A COMPLETE LINE 
Correct in Design 
Honestly Built 
At the Right Price 





Glad to send catalog 





Jasper Seating Co. 


JASPER, INDIANA 


CHICAGO: L. H. Farber 
529 S. Wabash Ave. 
Telephone WEBster 3217 


NEW YORK: 
Office Furniture 
573 Broadway 


Warehouse 

















“KELFAN’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 
(0. 8. Patent 1.783.623. Canadian Patent 324.059. Other patents pending.) 

All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any 
desired shape. (No soft stampings used whatsoever.) 
For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 95% of filing cabinet drawer 
slides in United States and Canada operate on “Kilian” 
unground bearings. Samples made to your specifi- 

cations. 


Kilian Manufacturing Corporation 


107 North Franklin Street Syracuse, New York 











FAVORITES of DEALERS 


WHO WANT TO MAKE MONEY 









St. Johns Office Table No. 24 


Northern Grey Elm. Golden 
finish. Top, 7” thick. Legs, 
24%,” square. 6 Si 
24x36, 27x 42, 
27x54, 27x60, and 30x72, 
Shipped K.D. Packed two 
of one top-size in a crate. 








Because St.Johns Tables Have Been 


‘‘ America’s Favorites Since 1868!’’ 


ERE at the biggest table factory in America, we’ve got the 

facilities to make office tables with extra value in them 

. yet offer them to you at prices that attract, and sell. No 

wonder they’ve been “favorites since 1868!” Standard office 

colors: golden, mahogany or walnut. Range of sizes from 24x36 

to 34x72. Every table equipped with dovetailed drawers with 
3-ply bottoms. Write today for catalog and prices. 


ST. JOHNS TABLE COMPANY 


CADILLAC, MICHIGAN 
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DESK 
SETS 










The ideal 


business tools 


Progressive stationers have dis- 
covered a lively and persistent in- 
terest in these practical Desk Sets. 
The man or woman in business has the 
same wide choice of 12 accurately graded 
solid Duracrome Re-New- Points that 
is offered in the regular Esterbrook 
Fountain Pen. Points designed for every 
type of handwriting and for ledger, 
manifold and other special business 
writing. Whatever point is chosen, sim- 
ply screw it into the barrel of a desk 
set fountain pen and 
your customer has the 
perfect business tool. 















List Price $] Li 





Feature the complete line 


For 78 years the name “Esterbrook” has 
meant perfection to thousands. Capitalize 
this ready acceptance and link these foun- 
tain pen desk sets with your displays of 
Esterbrook Fountain Pens and Push Pen- 
cils in matched sets. 


dstectivek 


STEEL PEN MFG. CO. 


86 Cooper Street 
Camden, N. J. 









Brown Bros., Lid. 
OTF Toronto, Canada 











You cant beat the | 
WARSHAW 


combination of price and quality—not in 
Filing Supplies. . . . Warshaw folders are 
| made from a higher grade stock, round | 
cornered, carefully scored in all standard | 
sizes. Cut 1-2, 1-3, 1-5 or 2-5.... | 


| Remarkable value at the price. You can 
make real money with them in 1936. 
Send for samples. 


WARSHAW MFG. CO., Inc. 


Brooklyn, N. Y. 


1 Main Street 


ALSO 
GUIDES 


| CARDS 


PROTEX 
| STICKONS 


MENDING 
TAPE 


TABS 
* 
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CROWN 


Typewriter Ribbons and Carbon Papers 








Whether a consumer, a dealer or a dis 
tributor, the Crown line should meet your 
every requirement. Its wide variety of 
weights and finishes of carbon and the ex 
ce!lence of the fabric and inks, which readily 
adapt themselves to the various typewriter 
ribbon needs, enable you to provide and 
maintain satisfactory service. 


Write today for full details covering our 
profit-yielding proposition. 


The Crown Ribbon & Carbon Mfg. Co. 
782-790 St. Paul St. ROCHESTER, N. Y. 


Good Impressions for More Than a Quarter Century 











IF IT’S NOTIN YOUR STOCK 
DRAW ON OURS 











AND NOW 


DEX 


THE 
PERFECT 
COPY HOLDER 





AS WELL AS 


FOLDERS 


STAPLES 
WASTE STAPLING 
BASKETS MACHINES 


IN NEW YORK STOCK 


FILES GUIDES 





CAL CAMERON 
140 MAIDEN LANE 

NEW YORK, N. Y. 
XY 
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SUSTAINING MEMBERS OF N.S.A. F O R THE MAN W H O 


Under date of February 18, Charles P. Garvin, general 
manager of the National Stationers Association, sent S GS O 
out the following report: GET THIN D NE 

“The Executive Committee of the National Stationers . - « but is never “tee busy” 
Association in session at Chicago on January 21, 1936, . 
passed the following resolution: 

“*The administration wishes to express special ap- 
preciation to members of the association that have ac- 
corded unusual support by holding sustaining member- 
ships in the association. The committee instructs the 
general manager to provide special badges for the sus- 
taining members which can be worn at the convention 
in Chicago and at any other meetings attended by 
sustaining members.’ 

“B. J. Bristoll, president of the association, announced 
that his firm, Koch Brothers, has become a sustaining 
member. 

“J. O. Popple, governor of the Seventh District, at | 
the same time announced that his firm of Zaiser’s 
Specialty Company, has become a sustaining member. 

“The current list of sustaining members of the asso- 
ciation is as follows: 

“Ace Fastener Corporation, Chicago, Ill. 

“Art Metal Construction Co., Jamestown, N. Y. 

“Autopoint Company, Chicago, IIl. 

“Boorum & Pease Company, Brooklyn, N. Y. 

“The Carter’s Ink Company, Cambridge, Mass. 

“Cooke & Cobb Company, Brooklyn, N. Y. 

“Dennison Manufacturing Company, Framingham, 
Mass. 

“A. B. Dick Company, Chicago, II. 

“Eagle Pencil Company, New York City. 

“Eberhard Faber Pencil Company, New York City. 

“Farnham Stationery & School Supply Company, 


Minneapolis, Minn. 
“Globe-Wernicke Company, Cincinnati, Ohio. | The number of executives who prefer to get things 


“Chas. M. Higgins & Company, Brooklyn, N. Y. done, without advertising the secret of their efficiency, 
“Keuffel & Esser Company, New York City. seems to be increasing. At least, they are buying 
“Koch Brothers. Des Moines. Iowa. more of our DeLuxe Cabinet models for executive of- 





“W. F. Murphy’s Sons Company, Philadelphia, Pa. fices than ever before. 

“National Blank Book Company, Holyoke, Mass. A touch of the hand opens the counter-balanced 
“Parker Pen Company, Janesville, Wisc. hood, moves the Dictaphone forward and automati- 
“A. Pomerantz & Company, Philadelphia, Pa. cally switches the motor on. No “getting ready’ op- 
“Sanford Manufacturing Company, Chicago, IIl. erations to interrupt your thought. Simply raise the 
“W. A. Sheaffer Pen Company, Fort Madison, Iowa. mouthpiece and speak! 


“Stationers Association of New York, New York City. 
“Stationers Loose Leaf Company, Milwaukee, Wisc. 
“Wabash Cabinet Company, Wabash, Ind. 

“Everett Waddey Company, Richmond, Va. 

“The Wahl Company, Chicago, Ill. 


And then, by merely closing the hood, the motor is 
cut, the Dictaphone retracted, leaving a distinguished 
looking cabinet that fits the decorative scheme of 
even the most modern office. 





“F. S. Webster Company, Cambridge, Mass. You may try this outstanding cabinet dictating in- 
“Western Tablet & Stationery Corporation, Dayton, | strument in your own office at any time. Simply write 
Ohio. or phone the Dictaphone office nearest you. 
“Wilson-Jones Company, Chicago, Ill. 
“Yawman & Erbe Manufacturing Company, Ro- | pj-taphone Sales Corporation 
chester, N. Y. 420 Lexington Avenue, New York, N. Y. 
“Zaiser’s Specialty Company, Des Moines, Iowa.” In Canada—137 Wellington St. West, Toronto 


EP gagrenas I want to see your representative. 
DUPLICATOR TRADE GROUP AT DANZIG 
Papier Zeitung (Vienna) reports that the members of 
the stencil duplicator machinery trade at Danzig have Name ... ja og Ae ae oo 00 000 64 ak ama eelnts onan 
been authorized to operate as a trade group under the 
Statutes. The name of the organization is “Fachgruppe 
Vervielfaltungsgewerbe und Papierverarbeitende in AAGrOOS oon ccd ccc ccsebubenesusadatecblbeleebete ee 


Danzig.” —>— THE NEW 12 


French Taxation of American Exporters 


Commerce Reports states that many details remain | * A 
to be worked out in the problem of eliminating double 
taxation of American exporters in France. Americans The word DICTAPHONE is the Registered Trade-Mark of Dictaphone 


must differentiate their activities trading with France, Corporation, Makers of Dictating Machines and Accessories to which 
and those trading within France. seid Trade-Mark is Applied. 


D) 


[_] Please send me your Nuphonic Progress Portfolio. 
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For Quantity Sales It’s 


HOTCHKISS 6A 


ERE’S the little brother of 

the big Hotchkiss winner 

5A. It’s Model 6A and it’s the right size at the right 
price for mass sales. 


Model 6A has that exclusive Hotchkiss feature of 
using, without any change of parts, any “standard”’ 
size staples with 14” legs and 1%” crown from .019 
gauge up to and including the 2C staples—and it will 
drive them all without clogging. 


Hotchkiss Model 6A is waiting your call—get your 
order in early and be one of the first to cash in on its 
sure popularity. List price $3.50. 


THE HOTCHKISS SALES CO. 
NORWALK CONNECTICUT 


EXTRA! Hotchkiss 
Model 6A becomes a prac- 
tical tacking machine just 

folding back the base. 
Holds 105 staples. 
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PRUITT’S 
CONFIDENTIAL z 

ALLOWANCE SCHEDULE ~. 





Twenty pages of information 

without which Office Machine +* 
Dealers are in danger of losing £3% 
money. It tells the ages of : 
Mimeographs and Typewriters wv 


serlal mumbers and }<*; 
the actual cash value of every es 
machine in the ce. Order < 
your copy today. 
Only $1.00 
(Price defrays publishing 
expenses only) ~ 
526 Pruitt Bidg. 3: 
¢ CHICAGO “> 
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OFFICE APPLIANCES 


PENN-MAR-VA TRAVELERS’ CODE OF ETHICS 





An Excellent Set of Rules for Members of the Industry, 
Whether Travelers or Not 





1. Realizing my responsibility to the craft in which I 
make my living, I pledge myself, as a traveler, to par- 
ticipate in and further any movement that is for the 
best interests of that craft and the people engaged in it. 


2. I consider that the dissemination of rumors hav- 
ing to do with the personal affairs, financial or business 
condition of any firm or individual engaged in my craft 
is an unethical procedure and I pledge myself as an up- 
standing traveler, not only to refuse to promote the 
distribution of such rumors, but to endeavor to halt 
them wherever I can. 


3. Having become a member of a Traveler’s Club, I 
realize that the success of that club depends upon the 
investment that I make in it. Such investment being 
my time, my best effort for the success of the club and 
my fraternal feeling for the Traveler’s Club, I pledge 
myself to do everything that I can to make the club 
perform a real service for the industry. 


4. Realizing again my responsibility to the industry 
as a whole, I pledge myself never to do anything that 
will not reflect credit upon the industry in which I am 
engaged and that all my efforts shall be devoted to 
progress. 


5. I pledge myself to further the education of the re- 
tail salesmen of my customers, in that they may doa 
better job and in that way I may serve my customers 
and my firm better by promulgating better sales meth- 
ods and teaching these to all who may be in need of 
them. 


6. I consider that a man who is a Stationer, a retail 
Stationery Salesman or a Stationery Traveling Man is 
a potential friend of mine and in the interests of the 
business, I pledge myself to help my brother in the 
craft whenever I may, to come to his assistance when 
he needs assistance and to work with him for the best 
interests of the industry. 


7. Having pride in my chosen calling, I shall spare no 
effort to instill respect in the minds of all who come in 
contact with it. 


8. I pledge myself to respect for the trade, to fra- 
ternity with my brothers in the trade and to an ever 
constant effort to further the best interests of the trade. 


- -— ——  - 
BARKLEY’S NEW DISPLAY ROOM 


C. L. Barkley & Company have recently opened a dis- 
play room in conjunction with their office at 517 South 
Jefferson street, Chicago. 

The showroom attractively presents all the filing sup- 
plies of their manufacture. To be added soon will be 
interesting illustrations depicting the conversion of 
pulp to the finished file folder. 

Dealers and dealer salesmen are invited to inspect 
this display and the numerous sales suggestions in this 
new show room. 

— 


WESTERN LITHO. RE-ARRANGES STORE 


The Western Lithograph Company, Wichita, Kans., is 
making extensive changes in its retail store, bringing 
the furniture and stationery departments altogether on 
the ground floor. New offices are being built across the 
rear of the store. 
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UNIFORM QUALITY | 


Guaranteed! 


To maintain the high degree 
of excellence attained by Dic- 
tator Duplicating Inks we 
subject all raw materials tolab- 
oratory analysis, then manu- 
facture under scientific meth- 
ods which many years of ink 
making have proved to be 
most satisfactory. 





INKS 
Dictator Inks function effi- 
ciently either with non-cellulose 
stencils or those of other types. 
Made in three distinct qualities 
for use on all rotary duplicators. 
Dictator Stencils, too, are lead- 
ers. They provide clean, clear- 
cut impressions, whether type- 
written or by the use of the 


DICTATOR 


STENCILS 


a beau elt | 
DICTATOR 


stylus pen. They produce the 
maximum number of impres- 
sions. 


We'll gladly send samples 
and prices. 


INK 
SPECIALTIES CO. 


Fred B. Canode 
519-21 S. Laflin St., Chicago. Ill. 























No. 400 Speed-Mo 
TYPE BRUSH ang CLEANER 


Here is a fast-selling specialty that really opens doors! 


When you sell the New SPEED-MO TYPE BRUSH you sell 
a lifetime cleaner. 


Besides your first profit, splendid repeat orders for extra 
Refill Bottles of SPEED-MO CLEANER and extra Brush 


Tips make your profits continuous. 


This useful new item is a REAL WINNER, and is daily 


gaining favor. 


A trial order today will prove it. 


38 Jasen St. RIVET-O MFG. CO. Orange, Mass. 











SEND FOR THIS BOOK THAT 


TURNS LEAD 
INTO GOLD 


For Dealers As Well As 
Office Pencil Users 
Everywhere! 

















: THOUSANDS OF 
QUANTITY PENCIL USERS NOW 
YOUR PROSPECTS FOR A NEW APPROACH 


IGGEST firms in largest cities are turning to 
AUTOPOINT and REALITE pencils for office 
use! Send for this book ‘‘Turning Lead Into Gold”’, 
which shows how and why these better mechanical 
pencils are winning such favor. Find out how you 
can share in volume sales and big pencil-lead 
re-orders. Unusual opportunity for enterprising 
stationery and office supply houses. Send for 
this book that is being sent to every large 
organization. Learn the FACTS! 


No. 7-B * 
DUO-POINT : 
Fast Seller For 

Office Use The # Better Pencil 


AUTOPOINT COMPANY, Dept. OA-3,1801 Foster Ave., Chicago, Ill. 








No. F 1660 





JACKSON DESKS 
are QUALITY BUILT 
CLEAR THROUGH 


BUILT LIKE A STONE WALL 





JASPER OFFICE FURNITURE CO. 
JASPER, INDIANA 


WESTERN REPRESENTATIVE 
Raynes Davis, P. O. Box 1273, Les Angeles 
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QUALITY ano LOW PRICES 
DO NOT GO TOGETHER 


Most People Prefer Quality 








This Display,;Shows You Are a Quality Dealer 


ven 6 ° 


INTERNATIONAL 


TYPEWRITER 


GOGQ0000666089 


Munson Suppry Co., 348 Hudson St., New York City 
Please send information about the New Key 
New Package and Counter Display to 


Name 


Address 









Cily Stale 





OFFICE APPLIANCES 





| MEILINK 
Safe 
Drawer 


FOR 
LOW 
COST 
FIRE 
PROTECTION 


Even the small office can now afford a Meilink Safe 
Drawer for protecting important correspondence, ledger 
account sheets and other valuable records. 

Built with double steel walls and Thermo-Cel insulation 
.. +» Furnace tested and certified for the One Hour 
Standard Furnace Heat Test . . . Heavy roller bottom 
slide drawer suspension assures casy operation .. . 
Sections stack to any desired height . . . Modernistic 
black crystalline finish with chromium hardware . . . 
Backed by Meilink Guarantee. 


Write for full information 


MEILINK STEEL SAFE CO., Toledo, Ohio 











The Outstanding Storage File Value 


Stoutly built for efficient and economical 
service — retailing from 85 cents to $2.10 
with dealer discounts that make concentra- 
tion worth while. Steel front strength and 
beauty —corrugated board economy. 


DEALERS: Write for sample and trade dis- 


count. 


Pronto File Corporation 
636 Broadway New York, N. Y. 























THE 


COPY HOLDER 


DEALER 
OPPORTUNITY! 












Cash in on the vital 
need for this equipment 
in modern business. 






Show your custom- 
ers the health-dan- 
ger, the cost of “side 
reading,”’ not only 
in stenography but 
in billing, reports, 
statistical and pay- 
roll tasks. ERROR- 
NO means more work easier—without costly errors! 
Special models for calculators and accounting ma- 
chines. And, there is no substitute for ERROR-NO 
rigidity, dependability, and one-line-at-a-time, 
single—correct—vision—point principle! 
IMPORTANT: W.P.A. and similar projects offer a 
particular opportunity but you must act QUICK! 
Write immediately for details—special prices and 
discounts. 


THE DAWN MFG. CORP. 


181 St. Paul Street Rochester, N. Y. 


Note: The Dawn Mfg. Corp. is a subsidiary of the Hall-Welter 
Co., Inc., who manufacture the famous SPEEDRITE check- 
writer and the new inexpensive CHEXSIGNO signer. 
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Bridgeport, Conn.—The Acme Typewriter Company, Inc., has been char 
tered to conduct a typewriter business; capital stock, $1,200; incorpora 
tors—Ernest J. Gadue, Rina A. Gadue and Robert J. Gadue 

Buffalo. N. Y Edison S. Morse has been appointed representative of 
he portable division, Royal Typewriter Company, Inc. He had been 
issistant advertising manager before entering sales work 

Chicago, Ill Burglars broke into the Typewriter Service & Exchange, 
i641 South Ashland avenue, February 9 and took eight typewriters 

Chicago, tll.__C. H. Ames York for the Ames Supply 
Company, visited the home office in February 

Grand Rapids, Mich.--After a salesman’s career with Remington Rand 
Ine H. R. Wardhouse has been advanced to the post of manager of the 
typewriter division here 

Grand Rapids, Mich. Th« 
portation building, and Gordor 
$10,000 paid in, $1,500 

Greensboro, N. C.—-J. B. Alexander has graduated to managerial rank 
n the organization of Remington Rand Inc He has been appointed local 
manager of the typewriter division 

Hartford, Conn.-The National Typewriter Company has moved to 247 
Asylum street 

Jersey City, N. J.—J. J. Ennis, formerly a salesman for Remington 
Rand Inc., has been advanced to the management of the typewriter division 
in this city 

Joplin, Mo.-Raymond Ward has undergone a serious operation, from 
which he has recovered He is proprietor of the Woodstock Typewriter 
Sales Company, 114 East Fourth street 

Joplin, Mo.-- Addison C. McNeill has become a service man here for the 
Underwood Elliott Fisher Company 

Los Angeles, Calif...The Business Appliance Company has moved from 
926 South Hill street to 509 South Spring street 

Madison, Wis.—-Chesier Soucek, educational demonstrator for the Under 
wood Elliott Fisher Company, made the keys sing in February for the 
students of the Groves Schoo! for Secretaries 

St. Louis, Mo.—-P. W. Bowman of the Remington division of Remington 
Rand Inc. has been elected vice-president of the Downtown Lions Club 

San Diego, Calif.._Clay Stewart, formerly with the Jop'in Typewriter 
Company, has established a typewriter and adding machine store at 417 
Main street He had been formerly with the Interstate Supply Company 
it Joplin, Mo 

St. Paul, Minn.—-The St. Paul Typewriter Exchange, 51 East Fifth 
street, has opened a branch at 22 East Fifth street, handling steel and 
wood filing cabinets, steel and wood storage cabinets, counters, tables, 
desks, both typewriter and flat top, chairs and stools, card index cabinets, 
both wood and steel, and desk lamps 

San Francisco, Calif.._W. E. Alexander, who has been connected with 
the local office of the Royal for some time, has been promoted to the 
newly created position of National Accounts.’’ He is well equipped 

San Francisco, Calif.—The local office of the Royal Typewriter Com 
pany, Ine., recently held a gathering of all salespeople for Northern 
California and Nevada, and were favored by the attendance of M. V 
Miller, the general sales manager 

San Francisco, Calif.—-Arthur R. Ames, president of the Ames Supply 
Company, Chicago, is spending some time on the coast, making his head 
quarters with the branch at 583 Market He intends returning about the 
middle of March Meanwhile the local headquarters is taking on more 
room 

San Francisco, Calif._-C. E. F. Russ, manager of the Royal Typewriter 
branch, reports that in the year just closed they made a gain of twenty 
nine per cent, and 1934 was their largest previous year January to 
late has proven the heaviest in the history of the branch 

San Francisco, Calif.—The Underwood branch reports that they had 
1 splendid holiday trade in portables. As a rule the period awhile before 
Christmas slackens on commercial machines; but this year it was more 
than offset by the portables so!d, evidently for Christmas gifts. January 
is running ahead of the usual January trade 

Toledo, Ohio._-L. G. King has been appointed local manager of the type 
writer division of Remington Rand Inc., rising through the salesman’s 


ranks 





anager at New 


partnership of Arthur Eckenberg, 412 Trans 
Ferrell has been chartered ; capital stock, 


ADDING MACHINES 


Chicago, tt!.—-Harry A. Prescott has been placed in charge of sales of 
ihe new ‘‘Pointmaster’’ pencil sharpener, made by the Marber Company, 
20 East Jackson boulevard 

Grand Rapids, Mich.—The 











Eckenberg-Ferrell Company, 414 Transporta 
tion building, and operator of the Victor adding machine agency, has been 
incorporated ; the principals are all men of long experience in the ac 
counting machine field—Gordon Ferrell, William H. Durant and Arthur 
Eckenberg 

Los Angeles, Calif.—C. M 
service, has a private office. He 
car which has office equipment, including an adding machine 

Manila, P. 1.—-The Manila Office Equipment Company has 
pointed exclusive distributor in the Philippine Islands for R. C 
idding machines 


Harris, who conducts a public accounting 
makes audits for business men, driving a 


been ap- 
Allen 








OTHER MACHINES 


Calif.—T. R. Heyer, executive-secretary of the Heyer 
Corporation, Chicago, manufacturer of duplicators, has completed a 
month of vacation, visiting Chas. E. Shanks, the western representative 

San Francisco, Calif.O0. H. Davison, 74 New Montgomery street, has 
returned from his eastern trip, on which he visited the different factories 
that he represents. These include the Neva-clog plant at Bridgeport, and 
the Fulton Specialty Company at Elizabeth, N. J 

San Francisco, Calif.—The Hotchkiss Sales Company, Norwalk, Conn., 
is now maintaining an office for the handling of stock, repairs, and serv 
ice, at 900 Battery street, with L. E. Engle in charge From here as 
headquarters, R. L. Smith is covering California, Arizona, and Nevada 
A. V. Gillin, 4223 8. E. Sixty-seventh avenue, Portland, Ore., covers 
Oregon, Washington, Idaho, and Montana. Paul E. Christiansen of Denver 
covers the mountain states 





Los Angeles, 

















It is with pleasure that we announce an improvement 
in the familiar drawing ink bottle that for fifty years 
has been indispensable equipment on the drawing 
boards of the world’s greatest engineers, artists and 
architects. Created by one of the country’s foremost 
package designers, the new bottle is graceful, modern, 
and incidentally, more convenient to cork and un- 
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cork with one hand. 


CHAS. M. HIGGINS & CO., IN¢ 


271 NINTH STREET, BROOKLYN, N. Y 











A NEW STANDARD 
OF TOUGHNESS 


To Help You Sell More 


DOUBLE OR SINGLE TOPS 


Let Us Send You New Samples and 
New Prices On Double Top Folders 
and On New Monarch Brand Guides. 


Grand 


Rapids Michigan 
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“All American” in manufacture, in qual- 

ity and in versatility, the FULTON line of stamp 

pads is unusually complete, embracing wood block, 

felt and rubber pad numbers for all usual and un- 

usual requirements of your customers. 

DRI-KWIK STAMP PADs—for quick-drying impres- 
sions 

FULTON SELF-INKING STAMP Paps—the standard 
utility pad 

NON-BLURRING STAMP PADS—for small faced rub- 
ber stamps 

BANDED PpAps—for inking rubber type 
OTHER PADS FOR SPECIAL REQUIREMENTS 
WRITE FOR OUR COMPREHENSIVE CATALOG 


~ wy ™ SPECIALTY Co. 
I w LT 0 N ELIZABETH - - - N. J. 
Sales Office 200 Fifth Avenue, New York City 


Pacific Coast Representative—O. H. Davison, 
74 New Montgomery St., San Francisco, Cal. 











errr 


For quality in 
loose leaf rings, 
buy 


CARPENTER 
HANDY RINGS 













Made of solid brass, 
heavily nickelled, 
naturally wear for- 
ever without rusting 
or becoming loose. 


Display illustrated 

: consists of five popular sizes 
of the best Loose Leaf Rings on the 
market. 
Sizes ¥4"-34"-1"-114"-2" Diameter 
Write For Prices 

Sold by the Stationer who sells THE BEST 


The E. W. Carpenter Mfg. Co. 
MANOOSE Lear Metacs BRIDGEPORT, CONN. 





PRPPPLPPLPLPL LLLP LLLP PLP LLLP LOL ODO L ODODE OPODD OOOO OOOODOOD* SP OLP LPP OC OLPOCODOOS 





OFFICE APPLIANCES 








FURNITURE 


Bakersfield, Calif.—Albert J. Boyles, of the Typewriter Exchange, 1414 
Twentieth street, has become ‘‘Steel Age’’ representative here for the 
Corry-Jamestown Manufacturing Company 

Cincinnati, Ohio.—H. H. Wittstein, formerly of The Globe-Wernicke Co., 
has become a representative of the Columbia Steel Equipment Company, 
covering Ohio, Indiana, Kentucky and West Virginia, with headquarters at 
6327 Parkman place, Cincinnati. 

Dunkirk, N. Y.—Representation here for the Corry-Jamestown Manu- 
facturing Company’s “‘Steel Age’’ line has been assigned to W. C. McClen- 
athan, president of the McClenathan Printery, Inc. 

Grand Rapids, Mich.—The Stow & Davis Furniture Company has been 
chartered to manufacture office furniture, and matched suites; capital 
stock, 5,000 shares of $10.00 par value. The directors are identified with 
several Grand Rapids industries. They are: Walter D. Idema, David D 
Hunting, Siegel W. Judd, Robert H. Bennett and Edgar W. Hunting, secre- 
tary. 

Jersey City, N. J.—Chariles Weinacht, Jr., of the Charles Weinacht Sta 
tionery Company, Inc., 644 Newark avenue, has received the agency for 

Steel Age’’ metal furniture 

Louisville, Ky.—The Office Equipment Company, 117-23 South Fourth 
street, has renovated and decorated its display rooms. 

San Francisco, Calif.-C. V. Ore, who has been manager of the of- 
fice furniture department of the H. 8S. Crocker Company, 565 Market 
street, has taken charge of commercial sales for the Union Lithograph 
Company Henry LeSassier, who was formeriy assistant manager, has 
been made manager of the Crocker office furniture department 

Sterling, Colo.—J. Roberts, manager of the Roberts Printing & Sta- 
tionery Company, has been appointed representative of the “Steel Age’’ 
line of metal office furniture. 

Uniontown, Penna.—F. G. Kennedy, of the Office Equipment Company, 
5 Title & Trust building, has been appointed ‘‘Steel Age’’ representative by 
the Corry-Jamestown Manufacturing Company 











BUSINESS OPPORTUNITIES 





Important to Manufacturers 


The following detailed inquiries, received direct from readers of Orrice 
APPLIANCES, are tangible business opportunities. 


Catalogues Covering Furniture Requested.—The St. Paul Typewriter 
Exchange, 51 East Fifth street, has opened an office furniture store at 
22 East Fifth street, St. Paul. Catalogues are requested on steel and wood 
correspondence files; steel and wood card index cabinets, counters, tables, 
typewriter and flat top desks, chairs and stools, desk lamps and other 
items appropriate to a commercial furniture store. 

Representafion in Netherlands.—Marius Bamberger, Keizersgracht 398, 
Amsterdam C, Holland, will entertain inquiries from American manufac- 
turers who wish representation by a direct agent or on a commission basis 
He has already several American and European lines, which include the 
products of John Dickinson & Co., Ltd., London (paper, ink, duplicating 
machine paper, etc.) ; Defak, Berlin (carbon paper and impervious paper) ; 
The Lang Pen Company, Liverpool (fountain pens and mechanical pen- 
cils); E. S. Perry, Ltd. (pen nibs); J. 8S. Staedtler (lead pencils) ; The 
Sun Rubber Company (rubber specialties for the office) ; the Tyer Rubber 
Company (rubber bands); The Tucker Manufacturing Company, London, 
England (paper clips and fasteners). Mr. Bamberger writes in English. 

Sales Representation on Pacific Coast._C. J. Schubert, Jr., 307 East 
Third street, Los Angeles, Calif., wishes to get in touch with manufac- 
turers of commercial stationery items who wish representation on the 


Pacific Coast. 
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Dallas, Texas.—Harry L. Murdoch, one of the pioneers of the loose leaf 
field, has settled down to a fixed location with the wholesale division of 
the Dorsey Company. 

Los Angeles, Calif.—The S. S. Loose Leaf Binder Company, formerly at 
San Francisco, has changed its name to the 8S. & D. Loose Leaf Binder 
Company and moved to 420 North San Pedro street, Los Angeles 

New York, N. Y¥.—Gerlach Binders, Inc., has been chartered to make 
loose leaf binders, and to conduct a bindery; capital stock, $20,000; Max 
Guttman, charter representative, 5 Beekman street, New York. 











STATIONERY? 


Chicago, til.—The Pritchard Stationery Corporation, an established 
business at 216 West Jackson boulevard, has been chartered; capital stock, 
100 shares par value; incorporators—Catharine and Margaret Pritchard, 
nd Patrick J. Roche, Jr. 

Los Angeles, Calif.—R. A. Thomas, credit manager for the Grimes- 
Stassforth Stationery Company, has been made sales manager. R. D 
Gregory, previously his assistant, has been made credit manager 

San Francisco, Calif.—Harry Teehan, sales manager for Chas. M. Hig- 
gins & Co., Brooklyn, N. Y., is now making the Pacific Coast trade, 
during the illness of the western representative, Wm. F. Van Culin 

San Francisco, Calif.—The Cel-U-Dex Corporation of Brooklyn, New 
York, has placed its products under the California and Oregon Fair 
Trade Acts. Franklin R. Rising, the western representative, located 
at 622 Laneta terrace, Los Angeles, reports 148 per cent increase in 
Pacific Coast sales during the past year. 

San Francisco, Calif.—R. L. Smith, of San Francisco, has been made 
representative for this territory of the George B. Graff Company, makers 
of “Vise’’ clips at Cambridge, Mass. A. V. Gillin, of Portland, covers 
the Northwest; and Paul E. Christensen, of Denver, will care for the 
mountain states 
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TRIBUNE 
PENGILa 





Finest for 5¢ 








Highest type lead protected by South- 


ern Red Cedar—in five degrees of 


hardness. 


J.S. STAEDTLER, INC. 
53-55 WORTH ST. NEW YORK, N. Y. 
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PELOUZE POSTAL SCALES 


Stl computing dials for all mail matter includ- 
ing parcel post by zones. Simply read the 
dial and affix the postage. 


ae - | 56k seg arts finished in Green 


or Gold Bronze. 









Leadin 
Wholesale 
Stationers 

Distributors 





“National,” 4 Ibs. 
“Columbian,” 7 
“Crescent,” 1 Ib. 






“STANDARD,” 
2 Ibs. & 4 Ibs. 


Pelouze Manufacturing Company 
232-42 East Ohio Street, Chicago 
Member Wholesale Stationers Association 























CARBON 
PAPERS 


TYPEWRITER 
RIBBONS 


Developed for a 
Discriminating Trade 





The Codo Manufacturing Corporation was built 
by salesmen. It was established and is now mak- 
ing progress because these men knew that better 
grade carbon and ribbon is in demand and can 
be sold in large volume if uniform results can 
be assured. The success of Codo Ribbons and 
Carbons is proof of their better quality. The 
fact that these products are sold in profitable 
quantities at various markets testifies to the op- 


portunities now available elsewhere. 
details. 


Write for 


Codo Manufacturing Corp. 


Coraopolis, Penna. 
New York 


Chicago 














Profit assured on every Vul-Cot sale. The only nationally known wastebasket 
Steady demand. Liberal sales policy. Standard equipment in 87 per cent of 
business offices. One wastebasket that never chips, cracks, rusts or dents. 
Vul-Cot is available in olive-green, maroon-brown, oak, walnut and mahogany. 


NATIONAL VULCANIZED FIBRE CO, 
Wilmington, Delaware 








the NEW 


SLOAN’S SALESKIT 


the greatest aid to 
efficient selling ever 
designed! 
| Executives to-day want 
their whole sales story prop- 
erly presented—and always 
in the same way by every one 
| of their salesmen. 
This sales kit is the vehicle 
through which this can be 
accomplished, even in the 
hands of amateur salesmen. 
Alert stationers will order 
one of these sales kits, for a 
sample and find it the best 
investment ever made. 











Write today for a descriptive cir- 
cular. 
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Test the light of a Calvert Lamp against all 
others—and see the difference. We invite you 


to make this test by a light meter so that you 


The Lamp 
illustrated is 
No. 516 


Obtainable 
in finishes- 
Statuary Bronze 
Antique Brass 
and Black and 
Chrome 


| A Crisp 1936 Creation 


| -By Triissell 


TRUSSELL MANUFACTURING CO 


might see the superior qualities in Calvert indi- 
rect lighting. Dealers are requested to write for 


circular showing our eighteen different styles. 


THE CALVERT LAMP CO. 


300 EAST FEDERAL ST., BALTIMORE, MD. 


Poughkeepsie N. Y 











REAR ERE KEKE 





An All-Star. Paste Line 


Pas-T-Lastik is not only a paste but a 
mending and waterproofing material * * 
It not only sticks better but isn’t sticky 
* « It is not only cleaner in its use but 
eliminates all mess and muss from your 

a pasting job * * It makes pasting a pleas- a. 
ure instead of a problem * * Whether 
for cardboard, paper, cloth, wood, metal, 
glass, leather, etc., its all-star quality 
insures complete satisfaction and rapid 
sales. Try it--mail the coupon today. 
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426 Fourth Ave., Pittsburgh, Penna. 





Send ree sample and details to 
Firm . . 
Attention Mr 
Street... ‘ cicahneacels 


Sls << deceubeesesdenente ceciaeheeeiannnl a ee 
(Paste to your letterhead and mail today) 
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Bentson 


700 


Quality at Moderate Cost 


You can sell Bentson 700 filing cabi- 
nets in any medium grade competi- 
tion with full assurance of satisfactory 
service, appearance and durability. 
Case and top are high quality furni- 
ture steel amply reinforced, resulting 
in a rigid cabinet of neat appearance. 
Full progressive suspension slide is of 
heavy gauge furniture steel. Many 
drawer insert arrangements are avail- 
able. Made also in two drawer 
height, letter and legal sizes. 


Bentson 700 is one of several popular 
grades made in our factory. For office 
equipment dealers operating in highly com- 
petitive territories, it offers exceptional sales 
and service value. Full details and prices 
on request. 


THE BENTSON MFG. CO. 


AURORA, ILLINOIS 
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RIBBONS AND CARBONS 





Chicago, I1l._-The Queen Ribbon & Carbon Company, Inc., of Illinois, 
306 West Adams street, has been chartered; capital stock, forty shares 
par value commor ncorporators—John B. Fruchtcr, Harry R. Williams, 
\ A. Grelek 

New York, N. Y.--The Franklin Ribbon & Carbon Company has con 
solidated its two stores at 8 East Eighteenth street. Stores at 234-36 West 
Forty-fourth street and 8&8 East Eighteenth streets were thus brought to- 
yether 

San Francisco, .Caiif Bernard Wolf has just completed a_ profitable 


trip through the Northwest-Pacific territory for the Pacific Carbon & 
Ribbon Manufacturing Company 

San Francisco, Calif... W. G. Huston, Pacific Coast manager for Mittag 
& Vo.ger, In left on the eighth for Hawaii, where the company has 
some live accounts, and will return about the middle of the month 








PENCILS 


division thanager for 
123 West 


PEN S AND 
Chicago, I.—-Hamiiton Kendrick, 
Lead Pencil Company, has moved his offices from 





the American 
Madison street 


0 the Conway building, 111 West Washington street 

Chicago, ill.._The estate of Charles J. Frechette, who had been vice- 
president and treasurer of The Wahl Company, was probated here in Feb- 
ruary The estate was devised to his widow, Mrs. Mary Elizabeth 
Frechette, and was reported to total $16,000 

Janesville, Wis.—-During the extreme cold of January The Parker Pen 
Company plant was reported shut down on account of fuel shortage 

Los Angeles, Calif The Scripto Manufacturing Company, Atlanta, Ga., 
has made Larry Wood representative in the eleven western states He 
makes his headquarters at 369 North Crescent drive, Beverly Hills, Calif. 

New York, N. ¥.—The Swan Pencil Company, 221 Fourth avenue, has 


completed its new catalogue, and copies will be sent to dealers on request 








New York, N. Y The Penmac Corporation has been chartered to handle 
writing instruments; incorporators—John P. Stevens, 261 Fifth Avenue, 
New York City; John F. Keane, 223 Hawthorne street, Brooklyn; Hugh 
A. Ward, 53 Broad street, New York City; Herbert Brownell, Jr., 9 East 
Eighth street, New York City; John D. Garrison, 115 East Eighty-second 
street. New York City charter representative, Lord, Day & Lord, 25 
Broadway, New York City 

San Francisco, Calif.._The local branch of The Conklin Pen Company 
report the new year stariing off handsomely, following an excelient year 
just closed They feel enthused over the fact that the company has 
decided to ignore the bug-a-boo of an election year being hurtful to busi- 
ness, and to advertise and drive harder than ever! In the West they 
have learned that the fountain pen with a sac belongs to horse-and-buggy 
days rhe trade is completely sold on the sacless pens 

> 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 








—llltlllllll lll lll ll ll lt i er a 




















CERTIFIED 


CASH REGISTER 


17 


Improvements in 1935 
* 


NO ADVANCE ~~ 
IN PRICES \. 


















Full line lintless roti« 
fers adding 
machines, cash regie- 
ters, police signals, 
teletype, time clocks, 


billine machines, ad- 











Precision *'* oa 


9: 3 
Performance 
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= all 


PAPER PRODUCTS 


MANUFACTURING CO 


2000 Howard Street 
DETROIT, MICHIGAN 











This cMessage 
Is Directed 








TO DEALERS 
OF QUALITY 
MERCHANDISE 





me 





Barkley Filing Supplies are 
produced to meet the exact- 
ing requirements of the most 
critical filing department 











Controlled standards in raw ma- 
terials plus rigid manufacturing 


inspection insure this quality to 
you and to your customers 


for our interesting cal- 
alog on these superior products 











——— 
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C. L. BARKLEY & CO. 


517 S. JEFFERSON STREET 


STABLISHED 1921 


cManufacturers of Filing Supplies 


CHICAGO, ILL. 








Stationers Offer Best Value 
in ring books and post 
binders when they use 

PERFECTION METALS 
rom time to time, manufacturing sta- 
tioners have opportunity to bid on spe- 
cial sizes or types of binders for catalog, 
manual, book of regulations, ete. What- 
ever is required, let us furnish a metal to 
build your sample on. Its quality and de- 
pendability will help secure the order. 
The PERFECTION line includes a great 
variety of post binder metals with end 
lock, top lock or attached key, ring book 
metals with two, three or more rings, etc. 
Write us of your requirements or send 
for our catalog. 


Loose Leaf Metals Co., Inc. 
6816-6824 Arsenal St., St. Louis, Mo. 








Pacific Coast Repre- 
sentative, S. & D.-. 
Loose Leaf Co., 427 
N. San Pedro St., Los 
Angeles. 
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U. S. TYPEWRITER RIBBON MEG. Co. 






RIBBONS 


ESTABLISHED 1895 


Dealers Inquiries Solicited 


Sansom at Tenth Street 


CARBONS 


Philadelphia, Penna. 











METALSTAND has got what 
it takes to BUILD SALES! 


You can sell because people will buy—equipment that has 


veneer tops and leaves, large quiet rubber 


CONVENIENCE— 
move, stays put, easy to put away. 
CONSTRUCTION— steel, 16-gauge legs, 8-gauge frame. 
casters. 
cCOST— 


approval. 


METALSTAND COMPANY, 


use anywhere, typewriters, adding machines, 
calculators, ledgers, card cabinets; easy to 


14x17 size, $5.00 list; 17x24 size at correspond- 
ingly low price; side leaves at slight additional 
outlay. Shipped K.D. subject to our customer's 
Send us your order. 


135 N. 22d St., Philadelphia, Pa. 


5-ply 







Note how legs in- 
terlock with top of 
frame and base 
bracket. 













DEALERS Cash in on this FAST-SELLING AUTOMATIC 


ASTERERAPH 


AUTOMATIC FEED ~- AUTOMATIC /MKING /NCLOSED DRUM 





Three Models, All Closed 


Automatic Inking, Low —_ DUPLICATOR 
— Y 


Model A, completely automatic, Auto- 
i matic Feed, Automatic Inking. 
3 Aggressive dealers are cashing in on 
=} this wonderful line of Mastergraph 
i duplicators, they are simple in con- 
struction, speedy in opera- 
tion, beautiful in design, 
and small number of parts 










make it popular with users 
and a profitable trade- 
builder for DEALERS 
Write for complete infor- 
mation on our liberal dealer 
franchise. - 


THE AUTOMATIC MASTERGRAPH DUPLICATOR CO. 
807 Walnut Street, Des Moines, lowa 


atone: Masons ene! MMBonINeR” DaENNEHHHA: DEERE: HomUCDIAE SHH 


—PROFIT 





Together with Satisfied 
Customers Is the Secret of—= 
Business Success 


NU-MARK “INSTANT” PRODUCTS OFFER A BIGGER 
PROFIT AND MORE REPEAT BUSINESS. SOLD ON A 
MONEY BACK GUARANTEE. 





INSTANT TYPE CLEANER INSTANT INK ERADICATOR 
Complete with Dauber, Cleans Type Removes Ink Smudges and Errors 
Instantly and Theroughly the Better Way 


INSTANT STENCIL COR- INSTANT ODORLESS TYPE- 
WRITER OIL 


RECTION FLUID 
A Foolproof Corrector of Stencil Complete with Applicator. The 
Perfect Typewriter Lubricant 


Errors 


LABELS IMPRINTED FREE 


Your Own Name on the Label Assures You the Repeat Order 
and Adds Prestige to Your Business 


WRITE FOR WHOLESALE PRICE LIST TODAY 


WE ARE MANUFACTURERS FOR THE TRADE 
AND DO NO RETAIL BUSINESS 




















—NU-MARK OFFICE EQUIPMENT CO. 
Dept. A—19 N. 7th St., St. Lowis, Mo. 





There’s a place in every office 
for the TWIRLIT PAPER DRILL 


You can build profitable business on this fast 
moving item. Every office needs and wants one. 
Nothing else on the market just like it. Drills a 
neat, clean hole through % inch of paper at a 
time. Does many jobs that a punch cannot do. 
Three models provide 

Write for illustrated 


Saves time and money. 
sizes for every office need. 
catalog and discounts. 


MITCHELL BINDER CO., Hagerstown, Md. 








Series 300 TWIRLIT — Price $10.75 
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VARIETY? Certainly! There are many 
styles in the NATIONAL line of leather en- 
velopes. 

Two and three-way zippers, Tuck-Tite locks, button fasteners. 
one to ten pockets, smooth or grain finish. lined or unlined— 
in fact, designs to meet every practical requirement. Two 


very popular styles are illustrated. At the left No. 902 with eight 
pockets and sliding handles; right, No. 924 with five pockets. 


Let National supply your entire assortment. 

Dependable quality at attractive prices. 
NATIONAL BRIEF CASE 
MFG. CO., 


512 S. Peoria St., Chicago, II. 





OFFICE APPLIANCES 























82 ST. PAUL ST., 


ZIPIT 


THE NEW 
TIME SAVING 
CARBON 
Territory now being 
allotted. 


Send for samples and 
agency proposition — 


IT SELLS 


PHILLIPS PROCESS CO.., Inc. 
ROCHESTER, N. Y. 








AMERICAN 


EXTRA PROFIT 


because of quick turnover. Here's 
the ONE machine that fits all office 
needs. 


Consecutive—dupli- 

cate — triplicate — $ 5 0 
quadruplicate—r e - RETAIL 
peat. 

AMERICAN NUMBERING MACHINE CO. 
224 Shepherd Ave. Branches: 
Brooklyn, N. Y. Caines Los An -* 





















Supply Co., 43! Bush St., 
San 


u-da- 


Brands 


DUPLICATOR INKS 
DU-WA-CO Duplicating Ink is more than 
just an ink. It is a part of the satisfaction 
in accomplished workmanship in the duplicat- 
ing room, critical endurance in your advertis- 
ing department, and the final analysis of pull- 
ing power in the presentation of your literature. 

Intense color—more copies to t 
doesn’t offset or smudge—approved and in 
use by Army, Navy and other government 
offices, also schools and corporations. We can 
help you extend your sales. Write. 


some owners YT Dunham-(xSatson 
Manufacturers of Ink Specialties 
ra Ce 644 SO. CLARK ST., CHICAGO 











4 Models 
Priced From 





A Few more choice Territories 


Still Open. 


The Duplicator Supply Corporation 
718 Washington Ave. S. E. Minneapolis, Minn. 


(Pens 


exclusively 
SINCE 1876 














*®& COMMERCIAL LINES, in Steel, Silver Alloy and Gold Plate 
%& EXCELLENT NEW SCHOOL SERIES 
%& IMPRINTS A SPECIALTY 


TURNER & HARRISON 


PEN MANUFACTURING CO. 
1215 SPRING GARDEN STREET PHILADELPHIA, PA. 


Watch Those Profits 
GROW! 


Such equipment as Calculating Machines, Billing and Book- 
keeping Machines, and in some instances, certain types of 
Adding Machines yield phenomenal profits. Why not 
diversify your selling? Besides typewriters, you can sell 
many profit producing machines that are listed in Reliable’s 
Wholesale Catalog and, at real bargain prices, too. Send 
for your copy today . .. no obligation. 


RELIABLE TYPEWRITER 


& ADDING MACHINE CORP. 
303 West Monroe St. Chicago, Illinois 
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AD 


Extra heavy—Steel Plate 
Reinforced Corners— 
Extra Strong!! 





Write for 





STEEL PLATE SECURITY BOXES 





3 sizes with cash trays 

Nationally advertised locks— Yale- 

Eagle-Corbin and Sesamee — Thousands 
of key changes! 

Illustrated 


ART STEEL CO., INC., 300 E. 145th St., NEW YORK, N. Y. 


Ahn 


Ten Popular Fast 
moving sizes to meet 


all requirements. 






Details! 








ee 





RESPIRATOR CUSHIONS 


are cool and comfortable, air conditioned 
and ventilated by respiration. 
Manufactured By 


L. M. Bickett Co., Watertown, Wis., U.S.A. 





FREE INTRODUCTORY OFFER 


MARTENS 


TYPE CLEANER 


Typists go for it in a big way. They 
like the way it cleans so thoroughly and 
quickly without the usual muss and fuss 
They like it and they ask for it again 
That’s why many dealers find it so 
profitable. You will, too. 


Get our free introductory offer today. 


MARTENS TYPE CLEANER CO. @7e§.zttns, 


New York, N. Y. 
SSE OY ee ALLL TA ee SIE LNT IE NRT 








LOOSE-LEAF 
and 


VERTICAL 


ALPHABETS 

MONTHS 

NUMBERS 
STATES 


a Special oexinc «> CELYDEX’ 


TRANSPARENT INDEX TABS 
CEL-‘U-DEX CORP, | Main Street 





You can Actually Staple 
from 2 sheets up to 

a Pile of Paper 

This Thick (34") 


with the New 


ACME No. 1 


Heavy Duty 
Hand Stapler 














ACME 
STAPLE 
COMPANY 


1643-1647 Haddon Ave. 
CAMDEN, N. J. 





















‘The 


ADAMS 


Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 
ways right side up. No need to hunt 
and fumble to find the place where 
the ring opens, if it’s an Adams ring. 
Here is the s'mplest, quickest-operat- 
ing and most satisfactory ring ever 
invented for perforated sheets or 
binders of all sorts. Allows binder or 
sheets to lie flat when open at any 


















PATENTED 
PES. 17,1920 JAN. 11, 1821 
mOV. 6.1923 


Seven Sizes 
Inside Diameters: 


| No. 000, %.’" No. I, 1%’’ point. The enlarged joint, nicely 
I) No. 00, %’’ No. 2, 1%’ rounded and smoothed, keeps ring 
N 0%’? No. 4.2%” right side up in position to be in- 

o. % oe stantly unlocked. 
No. 6, 3’’ Order through your wholesaler. We also 


manufacture inexpensive loose leaf metals. 
Henry T. Adams Mig. Co. 35,50 Gilesge A 














that never wrinkles paper 


—not even the thinnest tissue. Scrapbooks never bulge, tracing 
papers never pucker; extended charts and forms can be typed or 
penned on immediately, smoothly . . . Write for Free Tube and 
Profit Story to Harriman-Welts Products Co., 200 Summer St., Boston 
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OFFICE APPLIANCES 





MASTER SPEED KEYS 





Protected Characters 
Spring Cushion 
Permanent Cleanli- 


Easy to Sell 
Profitable to Handle 
Good Will Builder 
Non-Competitive 


A Real Money Maker 


ness 
Greater Resiliency 
Eeonomical to Use 


Cuaranteed 


3 Years 
One representative wanted in a territory 
SPEED KEY MANUFACTURING CO., Ine. 


297 Columbus Place Brooklyn. N. Y. 





Over 3000 Dealers 


Sot Regals 


Thorne Wlust Be A Reason 
Regal 1936 Merchandising Plan 
9s Ready 


WRITE DEPT. C 


Regal Jypowniten Company, Inc. 
75 Uarich St, New York, N. Y. 











TYBON 
RIBBONS & 
CARBONS 


Better business can be had 
selling Tybon Typewriter 
Ribbons and Carbon 
Papers. 
Tybon’s Silent Salesmen 
sell them for you. Tybon 
quality repeats continu- 
ally. 
Tybon’s Reel Ribbon 
Economy Is 
Real Ribbon Economy 
It will pay you to 
investigate 


TYBON CORPORATION 

















1026 Filbert St. Philadelphia, Pa. 





Meilicke. Systems 
cover computations 
of Payrolls 
Time 
Interest 
Tonnage 
Unit Costs 
Express and 
Freight Charges 
Discount 
Etc. 


End Mistakes—Double Speed with Precalculated, 
Verified Answers 
Meilicke. Systems, Inc. 
3468 No.Clark St. Chicago, Illinois 




















Efficient and economical. 
Will keep correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 















Stanley R.Bristow 
24 Central Ave.West Orange.N.J. 


F. B. 


LOOSE LEAF 
HOLDER 


Fastens the transferred sheets in a 
neat, compact binding, easily 
handled and referred to. Accommo- 
dates any size of sheet or distance 
between centers; interchangeable 
poste of various length provide 
capacity to meet your requirements. 


$ 3 50 per dozen sets, f.o.b., 


New York. Write fer 
sample and details. 


F. B. Mfg. Co. 


1228 Intervale Ave. 









Easy to put in use 
Safe and Secure 
Quick Reference 












He 





NEW YORK, N. Y. 








Announcing a Free Sales Manual 


We shall be glad to send any interested 
dealer one of our new sales manuals just 
prepared. This book contains practical in- 
formation based on experience. If carefully 
read, it will show the road to many dollars 
of extra profits now overlooked. 


100% REBUILT CHECKWRITERS 
LOWEST PRICES 


CHECK PROTECTOR CORPORATION 
53 Park Place New York, N. Y. 


TUT 


» 
VITATYPE 


DRY PROCESS STENCIL PAPER 


Ny 
St. 


~ 
& 
~ 





CORRECTION FLUID—CLOTH PADS 
AND OTHER DUPLICATING SUPPLIES 


Prices on request 


STABRO MANUFACTURING CO., Inc. 


391 FULTON ST. BROOKLYN, N. Y. 
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ERADICATOR [s 









Sells on its 
own merit 


An ink eradicator recommended for its high grade performance, An 
individual item—over thirty years on the market, Effectively removes 
ink from paper or white clothing. Details on request. 


H. A. INK ERADICATOR COMPANY 
1707 Zerega Ave., New York, N. Y. Cable: ERADICATOR 


POSSESS OHHOOOOOOOOOOOOS 

















Card-cases, any size; loose-leaf envelopes, punched; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made of 
acetate (slow-burning) transparent cellulose. We 
build to fit your particular need. Write us for details. 


MARKILO COMPANY, Mfrs. 
3633¢ S, Racine Ave. Chicago, U.S. A. 


163 





New STEEL SAFE 


Defender 


Most economical SAFE in 
the Country—/ow price 


Seller can make big money giving 
attention fo this proposition 





Inside—15 in. high; 12 wide; 13 deep. Weight 240 Ibs. 


Write HILLSBERG CO. Jefferson St., Syracuse, N. Y. 











Sell Satisfaction 


in duplicator ink 


ROOCO 


Produces first class results on both 
open and closed drum types of 
stencil duplicators. 

It is well advised economy to use 
this high quality ink. Send for sam 
ples and prices. 


H. D. ROOSEN Co. 


Brooklyn, N. Y. Chicago 


Factory 
Foot 20th St. 609 S. Clark St. 




















Transparent Shading Plates 


Stencil Manufacturers and Distributors Should 
Write to 


THE 


TECHNY, ILLINOIS 


For Quotations on: BACKING SHEETS, STYLUS 
PENS, LETTERING GUIDES, STENCILSCOPES, 
STENCIL FOLDER BOXES and CUSHION SHEETS 











Increase dime Aales WITH THIS NEW ALL-METAL 







REVOLVING DISPLAY CABINET. .. . . Zs FREE! 


With an order for only 72 window 
front packets of Moore Push-Pins, 
glass and aluminum heads, and push- 
less hangers, you can receive absolutely 
free, this new, attractive revolving dis- 
play cabinet . . . Dealers everywhere have 








told us that sales literally jumped the 
day they placed it on their counter. 
Start this very day to increase your 
dime sales...order from your jobber. 


MOORE PUSH-PIN CO. 
113-125 Berkley St., Phila. 


Sleeoee 
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OPENS LIKE A BOOK | 


CURMANCO SORTING TRAY 


for current filing. With the 
double flare references are 
quickly referred to. Saves time 
for daily work. Sold without 
index, gives you a profit on the 
tray and your indexes. Made 
to stand hard use, saves its cost 
many times over. 


115 Letter size . $4.65 
Olive Green Art Steel 116 Capsize .. 6.00 
STAPLE ITEM. ORDER STOCK TODAY. 


Currier Manufacturing Company 





















8 eee See Ee Ee ee ee ee ee 
ee ae ke ee ee eae ae ate ate ate ate ake ae a a a ate at ate a att a att att at: ate ate ate ate at ate ae 


The “Aluminum” Pocket Seal 
and other MARKING DEVICES 
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POCKET SEALS SPECIMEN IMPRESSION 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson St. 
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ELIMINATES POSTAGE WASTE 


Improved 
Triner No. 9-T 
meets postal 
tolerance of 
ONLY FIVE 
GRAINS 


~ 
<s 
<SSsrTn'@ ¢ 

= *% 








Increased 


Markets Capacity 


9 oz. x ly O72. 


Never before were the post-office requirements so exact- 
ing. With a tolerance of only five grains now permitted 
many business concerns are wasting money in over-post- 
age because ordinary scales cannot indicate a five-grain 
variation and thousands of scales now in use are inade- 
quate. Your market for Triners is thereby greatly in- 
creased. 


Triner refinements make this close-weighing accuracy 
possible. Permanent balance, special alloyed steel pivots, 
perfect alignment and operation of moving parts, to- 
gether with sturdy, high-grade construction, insure de- 

mdable and lasting service. Capacities nine ounces to 
our pounds in various models, with computing charts 
on those of one pound and over. 


Send fer detailed description and prices 


TRINER SCALE & MFG. CO. 


2714 W. 2ist Street Chicage, Illinois 





UFFICE APPLIANCES 











OUTSTANDING 
LEADERSHIP 





Outstanding successful dealers who have handled BERK- 
SHIRE TYPEWRITER PAPERS for over forty years realize 
the advantages of featuring the best known and estab- 
lished line of typewriter papers 


Uniformity and quality, in a variety of grades, meeting all 
office requirements—means a repeat business from satisfied 
customers—giving those dealers an extra share of the 
business available at e fair margin of profit 


Sample book and price list furnished dealers on request 


EATON PAPER CORPORATION 


TYPEWRITER PAPER DEPARTMENT 


PITTSFIELD, MASSACHUSETTS 




















CARBONS and RIBBONS 


Will be found economical for the reason 


they possess DURABILITY resulting in 


maximum wear and longer life. 


This is just one of the reasons why the 
Dealer should carry the BUCKI LINE. 


Other reasons lie in the Buckeye Merchandis- 








ing Plan which will be explained upon re- | 


quest. 


™ Buckeye Ribbon & Carbon Co. 


1458-1468 East 55th St. Cleveland, Ohio 








A copy of the Buckeye Booklet awaits your request. 
Dealers have found it indispensable. | 
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“ 
Another new account, Joe. 





“. .. And it’s a cinch to do 
quality work, Joe, and make 
our profit when we use Wiggins 
Book Form Cards; and the 
job, delivered in a Compact 
Binder, has more to say about 
quality than the whole sales 
force could in a year.” 

A Business cards done on this 
stock and delivered in these 
binders are automatic busi- 
ness-getters. Once a customer 





A Ask any of the paper mer- 
chants listed here to show you 


is provided with business 
cards done in this form, he’s 
yours.for life. 


this card stock and binders. 
He will gladly cooperate with 
you in the way of samples. 


The JOHN 8B. WIGGINS COMPANY, 1162 Fullerton Ave., Chicago 
(Originators of Scored Cards) 


Grand Rapids: 


New York City: 
Carpenter Paper Co. 


Richard C. Loesch Co. 


Pittsburgh: Houston: 
The Chatfleld & Woods Co. L. S. Bosworth Co., Inc. 
Detroit: St. Louis: 


Seaman-Patrick Paper Co. Tobey Fine Papers, Inc. 


WIGGINS 
—=—-s 


BOOK FORM CARDS 
COMPACT BINDERS 
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LINE... EXCLUS/VELY/ 


“STEEL-STRONG’* PRODUCTS ARE SOLO 
THROUGH DEALERS ONLY. 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable .. . 
secure . .. with the guaranty of Members of The 
Nat’l Ass’n of Stationers. 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, ete. ... and each product 
has been developed to tke highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 


STEEL-STRONG PRODUCTS 














BILL STRAPS 












y 


THE C.L.DOWNEY CO. cincinnati.o 
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For More 
and Better Business 


Readers of Office Appliances 
have a constant source of 
useful ideas. 


The journal contains 
thoughts that many identi- 
fied with office equipment 
can use to advantage. It is 
a common meeting place for 
the exchange of worth-while 
information. 


If you want more and bet- 
ter business, you can profit 
by a subscription to Office 
Appliances. Domestic rates 
are $2.00 a year, two years 
for $3.00; Canada, $2.50 and 
$4.00; Foreign, $3.00 and 
$5.00. 
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The Office Appliance Company 
417 S. Dearborn Street 
Chicago, III. 
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| Finch & McCullouch, Aurora, III. 
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FsM Memory 
Masterpieces 


For the Office-- 
For the Home-— 






All year 
‘round 
Sellers 

17 Choice 
Models 





No.19 


DEALERS: Cal-Pad Sr. 
Retails at $2.75 


Send for your copy of our new 
descriptive folder showing the 
New Complete Line of 
“Memory Masterpieces” 
for 1936. 





$< No. 213 “Prince” 
New York Distributor ; 
Mutual Stationery Co., Inc. Retails at $2.50 
368 Broadway, New York 





‘ 











Foremost in Value 


C. E. Ritter, 2451 E. 78th St., Chicago (phone REGent 1110) 
for export: Lincoln Export Co., 41 Water St., New York, N. Y. 





Hso 


TYPEWRITER 
STANDS 


True economy is reflected in this fine equipment. 
Framed of welded steel tubing ideal for the pur- 
pose, it is of light weight and smooth surface, at- 
tractively finished. The top and drop shelves of No. 
102 illustrated above, are of Masonite Presdwood 
(a grainless board) guaranteed not to chip, crack, 
split or warp. This design is + with two 
Cofuiam plated casters and two rubber tips, pro- 
viding steady placement and easy movement. (Four 
casters or four rubber tips optional.) It is also 
supplied without drop leaves or with single drop 
leaf, either side. For school or other use where 
the stand is to be in fixed position, the casters and 
tips are replaced by floor flanges, clamped down. 

Such convenience and service are really indis- 
pensable to typewriter users. Typewriter and office 
furniture dealers who have TUSCO Stands in stock 
and on display find them profitable. Full details on 
request. 


Tubular Specialty Mfg. Co. 


1940 Stanley Ave., Detroit, Michigan 
REPRESENTATIVES 
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OFFICE APPLIANCES 


“ Born with a silver spoon .. 


“Sensational”. . .“ The only Portable with every feature’ 


Cc 


‘ 


.. Enables me to save my customers real money.” 


And so it goes! ... Letters... Wires ... Telephone 
calls! Dealers everywhere are tremendously en- 
thusiastic over the New Royal Portable DeLuxe. 


Never has a new model created such excitement. 
And with real reason! It has everything found in 
any other portable plus important exclusive Royal 


improvements. Each is an unbeatable sales-getter 





. .» TOUCH CONTROL, instantaneous, visible .. . 
PERMANENT QUIET, by an original method... 
FINGER COMFORT KEYS, no-glare, rimless... 
AUTOMATIC PAPER LOCK ...GENUINE TABU- 
LATOR ...and many others. Yet the price is only 
$62.50. Liberal profit margin for the dealer. 


Royal Typewriter Company, Inc., 2 Park Ave., New York 
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LETTERGRAPH Model 24B 


Automatically Inked — Prints Full Letter Size 


Lh \lodel 24B Lettergraph is constructed basi lly tin 
is the old familiar model 24 Che addition 
nked cylinder, a counter, cylinder brake 
metal-lined leatherette covet give it a mut h greater ¢ 


LTE however, ol 
in automatically 
‘pacity 
ind more satisfactory performance for the fairly large uset 
\utomatically inked cylinder takes a half-pound of ink at one 
filling which lasts for several thousand copies Eliminates 


mess and assures a steady, even inking at all times 


Model 24B $39.50 


Complete with supplies 








- HEVER (/.ci, STENCIL DUPLICATORS 


LETTERGRAPH Model 34 
With Automatic Feed — Prints Up to 120 Copies a Minute 


rhe Model 34 Lettergraph is a revolutionary new duplicator. It 
gives you the best and speediest in automatic stencil duplicators at 
prices you can afford to pay. It is priced inexpensively because it's 
less expensive to build than old-fashioned, complicated machines and 
t's much easier to operate, too. The Model 34, with its Direct Drive 
feature, eliminates expensive gears in the driving mechanism and 
gives you a copy at every turn of the handle. Has a set-back counter 
Prints up to full legal size Automatic Roller Release throws off 
Impression Roller when paper is not fed and keeps it clean at all 
times. Sturdy all metal construction assures long years of trouble-free 
service 

Delivered set-up complete with initial operating supplies valued at 
more than $10.00. Made in two models: 


Model 34B 
Model 34A 


$90.00 
75.00 


Automatically inked, automatically fed 
Hand inked, automatically fed 


Automatic Slipsheeter 


Completely eliminates offset on back of copix 
\utomatically drops absorbent card, interleaving 


wet copies as fast as they fall in position. Hold 
150 slipsheet cards in wire bound unit. Quickly 
inserted. Slipsheeter attaches simply to Model 


34 or Model 44 Lettergraphs in a few seconds, 
replacing receiving tray 

Complete with one unit of 150 card $21.00 
Additional units of cards, each 2.00 


LETTERGRAPH Model 44 


Hand Fed — Automatically Inked — Full Legal Size 


lhe Model 44 is a most versatile stencil duplicator. Although not 
tutomatically fed, it can be operated at speeds of forty to sixty copies 
a minute as fast as most geared, automatic feed machines. And 
it is extremely simple to operate. Inking is entirely automatic and 
continuous. A half-pound of ink is poured into the cylinder at one 
hlling and will print several thousand clear, black copies without 
stopping to re-ink. This automatically inked cylinder, quite similar 
to that on the Model 34B, saves time, assures perfect copies and com 
pletely eliminates mess. Model 44 is all-metal construction, has a 
hve figure counter, positive paper strippers and many other quality 
features 

Delivered set-up, complete with initial operating supplies valued at 
more than $10.00 





Model 44 


$55.00 


Complete 





OUTSIDE-INKED...24 


Model 24 


llas an outside, hand 
nked cylinder. One ink 
ng lasts for about 500 
An ideal machine 
for color work as Super 
pad (ink pad) is easily re 
moved and replaced with 








THE FLEXOGRAPH 


Portable — Produces Highest Quality Copies 


Copies are made by lowering printing frame over 
stack of blank paper on base and running roller over 
back of pad, forcing stencil to contact paper 
Hand-inked, one inking makes about 500 copies 
Complete with supplies in leatherette carrying case 


copies 


— —- a — No.2 Note Size (6x9 in.). Complete $15.00 
ent color Sold complete . , . 

with supplies, ready po No.3 Letter Size (8!5x11 in.). Complete. 18.00 
Model 24 $29.50 No.4 Legal Size (84x14 in.). Complete. 21.00 


THE HEYER CORPORATION: Chicago, U.S.A. 














SEE PAGE 65 





Underwood Elliott Fisher 
Speeds the World’s Business 
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